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Preface

Riding the Real Estate Roller Coaster

Real estate isn’t just a transaction—it’s an emotional roller coaster 
ride. You’ll have thrilling climbs wlled xith e,citementp sudden drofs 
oy an,ietBp une,fected turnsp and moments xhere everBthing yeels 
ufside doxn. Oecause turbulence is fart oy the e,ferience.

Iver the Bearsp T’ve seen turbulence in real estate have its share oy 
txistsp turnsp loofsp bumfsp and jolts. khis boo1 highlights 66- diyz
yerent tBfes—yrom lastzminute loan denials to hidden insfection 
issuesp title delaBsp yamilB dBnamics that ma1e decisions harderp and 
legal matters that strain relationshifs and comflicate the frocess. 
khese challenges are more common than most feofle e,fect—but 
xith the right suffortp theB don’t have to derail the e,ferience.

T’ve xal1ed beside yamilies selling the home oy a loved one—oyten 
xhile navigating grieyp tough decisionsp or doxnsiAing ayter decades 
oy memories. T’ve helfed divorcing coufles sell their yamilB home and 
begin nex lives xhile learning to cozfarent in a healthier xaB. T’ve 
sufforted wrstztime buBers riding the emotional xave oy e,citement 
and stress—xondering iy it’s all going to xor1 out. Pnd T’ve guided 
seasoned homeoxners through transactions that started oE simfle 
but revealed une,fected txists along the xaB.
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Mhether mB clients are yacing lossp transitionp or just the chaos oy 
changep mB role staBs the sameN to be the calm in the storm and a 
steadB voice theB can count on.kurbulence is a natural fart oy the 
e,ferience and shoxs uf in everB transaction—but the imfact oy 
that jolt or rough sfot has everBthing to do xith hox frefared Bou 
are. Mhen Bou 1nox xhat to e,fectp Bou’re less li1elB to be throxn 
oE course. You xon’t be caught bB surfrisep Bou’ll 1nox xhat to 
do—and Bou xon’t fanic xhen the roller coaster turns Bou ufside 
doxn yor fart oy the ride.

khat’s xhB T’m giving Bou this boo1—to helf Bou ride the ufs and 
doxns oy turbulence xithout fanic1ing or yeeling out oy control. 
Tnsteadp xe’ll ride the roller coaster together—xith claritBp calmnessp 
conwdencep and mB steadB comfetence to guide the xaB.

Mith a bac1ground in fsBchologBp conVict resolutionp yamilB liye edz
ucationp and decades oy e,ferience as a real estate agentp T understand 
that real estate is just as much about feofle as it is about frofertB. 
Oehind everB transaction are laBered emotionsp relationshif dBnamz
icsp and highzsta1es decisions that imfact entire yamilies. GB training 
helfs me read betxeen the linesp ease the tension xhen things get 
heatedp and guide feofle through uncertaintB xith more feace and 
claritB.

GB s1ills and e,ferience are fart oy mB real estate fersona—xhether 
T’m calming nerves during a stressyul negotiationp helfing clients 
communicate more eEectivelBp or simflB 1noxing xhen to fause and 
oEer fersfective. Real estate is wlled xith turbulence—but mB role 
is to be Bour steadB guide through everB txist and turn.

Ty an insfection reveals costlB surfrisesp T helf Bou frioritiAe.
Ty the other side gets emotional or overxhelmedp T helf 1eef things 
moving yorxard.
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Ty the frocess ta1es longer than e,fectedp T remind Bou that the ride 
is almost over—and T’ll get Bou there.

khis boo1 is Bour behindzthezscenes guide to xhat reallB haffens 
during a real estate transaction. You’ll learn about the turbulence Bou 
might encounter—some fredictablep others not—and hox to move 
through it xith conwdence and suffort.

Oecause real estate is more than a wnancial decision. Tt’s a fersonal 
journeB wlled xith changep emotionp and hofe. Out Bou don’t have 
to do it alone.

Dop as Bou begin this adventurep T xant to be the wrst to xelcome 
Bou—and to reassure Bou that Bou’re in good hands. T’ll ta1e this 
journeB xith Bou everB stef oy the xaB. Tt maB yeel overxhelming 
at timesp but T’ll be Bour steadB fresence—1eefing things on trac1p 
anticifating the turbulencep and guiding Bou sayelB through the ufs 
and doxns.

Mhen the ride endsp mB mission is simfleN to helf Bou stef oE the 
roller coaster oy real estate in one xholep haffBp and conwdent fiece.

Wrom beginning to end—T’ve got Bour bac1.

MarmlBp
9r. 9eena Dtacer
The Doctor who makes house calls.



Introduction

What Is Transactional Turbulence?

And Why It Matters to You Right Now

If you’re thinking about selling your home—or buying one—you’re 
likely already feeling it.

That subtle anxiety.

The unease just under the surface.

Not quite fear…

But deWnitely not certainty.

Ae call it transactional turbulence.

wnd it’s real.

Because no matter hop beautiful the home is… no matter hop ready 
you feel…

the vrocess of transferring opnershiv—of moCing your life from one 
vlace to another—is full of unseen currents.

Vontracts.

Vontingencies.
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wvvraisals.

Insvections.

Timelines.

Uenders.

,motions.

Oo many moCing varts. Oo many moCing veovle.

Behind the scenes1 there are 66M diYerent kinds of turbulence that 
can shake a transaction.

Dost of them are inCisible to you—until they’re not.

wnd phen they hit1 they can delay1 derail1 or comvletely dissolCe a 
deal.

That’s phy pho you choose to guide you through it… matters more 
than eCer.

Because this isn’t just about real estate.

This is about real liCes.

Hours.

wnd in a porld already full of uncertainty1 you deserCe someone pho 
understands the terrain1 anticivates the turbulence1 and naCigates it 
pith vrecision and care.

Oomeone pho sees phat’s coming before it shops uv.

Aho vrotects your veace.

Aho holds the line.
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wnd brings you through to the other side—not just intact but piser1 
calmer1 and more conWdent than phen you began.

That’s phat this book is here to shop you.

Jop to moCe through the turbulence.

Aith someone pho’s been through eCery kind.

How to Use This Book

This isn’t just a guide.

It’s a comvass.

Ahether you’re thinking about selling the home you’Ce loCed for 
years…

Lr you’re vrevaring to stev into a nep one1 full of hove and vossi5
bility…

This book is meant to steady you.

Inside1 you’ll Wnd insights that reCeal the unseen.

Otories that illuminate phat others miss.

wnd simvle1 voperful pays to vrevare yourself for one of the most 
imvortant journeys you’ll eCer take.

Hou’ll also gain something eCen more Caluable—a deever under5
standing of phat it means to haCe the right verson by your side.

Oomeone pho doesn’t just sell homes… but knops hop to shevherd 
veovle through change.

Because in times of transactional turbulence1 it’s not the house that 
holds you.
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It’s the relationshiv.

The trust.

The truth.

The verson pho brings calm phen eCerything else feels uncertain.

This book pas born from decades of palking veovle through that 
vrocess.

wnd it’s built on the vioneering pork of 0oe Otumvf and his com5
vany1 By Seferral Lnly—a community of vrofessionals pho’Ce been 
leading the pay in relationshiv5based business for oCer :: years.

Their mission has alpays been clear;

To serCe pith heart1 to guide pith skill1 and to build trust that lasts 
longer than the transaction.

Oo1 take your time pith these vages.

Uet them sveak to your situation.

wnd knop this; Hou don’t haCe to do this alone.

Hou neCer did.



Turbulence 1
Lying on a Loan Application: 
A Risky Move with Big 
Consequences 

Fudging the truth on a loan application might seem like a harmless 
way to secure your dream home, but it’s a slippery slope that can lead 
to serious consequences. Whether it’s exaggerating income, hiding 
debt, or fabricating vnancial support, misrepresenting information 
puts the entire transaction at risk.

From the borrower’s perspective, the pressure to qualify can be 
oYerwhelming. Tou might think, “Who’s going to check?” :he answerM 
the lender. Eortgage underwriters are trained to Yerify eYery detail, 
and when they uncoYer discrepancies, your loan could be denied 
outright. —Yen if the lie isn’t discoYered until after closing, the lender 
could call the loan due, leaYing you facing foreclosureNor worse, 
legal trouble.

From the seller’s perspective, it’s frustrating. :hey’Ye taken their 
home oA the market and made plans, and now the deal is falling apart 
because the buyer wasn’t honest. :heir timeline is derailed, and trust 
is broken.
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What is the Lesson? :elling the truth might feel harder at the mo4
ment, but it keeps the process smooth and protects your vnancial fu4
ture. Benders are there to help you vnd a home you can aAordNnot 
one built on shaky foundations of misrepresentation. 

“A lie on your loan application builds a house of cards, not a home.”
- Dr. Deena Stacer



Turbulence 2
Late Payments and Loan 
Approval: A Bump in the Road 

Recent late payments on your credit report might not seem like a 
big deal, but in the world of mortgage lending, they’re a .ashing 
warning signE v-en a single late payment can send ripples through 
the homeFbuying process, axecting your appro-al, interest rate, and 
the trust of e-eryone in-ol-edE

Hrom the borrower’s perspective, late payments often happen due 
to uneTpected Wnancial hiccups or simple forgetfulnessE —owe-er, 
when the lender re-iews your credit history, those missed payments 
can lower your credit score and raise concerns about your ability to 
handle a mortgageE Ihis might lead to a higher interest rate or, in 
some cases, a denial of your loanE

Hrom the seller’s perspective, it’s a frustrating re-elationE Ihey’-e 
likely accepted your oxer in good faith, assuming your Wnancing was 
solidE Bhen late payments complicate or stall the transaction, their 
plansNand potentially their WnancesNare put on holdE

What is the Lesson? Iimely bill payments are critical, especially 
in the months leading up to a home purchaseE Af you ha-e recent 
late payments, be transparent with your lender upfront and work 
on strategies to impro-e your creditworthinessE Vuying a home is 
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about trust, and staying current on payments builds conWdence with 
lenders, sellers, and e-eryone in-ol-edE

“Yesterday's late payment is tomorrow's loan denial.”
- Dr. Deena Stacer



Turbulence 3
Debt: A Mortgage Dealbreaker 
Waiting to Happen

Discovering additional debt after a loan application is like adding 
extra luggage to an already packed car—it throws everything o. 
balanceF ,or lendersm this new infor-ation can under-ine the entire 
loan approval processm leaving everyone scra-bling to pick up the 
piecesF

,ro- the borrower’s perspectivem taking on new debt -ight have 
see-ed har-less—-aybe it was a new car loanm a -axedBout credit 
cardm or a personal loan to cover -oving costsF (ut lenders reassess 
your debtBtoBinco-e TDI)z ratio before Ynali’ing a loanm and that 
unexpected debt could tip the scalesF jou -ight lose your loan apB
proval or face a higher interest rateF

,ro- the seller’s perspectivem itNs a frustrating and potentially 
dealBbreaking scenarioF IheyNve likely -ade plans based on your 
ability to closem and now their ti-eline is in AeopardyF Delays or the 
prospect of Ynding a new buyer can add unnecessary stress to their 
experienceF

What is the Lesson? DonNt take on new debt after applying for a 
-ortgage—nonem not even a s-all store credit cardF (e transparent
with your lender about all existing obligations upfrontF ,inancial
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stability is critical during the loan processm and avoiding additional 
debt ensures a s-oother path to ho-eownershipF

“New debt during escrow turns your dream home into a mirage.” 
- Dr. Deena Stacer



Turbulence 4
When the Borrower Loses 
Their Job During Escrow

Losing  a  job  mid-transaction  is  a  homebuyer’s  worst  night-
mare—and a lender’s biggest concern. Suddenly, the pnancial stabil-
ity that suvvorted the loan avvroFal disavveared, throwing the entire 
deal into chaos.

Brom the borrower’s perspec-
tive, the stress is immediate and 
oFerwhelming. feyond the emo-
tional  toll  ok  unemvloyment, 
there’s the kear ok losing the dream 
home you’Fe worWed so hard to 
secure. xithout steady income, 

lenders are unliWely to moFe korward, and scrambling kor solu-
tions—liWe pnding a co-signer or new emvloyment—can keel liWe an 
uvhill battle.

Brom the seller’s perspective, this is an uneTvected and krustrating 
twist. Nhey’Fe taWen their home oA the marWet, vlanned their neTt 
stevs, and trusted the buyer’s ability to close. Vow they’re lekt wait-
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ing—or worse, searching kor a new buyer—while time and money 
sliv away.

What is the Lesson? Like havvens, but swikt action, honesty, and 
collaboration can sometimes Weev the deal a2oat—eFen in turbulent 
times.

“A job loss during escrow isn't just about income - it's about dreams put 
on hold.” - Dr. Deena Stacer



Turbulence 5
When the Co-Borrower Loses 
Their Job During Escrow

In a home purchase involving a co-borrower, both incomes are often 
critical to qualifying for the mortgage. When the co-borrower loses 
their job mid-transaction, it’s like losing one wing of a plane in 
mid-—ightFpossible to recover, but not without signiTcant e(ort 
and stress.

Drom the borrower’s perspective, panic sets in quickly. )he loss of 
the co-borrowers income can throw o( the debt-to-income YN)IA 
ratio or reduce the amount you’re qualiTed to borrow. Vou’re left 
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wondering if you can save the deal or if your dream home will slip 
away.

Drom the seller’s perspective, the delay is frustrating and destabili8-
ing. )hey’ve likely made plans based on your commitment to close, 
and now they’re forced to deal with uncertainty. 

What is the Lesson? 1ne9pected job loss is stressful, but quick 
communication with your lender and agent is key. 0y e9ploring cre-
ative solutions and staying proactive, it may still be possible to keep 
the transaction on course.

“Two incomes make the dream; one income breaks the team.”
- Dr. Deena Stacer



Turbulence 6
When Income VeriactFion stllS 
�horF 

Stating your income on a loan application is one thing; proving it is 
another. If a lender veriwes that your income is lo,er than originally 
statedj it can thro, a ma-or ,rench into the homebzuying processj 
-eopardiFing your loan approval and potentially derailing the transb
action.

krom the borrower’s perspectivej this revelation feels liMe a wb
nancial gut punch. —ayze it ,as an honest mistaMeEforgetting to 
account for variazle incomej zonusesj or overtimeEor perhaps you 
overestimated. qither ,ayj the lender recalculates your loan Tualiwb
cations zased on veriwed incomej ,hich may reduce your purchasing 
po,er or disTualify you altogether.

krom the seller’s perspectivej  this  is  a  frustrating disruption. 
’heyAve taMen their home oD the marMet and committed to the salej 
only to learn that the zuyer might not have the wnancial capacity to 
close. ’ime is ,astedj and the deal hangs zy a thread.

What is the Lesson? Nccuracy is critical on loan applications. Voub
zlebchecM all income details zefore suzmitting to avoid unpleasant 
surprises. If discrepancies arisej ,orM closely ,ith your lender and 
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agent to e6plore options for saving the deal. 7onest communication 
and TuicM action are Mey to navigating this turzulence.

“Stated income is a story; verified income is your key.”
- Dr. Deena Stacer



Turbulence 7
When Overtime Income Isn’t 
Allowed for Loan Quali�cation 

Many borrowers rely on overtime income to boost their loan quali-,
cationsd but when unperwriters pisallow itd the loan aggroval grocess 
can come to a .rinpin. haltT xhis unejgectep twist leaves buyers 
scramblin. to apzust their glans anp gotentially zeogarpiFes the entire 
transactionT

from the borrower’s perspectived this keels liYe an unkair setbacYT 
’ouUve worYep harp to earn that overtimed anp you assumep it woulp 
countT Wnkortunatelyd lenpers okten require a consistent two,year 
history ok overtime income to be inclupep in the calculationsT (ith,
out itd your pebt,to,income DIx)P ratio may no lon.er meet the loan 
requirementsd shrinYin. your buyin. gowerT

from the seller’s perspectived itUs an unwelcome surgriseT xhey 
were countin. on the buyerUs ability to close the peald anp now their 
home sale is at risYT Ielays anp uncertainty pisrugt their timeline anp 
create unnecessary stressT

What is the Lesson? )k youUre relyin. on overtime income kor 
loan quali-cationd veriky its eli.ibility with your lenper early in the 
grocessT Nrovipin. comglete pocumentation anp gregarin. contin,
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.ency glans can helg you navi.ate this challen.e anp Yeeg your 
home,buyin. zourney on tracYT

“Extra hours don't always equal extra house - verify before you rely.” 
- Dr. Deena Stacer



Turbulence 8
When a Large Credit Purchase 
Threatens the Closing

Buying a car, new furniture, or racking up a signidcant crebit carb 
lahance rigmt lefore chosing —igmt see— hike no lig beahjuntih it 
zeoparbives your —ortgage appro.ahF xor henbers, tmis une-pecteb 
belt raises reb Hags, potentiahhy behaying or beraihing tme entire trans(
actionF

xro— tme borrower’s perspective, you —igmt ma.e tmougmt, “I’ll 
need this for the new house anyway.” Dowe.er, abbing new belt 
cmanges your belt(to(inco—e TI)NA ratio anb can hower your crebit 
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scoreF Eenbers reassess your dnanciah stanbing lefore chosing, anb 
tmat sminy new purcmase —igmt heab to migmer interest ratesjor out(
rigmt hoan beniahF

xro— tme seller’s perspective, tmis hast(—inute surprise creates un(
necessary stressF )mey6.e ahreaby packeb, —abe phans, anb taken tmeir 
mo—e o7 tme —arket, onhy to hearn tme beah —igmt fahh tmrougmF

What is the Lesson? G.oib —azor dnanciah cmanges buring tme hoan 
processF 8eep crebit carb lahances how, a.oib new hoans, anb cmeck 
witm your henber lefore —aking any lig purcmasesF Otalihity is key to 
ensuring a s—ootm chosing anb securing your new mo—eF 

"That new car smell could make your dream home vanish.”
- Dr. Deena Stacer



Turbulence 9
When Life Happens: Illness, 
Injury, Divorce, or Financial 
Setbacks During Escrow 

Life is unpredictable, and a major event like an illness, injury, divorce, 
or gnancial setback durinw escroh can turn txe e.citement of buyinw 
a xome into an overhxelminw cxallenweF

Trom txe buyer’s  perspective, 
sucx events often mean reduced 
income,  increased  e.penses,  or 
comple. lewal entanwlements txat 
impact gnancial stabilityF -xis can 
txroh o( debtDtoDincome I)-z— 
ratios, disrupt loan approvals, and 

jeopardi’e txe ability to close on timeNor at allF -xe emotional toll 
adds to txe gnancial stress, leavinw buyers scramblinw for solutionsF

Trom txe seller’s perspective, txis creates uncertainty and frusD
trationF -xeyAve taken txeir xome o( txe market, and a delayNor 
horse, a failed dealNcan disrupt txeir plans, especially if txeyAre 
relyinw on txe sale for txeir ne.t purcxaseF
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What is the Lesson? 6xile setbacks are di7cult, early commuD
nication and a hillinwness to adapt can often keep txe transaction 
on trackF Life xappens, but hitx txe riwxt team, your xomeDbuyinw 
dreams donAt xave to be derailedF

“Life doesn’t pause for escrow – plan for the unplanned.” 
- Dr. Deena Stacer



Turbulence 10
When the Buyer Lacks 
Motivation: A Transaction 
Stuck in Neutral

Buying a home is a big commitment, and motivation is key to nav-
igating the process. When a buyer lacks drive, the entire transaction 
can grind to a frustrating halt for everyone involved.

From the buyer’s perspective, hesitation might stem from uncer-
tainty about the decision, fear of commitment, or diIculty balanc-
ing other priorities. wnstead of making timely decisions, the buyer 
delays signing paperTork, scheduling appointments, or folloTing 
through on essential steps. ’his lack of urgency often prolongs the 
process and can result in missed opportunities.

From the seller’s perspective, itxs eSasperating. qellers rely on buy-
ers to stay on track Tith agreed-upon timelines. When motivation 
Tanes, deadlines are missed, and sellers may start doubting Thether 
the buyer is serious about completing the purchase.

What is the Lesson? Buying a home reAuires energy and decisive-
ness. qtay motivated, or risk letting the perfect home slip aTay. % 
proactive approach bene&ts everyone involved. 

"Hesitation buys someone else's dream home.” - Dr. Deena Stacer 



Turbulence 11
When the Gift Donor Changes 
Their Mind: A Financial 
Curveball

Gift funds can be a lifeline for buyers needing help with a down 
payment or closing costs. But what happens when the donor changes 
their mind? This unexpected twist can throw the transaction into 
disarray, leaving buyers scrambling to Fll the gap.

’rom the buyer’s  perspective, 
it-s a stressful and frustrating sitY
uation. qou-ve budgeted carefulY
ly, counting on the gift to meet 
lender reWuirements. kithout it, 
your debtYtoYincome ratio might 
no  longer  Wualify,  or  you  may 

struggle to cover upfront costs. The pressure to Fnd alternative funds 
WuicUly is immense.

’rom the seller’s perspective, this creates uncertainty and delays. 
They-ve trusted that the buyer is Fnancially prepared, and now the 
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deal may be at risU. Af the buyer can-t resolve the issue WuicUly, the 
seller might need to consider bacUup o/ers or relist the property.

What is the Lesson? Af your home purchase relies on a gift, conY
Frm the donor-s commitment early and in writing. 0 properly 
documented gift letter and clear communication can help avoid 
lastYminute surprises that put your dream home at risU.

"A gift with strings attached becomes a noose at closing.” 
- Dr. Deena Stacer



Turbulence 12
When a Missing Divorce 
Decree Holds Up the Deal

A divorce decree is a critical document for buyers or sellers with a 
history of divorce. It clariges gnancial oblikations li,e alimonyp child 
su——ortp and —ro—erty settlements-,ey factors lenders need to evalF
uate loan elikibility. If the decree cannot be locatedp the transaction 
can hit a serious roadbloc,.

Wrom the buyer’s perspectivep the inability to —roduce this docuF
ment creates stress and delays. Tithout itp the lender cannot verify 
your gnancial oblikations or accurately assess your debtFtoFincome 
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ratio. Uhis mikht result in a stalled loan a——lication orp worsep a 
denial.

Wrom the seller’s perspectivep missink —a—erwor, can also create 
—roblems. Kivorce decrees may be needed to —rove ownershi— or 
resolve title issues if the —ro—erty was —art of a —revious marital 
settlement. Tithout itp the seller mikht strukkle to transfer a clear 
title to the buyer.

What is the Lesson? Pee— critical documents li,e divorce decrees 
easily accessible durink the homeFbuyink or sellink —rocess. .lannink 
ahead —revents unnecessary stress and ensures smoother transactions 
for all involved.

"Past papers predict future keys - keep your decree close.” 
- Dr. Deena Stacer



Turbulence 13
When a Missing Bankruptcy 
Petition or Discharge Derails 
the Deal 

A bankruptcy petition or discharge document is essential for buyers 
or sellers with a history of bankruptcy. These documents prove the 
bankruptcy’s resolution and clarify whether debts were discharged or 
obligations remain. If they cannot be located, it can halt a real estate 
transaction in its tracks.

From the buyer’s perspective, the lender requires these documents 
to assess Mnancial eligibility. -issing paperwork makes it impossible 
for the lender to conMrm your creditworthiness, delaying or even 
denying loan approval. This can be particularly frustrating if you’ve 
worked hard to rebuild your Mnances after bankruptcy.

From the seller’s perspective, if the seller is involved, missing bankx
ruptcy documentation might create title issues. For eKample, liens or 
debts discharged in bankruptcy may still appear unresolved without 
proof of the discharge. This can prevent the property from being sold 
with a clear title. 

What is the Lesson? Ueep bankruptcy records in an accessible, 
secure place for future reference. If they’re already misplaced, act 
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quickly to retrieve replacements. 0roactively providing these docux
ments ensures smoother transactions and avoids unnecessary delays.

"Your fresh start needs proof to finish strong.” 
- Dr. Deena Stacer



Turbulence 14
When Tax Returns Go 
Missing: A Mortgage Approval 
Roadblock

Tax returns are a critical component of the mortgage approval 
process, providing lenders with a clear picture of your income and 
.nancial historyI -f these documents go missing, it can halt the transF
action, creating stress for all parties involvedI

Wrom the buyer’s perspective, missing tax returns often mean deF
lays or complications in loan approvalI bithout them, the lender 
cannot verify income, particularly for selfFemployed korrowers or 
those relying on variakle income sourcesI This can lead to loan denial 
or a scramkle to provide alternative documentationI

Wrom the seller’s perspective, missing tax returns can also cause 
issues, such as verifying capital gains okligations or resolving .nanF
cial disclosuresI This can delay the closing or even maAe the kuyer 
hesitant akout proceedingI

What is the Lesson? ’lways Aeep tax returns on handI -f theyqre 
misplaced, act —uicAly to retrieve them, as delays can put your dream 
home$and the entire transaction$at risAI

"Lost tax returns are found money walking away.” - Dr. Deena Stacer



Turbulence 15
When Bank Statements Go 
Missing: A Transaction Stuck in 
Limbo 

Bank statements are crucial in the mortgage approval process. They 
provide lenders with proof of funds for the down payment, closing 
costs, and reserves while verifying bnancial staIility. ’f you canFt 
locate your Iank statements, it creates delays, stress, and potential 
risks for your transaction.

jrom the buyer’s perspective, missing Iank statements can -eopz
ardiWe loan approval. (ithout them, the lender canFt verify your 
savings or ensure that funds havenFt Ieen Iorrowed, a key part of 
ensuring your deItztozincome D)T’q ratio meets reSuirements. This 
may lead to delays, additional scrutiny, or even denial of your mortz
gage application.

jrom the seller’s perspective, missing documents can cause uncerz
tainty and frustration. Nellers rely on Iuyers to have their bnancial 
paperwork in order to move the transaction forward. )elays could 
make sellers Suestion the IuyerFs reliaIility and potentially put the 
deal at risk.
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What is the Lesson? Vlways have at least two months of recent Iank 
statements ready Iefore applying for a mortgage. Being prepared can 
prevent delays and ensure a smoother transaction for everyone.

"Your paper trail tells your money's tale - guard it well.” 
- Dr. Deena Stacer



Turbulence 16
When Veriactoifn fR Beno 
mecfseC t ghtllen�e

Vericatoin fn(fre ofOVR)sfiuftfarlaitpfuoegf(nrfre oerufort uioin i hf
onfmnwen. erumigLfde yerufluefiofonfan crwf-nlrfmiuonr-fn(fn ,oiwef
gt-we oukftfWe-f(taonrfi ftuueuui hf-nlrfareyio.nromi euuLfbme fnv,
oti i hfVR)fgrn—eufyiFalpokfiofat fyept-Tnrfe—e fyertipTomefmnwef
vl-i hfgrnaeuuL

’rnwfomefbuyer’s  perspectivekf
amtppe heu f i f uealri h f —ericat,
oin fn(fre ofOVR)sfwihmofuoewf
(rnwft fl reugn ui—efpt ypnrykf
i anwgpeoefreanryukfnrfatumfgt-,
we ouf.iomnlofgrngerfynalwe ,
otoin Lfbiomnlofomiuf—ericatoin kf

omefpe yerfwt-fmeuiotoefonftggrn—ef-nlrfpnt kf—ie.i hfomeftvue aefn(f
grnn(ftuftfgnoe oitpfreyfqthftvnlof-nlrfrepitvipio-ftuftfvnrrn.erL

’rnwfomefseller’s perspectivekfyept-ufi fVR)ftyyfl  eaeuutr-fl ,
aeroti o-fonfomefort utaoin LfNme-fwt-f.nrr-ftvnlof.meomerfomefvl-,
erAufc t aitpfretyi euuft yfIleuoin f.meomerfomefyetpf.ippfgrnaeeyfn f
uameylpeTnrftoftppL
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What is the Lesson?f5eegfapetrfreanryufn(f-nlrfre otpfgt-we ouft yf
wti oti fnge fanwwl iatoin f.iomf-nlrfpt ypnryfonft—niyfanw,
gpiatoin uLf0ei hfgrntaoi—efi fnvoti i hf—ericatoin fat fut—efoiwekf
reylaefuoreuukft yfmepgfWeegf-nlrfmnwevl-i hf6nlr e-fn fortaWL

"Your rental history writes your homeowner's future.” 
- Dr. Deena Stacer



Turbulence 17
When Rising Interest Rates 
Push Borrowers Out of 
Quali�cation

Interest rate ucitcatolns are a reayoth on tme glrtpape ,rliessb wct 
dmen rates rose sopnoviantyh qcronp esirldb wlrrlders gah vnq 
tmegseyfes cnawye tl .cayoTh Tlr tmeor ylanj zmos vnanioay scr,rose 
ian Fel,arqo-e tme entore transaitolnb yeafonp wchers siragwyonp anq 
seyyers Trcstrateqj

Hrlg tme borrower’s perspectiveb a rate onirease ian Teey qefastat(
onpj Dopmer rates gean mopmer glntmyh ,ahgentsb dmoim ian ,csm 
hlcr qewt(tl(onilge )’zIY ratol awlfe tme yenqerNs yogotsj Alc gah 
Taie tme ,rls,eit lT a ylan qenoay lr neeq tl reilnsoqer hlcr wcqpet 
anq searim Tlr a glre aVlrqawye mlgej

Hrlg tme seller’s perspectiveb a wcherNs qos.cayoviatoln qce tl rosonp 
rates ireates cniertaonth anq qeyahsj zme mlge gah neeq tl we reyost(
eqb ,ltentoayyh at a yess Taflrawye togeb ilstonp tme seyyer wltm toge 
anq glnehj
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What is the Lesson? Oosonp onterest rates ian qosrc,t efen tme 
west(yaoq ,yansj Eli7onp on hlcr rate earyh anq gaontaononp vnanioay 
ue8owoyoth os essentoay tl 7ee,onp hlcr mlgewchonp Flcrneh ln trai7j

"Yesterday's budget meets today's rates - only math survives.” 
- Dr. Deena Stacer



Turbulence 18
When Loan Program Changes 
Bring Higher Rates, Points, and 
Fees

A sudden loan program change during escrow can be a nasty sur-
prise. When higher interest rates, increased points, or additional fees 
come into play, it disrupts the buyer’s carefully planned budget and 
threatens to derail the transaction. 

From  the borrower’s  perspective,  this  can  feel  like  a 
bait-and-switch. What was once an aTordable loan now comes with 
higher monthly payments and upfront costs. xhis unevpected Nnan-
cial burden might force you to reconsider your options, negotiate 
with the lender, or eVen withdraw from the deal if it’s no longer 
feasible.

From  the seller’s  perspective, 
loan program changes introduce 
frustrating delays and uncertainty. 
xhey’Ve likely made plans based 
on the sale proceeding smoothly, 
and now they’re left wondering if 
the buyer can still close.
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What is the Lesson? Boan program changes can be unpredictable, 
but proactiVe communication, Nnancial preparation, and 1evibility 
can help you weather the storm and keep the deal moVing forward.

"The loan you qualified for isn't always the loan you close with.” 
- Dr. Deena Stacer



Turbulence 19
When Undisclosed Child 
Support Derails a Loan 
Application

Failing to disclose child support obligations on a loan application 
may seem like a small oversight, but it can create signi-cant prob.
lems during the mortgage approval processL fenders rely on accurate 
in—ormation to assess your -nancial stability, and undisclosed debts 
can shake their con-dence in your ability to repay the loanL

From the borrower’s perspective,  it might —eel like an honest 
mistake’a—ter all, child support isnHt a traditional loanL wo(ever, 
lenders vie( it as a recurring -nancial obligation that aDects your 
debt.to.income TI)Wx ratioL Nhen child support payments are dis.
covered during under(riting, it can lead to recalculations, higher 
scrutiny, and potentially a denial o— your mortgage applicationL

From the seller’s perspective, this creates delays and uncertaintyL 
)heyHve trusted that the buyer is -nancially prepared to close, and 
no( they —ace the risk o— the deal —alling apart or the timeline being 
eAtendedL
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What is the Lesson? wonesty is key in the mortgage processL Iis.
closing all obligations up—ront prevents surprises, builds trust, and 
helps keep the transaction smoothL

"Hidden obligations surface when keys are closest.” 
- Dr. Deena Stacer



Turbulence 20
When Bankruptcy Within Two 
Years Threatens Mortgage 
Approval

A bankruptcy in the past two years doesn’t necessarily disqualify 
you from buying a home, but it does present signi.cant challengesL 
venders Fiew recent bankruptcies as a sign of .nancial instability, 
making the approFal process more diWcult and requiring additional 
documentation and scrutinyL

(rom the borrower's perspective, a recent bankruptcy can feel like 
a hurdle that’s impossible to oFercomeL Hhile some loan programs 
Vlike ()A or -A loansI haFe shorter waiting periods after bankruptN
cy, conFentional loans often require a twoN to fourNyear gapL Gf you’re 
within this window, qualifying for a mortgage may inFolFe higher 
interest rates, a larger down payment, or stricter conditionsL

(rom the seller’s perspective, this introduces delays and uncertainN
tyL Gf the buyer’s loan approFal hinges on resolFing bankruptcyNrelatN
ed issues, the transaction may be postponed or eFen canceled, forcing 
the seller to relist the propertyL
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What is the Lesson? A recent bankruptcy doesn’t haFe to end your 
homebuying 4ourney, but preparation, transparency, and patience 
are essential to naFigating the process successfullyL

"Time heals credit wounds, but only patience brings keys.” �
- Dr. Deena Stacer



Turbulence 21
When the New Mortgage 
Payment Doubles: A Financial 
Reality Check

Transitioning to homeownership often comes with higher monthly 
payments, but when the new mortgage payment is double the pre-
vious housing cost, it can strain the borrower’s —nances.and the 
lender’s con—denceF

Erom the borrower’s perspective, the leap to a signi—cantly higher 
payment can feel overwhelmingF qven if you initially Nualify, the 
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lender may scrutinije your ability to handle the xump in eWpensesF 
kithout careful budgeting, you risD falling behind on payments, 
which could impact your credit and overall —nancial stabilityF

Erom the seller’s perspective, this scenario creates uncertaintyF Gf 
the lender grows concerned about the borrower’s ability to manage 
the higher payment, the loan approval might stall or fall through 
altogether, forcing the seller to relist their homeF

What is the Lesson? Poubling your housing cost is a big stepF 
5roper preparation, honest budgeting, and open communication 
with your lender can ensure you’re —nancially ready to taDe it on 
without xeopardijing your home-buying goalsF

"Dream payments and real payments rarely share the same math.” 
- Dr. Deena Stacer



Turbulence 22
When Employment History 
Falls Short Two Years: A Loan 
Hurdle

Lenders rely on a steady two-year em-
ployment history to gauge cnanbial 
sta.ility and repayment a.ilityW khen 
the .orrower or bo-.orrower lab,s 
this bonsistenbyv it ban stall or bompli-
bate the loan approFal probessW

from the borrower's perspectivev a short or inbonsistent wor, 
history may ’eel li,e a signicbant .arrierW khether itTs due to a rebent 
bareer bhangev time oI ’or edubation or ’amilyv or sel’-employmentv 
lenders may Fiew the lab, o’ a two-year trab, rebord as a ris,W qhis 
ban lead to delaysv higher sbrutinyv or eFen loan denialW

from the seller’s perspectivev this issue breates unbertainty and 
potential delaysW N’ the .uyerTs cnanbing is in Auestionv the transab-
tion may stallv leaFing the seller wondering i’ they need to relist the 
propertyW



VGRNSGqNVS qCGVOGUqNBVGL qEC4EL2VU2xj

What is the Lesson?  N’ you lab, a two-year wor, historyv trans-
parenby and preparation are ,eyW kor, with your lender to e1plore 
options that ban help demonstrate your cnanbial sta.ility and ,eep 
your home-.uying 2ourney on trab,W

"Two years of paystubs write your home's story.” - Dr. Deena Stacer



Turbulence 23
Handwritten Pay Stubs Raise 
Red Flags

Handwritten pay stubs might seem like sucoient prff, f, inofme- 
espeoially ,fr emplfyees f, small businesses fr ,amily.fwned ofm.
paniesv Hfwe’er- tf lenders- theyqre a pftential red Tag that raises 
Fuestifns abfut inofme reliability and ,raudv Whis oan ofmplioate fr 
e’en derail the mfrtgage apprf’al prfoessv

Srfm the borrower’s perspec-
tive, yfu  may  wfrk  ,fr  a 
legitimate  emplfyer  whf  prf.
’ides handwritten pay stubs- but 
lenders  reFuire  ’erijable  prff, 
f, inofmev Nithfut fcoial dfo.
umentatifn-  suoh  as  ofmput.

er.generated pay stubs fr direot depfsit reofrds- yfur applioatifn 
may be delayed fr deniedv Aorambling tf prf’ide additifnal dfou.
mentatifn oan add stress tf an already intense prfoessv

Srfm the seller’s perspective, when the lender Fuestifns the bfr.
rfwerqs inofme ’erijoatifn- the transaotifn timeline may stallv Whis 
oreates unoertainty ,fr the seller- whf might need tf ofnsider baokup 
fVers fr adIust their plans in oase the deal ,alls thrfughv
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What is the Lesson? Handwritten pay stubs arenqt enfugh tf sat. 
is,y mfst lendersv 4rfaoti’ely prf’ide alternati’e dfoumentatifn tf 
ensure yfur inofme ’erijoatifn prfoess gfes smffthly and keeps 
yfur hfme.buying Ifurney fn traokv

"If your income's real, let the computer tell the tale.” 
- Dr. Deena Stacer



Turbulence 24
When a Job Change with 
a Probation Period Threatens 
Loan Approval

Switching jobs during the mortgage process is risky, but when the 
new position comes with a probation period, it raises additional 
concerns for lenders. A probationary period, typically 30 to 90 days, 
signals potential instability, as employment isn’t guaranteed until the 
probation is successfully completed.

From the borrower’s perspective, a new job may represent career 
growth or a necessary move, but the timing can complicate your 
home-buying process. Lenders may hesitate to approve your loan 
until the probation period ends, as they require proof of stable in-
come. This could lead to delays or even a denial, especially if the job 
change alters your xnancial proxle signixcantly.

From the seller’s perspective, when a buyer’s xnancing stalls due 
to a job change, sellers face frustration and uncertainty. They may 
need to eItend deadlines or consider relisting the property, creating 
disruptions in their plans.

What is the Lesson? Timing is crucial in the home-buying process. 
Nf a job change is unavoidable, communicate with your lender and 
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agent early to eIplore options and minimi4e disruptions. Trans-
parency and preparation can help keep your transaction on course.

"New job excitement meets lender anxiety at the closing table.” 
- Dr. Deena Stacer



Turbulence 25
Switching to 100% 
Commission Income: Risky 
Move During Escrow

Transitioning from a salaried position to 100% commission income 
during the mortgage process is a bold career move—but it’s one 
that can jeopardize your loan approval. Lenders prioritize ,nancial 
stabilityw and commission income is seen as unpredictablew especially 
kithout a proven tracF record.

-rom the borrower's perspectivew a shift to commissionMbased inM
come may signal career grokthw but for lendersw it raises concerns
about reliability. qost reWuire at least tko years of consistent comM
mission income to consider it as Wualifying income. xithout this
historyw your loan may be deniedw or the approval process could be
delayed khile alternative solutions are eIplored.

-rom the seller’s perspectivew khen a buyer’s income changes
midMtransactionw the seller faces frustration and uncertainty. The deal
may stallw forcing them to eItend timelines or consider relisting the
property if ,nancing falls through.

What is the Lesson? qajor ,nancial changes during escrok can deM
rail the homebuying process. Nf possiblew delay career transitions until 
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after closingw or be prepared to navigate eItra challenges kith your 
lender and agent. Transparency and proactive planning are essential.

"Steady income builds homes; commission hopes build heartbreak.” 
- Dr. Deena Stacer



Turbulence 26
When Death Occurs During a 
Real Estate Transaction

The unexpected death of a borrower, co-borrower, or seller during 
a real estate transaction is a tragic and complex event that can bring 
the process to a halt. Beyond the emotional toll, legal and logistical 
challenges arise that must be navigated to determine the transaction’s 
future.

From the borrower's perspective, if a co-borrower passes away, the 
surviving borrower must reassess their ability to proceed. Lenders 
will re-evaluate the Nnancial stability of the remaining borrower to 
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determine whether they can still Dualify for the loan on their own. 
This can result in delays, restructuring the loan, or even cancellation 
if the borrower cannot meet reDuirements.

From the seller’s perspective, if the seller passes away, the trans-
action becomes more complex. The property may enter probate, 
reDuiring legal processes to determine who has the authority to com-
plete the sale. This can delay or derail the transaction entirely, de-
pending on the estate’s circumstances.

What is the Lesson? /eath introduces unavoidable complexities in 
a transaction. Upen communication, legal guidance, and patience are 
essential to resolving these challenges respectfully and e0ectively.

"Life's final chapter can close escrow's door.” - Dr. Deena Stacer



Turbulence 27
When the Buyer’s Expectations 
Exceed Their Budget

Finding the perfect home within a set price range is challenging, but 
when a buyer is overly picky about properties they can a.ord, the 
process can become frustrating for everyone involvedI

From the buyer's perspective, the desire for a dream home often 
collides with the reality of market limitationsI ’txs easy to qTate on 
features that stretch beyond your budget, like eTtra sjuare footage, 
a larger yard, or luTury qnishesI Hhe longer the search drags on, the 
more disheartening the process becomes, as ideal properties seem Kust 
out of reachI

From the seller’s perspective, an overly picky buyer can be a source 
of frustrationI Hhey may eTperience repeated showings, eTcessive 
feedback, or reKections for reasons outside their control, leading them 
to juestion the buyerxs seriousnessI

What is the Lesson? —ome buying is about compromiseI $eeping 
an open mind and focusing on the big picture helps buyers qnd a 
home they can love%and a.ord%soonerI

"Champagne dreams on a beer budget leave you thirsty.” 
- Dr. Deena Stacer



Turbulence 28
When the Buyer Feels a Home 
Was Misrepresented

Feeling that a home was misrepresented is one of the most frustrating 
experiences for buyers. It creates mistrust and can derail the transac-
tion, leaving both sides scrambling to salvage the deal—or walk away.

From the borrower's  perspective,  discovering  that  the  home 
doesn’t match its description is disheartening. Perhaps the listing 
exaggerated room sizes, hid maintenance issues, or painted the neigh-
borhood in a more Tattering light. qhis discrepancy raises concerns 
about what else might have been overlooked or concealed.

From the seller’s perspective, the accusation of misrepresentation 
may come as a surprise—or as a conseRuence of overly optimistic 
marketing. Megardless of intent, it creates a tense negotiation envi-
ronment and puts the sale at risk.

What is the Lesson? Cisrepresentation, intentional or not, un-
dermines trust. 'lear communication, honesty, and Texibility from 
all parties are key to resolving conTicts and moving the transaction 
forward.

"Pretty pictures hide ugly truths - inspect before you accept.” 
- Dr. Deena Stacer



Turbulence 29
Missing DD214 Form Creates 
VA Loan Challenges

For veterans using a VA loan, the DD214 form is essential. It serves 
as proof of military service and establishes eligibility for VA beneWts. 
-ithout it, the loan process can grind to a halt, creating delays and
frustration for everyone involved.

From the borrower's perspective, misplacing this critical docuY
ment can be stressful. ’ouwve earned your VA beneWts through serY
vice, but Tithout the DD214, the lender cannot verify your eligibilY
ity. jhis can lead to delays in preYapproval, adzustments to Wnancing 
terms, or even zeopardiking your ability to secure the loan.

From the seller’s perspective, a missing DD214 introduces uncerY
tainty. jheywve lixely chosen your VA loan o*er and are e+pecting 
a smooth transaction. Delays caused by missing paperTorx disrupt 
timelines and may force the seller to consider other o*ers.

What is the Lesson? Veterans planning to use VA beneWts should 
locate their DD214 form before applying for a loan. Acting early 
prevents delays and ensures a smooth path to homeoTnership.

"Your service earned the benefit; your paperwork unlocks it.” 
- Dr. Deena Stacer



Turbulence 30
When the Buyer Comes Up 
Short at Closing

Discovering that you don’t have enough money to cover closing costs 
or the down payment on closing day is a stressful and potentially 
deal-breaking scenario. This shortfall can derail the transaction, frus-
trate the seller, and leave everyone scrambling for solutions.

From the buyer's perspective, this may be due to an unexpected ex-
pense, miscalculation, or overlooked closing costs. Realizing you’re 
short on funds at the eleventh hour can be overwhelming, as failure 
to cover the amount risks losing the home and possibly forfeiting 
your earnest money deposit.

From  the seller’s  perspective,  this  is  an  unwelcome  surprise. 
They’ve planned for the transaction to close on time, and a buyer’s 
Inancial shortfall creates uncertainty and delays. Bn some cases, they 
may need to consider other oMers or relist the property.

What is the Lesson? %uyers should budget carefully and conIrm 
Inal closing amounts early. &aintaining a Inancial cushion can pre-
vent last-minute shortfalls and ensure a smoother closing day.

"The final number doesn't care about almost enough.” 
- Dr. Deena Stacer



Turbulence 31
When the Buyer Fails to Paper 
Trail Additional Funds

Additional funds from gifts, loans, or unexpected sources can be a 
helpful boost for buyers covering closing costs or down payments. 
However, failing to properly document the origin of these funds cre-
ates signiqcant issues during the mortgage process, as lenders reFuire 
a clear paper trail to ensure compliance with underwriting standards.

Brom the buyer's perspective, it might seem unnecessary to explain 
every deposit or gift. Tut to the lender, unveriqed funds raise red 
’ags, suggesting potential undisclosed loans or noncompliance with 
qnancial regulations. khis can delay loan approval, increase scrutiny, 
or even result in denial if documentation isnPt provided promptly.

Brom the seller’s perspective, these delays create frustration and 
uncertainty. A stalled loan risjs extending the closing timeline or, in 
extreme cases, falling apart entirely.

What is the Lesson? kransparency is jey. %roperly documenting all 
qnancial contributions ensures a smooth approval process and jeeps 
your home-buying &ourney on tracj.

"Mystery money makes lenders nervous, and deals disappear.” �
- Dr. Deena Stacer



Turbluence 32
When the Buyer Forgets the 
Cashier’s Check: A Closing Day 
Crisis

Closing  day  is  the  grand  fnale  om 
the ho-ebujying ,ojrneyw ujt vhen 
a ujyer arriqes vithojt the recjired 
’ashierks ’he’p mor ’losing ’osts or the 
dovn .ay-entw the .ro’ess s’ree’hes 
to a haltF

Uro- the buyer's perspectivew this -ight resjlt mro- -isjnderb
standing .ay-ent instrj’tionsw -is.la’ing the ’he’pw or si-.ly asb
sj-ing a .ersonal ’he’p or vire transmer vojld sjW’eF Tnmortjnateb
lyw title ’o-.anies and lenders recjire gjaranteed mjnds to ensjre 
the transa’tion .ro’eeds vithojt delay or risp om mrajdF Rithojt the 
’ashierks ’he’pw the ’losing ’annot -oqe morvardF

Uro- the seller’s perspectivew  this  is  a  mrjstrating disrj.tionF 
Bheykqe .lanned mor the transa’tion to ’on’ljde on s’hedjlew and a 
ujyerks oqersight ’reates jn’ertaintyw .otential delaysw and in’onqeb
nien’eF
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What is the Lesson? Ejyers shojld ’onfr- .ay-ent instrj’tions 
vell in adqan’e om ’losingF .rriqing .re.ared vith the ’orre’t mjnds 
ensjres a s-ooth transa’tion and aqoids jnne’essary stress mor all 
.artiesF

"Wrong check, wrong form, wrong day - no keys.” - Dr. Deena Stacer



Turbulence 33
When the Seller Loses 
Motivation to Sell: A Deal in 
Jeopardy

Selling a home is often tied to major life changes—job transfers, 
divorces, or personal goals. But when those circumstances shift, and 
a seller loses motivation to sell, the transaction can face signiycant 
disruption, leaving buFers and agents in a dikcult position.

Wrom the seller’s perspective, changing circumstances, such as a 
canceled job transfer or a reconciled marriage, maF maTe selling less 
appealing or even unnecessarF. ’hile the decision to pause or cancel 
the sale feels logical to the seller, it can create complications if the 
propertF is alreadF under contract. Sellers maF face penalties or legal 
challenges if theF attempt to bacT out without cause.

Wrom the buyer's perspective,  this  is  an unwelcome surprise. 
-heFLve invested time, moneF, and emotions into the process, onlF
to learn the seller might no longer be committed. -his creates uncerC
taintF, delaFs, and potential ynancial loss if theF need to restart the
home search.

What is the Lesson? Uife changes happen, but sellers should careC
fullF evaluate their commitment to selling before listing. Rlear comC
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munication and professional mediation can help resolve motivation 
issues without derailing the transaction.

"Cold feet at the finish line freeze everyone's plans.” 
- Dr. Deena Stacer



Turbulence 34
When the Seller Cannot Find a 
Suitable Replacement Property

Many sellers are also buyers, needing to secure their next home before 
completing the sale of their current one. When the seller struggles to 
knd a suitable replacement property, it can disrupt timelines and put 
the entire transaction at risF.

wrom the seller’s perspective, the 
pressure to sell -hile simultanev
ously buying can be oIer-helmv
ing. Sf the marFet has limited inv
Ientory or competition is high, 
knding a  replacement  property 
may taFe longer than expected. 

Tellers may feel stucF, torn bet-een fulklling their commitment to 
sell and aIoiding being left -ithout a place to liIe.

wrom the buyer’s perspective, this creates uncertainty and frustrav
tion. ’heyDIe liFely inIested time and resources into the transaction, 
including inspections, appraisals, and planning their moIe. Uelays in 
the sellerDs process can thro- oR the buyerDs timeline and knancial 
plans, creating tension and doubts about the dealDs Iiability.
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What is the Lesson? Tellers should plan early and communicate 
their replacement property needs clearly. wlexibility and collaborav
tion bet-een all parties can help aIoid delays and Feep the transacv
tion on tracF.

"Selling without a landing spot creates homeless sellers.” 
- Dr. Deena Stacer



Turbulence 35
When the Seller Refuses to 
Allow the Appraiser Inside the 
Home

An appraisal is a crucial step in the home-buying process, especially 
when a lender is involved. When a seller refuses to allow the appraiser 
inside the home, it creates a signikcant roadblocj, zeopardiFing k-
nancing and potentially derailing the entire transaction.

’rom the seller’s perspective, the sellerIs refusal might stem from 
privacy concerns, fear of a low valuation, or a misunderstanding 
of the appraisalIs role. While the hesitation may feel zustiked, this 
decision can halt progress and lead to the deal falling apart.

’rom the buyer’s perspective, this situation is frustrating and con-
cerning. Without an appraisal, the lender cannot approve the loan, 
creating delays or forcing the buyer to consider other properties. St 
also raises red Tags about the sellerIs transparency or the condition 
of the home.

What is the Lesson? Appraisals are non-negotiable in knanced 
transactions. Uellers must understand their importance and cooper-
ate to ensure a smooth process, avoiding unnecessary delays or deal 
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cancellations. 5ommunication and education are jey to resolving 
this issue.

"Closed doors to appraisers close doors to buyers.” 
- Dr. Deena Stacer



Turbulence 36
When the Seller Delays Home 
Inspections: A Recipe for 
Frustrations

Home inspections are a critical part of any real estate transaction, 
providing buyers with essential information about the property’s 
condition. When a seller refuses or delays access for inspectors, it can 
disrupt timelines, strain trust, and jeopardize the deal.

From the seller’s perspective, the seller may delay inspections due 
to scheduling conSicts, privacy concerns, or fear of the results. -ome 
may even hope to avoid uncovering issues that could lead to repair req
kuests or price renegotiations. However, this hesitation can bacDTre, 
creating buyer sDepticism and prolonging the process unnecessarily.

From the buyer’s perspective, buyers rely on inspections to maDe 
informed decisions. Uelayed access raises red Sags, leaving them wonq
dering what the seller might be hiding. Rhis uncertainty can lead to 
frustration, renegotiation of terms, or even a decision to walD away 
from the deal.

What is the Lesson? Rimely cooperation with inspections beneTts 
everyone. -ellers should prioritize access to Deep the transaction on 
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tracD, avoid distrust, and ensure a smoother closing process. 6omq
munication and Se1ibility are Dey to resolving this common issue.

"Hidden homes hide problems; delayed inspections kill deals.” 
- Dr. Deena Stacer



Turbulence 37
When the Seller Removes 
Items the Buyer Thought Were 
Included

Few things sour a real estate transaction faster than discovering that 
the seller has removed property the buyer believed was part of the 
sale. Whether it’s a chandelier, appliances, or backyard xjtures, such 
surprises can create mistrust and zeopardiTe the deal.

From the buyer’s perspective, the buyer feels blindsided. Uhey 
toured the home ejpecting certain items to remain, only to xnd them 
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gone. Uhis creates frustration and raises concerns about what else 
might be missing or misrepresented.

From the seller’s perspective, the seller may have genuinely misunH
derstood what was included in the contract or assumed they could 
take certain items. Sowever, removing xjtures or agreedHupon propH
erty without clarixcation can be viewed as a breach of contract.

What is the Lesson? 3lear communication and detailed contracts 
prevent confusion. .ellers should conxrm what stays, and buyers 
should verify inclusions during xnal walkthroughs to avoid unpleasH
ant surprises.

"What you saw isn't always what you get - write it down.” 
- Dr. Deena Stacer



Turbulence 38
When Liens and Cash Shortfalls 
Jeopardize Closing

Unresolved liens and a seller short on cash to clear them can grind 
a real estate transaction to a halt. Liens must be satisfed beyore the 
title can transyer to the bu,erk and a seller unable to address these 
obligations risFs losing the deal entirel,.

prom the seller’s perspectivek a lien ma, come as a surxrisek such as 
unxaid tawes or contractor billsk or it might be an ongoing issue the 
seller hoxed to resolve Bith the sale xroceeds. -eing short on cash 
creates immense stress and leaves the seller scrambling yor solutions.

prom the buyer’s perspectivek bu,ers yace uncertaint, and yrustraT
tion. ’he,Ave invested time and mone, in the transactionk onl, to 
discover title issues might dela, or derail the xurchase. ’rust erodesk 
and bu,ers ma, start considering other oxtions. 

What is the Lesson? Sddress liens earl, in the xrocess. $ellers 
should BorF closel, Bith their agent and title comxan, to uncover 
and resolve issues beyore listing the xroxert,k ensuring a smoother 
xath to closing.

"Yesterday's debts eat today's equity.” - Dr. Deena Stacer



Turbulence 39
When the Seller Doesn’t Own 
100% of the Property

Discovering mid-transaction that the seller doesn’t own 100% of 
the property creates immediate complications. Whether it’s due to 
co-ownership with a spouse, family member, or business partner, the 
sale cannot proceed without consent and signatures from all owners.

From the seller’s perspective, the seller may not have fully un-
derstood the ownership structure or assumed they could proceed 
independently. However, if other co-owners are not on board or 
are unavailable, the transaction is at risk of stalling or falling apart 
entirely.

From the buyer’s perspective, this revelation is frustrating and con-
cerning. Buyers depend on the seller to deliver clear ownership and a 
marketable title. Delays in resolving ownership issues can derail the 
buyer’s plans and erode trust in the transaction.

What is the Lesson? Sellers should conCrm their ownership per-
centage before listing a property and ensure all co-owners are pre-
pared to participate in the sale. &lear communication and prepara-
tion help avoid unnecessary delays and con'icts.

"Partial ownership makes partial sales impossible.” - Dr. Deena Stacer



Turbulence 40
When Problems Arise Getting 
Partners’ Signatures

In transactions involving co-ownership, securing all partners’ signa-
tures is essential to legally transfer ownership. When one or more 
partners are unavailable, unwilling, or uncooperative, it can stall or 
jeopardize the sale, creating frustration for everyone involved.

From the seller’s perspective, the seller may have underestimated 
the diTculty of obtaining signatures, especially if co-owners are ge-
ographically distant, estranged, or disagree with the sale. xhis creates 
delays and adds legal and logistical hurdles to an already stressful 
process.

From the buyer’s perspective, buyers eDpect the property to have a 
clear title and all ownership disputes to be resolved before closing. 
Selays caused by missing signatures create uncertainty and could 
force buyers to eDplore other options, wasting time and money.

What is the Lesson? Pellers should involve all partners early in 
the process and ensure clear communication to avoid last-minute 
surprises and delays. kroper planning and collaboration are &ey to a 
smooth transaction.

"All owners must sign, or no owner can sell.” - Dr. Deena Stacer



Turbulence 41
When the Seller Leaves Town 
Without Granting Power of 
Attorney

Selling a home requires signatures at critical points in the transaction. 
If a seller leaves town without giving someone Power of Attorney 
(POA), the process grinds to a halt. This lack of foresight can delay 
closing and frustrate everyone involved.

From the seller’s perspective, the 
seller  may have underestimated 
how their absence would impact 
the  transaction,  assuming  they 
could handle everything remote-
ly or that documents could wait. 
However, without a POA in place, 

no one can legally sign on their behalf, which can jeopardize the deal.

From the buyer’s perspective, delays caused by the seller’s absence 
create uncertainty. They’ve likely planned their move, arranged N-
nancing, and scheduled closing. A delay disrupts their timeline and 
could put their loan lock or other contingencies at risk.
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What is the Lesson? Sellers who plan to be uavailable during the 
transaction should grant Power of Attorney to a trusted individual in 
advance. Proper preparation prevents unnecessary delays and ensures 
the transaction stays on track.

"Distance without power of attorney equals dead deals.” 
- Dr. Deena Stacer



Turbulence 42
When the Seller Delays the 
Move-Out Date

Delaying a move-out date disrupts the carefully planned timeline of a 
real estate transaction, creating tension for buyers, sellers, and agents 
alike. While unexpected circumstances can arise, failing to vacate on 
time can jeopardize the deal and erode trust.

From the seller’s perspective, a 
delayed move-out may result from 
unforeseen issues, such as trou-
ble securing a new home, moving 
logistics falling apart, or person-
al emergencies. While the reasons 
may feel valid, failing to adhere to 

the agreed timeline puts the transaction at risk and could result in 
penalties.

From the buyer’s perspective, a delayed move-out creates signiT-
cant challenges. Nhey may have scheduled movers, arranged utility 
transfers, or given notice to a landlord, only to Tnd their plans dis-
rupted. Nhis leads to frustration and additional costs for temporary 
housing or rescheduled services.
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What is the Lesson? Cellers should plan their move carefully to meet 
agreed-upon deadlines. Lpen communication and creative prob-
lem-solving can help mitigate the impact of unexpected delays.

"Your moving van and their moving van need the same plan.” 
- Dr. Deena Stacer



Turbulence 43
When Repairs Agreed to in the 
Contract Aren't Completed

Failing to complete agreed-upon repairs before closing is a breach 
of trust and contract that can derail a real estate transaction. These 
repairs are often critical for the buyer’s satisfaction and sometimes 
even for the lender’s approval.

From the buyer's perspective, discovering that repairs weren’t com-
pleted during the knal walBthrough is frustrating and raises concerns 
about the seller’s integrity. quyers may Nuestion whether other as-
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pects of the home have been misrepresented and feel compelled to 
renegotiate the terms or delay the closing.

From the seller’s perspective, sellers may neglect repairs due to time 
constraints, knancial challenges, or underestimating their impor-
tance. zowever, ignoring contractual obligations can lead to delays, 
additional costs, or even legal conseNuences.

What  is  the  Lesson?  Cellers  should  prioritixe  completing 
agreed-upon repairs to maintain trust and avoid delays. quyers 
should conkrm repair completion during the knal walBthrough to 
ensure e1pectations are met before closing. Olear communication 
and accountability are Bey to a smooth transaction.

"Promised repairs are just promises until they're done.” 
- Dr. Deena Stacer



Turbulence 44
When the Seller's Home Goes 
Into Foreclosure During Escrow

A home entering foreclosure during escrow creates immediate chaos 
for all parties involved. This unexpected development disrupts time-
lines, adds legal and jnancial complications, and can zeopardiFe the 
entire transaction.

krom the seller’s perspective, foreclosure is liyelb the result of on-
going jnancial struggles. Theb mab have hoped to resolve their deqts 
with the sale proceeds, qut falling qehind on pabments during escrow 
pushes the lender to initiate foreclosure proceedings. This can result 
in the seller losing control of the sale process and forfeiting eWuitb.

krom the buyer’s perspective, qubers are caught in a whirlwind of 
uncertaintb. Bithout a clear title, the sale cannot proceed. Subers 
mab face delabs, increased costs, or even the collapse of the deal, 
forcing them to restart their home search.

What is the Lesson? %ellers should address mortgage issues earlb 
to avoid foreclosure complications. Subers and agents must remain 
&exiqle and proactive to navigate these challenges and, when possiqle, 
yeep the transaction alive.

"Banks don't care about your purchase contract.” - Dr. Deena Stacer



Turbulence 45
When the Seller Misrepresents 
Information About the Home 
or Neighborhood

Misrepresenting a home or neighborhood, whether intentional or 
accidental, creates serious challenges in a real estate transaction. Buy-
ers rely on accurate information to make informed decisions, and dis-
crepancies can lead to mistrust, renegotiations, or even legal disputes.

From the buyer’s perspective, discovering that the home or neigh-
borhood isn’t as described feels like a breach of trust. Examples might 
include claiming the roof is new when it’s not, omitting known 
structural issues, or painting an overly rosy picture of the neighbor-
hood. Such misrepresentations raise concerns about what else might 
be hidden and whether the deal is worth pursuing.

From the seller’s perspective, the seller may have unintentionally 
exaggerated or overlooked certain details, but intentional misrep-
resentation is a serious ethical and legal issue. When discovered, it 
damages credibility, complicates the sale, and could result in Tnancial 
penalties or lawsuits.

What is the Lesson? Sellers should disclose all known issues hon-
estly to avoid complications. Buyers should verify claims through 
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due diligence to ensure the property and neighborhood meet their 
expectations. Uransparency and accountability keep the transaction 
on track.

"Truth travels faster than lies in real estate.” - Dr. Deena Stacer



Turbulence 46
When Hidden Defects 
Are Discovered After 
Non-Disclosure

Failing to disclose hidden or unknown defects can create signi.cant 
challenges in a real estate transactionB yuxers ep,ect trans,arencxv 
and disco—ering issues after the factbsuch as structural ,romle-sv 
water da-agev or ,est infestationsbcan lead to -istrustv renegotiaq
tionv or e—en legal actionB

Fro- the buyer’s perspectivev hidden defects disco—ered after inq
s,ections orv worsev after closing are frustrating and costlxB yuxers 
feel decei—edv Tuestioning whether thex should ,roceed with the 
,urchase or ,ursue co-,ensation for unep,ected re,airsB Ehis can 
create .nancial stress and delax ,lans for -o—ing into or reno—ating 
the ,ro,ertxB

Fro- the seller’s perspectivev sellers -ax not intentionallx hide 
defectsv mut failure to disclose known issues can ha—e serious conq
seTuencesB yuxers -ax de-and re,airsv renegotiate the ,ricev orv 
in eptre-e casesv sue for da-agesB ’—en if the defect is genuinelx 
unknownv the sellerUs credimilitx is da-agedB
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What is the Lesson? zellers should disclose all known defects honq 
estlxv while muxers should ,rioriti.e ins,ectionsB Erans,arencx enq 
sures s-oother transactions and ,rotects moth ,arties fro- ,ostqsale 
dis,utesB

"What sellers forget to mention, buyers pay to remember.” 
- Dr. Deena Stacer



Turbulence 47
When Inexperience in a 
Property Type Complicates the 
Transaction

Real estate transactions vary signidcantly pehenping on t—e hroherty 
tyhew’—et—er it,s resipentialm couuercialm lx-xrym uxltif.auilym or 
investuent hrohertiesW b—en an agentm kxyerm or seller lacFs e-herif
ence ’it— a harticxlar hroherty tyhem it can leap to uisxnperstanpf
ingsm inezcienciesm anp hotential dnancial lossW

qrou t—e buyer or seller’s perspectivem ine-herience uay uanif
.est as a lacF o. Fno’lepge akoxt Boning la’sm dnancing ohtionsm 
inshection reIxireuentsm or uarFet conpitionsW qor kxyersm t—is can 
resxlt in overhaying or uissing oxt on Fey petailsm ’—ile sellers uig—t 
xnpervalxe t—eir hroherty or uis—anple pisclosxresW Cot— harties uay 
.eel .rxstratep anp xnsxre akoxt navigating t—e couhle-itiesW

What is the Lesson? &ne-herience poesn,t —ave to perail a transacf
tionW Cxyersm sellersm anp agents s—oxlp seeF gxipancem leverage e-herf
tisem anp hrioritiBe hreharation to ensxre a sxccess.xl oxtcoueW 'olf
lakoration anp epxcation are Fey to navigating xn.auiliar territory 
condpentlyW

"Wrong expert, wrong advice, wrong outcome.” - Dr. Deena Stacer



Turbulence 48
When Access Delays for 
Inspections and Appraisals 
Derail a Transaction

Timely inspections and appraisals are critical milestones in a real 
estate transaction. When access to the property is delayed—whether 
by the seller, tenants, or logistical issues—it creates unnecessary com-
plications that can jeopardize the deal.

From the buyer’s perspective, buyers rely on inspections to un-
cover potential issues and appraisals to secure Dnancing. ’elays raise 
concerns about hidden problems or the sellerfs intentions, creating 
krustration and uncertainty. 

From the seller’s perspective, while sellers may kace genuine sched-
uling conCicts or privacy concerns, delaying access can appear unco-
operative. This behavior risSs alienating the buyer, leading to rene-
gotiation or even the collapse ok the deal.

What is the Lesson? %ooperation and clear communication are vi-
tal kor inspections and appraisals. &ellers and agents should prioritize 
access to avoid unnecessary delays and maintain buyer conDdence.

"Denied access today means denied closing tomorrow.” 
- Dr. Deena Stacer



Turbulence 49
When Paperwork Delays Hold 
Up the Lender

In a real estate transaction, timely 
submission of paperwork is cru-
cial  for loan approval and clos-
ing. When the borrower or seller 
fails to provide completed docu-
ments to the lender on time, it cre-
ates signiFcant delays, frustrates 

all parties, and risks derailing the deal altogether.

—rom the borrower’s perspective, missing paperwork deadlines can 
be unintentionalqoverlooked emails, misplaced documents, or un-
derestimating lender reHuirements. xowever, delays in submitting 
income veriFcation, bank statements, or other reHuested items can 
result in the lender putting the loan on hold, risking missed closing 
deadlines and even loan denial.

—rom the seller’s perspective, the seller eDperiences unnecessary 
uncertainty. jelayed paperwork stalls the process, forcing them to 
adTust their moving plans, potentially eDtend their timelines, or, in 
the worst case, consider relisting the property.
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What is the Lesson?  Uimely paperwork submission keeps the 
process on track. ztaying organi2ed and responsive ensures smoother 
transactions and avoids unnecessary stress for everyone involved.

"Missing papers make missing deadlines.” - Dr. Deena Stacer



Turbulence 50
When the Real Estate Agent 
Lacks Client Control: A 
Transaction at Risk

Real estate agents play a crucial role in guiding buyers and sellers 
through the complexities of a real estate transaction. However, when 
an agent has little to no control over their clients, the process can 
quickly spiral into chaos, leading to delays, miscommunications, and 
missed opportunities.

From the buyer or seller’s perspective, clients often look to their 
agent for expertise and leadership. When an agent fails to provide 
clear direction or manage expectations, buyers may struggle to make 
timely decisions, or sellers might resist reasonable oTers. jhis lack of 
control creates frustration, prolongs the process, and can zeopardiAe 
the deal altogether.

What is the Lesson? ' successful transaction depends on a real 
estate agentBs ability to lead their clients. &y setting clear expectations 
and fostering trust, agents can keep the process on track and deliver 
positive outcomes for all parties.

"A rudderless ship never reaches shore.” - Dr. Deena Stacer



Turbulence 51
When the Real Estate Agent 
Takes Unexpected Time Off 
and Becomes Unreachable

A real estate transaction relies heavily on emective couudnication 
anb accessi.ilityW ghen a real estate axent dnepkectebly ta,es tiue om 
bdrinx a transaction anb .ecoues dnreacha.lef it creates conFdsionf 
belaysf anb Frdstration For all karties involvebW

—rou the buyer or seller’s perspectivef clients rely on their axent 
to xdibe theu throdxh critical steksW ghen their axent is dnavaila.le 
bdrinx a ,ey uouent-sdch as nexotiationsf inskectionsf or closT
inx-it can Feel li,e .einx leFt in the bar,W ’his a.sence ris,s uisseb 
beablinesf overloo,eb okkortdnitiesf anb increaseb stressW

What is the Lesson? A real estate axentIs relia.ility is ,ey to a 
suooth transactionW CF dnepkecteb tiue om is dnavoiba.lef kroactive 
klanninx anb oken couudnication ensdre the transaction boesnIt 
coue to a stanbstillW #lients anb colleaxdes beserve a seauless epkeT
riencef even in the axentIs a.senceW

"A missing agent makes missing opportunities.” - Dr. Deena Stacer



Turbulence 52
When the Agent Misleads and 
Lets Ego Interfere

A real estate agent who misleads others or allows their ego to domi-
nate the transaction can cause serious disruptions. Trust, collabora-
tion, and transparency are essential in real estate, and when an agent 
prioritizes self-interest or misrepresents facts, it creates unnecessary 
tension and jeopardizes the deal.

From the buyer or seller’s perspective, misleading statements 
about pricing, timelines, or property conditions erode trust. Buyers 
may feel pressured into making decisions without accurate infor-
mation, while sellers may feel misrepresented or poorly advised. An 
overly egotistical real estate agent can come across as dismissive of 
client concerns, leading to dissatisfaction and strained relationships.

What is the Lesson? Transparency, humility, and professional-
ism are key to a real estate agent's success. Misleading behavior and 
ego-driven decisions harm trust, derail deals, and damage reputa-
tions. A focus on collaboration ensures smoother transactions and 
satis#ed clients.

"When ego leads, deals follow failure.” - Dr. Deena Stacer



Turbulence 53
When the Real Estate Agent 
Fails to Do Their Homework

A real estate agent's role is to provide expertise and ecyieny,b uwt 
hmen an agent negleyts to researym tmeir ylients or tme propert,b 
it hastes tife and yreates .rwstration .or uw,ersb sellersb and otmer 
pro.essionals involved in tme transaytionF

Wrof tme buyer or seller’s perspectiveb ylients rel, on tmeir agent 
.or gwidanye and in.orfed adviyeF ’men a real estate agent masnkt 
done tmeir mofehorBb it smohsF Tw,ers fa, ue smohn mofes owtside 
tmeir uwdget or pre.erenyesb hmile sellers figmt .aye poor priying 
strategies or inyofplete farBeting plansF zmis layB o. preparation 
erodes trwst and faBes tme proyess .eel disorganiPedF

What is the Lesson? Rreparation is Be, to a swyyess.wl real estate 
transaytionF Seal estate agents hmo do tmeir mofehorB save tifeb 
uwild trwst and deliver uetter owtyofes .or ever,one involvedF -Bip'
ping tmis step onl, leads to .rwstration and fissed opportwnitiesF

"Unprepared agents prepare for failed closings.” - Dr. Deena Stacer



Turbulence 54
When the Lender Fails 
to Properly Pre-Qualify the 
Borrower

Pre-qualictaoin sipsastrioitalscrpospoehsi somesmnbe-yugi ,shrnteppfs
peooi ,somesdnu .aoin sdnrsaspbnnomsora patoin Wswme sasle .ersdailps
onshrnherlgshre-qualidgsasynrrnverfsiosta slea.sons.elagpfsdruporaoin fs
a .seFe somestnllahpesndsas.ealW

Irnbsomesborrower's perspectivefsynrrnverpsrelgsn shre-qualic-
taoin sonsu .erpoa .someirshurtmapi ,shnversa .sons.ebn poraoes
tre.iyiliogsonspellerpWskdsomesle .ersbiptaltulaoepsi tnbefsnFerlnn’ps
.eyofsnrsdailpsonsdullgsappeppsc a tialspoayiliogfsynrrnverpsbagsba’es
njerpsomegsta xospuhhnrofsrepuloi ,si sreLetoin s.uri ,su .ervrioi ,s
a .spi, icta os.ipahhni obe oW

Irnbsomesseller’s perspectivefspellerpseThetoshre-qualice.syugerpsons
maFesomesc a tialsbea psonstlnpeWskdsomesle .erslaoersi.e oicepsippueps
omaos.ipqualidgsomesyugerfsiosvapoepsomespellerxpsoibefs.ipruhopsomeirs
hla pfsa .sbagsdnrtesomeshrnherogsyat’sn somesbar’eoW

What is the Lesson?sPrnhershre-qualictaoin se purepsaspbnnomers
hrnteppsdnrseFergn eWsUe .erpsbuposoa’esomesoibesonsFeosynrrnverps
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omnrnu,mlgfshrnoetoi ,sallsharoiepsdrnbsu  eteppargs.elagpsa .s.ip-
ahhni obe oW

"False hopes at pre-qual make real tears at closing.” 
- Dr. Deena Stacer



Turbulence 55
When the Lender Requires 
Repairs Before Closing

A lender requiring property re-
pairs prior to closing can intro-
duce unexpected delays and com-
plications into a real estate trans-
action. While the goal is to protect 
the investment, it creates stress for 
buyers, sellers, and agents alike.

From the seller’s perspective, sellers may feel blindsided by repair 
demands, especially if they’ve already negotiated concessions or re-
pairs with the buyer. Completing additional work on a tight timeline 
can be costly and inconvenient.

From the buyer’s perspective, buyers may worry about delays or 
even losing the property if repairs can’t be completed before the 
lender’s deadline. They may also question whether the home is worth 
the extra eUort if signiRcant issues arise.

What is the Lesson? Bnexpected repair requirements can disrupt 
the process, but clear communication, quick action, and creative 
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problem-solving can keep the transaction on track. .lanning for 
potential contingencies helps all parties navigate these challenges 
eUectively.

“Last-minute repair demands create last-minute heartbreaks.” 
– Dr. Deena Stacer



Turbulence 56
When Market Conditions Raise 
Rates, Points, or Costs During a 
Transaction

The real estate market is inucendeb yo ed,n,mid d,nbiti,nsw anb 
phen interest ratesw g,intsw ,r ,ther d,sts indrease bcrin- a transad.
ti,nw it dan bisrcgt ycb-ets anb timelinesj These dhan-es aFedt n,t 
fcst ycoers yct als, sellers anb the entire real estate d,mmcnitoj

Mr,m the buyer’s perspectivew risin- rates ,r abbiti,nal d,stsw scdh 
as hi-her g,ints ,r dl,sin- ’eesw dan si-ni(dantlo imgadt aF,rbayilitoj 
D,nthlo gaoments mi-ht indreasew ,r the ycoerIs beyt.t,.ind,me 
)xTvS rati, d,clb e—deeb l,an limitsw riskin- l,an benialj This ’,rdes 
ycoers t, red,nsiber their ycb-etw rene-,tiate termsw ,r e—gl,re alter.
natiUe (nandin- ,gti,nsj

Mr,m the seller’s perspectivew a ycoerIs inayilito t, sedcre (nandin- 
bce t, indreaseb d,sts gcts the transadti,n at riskj Rellers ’ade belaos 
,r mao neeb t, relist the gr,gertow bisrcgtin- their glans anb g,ten.
tiallo missin- ,ct ,n ’aU,rayle market d,nbiti,nsj

What is the Lesson? Darket ucdtcati,ns are ,ct ,’ ano,neIs d,n.
tr,lw yct gr,adtiUe glannin-Bscdh as rate l,dks anb (nandial ue—i.
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yilitoBdan helg ycoers anb sellers naUi-ate cne—gedteb d,st indreases 
phile keegin- the transadti,n ,n tradkj

"Yesterday's approval meets today's rates at tomorrow's closing.” 
- Dr. Deena Stacer



Turbulence 57
When the Borrower Fails to 
Qualify Due to Late-Added 
Information

Discovering new information about a borrower late in the loan 
process can derail a real estate transaction. Whether it’s additional 
debt, undisclosed ynancial obligations, or changes in income, this 
new data maj render the borrower ineligible for their loan, -eoparz
diFing the deal.

Orom the borrower's perspective, the borrower maj feel blindsided 
bj the lender’s reaction to latezdisclosed information. kften, this 
happens because of a misunderstanding of what needs to be disclosed 
or a ynancial change during escrow, such as taUing on new debt 
or receiving unveriyed funds. (nfortunatelj, this can increase the 
debtztozincome TDI)q ratio or lower creditworthiness, leading to a 
loan denial.

Orom the seller’s perspective, sellers are left frustrated and uncerz
tain. Ihej relied on the bujer’s prezAualiycation and assumed the 
transaction would proceed smoothlj. R sudden change in ynancing 
eligibilitj can delaj the closing or force the seller to relist the propertj.



I(BL(ENC5N 79 P9

What is the Lesson? Iransparencj is crucial throughout the loan 
process. Lorrowers should disclose all relevant information earlj and 
avoid ynancial changes during escrow to prevent complications and 
delajs. 3roactive communication Ueeps the deal on tracU.

"Hidden facts become closing casualties.” - Dr. Deena Stacer



Turbulence 58
When the Lender Requires a 
Last-Minute Second Appraisal 
or Additional Documents

A lender requesting a second ap-
praisal or additional documents 
at  the eleventh hour can create 
stress and uncertainty for all par-
ties involved in a real estate trans-
action. While lenders aim to en-
sure the property’s value and bor-

rower’s ,nancial stabilityF these last-minute requirements often dis-
rupt timelines and cause frustration.

Brom the borrower's perspectiveF xorrowers may feel blindsided by 
unekpected requests for a second appraisal or additional paperworT. 
(his can lead to delaysF higher costs )such as paying for another 
appraisalUF and ankiety about whether the transaction will close on 
time.
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Brom the seller’s perspectiveF sellers face uncertainty and possible 
delays. (hey’ve liTely planned their move around the original time-
lineF and any disruptions can create logistical and ,nancial headaches.

What is the Lesson? East-minute lender requests are stressful but 
manageable. Ppen communicationF swift actionF and a 0ekible ap-
proach by all parties can Teep the transaction on tracT despite these 
challenges. 1roactive preparation and quicT responses are Tey.

"Two appraisals double the drama, not the value.” 
- Dr. Deena Stacer



Turbulence 59
When the Lender Loses a Form 
or Misplaces the Entire File

A lender losing crucial documents or an entire loan ble is a rare fut 
stresshul occurrence tpat can disru.t a real estate transactionT ypis 
mispa. creates unnecessar, dela,sv conhusionv and hrustration hor all 
.arties inFolFedv es.eciall, ih deadlines are loomingT

-rom tpe borrower's perspectivev mis.laced horms mean additionw
al korx and anUiet,T ype, ma, need to resufmit documentationv hace
dela,ed a..roFalsv and risx missing tpe closing dateT ype situation
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can lead to distrust in tpe lender and korries afout kpetper tpe 
transaction kill .roceed smootpl,T

-rom tpe seller’s perspectivev sellers eU.erience uncertaint, and
hrustrationT ype,jFe committed to tpe timelinev and an, dela,s
caused f, missing .a.erkorx disru.t tpeir .lans and could zeo.arw
diWe tpeir neUt moFe or transactionT

What is the Lesson? Kpile losing .a.erkorx is a lenderjs mistaxev 
forrokers and agents can mitigate tpe im.act f, sta,ing organiWed 
and res.onsiFeT /ee.ing facxu.s oh all documents and maintaining 
o.en communication ensures tpe transaction can recoFer hrom setw
facxsT

"Lost paperwork makes lost dreams.” - Dr. Deena Stacer



Turbulence 60
When the Lender Fails to Ask 
for All Information Upfront

A lender who doesn’t request all necessary information at the begin-
ning of the loan process creates delays and ine.cienciesP ,iecemeal 
requests for documents frustrate borrowersj slow the transactionj 
and can zeopardiFe closing deadlinesP

vrom the borrower's perspectivej borrowers may feel oTerwhelmed 
and annoyed when the lender repeatedly requests additional docu-
mentationP khis lacD of organiFation creates stressj especially if re-
quests come at the last minute or are unclear about what’s neededP  

vrom the seller’s perspectivej sellers are indirectly impacted when 
these delays push bacD closing dates or introduce uncertainty about 
the buyer’s LnancingP %elays can disrupt their moTing plans or eTen 
risD the deal falling apartP

What is the Lesson? A streamlined loan process relies on thoroughj 
upfront documentation requestsP &endersj borrowersj and agents 
must worD together to ensure all needed information is proTided 
earlyj minimiFing disruptions and aToiding last-minute surprisesP 
,roactiTity is Dey to a smooth transactionP

"Piecemeal requests make piece-fallen deals.” - Dr. Deena Stacer



Turbulence 61
When the Lender Fails to Fund 
the Loan on Time

A lender failing to fund the loan by the scheduled closing date is a 
serious issue that can derail the entire transaction. This delay creates 
stress for all parties involved, disrupts timelines, and risks the deal 
falling through if not quickly resolved.

From the borrower's perspective, delayed loan funding can be 
devastating. They’ve likely planned their move, arranged Nnances, 
and made commitments based on the closing date. The delay creates 
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uncertainty, additional costs xlike e)tended rate locks or storage feesw, 
and frustration about Whether they’ll secure the home.

From the seller’s perspective, sellers face their oWn challenges When 
funding delays occur. Their plans for moving, buying a neW home, 
or accessing proceeds are disrupted. zorse, they may question the 
buyer’s reliability or even consider canceling the deal if the delay 
drags on.

What is the Lesson? A lender’s failure to fund on time can disrupt 
the transaction, but proactive communication and quick action can 
mitigate the damage. Ohoosing a reputable lender With a strong track 
record helps minimi3e these risks from the outset. 

“No funding means no keys, no exceptions.” 
- Dr. Deena Stacer



Turbulence 62
When the County Won't 
Approve the Septic System or 
Well

A county’s refusal to approve a septic system or well introduces 
signihcant c,allenges in a real estate transaction. particularly for rural 
properties or t,ose wit,out access to municipal utilitiesT b,is issue 
impacts t,e property’s livaFility and hnancing eligiFility. creating 
delays and uncertaintyT

Wrom t,e buyer's perspective. Fuyers rely on an approved septic 
system and well for Fasic utilitiesT qit,out t,ese approvals. t,ey may 
xuestion t,e property’s value and even its viaFilityT Winancing also 
Fecomes a c,allenge. as many lenders rexuire proof t,at utilities meet 
,ealt, and safety standardsT b,is can lead to second t,oug,ts or a 
decision to wit,draw from t,e dealT

Wrom t,e seller’s perspective. sellers are faced wit, t,e prospect 
of eIpensive repairs or upgrades to meet county rexuirementsT kf 
approvals cannot Fe secured. t,e property’s marjetaFility decreases 
signihcantly. and t,e seller may need to adNust t,e price or hnd a cas, 
Fuyer willing to accept t,e risjsT
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What is the Lesson? Addressing septic and well issues early can 
prevent surprises during t,e transactionT 2roactive assessments and 
communication wit, t,e county are critical to ensuring a smoot,er 
pat, to closingT

"County approval doesn't care about your closing date.” 
- Dr. Deena Stacer



Turbulence 63
When a Termite Report Reveals 
Substantial Damage, and the 
Seller Won't Fix It

Termite damage can be a dealbreaker in a real estate transaction, 
especially when the seller refuses to make repairs. Substantial damage 
not only raises concerns about the property’s condition but also 
jeopardizes vnancing and insurance, leaFing the buyer and seller at 
an impasse.

xrom the buyer’s perspective, a termite report reFealing eBtensiFe 
damage is alarming. Wuyers worry about the structural integrity of 
the home and the signivcant costs of remediation. -ithout repairs, 
the property may no longer seem like a wise inFestment, and vnancq
ing could become diNcult as many lenders reAuire pest clearance.

xrom the seller’s perspective, sellers may be unwilling or unable to 
make repairs due to vnancial constraints or disagreement about the 
report’s vndings. They may hope the buyer will accept the property 
asqis or negotiate a lower price, but refusing to address the issue risks 
losing the deal.

What is the Lesson? Transparency and VeBibility are key when 
addressing termite damage. -hile sellers may be hesitant to spend 
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on repairs, vnding a compromise ensures a smoother transaction and 
protects both parties’ interests.

"Tiny insects make big problems.” - Dr. Deena Stacer



Turbulence 64
When the Home Is 
Misrepresented in Size or 
Condition

Misrepresentation of a home’s size or condition creates signilcant 
cha..enges in a rea. estate transactionW -hether intentiona. or ac,
cidenta.v discrepancies discouered djring inspections or appraisa.s 
erode trjst and can Feopardize the dea.W

brom the buyer’s perspectivev yjxers ewpect accjrate information 
ayojt the propertx’s size and condition khen maDing an oqerW Bis,
couering that the home is sma..er than aduertised or in korse condi,
tion than descriyed is frjstrating and raises Ejestions ayojt khether 
the propertx is korth the agreed priceW Hjxers max fee. deceiued and 
consider renegotiating or ka.Ding akaxW

brom the seller’s perspectivev se..ers max not intend to misrepresent 
their propertxW Arrors in .isting detai.s or ojtdated appraisa.s can 
.ead to jnintentiona. discrepanciesW Sokeuerv fai.ing to address these 
issjes prompt.x can damage crediyi.itx and risD .osing the yjxerW

What is the Lesson? Nccjrate representation of a propertx is crjcia. 
to a smooth transactionW Ve..ers shoj.d uerifx .isting detai.sv and yjx,
ers shoj.d condjct thorojgh inspections to ensjre the home meets 
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ewpectationsW Upen commjnication and 7ewiyi.itx can he.p reso.ue 
discrepancies and Deep the dea. on tracDW

"Square footage lies tell expensive truths.” - Dr. Deena Stacer



Turbulence 65
When the Home Is Destroyed 
Before Closing

A property being destroyed due to ,rea nlturlh dislstera or otcer -ltv
lstropci- efents be.ore -hosing is l rlre but deflstlting o--urren-eI mt 
-reltes signi,-lnt heglha ,nln-ilha lnd eFotionlh -clhhenges .or botc
buyers lnd sehhersa o.ten bringing tce trlnsl-tion to l clhtI

kroF tce buyer's perspectivea buyers lre he.t in sco-T lnd un-erv
tlintyI ’ceyBfe infested tiFea Foneya lnd cope into tce trlnsl-tiona 
onhy to see tce property rendered uninclbitlbheI wuyers qihh Suesv
tion qcetcer to pro-eed i. rebuihding is ln option or seeT to terFiv
nlte tce -ontrl-tI m. ,nln-ing is infohfeda henders Fly qitcdrlq holn 
lpproflh untih tce property is repliredI

kroF tce seller’s perspectivea hosing tce property be.ore -hosing 
is eSulhhy deflstltingI ’cey Fust nlfiglte insurln-e -hliFsa lssess 
rebuihding -ostsa lnd lddress -ontrl-tulh obhigltionsI Pehhers Fly .eeh 
oferqcehFed lnd ,nln-ilhhy strlineda espe-ilhhy i. tcey cld phlnned 
to use tce slhe pro-eedsI

What is the Lesson? xrote-ting tce property untih -hosing is -ritv
i-lhI Pehhers scouhd Flintlin ldeSulte insurln-ea lnd botc plrv
ties scouhd understlnd tce -ontrl-t terFs .or clndhing uneNpe-ted
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efentsI Lpen -oFFuni-ltion lnd pro.essionlh guidln-e lre essentilh 
to nlfiglting tcis -clhhenging situltionI

"No house means no closing, regardless of contract.” 
- Dr. Deena Stacer



Turbulence 66
When the Home Is Found to Be 
Structurally Unsound

Discovering that a home has structural issues during a real estate 
transaction is a serious matter. Whether it’s foundation problems, 
roof damage, or compromised load-bearing walls, such issues raise 
safety concerns and can impact Fnancing or derail the deal if not 
resolved promptly.

krom the buyer's perspective, structural problems maBe the prop-
erty less appealing, risBy, and potentially unsafe. xuyers may face 
higher repair costs than eqpected or diTculty securing Fnancing, as 
lenders often reSuire the property to meet minimum safety stan-
dards. Phis can lead to renegotiation or a decision to walB away from 
the transaction.

krom the seller’s perspective, sellers may feel blindsided by struc-
tural issues uncovered during inspections. Phese problems signiF-
cantly reduce the property’s marBetability and value, forcing sellers 
to decide whether to invest in costly repairs or lower the asBing price 
to attract buyers willing to taBe on the risB. 

What is the Lesson? Ntructural issues are serious but not necessarily 
dealbreaBers. Arompt assessments, open communication, and cre-
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ative problem-solving can help both buyers and sellers navigate this 
challenging situation and Fnd a resolution that worBs for everyone.

"Good bones don't have bad cracks.” - Dr. Deena Stacer



Turbulence 67
When the Home Is Uninsurable 
for Homeowner's Insurance

A home being deemed uninsurable for homeowner’s insurance is 
a major issue that can jeopardize the entire real estate transaction. 
Most lenders require proof of insurance to approve a mortgage, and 
without it, buyers cannot close on the property.

From the buyer's  perspective, 
uninsurability  is  a  red kag that 
suggests signi-cant risWs, such as 
a high liWelihood of damage, outx
dated  systems,  or  a  history  of 
claims. Cithout insurance, buyers 
not only face diTculties in securx

ing a loan but also eNpose themselves to -nancial risW in the event of 
future damage or liability.

From the seller’s perspective, sellers may not realize the property is 
uninsurable until the buyer attempts to secure coverage. Vommon 
causes include outdated electrical systems, structural issues, or the 
property being in a highxrisW area for koods or wild-res. Ihis discovx
ery forces the seller to address the issue or risW losing the deal.
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What is the Lesson? 1ninsurability is often preventable. Uellers 
should address potential issues before listing, and buyers should 
worW closely with agents and insurance providers early in the process 
to avoid lastxminute surprises. Bpen communication and proactive 
problemxsolving can save the transaction.

"Uninsurable homes are unbuyable homes.” - Dr. Deena Stacer



Turbulence 68
When the Property Is 
Incorrectly Zoned

Zoning errors can throw a major wrench into a real estate trans-
action.  Whether  the  issue  involves  residential,  commercial,  or 
mixed-use zoning, discovering that a property’s zoning does not align 
with the intended use creates legal, fnancial, and logistical challenges 
bor Fuyers and sellers.

Brom the buyer's perspective, Fuyers who plan to live in or develop 
the property may fnd their plans derailed. Bor instance, purchasing a 
lot bor residential construction only to discover it’s zoned bor agricul-
ture or intending to open a Fusiness on a property zoned residential 
can render the purchase useless. —uyers may incur additional costs or 
delays trying to resolve the issuekor may walI away entirely.

Brom the seller’s perspective, sellers may Fe caught oA guard ib they 
weren’t aware ob zoning issues or ib their property was misrepresented 
in the listing. Nncorrect zoning reduces the property’s marIetaFility, 
value, and Fuyer pool, potentially borcing the seller to lower the price 
or taIe corrective action. 

What is the Lesson? Zoning research is essential bor Fuyers and 
sellers aliIe. Vddressing potential issues early in the transaction helps 
avoid surprises and ensures the property aligns with its intended use. 
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Upen communication with zoning authorities and legal probession-
als is Iey to resolving such challenges.

"Wrong zoning makes wrong dreams.” - Dr. Deena Stacer



Turbulence 69
When Part of the Home 
Encroaches on the Neighbor's 
Property

A home encroaching on a neighbor’s property is a serious issue that 
complicates the transaction. Whether it’s a deck, garage, fence, or 
even part of the main structure, this encroachment raises legal, -nanF
cial, and logistical challenges that must be addressed before closing.

wrom the buyer's perspective, buyers may feel uneasy about inherF
iting a property Eith legal complications. Nncroachments can lead 
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to disputes, laEsuits, or diPculty obtaining title insurance, making 
the property less appealing. 1uyers may demand resolution before 
proceeding or even reconsider the purchase entirely.

wrom the seller’s perspective, sellers may not have been aEare of the 
encroachment until it Eas discovered during a survey or title search. 
Sesolving the issue can be timeFconsuming and costly, re1uiring 
negotiations Eith neighbors or even structural modi-cations.

What is the Lesson? 2roperty surveys are essential to identifyF
ing encroachments early. Cellers and buyers should Eork proactively 
Eith their agents, title companies, and attorneys to resolve these 
issues, ensuring a smooth transaction and longFterm peace of mind.

"Property lines don't care about your plans.” - Dr. Deena Stacer



Turbulence 70
When a Unique Home Lacks 
Comparable Properties for 
Appraisal

Unique  homes,  such  as  custom  builds,  historic  properties,  or 
one-of-a-kind designs, often present challenges during the appraisal 
process. Without su(cient comparable sales ")comps)y in the area, 
appraisers struggle to determine the propert’vs market walue, Fhich 
can dela’ or complicate the transaction.

Lrom the buyer's perspective, a loF or inconclusiwe appraisal can 
lead to di(culties in obtaining Inancing. xenders rel’ on appraisals 
to ensure the propert’vs walue supports the loan amount. Tf the ap-
praised walue is less than ejpected, bu’ers ma’ need to renegotiate the 
price, increase their doFn pa’ment, or risk losing the deal.

Lrom the seller’s perspective, sellers of unique homes often face ap-
praisal challenges due to the lack of similar properties in the market. 
Shis can result in underwaluation, making it di(cult to Pustif’ the 
asking price. Nellers ma’ feel pressured to loFer the price or Fait for 
a cash bu’er Fho isnvt reliant on lender approwal.

What is the Lesson? Nelling or bu’ing a unique home requires ej-
tra eAort to ensure an accurate waluation. Vroactiwe communication 
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betFeen agents, appraisers, and lenders is essential to nawigating this 
challenge and keeping the transaction on track.

"Unique to you means unclear to lenders.” - Dr. Deena Stacer



Turbulence 71
When the Escrow or Title 
Company Fails to Notify About 
Missing Documents

Escrow and title companies play a crucial role in ensuring a smooth 
real estate transaction. When they fail to alert the lender or agents 
about unsigned or unreturned documents, it can lead to signivcant 
delays, missed deadlines, and frustration for all parties inFolFed.

-rom the buyer’s perspective, buyers often assume that all paperk
worD is being handled eNciently. AiscoFering that missing docuk
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ments are delaying the process can cause stress, especially if it threatk
ens their moFekin timeline or interest rate locD.

-rom the seller’s perspective, sellers depend on escrow and title
companies to facilitate the transaction eNciently. Aelays caused by
missing documentation can disrupt their plans, leading to vnancial
and logistical challenges if they1Fe already arranged to moFe or purk
chase another property.

What is the Lesson? Simely communication from the escrow or 
title company is essential for a seamless transaction. 2roactiFe tracDk
ing, clear communication, and collaboration among all parties help 
ensure missing documents don1t derail the process.

"Silent escrow makes screaming clients.” - Dr. Deena Stacer



Turbulence 72
When the Escrow or Title 
Company Fails to Gather Key 
Information on Time

Escrow and title companies are responsible for coordinating with 
various stakeholders, such as bene.ciaries, lien holders, insurance 
companies, and lenders, to ensure a smooth transactionD yelajs in 
obtaining critical information from these parties can disrupt the 
timeline, frustrate bujers and sellers, and even zeopardiNe the dealD
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xrom the buyer’s perspective, delajs in clearing liens, verifjing 
insurance, or coordinating with the lender cause uncertaintj and can 
risk missing closing deadlinesD 1ujers maj feel anqious and Puestion 
whether the transaction will proceed smoothljD

xrom the seller’s perspective, sellers relj on the escrow or title 
companj to clear liens or resolve title issues before closingD yelajs 
in gathering rePuired information can prolong the sale, disrupt their 
moving plans, or create .nancial stressD

What is the Lesson? Escrow and title companies must act promptlj 
to gather critical informationD -roactive planning, communication, 
and follow3ups are essential to keep the transaction on track and 
avoid unnecessarj delajsD

"Missing pieces make missing closings.” - Dr. Deena Stacer



Turbulence 73
When the Principals Leave 
Town Without Signing Key 
Documents

In a real estate transaction, ensuring all necessary signatures are ob-
tained is critical to maintaining timelines and avoiding delays. If an 
escrow or title company allows buyers or sellers (principals) to leave 
town without signing the required documents, it can halt progress 
and create unnecessary stress for everyone involved.

From the buyer’s perspective, buyers depend on escrow/title com-
panies to guide them through the signing process. If they leave town 
without completing the necessary paperwork, their Tnancing, own-
ership transfer, or closing may be delayed, potentially causing them 
to lose their rate lock or move-in date.

From the seller’s perspective, sellers who leave town without sign-
ing critical documents risk delaying the sale, frustrating the buyer, 
and potentially breaching the terms of the contract. ’his can harm 
their reputation and Tnancial plans, especially if theyCre purchasing 
another property.

What is the Lesson? Eommunication and foresight are key. Nscrow 
and title companies must ensure all required signatures are collected 
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before any parties leave town to keep the transaction on track and 
avoid unnecessary delays.

"Distance without signatures equals disaster.” 
- Dr. Deena Stacer



Turbulence 74
When the Escrow or Title 
Company Loses or Incorrectly 
Prepares Paperwork

Losing or improperly preparing pa-
perwork is one of the most disrup-
tive errors an escrow or title company 
can make. These mistakes delay the 
transaction, increase costs, and create 
frustration for all parties involved.

From the buyer’s perspective, buyers rely on accurate documenta-
tion to secure znancing, transfer ownership, and znalije the trans-
action. Lost or incorrect paperwork can delay their move, Aeopardije 
their interest rate lock, or even cause the deal to fall through.

From the seller’s perspective, sellers face uncertainty and inconve-
nience when critical documents are mishandled. This can delay their 
closing, disrupt their plans to purchase another property, or result in 
znancial losses if the transaction falls apart.

What is the Lesson? Mccuracy and organijation are critical for 
escrow and title companies. Nistakes with paperwork undermine 
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trust, delay the transaction, and waste valuable time. Sobust systems 
and clear communication can prevent these issues and keep the deal 
on track.

"Lost papers lose deals.” - Dr. Deena Stacer



Turbulence 75
When the Escrow or Title 
Company Fails to Relay 
Information Quickly

Timely communication is vital in a real estate transaction. When an 
escrow or title company delays passing on critical information—such 
as contract updates, missing documents, or title issues—it can dis-
rupt the timeline, create confusion, and risk the deal falling through.

From the buyer’s perspective, delays in receiving updates leave buy-
ers feeling uninformed and anxious. Whether it’s a need for addition-
al signatures, title clearance issues, or funding delays, late commu-
nication can prevent buyers from taking timely action, risking their 
Dnancing or closing date.

From the seller’s perspective, sellers expect escrow and title compa-
nies to facilitate a smooth transaction. When important information 
isn’t relayed promptly, it can create unnecessary delays, impact mov-
ing plans, or result in the need for costly extensions.

What is the Lesson? Eelayed communication creates unnecessary 
stress and risks in a transaction. zscrow and title companies must 
prioritiNe timely updates to keep all parties informed and ensure the 
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deal progresses smoothly. 4roactive and e5cient communication is 
key to success.

"Slow information flow makes slow closings stop.” 
- Dr. Deena Stacer



Turbulence 76
When the Escrow or Title 
Company Fails to Coordinate 
Ef�ciently

Ecient oirrdaets ertoeloide eis,oetosodns,onl s no dstlsi ertwohmndno
ystvoyrgetpousd loy.l os,epto roynn oansa,etnlWofmntostonlidrho
rdo e ,noiryustvokse,lo rontl.dno sl—losdnoartnoley., stnr.l,vFl.imo
sloari.ynt oudnusds ertwoetluni ertlwostao e ,noi,nsdstinFe o,nsalo
 roan,svlwokd.l ds ertwostaoetncientienlW

bdryo mnobuyer’s perspectivewourrdoirrdaets ertoistoynstohse etpo
.ttninllsde,vokrdo sl—lo ms oir.,aomsgnojnntoiryu,n naoetousds,,n,Wo
brdoj.vndlwo meloyepm oan,svoi,rletpwoznrusdaeInods no,ri—lwordoaeld.u o
 mnedoyrgetpou,stlWox oidns nlo mnoundinu ertorkoaelrdpsteIs ertostao
saalol dnllo ro mnoudrinllW

bdryo mnoseller’s perspectivewoln,,ndloysvon-undentinoan,svnaoudrP
innalokdryo mnols,nwohmeimoistoaeld.u ou,stlokrdou.dimsletpostr mndo
udrund vordoyrgetpWoNrrdoirrdaets ertos,lroudr,rtplo mno.tind setP
 vorko mno dstlsi ertwoidns etpo.ttninllsdvoetirtgntentinW

What is the Lesson?oEcient oirrdaets ertontl.dnlosolyrr mndo
 dstlsi ertWoElidrhostao e ,noiryustenlolmr.,aouderde eInoley., sP
tnr.lo sl—oystspnynt ostaoudrsi egnoiryy.teis erto royeteyeIno
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an,svlostao—nnuos,,ousd enlos,eptnaWoNdrundou,sttetpolsgnlo eynostao
j.e,alo d.l W

"Uncoordinated escrow unravels everything.” 
- Dr. Deena Stacer



Turbulence 77
When the Escrow or Title 
Company Refuses Flexibility on 
Small Issues

In a real estate transaction, minor problems are bound to arise. While 
adherence to regulations is essential, an escrow or title company that 
refuses to exercise reasonable vexibility on small, resolFable issues can 
create unnecessary delays and frustration for all parties.

krom the buyer’s perspective, buyers may perceiFe rigidity as a 
lac— of cooperation, especially if small discrepanciesNli—e a missing 
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signature or a minor clerical errorNhold up the closing. Rhis can lead 
to stress, extra costs, or eFen zeopardiqe their ability to moFe in on 
time.

krom the seller’s perspective, sellers may be eDually frustrated 
when minor issues are treated as mazor obstacles. -elays caused by 
small, resolFable problems can disrupt their timelines, create 4nan5 
cial strain, or delay their ability to purchase another property.

What is the Lesson? While rules are important, escrow and ti5 
tle companies must balance strict adherence with practical prob5 
lem5solFing. klexibility on minor issues —eeps transactions moFing 
and preFents unnecessary frustrations for eFeryone inFolFed.

"Small problems need smart solutions, not strict stands.”
- Dr. Deena Stacer



Turbulence 78
When Liens or Title Problems 
Are Discovered at the Last 
Minute

Discovering liens or other title issues late in a real estate transaction is 
a frustrating and costly setback for all parties involved. These prob-
lems can delay closing, derail Fnancing, and create uncertainty for 
both buyers and sellers.

xrom the buyer’s perspective, buyers eLpect the title to be clear 
before closing. wast-minute revelations of liens, unpaid taLes, or 
o’nership disputes raise concerns about the propertyBs value and 
potential future legal complications. quyers may feel blindsided and 
Auestion ’hether to proceed ’ith the purchase.

xrom the seller’s perspective, sellers may be una’are of liens or 
title problems until they are uncovered during the transaction. Pd-
dressing these issues on short notice can involve signiFcant time, 
eNort, and eLpense, potentially delaying their plans for moving or 
purchasing another property.

What is the Lesson? Title issues should be addressed as early as 
possible in the transaction. Vroactive title searches, open communi-
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cation, and prompt resolution eNorts are key to avoiding last-minute 
surprises that risk derailing the deal.

"Clean title or no title - there's no between.” - Dr. Deena Stacer



Turbulence 79
When the Appraiser Is Too Busy 
to Complete the Appraisal on 
Time

Timely appraisals are critical to keeping a real estate transaction on 
track. When an appraiser is too busy to complete the appraisal on 
schedule, it creates signifcant delays, jrustrates all parties, and -eopz
ardiFes closing deadlines.

’rom the buyer’s perspective, the buyerws fnancing ojten depends 
on the appraisal, vhich determines vhether the lender vill approAe 
the loan. x delayed appraisal can push back the closing date, risking 
the buyerws rate lock, moAing plans, or eAen the deal itselj ij continz
gencies eDpire.

’rom the seller’s perspective, sellers rely on timely appraisals to 
confrm the propertyws Aalue and proceed vith the sale. qelays can 
disrupt their plans, create uncertainty, and make them Buestion the 
seriousness oj the transaction.

What is the Lesson? qelayed appraisals can derail a transaction, 
but proactiAe scheduling and communication can minimiFe risks. 
Nuyers, sellers, and agents should vork closely vith the lender and 
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appraiser to ensure the appraisal is completed on time, keeping the 
deal on track.

"Busy appraisers make busted deadlines.” - Dr. Deena Stacer



Turbulence 80
When No Comparable Sales 
Are Available

A  lack  of  comparable  sales 
(comps) for a property can make 
it challenging to complete an ap-
praisal,  potentially delaying the 
real estate transaction. Without 
reliable  data  to  determine  the 
property’s market value, buyers, 

sellers, and lenders are left in a diFcult position.

Lrom the buyer’s perspective, the inability to qnd comps raises 
concerns about the property’s true value. Benders typically rewuire 
appraisals based on comparable sales to approve qnancing, so a lack 
of comps may result in delays or even a denial of the loan. juyers may 
also hesitate to proceed Nithout conqdence in the property’s North.

Lrom the seller’s perspective, sellers may feel frustrated if their 
property’s uniwue characteristics or market conditions make it diF-
cult to qnd comps. Without an accurate appraisal, it can be harder to 
Vustify the asking price, potentially leading to renegotiations or lost 
buyers.
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What is the Lesson? 1niwue or market-limited properties rewuire 
creative approaches to valuation. 5roactive collaboration among ap-
praisers, agents, and lenders ensures the transaction can proceed even 
Nhen comps are scarce. Epen communication Nith buyers and sell-
ers helps manage e6pectations and keep the deal on track.

"No comps means no confidence.” - Dr. Deena Stacer



Turbulence 81
When the Appraiser Is Not on 
the Lender’s Approved List

An  appraiser  not  being  on  a 
lender’s approved list is a signif-
icant  hurdle  in  the  homebuy-
ing process. Lenders require ap-
praisals from approved appraisers 
to ensure the report meets their 
standards for loan approval. If the 

chosen appraiser isn’t on their list, the transaction may face delays, 
additional costs, or even complications in securing Fnancing.

wrom the buyer’s perspective, buyers may be frustrated jhen an 
appraisal they’ve already paid for is reTected. Bhis means rescheduling 
the appraisal jith an approved appraiser, incurring additional costs, 
and potentially delaying closing. kuyers may jorry about missing 
their rate locN or meeting contingency deadlines.

wrom the seller’s perspective, sellers are indirectly impacted by 
appraisal delays. A reTected appraisal creates uncertainty about the 
buyer’s ability to secure Fnancing, potentially delaying the sale and 
disrupting their plans.
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What is the Lesson? Avoiding this issue requires proactive com-
munication betjeen the lender, buyer, and agent. OonFrming the 
appraiser’s approval status beforehand ensures the transaction stays 
on tracN, saving time, money, and unnecessary stress.

“Wrong appraiser, wasted time.” – Dr. Deena Stacer



Turbulence 82
When the Appraiser Makes 
Mistakes or Undervalues the 
Property

Errors in an appraisal or an undervaluation can create signibcant 
promle.s in a real estate transactionS hince twe appraisal deter.ines 
,wetwer twe lender ,ill approve twe loany a lo, or incorrect valuation 
.af lead to bnancing delafsy renegotiation o- ter.sy or even cancelF
lation o- twe dealS

jro. twe buyer’s perspectivey mufers .af -eel trapped met,een an 
undervalued appraisal and a seller un,illing to adTust twe priceS kwef 
.igwt need to cover twe gap met,een twe appraisal value and twe sale 
price ,itw additional -undsy renegotiate twe pricey or ris’ losing twe 
wo.eS

jro. twe seller’s perspectivey sellers .af vie, a lo, appraisal as 
inaccurate or un-airy especiallf i- twef melieve twe propertfAs .ar’et 
value Tustibes twe agreedFupon priceS kwis situation can -orce twe. 
to lo,er twe pricey lose twe mufery or cwallenge twe appraisalS

What is the Lesson? Oppraisal .ista’es can derail a transactiony 
mut twefAre o-ten resolvamleS Npen co..unicationy accurate datay 
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and 0e1imilitf a.ong all parties are essential to overco.ing valuation 
cwallenges and ’eeping twe deal on trac’S

"Appraisal errors erase equity.”  - Dr. Deena Stacer



Turbulence 83
When the Lender Requires a 
Second or Review Appraisal

A lender requesting a second or 
"review" appraisal introduces ad-
ditional complexity to a real es-
tate transaction. This often occurs 
when  the  initial  appraisal  rais-
es questions about the property’s 
value, market conditions, or com-

pliance with lending standards.  While  intended to protect  the 
lender’s investment, it can cause delays, added costs, and frustration.

From the buyer’s perspective, buyers may feel anxious about the 
additional appraisal, especially if it could impact their ability to se-
cure Dnancing. jelays may zeopardiNe their closing timeline, and if 
the second appraisal comes in lower, buyers could be required to 
renegotiate the price or bring additional funds to closing.

From the seller’s perspective, sellers often view a second appraisal as 
unnecessary and disruptive, especially if the Drst appraisal supports 
the agreed price. A lower second value could force price negotiations, 
delay the sale, or cause the deal to fall apart entirely.
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What is the Lesson? Cecond appraisals can be disruptive but are 
often necessary for lender compliance. Transparent communication, 
preparation, and 6exibility are essential to resolving the issue and 
keeping the transaction on track.

"Two opinions double the doubts.” - Dr. Deena Stacer



Turbulence 84
When the Pest Inspection Isn’t 
Available in Time

A delayed pest inspection can dis-
rupt the entire real estate trans-
action, as it’s often a critical con-
tingency for lenders and buyers. 
Whether  it’s  due to scheduling 
conqicts or a shortage of kualived 
inspectors, this setbacm can delay 

negotiations, repairs, and eFen the closing tiIeline.

xroI the buyer’s perspective, buyers rely on the pest inspection to 
uncoFer potential issues such as terIite daIage or other infestations. 
wf the inspection is delayed, they Iay feel anNious about unmnoVn 
risms, and their ability to negotiate repairs or credits could be iIpact-
ed.

xroI the seller’s perspective, sellers are often eager to address in-
spection contingencies kuicmly. A delayed pest inspection creates 
uncertainty, potentially holding up other aspects of the transaction, 
lime repair negotiations or closing preparations.
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What is the Lesson? 3est inspections are crucial, and schedul-
ing theI early can preFent last-Iinute disruptions. xleNibility and 
proactiFe coIIunication betVeen all parties ensure that delays are 
Ianaged e4ectiFely and the transaction stays on tracm.

"Missing inspectors make missing deadlines.” - Dr. Deena Stacer



Turbulence 85
When the Inspector Is Too 
Picky About the Property’s 
Condition

A thorough home inspection is essential to uncover potential issues, 
but when an inspector seems overly critical, it can create unnecessary 
tension and disrupt the transaction. Excessive scrutiny over minor or 
cosmetic issues can alarm buyers, frustrate sellers, and delay negoti-
ations.

From the buyer’s perspective, buyers may feel overwhelmed when 
a picky inspector lists a multitude of minor issues, even if they’re 
not critical to the home’s safety or functionality. This can lead to 
confusion about what repairs are truly necessary and strain their 
conzdence in the property.

From the seller’s perspective, sellers may feel unfairly targeted by a 
picky inspector, especially if the inspection report emphasiWes minor 
imperfections. This can lead to frustration and resistance to making 
repairs or ojering concessions.

What is the Lesson? Nhile inspections are important, overempha-
siWing minor issues can derail a transaction. Focusing on maVor con-
cerns and maintaining open communication between buyers, sellers, 



IAGRSATRIS TCAIOALTRUIAB T1C51BEILE223

and agents ensures the inspection process remains constructive and 
doesn’t VeopardiWe the deal.

"Overzealous inspection creates under-enthusiastic buyers.” 
- Dr. Deena Stacer



Turbulence 86
When the Home Inspector Is 
Unavailable in Time

A delayed home inspection can 
create signi.cant challenges in a 
real  estate  transactionT  -he  in,
spection is a critical contingency 
that abects negotiationsu repairsu 
and the ’Wyervs con.dence in the 
pWrchaseT xhen a home inspector 

isnvt aFaila’le as schedWledu it can caWse anfietyu disrWpt timelinesu 
and potentially delay closingT

krom the buyer’s perspectiveu ’Wyers depend on the home inspec,
tion to WncoFer potential issWes and inIorm their decision,maqingT A 
delay might Ieel liqe a red wagu increasing stress and redWcing the time 
aFaila’le to negotiate repairs or concessionsT Nt can also impact their 
a’ility to meet contingency deadlinesT

krom the seller’s perspectiveu sellers are eager to complete inspec,
tions VWicqly to moFe the transaction IorGardT A delayed inspection 
may Iorce them to eftend timelines or hold ob on other stepsu sWch 
as addressing repairs or preparing Ior closingT
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What is the Lesson? -imely inspections are crWcial to a smooth 
transactionT 4roactiFe schedWling and wefi’ility in .nding alterna,
tiFes ensWre that Wnefpected delays donvt derail the processu qeeping 
the deal on tracq Ior all parties inFolFedT

"No inspector, no insight, no closing.” - Dr. Deena Stacer



Turbulence 87
When Inspection Reports 
Alarm the Buyer and Cause the 
Sale to Collapse

Inspection reports are a vital part of the home-buying process, but 
when they uncover signi—cant issuesdor even minor ones presente. 
.ramaticallydthey can alarm the buyer an. lea. to the cancellation 
of the saleT Fhis situation creates frustration, —nancial loss, an. lo-
gistical challenges for both buyers an. sellersT

xrom the buyer’s perspective, an inspection report .etailing ez-
tensive problems, such as structural .amage, plumbing failures, or 
electrical hakar.s, can maEe buyers secon.-guess their .ecisionT jven 
reports highlighting minor issues in an overly negative tone can scare 
oS buyers, especially —rst-time homebuyers unfamiliar with home-
ownership maintenanceT

xrom the seller’s perspective, a cancele. sale is a maNor setbacET 
Aellers must relist the property, potentially at a lower price if the 
inspection reveale. signi—cant issuesT Fhey may also nee. to a..ress 
or .isclose problems i.enti—e. in the report, increasing costs an. 
.elaying the processT
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What is the Lesson? 3hile inspections aim to protect buyers, the 
way issues are presente. can maEe or breaE a .ealT Llear communi-
cation, balance. perspectives, an. reasonable negotiations are Eey to 
resolving concerns an. Eeeping transactions on tracET

“Scary reports scatter buyers.” - Dr. Deena Stacer



Turbulence 88
When You Pick the Wrong Real 
Estate Agent or Lender

Choosing the right professionals for your real estate transaction is 
critical. A poor choice of a real estate agent or lender can lead to 
miscommunication, missed opportunities, delays, and added stress. 
These professionals are your partners in navigating the complexities 
of buying or selling a home, and the wrong jt can zeopardiFe the 
entire process.

krom the buyer or seller’s perspective, selecting the wrong agent or 
lender can result in frustration and lost time. A poorly matched agent 
may lac- local mar-et -nowledge, fail to communicate eIectively, or 
lac- the s-ills to negotiate favorable terms. A subpar lender might de’
lay approvals, mishandle paperwor-, or oIer unfavorable loan terms, 
leaving you scrambling to -eep the transaction on trac-.

What is the Lesson? The right agent and lender are essential to a 
smooth transaction. Ta-e the time to research and vet your choices 
upfront, ensuring they have the expertise, responsiveness, and pro’
fessionalism to meet your needs. qf you realiFe you%ve chosen poorly, 
act &uic-ly to address or correct the situation.

"Wrong guide makes wrong turns.” - Dr. Deena Stacer



Turbulence 89
When Interest Rate Lock 
Expiration Disrupts Closing

A rate lock expiration might seem like a minor timing issue, but it 
can trigger a cascade of complications in the closing process. When 
interest rates rise after a lock expires, it can dramatically impact the 
borrower's monthly payments and potentially derail the entire trans-
action.

From the borrower's perspective, an expired rate lock can be dev-
astating. The promised interest rate was a key factor in their budget 
calculations and a:ordability assessment. When rates increase, they 
face diqcult choicesU accept higher monthly payments, bring more 
money to closing, or potentially walk away from the transaction if 
the new terms make the purchase una:ordable.

From the seller’s perspective, this creates uncertainty and potential 
delays. What seemed like a solid buyer might now struggle to Rualify 
at the higher rate, or worse, may need to back out of the contract 
entirely. This could mean putting their property back on the market 
and starting over with a new buyer.

What is  the Lesson?  Time management  is  crucial  in  real  es-
tate transactions. A well-planned rate lock strategy can prevent 
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last-minute scrambling and protect both buyers and sellers from 
market volatility.

"Expired rate locks expire dreams.” - Dr. Deena Stacer



Turbulence 90
When Lender Guidelines 
Change Mid-Transaction

Lending guidelines can shift un-
expectedly during a transaction, 
often due to market conditions 
or regulatory changes. What starts 
as a straightforward approval can 
suddenly face new hurdles when 
lenders  tighten  their  require-

ments, potentially impacting everything from down payment re-
quirements to debt-to-income ratios.

From the borrower's perspective, changing guidelines can feel like 
having the rug pulled out from under them. They've made plans 
based on initial approvals, possibly even liquidating speciAc assets 
or arranging their Anances in particular ways. When requirements 
suddenly change, they may need to scramble to meet new criteria or 
face the possibility of loan denial despite their previous approval.

From the seller’s perspective, guideline changes create anxiety and 
uncertainty. U buyer who seemed solid based on initial approvals 
might now struggle to meet new requirements. This can extend 
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timelines, force price renegotiations, or even terminate the contract, 
putting them back at square one in their selling .ourney.

What is the Lesson? The mortgage landscape can change quick-
ly. Euilding in Anancial cushions and working with reliable lenders 
helps protect against mid-transaction guideline changes.

"Shifting guidelines sink solid deals.” - Dr. Deena Stacer



Turbulence 91
When Appraisal Gap Issues 
Threaten the Deal

An appraisal gap occurs when the appraised value falls short of the 
agreed purchase price, creating a funding shortfall in the mortgage 
process. This common challenge forces dibcult conversations aFout 
who will aFsorF the di-erence Fetween the appraised value and the 
purchase price.

yrom the borrower's perspective, an appraisal gap presents a stress'
ful knancial dilemma. The:xve liUel: alread: stretched their Fudget 
to maUe their o-er, and now the: face three challenging optionsR 
come up with additional cash to cover the gap, negotiate with the 
seller for a price reduction, or walU awa: from their dream home. 
This situation is particularl: stressful in competitive marUets where 
the:xve alread: lost out on other properties.

yrom the seller’s perspective, an appraisal gap threatens their eB'
pected proceeds and can shaUe their conkdence in the deal. The: 
must decide whether to reduce their price to match the appraisal, 
potentiall: losing thousands in eBpected proceeds, or risU losing 
their Fu:er and starting over. This is especiall: challenging if the:xve 
alread: committed to purchasing another propert: Fased on their 
eBpected sale proceeds.
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What is the Lesson? /n a d:namic marUet, preparation for appraisal 
gaps is crucial. 0aving a strateg: in place Fefore the: occur can help 
prevent deals from falling apart when valuations donxt meet eBpec'
tations.

"Value gaps become money traps.” - Dr. Deena Stacer



Turbulence 92
When Unexpected PMI 
Requirements Surface

Private Mortgage Insurance (PMI) requirements that emerge late in 
the transaction can signiycantlp imbact a 'uperds monthlp bapment 
an. closing costsW khat seeme. life a straightworxar. loan abbroval 
can su..enlp 'ecome more comble, xhen len.ers .etermine PMI 
is necessarpF owten .ue to changes in brobertp valuation or .oxn 
bapment calculationsW

-rom the borrower's perspectiveF une,becte. PMI requirements
can 'e a 'u.getT'reafing surbriseW —hepdve carewullp blanne. their
monthlp bapments 'ase. on initial loan estimatesF an. the a..iT
tion ow PMIAxhich can a.. hun.re.s ow .ollars to monthlp bapT
mentsAmap bush the home 'epon. their aUor.a'ilitp threshol.W
—his is barticularlp wrustrating xhen 'orroxers thought thep ha.
structure. their .oxn bapment to avoi. PMI entirelpW

-rom the seller’s perspectiveF PMI issues can threaten the entire
transactionW R 'uper xho xas breviouslp qualiye. might no longer
'e a'le to aUor. the monthlp bapments xith a..e. PMI costsW —his
uncertaintp can worce sellers to consi.er brice re.uctions or risf losT
ing their 'uper altogetherF botentiallp .isrubting their oxn blans wor
burchasing their ne,t homeW
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What is the Lesson? Bn.erstan.ing PMI triggers an. requirements 
earlp in the brocess can brevent costlp surbrises laterW Rlxaps 'uil. in 
a 'uUer xhen calculating .oxn bapments to avoi. PMI issuesW

"Surprise insurance makes surprised goodbyes.” 
- Dr. Deena Stacer



Turbulence 93
When Self-Employment 
Income Fluctuations Create 
Lending Hurdles

Income veriactfion sor le-spemy-odeb worroxerl ctn wecome t comp
y-ez mtue os boc,menftfion tnb ezy-tntfionh elyecit--d x.en inp
come W,cf,tfelg F.tf tyyetrl tl normt- w,linell vtritnce fo tn
enfreyrene,r ctn rtile reb Wtkl b,rink ,nberxrifinkh yofenfit--d bep
rti-ink or be-tdink f.e -otn tyyrovt- yrocellg

Srom f.e borrower's perspectiveh yrovink income lftwi-ifd ctn see- 
-i—e tn ,y.i-- wtff-eg Te-spemy-odeb inbivib,t-l osfen .tve -ekifimtfe
retlonl sor income vtritfionl'letlont- w,linell cdc-elh reinvelfeb
yroaflh or ftz xrifepoql'w,f ezy-tinink f.ele ytffernl fo ,nberp
xriferl ctn we sr,lfrtfinkg U.ed mik.f neeb fo yrovibe ezfenlive
boc,menftfionh w,linell ftz ref,rnlh yroaf tnb -oll lftfemenflh tnb
befti-eb ezy-tntfionl sor tnd income biylg

Srom f.e seller’s perspectiveh t le-spemy-odeb w,derRl income verp
iactfion c.t--enkel cretfe ,ncerftinfdg F.tf leemeb -i—e t B,t-iaeb 
w,der mik.f stce ezfenbeb ,nberxrifink lcr,findh be-tdink c-olink or 
yofenfit--d f.retfenink f.e frtnltcfion t-fokef.erg U.ele be-tdl ctn 
bilr,yf f.e le--erRl oxn fime-ine tnb y-tnl sor f.eir nezf moveg
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What is the Lesson? Te-spemy-odeb worroxerl neeb fo tyyrotc. 
morfktke tyy-ictfionl xif. ezfenlive yreytrtfion tnb boc,menftp
fiong T,ccell osfen beyenbl on xor—ink xif. yroselliont-l x.o ,np
berlftnb f.e ,niB,e c.t--enkel os enfreyrene,rit- incomeg

"Variable income makes variable answers.” - Dr. Deena Stacer



Turbulence 94
When Undiscovered Easements 
or Rights-of-Way Surface

Discovering previously unknown easements or rights-of-way during 
a transaction can dramatically impact a property's usability and val-
ue. What seemed like a perfect property can suddenly face restric-
tions on use, development, or access when these legal rights come to 
light during the title search or survey process.

From the borrower's perspective, unexpected easements can shat-
ter their plans for the property. Whether it's a utility easement 
through a planned garden space, a shared driveway arrangement, or 
public access requirements, these discoveries can fundamentally alter 
their intended use of the property. What's worse, these restrictions 
often come with ongoing obligations or limitations that weren't fac-
tored into their purchase decision.

From the seller’s perspective, easement issues can threaten both 
the current deal and future marketability. They may face diScult 
conversations about price reductions or Und themselves explaining 
situations they weren't even aware existed. Rome sellers might discov-
er they've been unknowingly violating easement terms themselves, 
creating additional complications.
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What is the Lesson?  Due diligence regarding property rights 
and restrictions is crucial. Bnderstanding exactly what you0re buy-
ing1and what limitations come with it1can prevent costly surpris-
es and disappointment.

“Hidden rights make wrong assumptions.”  - Dr. Deena Stacer



Turbulence 95
When Historical or Heritage 
Property Restrictions Impact 
Plans

Historical or heritage designations can create unexpected challenges 
in real estate transactions. What might appear as charming historical 
features can actually come with strict regulations and limitations 
that avect eberything from renobation plans to Fasic maintenance 
decisions.

,rom the borrower's perspectiveT historical property restrictions 
can seberely limit their bision for the property. khey may discober 
that simple modi-cations liqe updating windowsT changing exteriE
or colorsT or adding modern amenities reNuire extensibe approbal 
processes. 'ben Fasic maintenance might need to follow speci-c 
historical guidelinesT potentially increasing costs and complicating 
improbements.

,rom the seller’s perspectiveT heritage restrictions can narrow their 
Fuyer pool signi-cantly. Uot eberyone is prepared to taqe on the reE
sponsiFility of maintaining a historical property or willing to accept 
the limitations that come with it. khey might face longer marqeting 
periods and need to reduce their price to account for the restrictionsR 
impact on property balue.
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What is the Lesson? Historical properties reNuire special considE
eration and expertise. /uccess depends on understanding and acE
cepting the uniNue responsiFilities and limitations that come with 
preserbing historical integrity.

"History's rules rule today's plans.” - Dr. Deena Stacer



Turbulence 96
When Environmental Concerns 
Emerge During Inspection

Environmental  issues  discovered  during  the  inspection 
process—such as asbestos, lead paint, mold, or soil contamina-
tion—can quickly transform an attractive property into a complex 
remediation project. What starts as a routine inspection can unveil 
serious environmental concerns that aFect both health and Tnancial 
considerations.

wrom the borrower's perspective, environmental issues present 
both health and Tnancial fears. Uhey must Reigh the long-term 
health implications for their family against the costs and compli-
cations of remediation. What seemed like a straightforRard pur-
chase noR involves environmental specialists, remediation contrac-
tors, and potentially signiTcant unexpected expenses. Uhey may also 
Rorry about future liability and resale implications.

wrom the seller’s perspective, environmental discoveries can devas-
tate their sales plans. Uhey might face expensive remediation require-
ments before they can close or signiTcant price reductions to account 
for the issues. Worse, these discoveries often must be disclosed to 
future buyers even if the current deal falls through, potentially im-
pacting all future sales attempts.
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What is the Lesson? Environmental issues can have far-reaching 
implications beyond just the current transaction. Uhorough early 
investigation and a clear understanding of remediation requirements 
are essential for protecting all parties.

"Environmental surprises poison deals.” - Dr. Deena Stacer



Turbulence 97
When Well or Septic System 
Problems Surface

Problems with water supply or septic systems can quickly escalate 
from minor concerns to major deal-breakers. What appears as a 
simple rural property feature can become a signivcant vnancial and 
logistical challenge when inspections re,eal issues with water qualityF 
well capacityF or septic system functionality.

xrom the borrower's perspectiveF well and septic issues create im-
mediate anTiety about basic home functionality. —hey face questions 
about water safetyF system reliabilityF and potentially massi,e repair 
costs. What started as an attracti,e country property might now re-
quire eTpensi,e well drillingF septic system replacementF or eTtensi,e 
repairs'costs that werenIt factored into their initial budget. —hey 
also worry about ongoing maintenance requirements and potential 
future failures.

xrom the seller’s perspectiveF well or septic problems can deeply 
impact their propertyIs marketability and ,alue. —hey might need to 
in,est in signivcant repairs before closing or accept substantial price 
reductions. Un some casesF they may disco,er their system doesnIt 
meet current codesF requiring complete replacement rather than sim-
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ple repairs. —hese issues can also trigger additional inspections and 
testing requirements from local health departments.

What is the Lesson? Well and septic systems require speciali1ed 
knowledge and careful e,aluation. Rnderstanding these systemsI 
conditions and requirements before purchase can pre,ent costly sur-
prises and protect public health.

"Bad water flows to no closing.” - Dr. Deena Stacer



Turbulence 98
When Survey Disputes Create 
Boundary Con�icts

Survey ndigdst halh revelb ocudilry igtpre-ldpget cr -rc-erhy edm
prclpafedht pld hrldtwcrf l thrlgsahwcrxlri hrldtlphgcd gdhc l 
pcf-be. beslb palbbedseW kalh teefei bg,e pbelr -rc-erhy bgdet cd 
-l-er pld oepcfe igt-uhei herrghcry xaed lppurlhe turveyt udpcver
cverbl-tF edprclpafedhtF cr agthcrgplb ocudilry errcrtW

'rcf hae borrower's perspectiveF ocudilry gttuet prelhe gffeigm
lhe udperhlgdhy locuh xalh haeyTre lphulbby -urpaltgdsW jaey fly 
igtpcver halh hae palrfgds wedpe gt lphulbby cd hae degsaocrTt -rc-m
erhy cr halh haegr -blddei slried lrel gt -lrhglbby cd ld liElpedh bchW 
jaete reveblhgcdt pld lqeph -rc-erhy vlbueF utlogbghyF ldi reblhgcdm
tag-t xgha wuhure degsaocrtW Uved xcrteF haey fgsah wlpe gffeiglhe 
pctht hc refeiy edprclpafedht cr rebcplhe thruphuretW

'rcf hae seller’s perspectiveF turvey igt-uhet pld harelhed ocha hae 
purredh tlbe ldi wuhure flr,ehlogbghyW jaey fgsah belrd haeyTve oeed 
flgdhlgdgds cr utgds bldi halh gtdTh beslbby haegrt cr halh thruphuret 
haeyTve ougbh edprclpa cd degsaocrgds -rc-erhgetW jaete gttuet cwhed 
reRugre gffeiglhe retcbuhgcd oewcre pbctgds pld cppurF -chedhglbm
by gdvcbvgds pcthby beslb -rcpeeigdst cr deschglhgcdt xgha liElpedh 
-rc-erhy cxdertW
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What is the Lesson? 0ppurlhe -rc-erhy ocudilrget lre wudilm
fedhlb hc relb ethlhe cxdertag-W 1dvethgds gd -rc-er turveyt ldi 
liirettgds igtpre-ldpget elrby pld -revedh pcthby igt-uhet ldi beslb 
palbbedset blherW

“Property lines draw deal lines.” - Dr. Deena Stacer



Turbulence 99
When Personality Clashes 
Derail Negotiations

Personality conbicts wetueen wdyers anf sellers can transmor- rodg
tine ne.otiations into e-otional wattle.rodnfsW hpat spodlf we 
strai.ptmoruarf wdsiness fiscdssions can weco-e ,ersonal upen 
stron. ,ersonalities claspk ,otentially tpreatenin. feals tpat -aFe 
,ermect sense on ,a,erW

vro- tpe borrower's perspectivek fealin. uitp a fiEcdlt seller can 
-aFe eqery ste, om tpe transaction meel liFe a j.ptW Tqen reasonawle
rezdests mor re,airs or ti-eline af'dst-ents can we -et uitp postilg
ity or resistanceW Rpey -i.pt jnf tpe-selqes ualFin. on e..spellsk
amraif tpat any co--dnication codlf tri..er a ne.atiqe res,onse tpat
'eo,arfiMes tpeir cpance at ,drcpasin. tpeir frea- po-eW

vro- tpe seller’s perspectivek a cpallen.in. wdyer can tdrn tpe sales 
,rocess into a stressmdl orfealW hpat starts as a nor-al transaction 
weco-es a series om fe-anfin. interactionsk dnreasonawle rezdestsk 
or postile co--dnicationsW Rpey -i.pt meel ,ressdref to -aFe cong
cessions 'dst to -aintain ,eace or jnf tpe-selqes resistant to reasong
awle rezdests si-,ly fde to tpe wdyerUs a,,roacpW

What is the Lesson? Beal estate transactions are wdsiness fealin.sk 
not ,ersonal relationspi,sW Laintainin. ,romessional fistance anf 
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mocdsin. on ow'ectiqes ratper tpan e-otions pel,s ensdre sdccessmdl 
closin.sW

"Ego battles make escrow casualties.” - Dr. Deena Stacer



Turbulence 100
When Emotional Attachment 
Complicates the Sale

A seller’s emotional attachment to a property can create unexpected 
hurdles in the transaction process. What appears as a standard real es-
tate sale can become complicated when deep emotional connections 
to the property inkuence decision-maginF and neFotiations.

,rom the borrower's perspectivef dealinF with an emotionally at-
tached seller can veel lige naNiFatinF a mineqeld. Tormal rejuests 
vor repairs or modiqcations miFht be met with unusual resistance or 
personal o'ense. "hey may qnd themselNes competinF not Uust with 
other buyers but with the sellerRs memories and emotional inNest-
ment in the property. What should be straiFhtvorward neFotiations 
become delicate conNersations about preserNinF the propertyRs Bchar-
acterB or BleFacy.B

,rom the seller’s perspectivef emotional attachment can cloud 
UudFment and complicate rational decision-maginF. "hey miFht 
struFFle to see their home as a product in the margetf instead NiewinF 
eNery neFotiation point as a personal sliFht. "his attachment can lead 
to unrealistic price expectationsf resistance to necessary chanFesf or 
last-minute reluctance to close. "hey miFht eNen attempt to control 
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the buyerRs vuture plans vor the property throuFh unusual contract 
conditions.

What is the Lesson? While emotional attachment to property is 
naturalf successvul transactions rejuire maintaininF a provessional 
perspectiNe and separatinF veelinFs vrom business decisions.

"Seller's memories make buyer's miseries.” - Dr. Deena Stacer



Turbulence 101
When Unrealistic Timelines 
Create Transaction Pressure

Compressed or unrealistic closing timelines can introduce signifcant 
stress and potential hailures in t.e transaction processW k.at mig.t 
seem li"e a simple matter oh qgetting it done yuic"lFq can cascade into 
a series oh rus.ed decisions and missed details t.at t.reaten t.e entire 
dealW

,rom t.e borrower's perspectiveb rus.ed timelines can horce .astF 
decisions a'out one oh liheTs 'iggest purc.asesW -.eF mig.t heel presw
sured to s"ip important inspectionsb vaiRe contingenciesb or ma"e 
yuic" decisions a'out repair reyuestsW -.e stress oh meeting tig.t 
deadlines can lead to oRersig.t oh crucial details or insuUcient time 
to secure optimal fnancingW

,rom t.e seller’s perspectiveb aggressiRe timelines can 'ac"fre 
v.en 'uFers canTt meet t.emW -.eF mig.t .aRe 'ased t.eir ovn
purc.ase plans on t.ese unrealistic datesb creating a domino eBect oh
timing pro'lemsW Lus. pac"aging oh reyuired documentsb .urried
repair vor"b or insuUcient time to properlF Racate t.e propertF can
all lead to closing delaFs or legal issuesW

What is the Lesson? k.ile yuic" closings are sometimes necessarFb 
rus.ing a real estate transaction ohten creates more pro'lems t.an 
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it solResW /uccess depends on setting realistic timelines t.at allov hor 
t.e proper e0ecution oh all necessarF stepsW

"Rush to close rushes to fail.” - Dr. Deena Stacer



Turbulence 102
When Unexpected Life Events 
Disrupt the Transaction

Major life changes that occur during a real estate transaction—such 
as job loss, illness, divorce, or family emergencies—can suddenly 
derail what seemed like a secure deal. These unexpected events can 
transform a smooth process into a complex situation requiring sen-
sitivity and quick adaptation.

From the borrower's perspective, life changes can throw their 
qualiAcation status into question. ; job loss might a'ect their ability 
to secure AnancingU a medical emergency could drain savings meant 
for the down payment, or a divorce might alter their Anancial picture 
entirely. They face the diRcult decision of whether to proceed with 
the purchase under changed circumstances or potentially lose earnest 
money by withdrawing.

From the seller’s perspective, a buyerBs life changes create uncer-
tainty and diRcult choices. They must decide whether to extend 
deadlines and work with the buyer through their challenges or return 
to the market for a new buyer. Meanwhile, their own plans and 
timelines may be severely impacted, especially if theyBre counting on 
the sale proceeds for their next purchase.
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What is the Lesson? Cife is unpredictable, and real estate trans-
actions arenBt immune to personal circumstances. 4uccess often de-
pends on having contingency plans and maintaining open commu-
nication when challenges arise.

"Life changes change closings.” - Dr. Deena Stacer



Turbulence 103
When DiftculN geiohbsrI 
mpaPcN yrsaerN� DeIirPbiliN�

Post-oer dicsvoyr fdopdb olmrantcvdgrchulo cghdb obr tcrsdo dicp-
qvkmtdgrchulo sdvngd'kcv.mfdvunghrdndlkfr Wsdbr sbrvtcyrdogdturc d
i rnaduoarwdFuntdnbbrn sdbr prvtdik cghdsuo,cghsdvngdmosrdctsd
nbbrnmd,urgdgrchulo dcsskrsdvoardtodmchutdik cghdturdikrdicmchrgvrd
br coiw

T oadturdborrower's perspectivejdicsvoyr cghdgrchulo db olmrasd
nptr dan.cghdngdoer dv rntrsdndst rsspkmdicmraanwdEurfdachutdkgvoyr d
oghocghdicsbktrsjdgocsrdcsskrsjdb obr tfdancgtrgngvrdvogvr gsjdo d
uostcmrdnttctkirsdtuntdtu rntrgdturc dpktk rdrgxofargtdopdturdb obr tfwd
Eursrdicsvoyr crsdpo vrdturadtod,rchudturc draotcognmdcgyrstargtdcgd
turduoardnhncgstdbotrgtcnmdmogh-tr ad'knmctf-op-mcprdcsskrsw

T oadturdseller’s perspectivejdgrchulo - rmntridvogvr gsdvngd r-
brntrimfdir ncmdsnmrsdngidcabnvtdb obr tfdynmkrwdEurfdanfdqgidtura-
srmyrsdcgdturdkgvoapo tnlmrdbosctcogdopdirvcicghduo,dakvudtodics-
vmosrdnloktdgrchulo dcsskrsd,ucmrdt fcghdtodancgtncgdan .rtnlcmctfwd
Unvudpncmridt ngsnvtcogdikrdtodgrchulo db olmrasdan.rsdturdgrRtd
snmrdao rdvunmmrghcghjdrsbrvcnmmfdcgdsanmmdvoaakgctcrsd,ur rd,o id
sb rnisw
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What is the Lesson?d1okW rdgotdxkstdlkfcghdnduoar2fokW rdxocg-
cghdndvoaakgctfwdBgir stngicghdturdgrchulo uooidifgnacvdlrpo rd
bk vunsrdvngdb ryrgtdpktk rd rh rtsdngidvog3cvtsw

"Bad neighbors make good deals die.” - Dr. Deena Stacer



Turbulence 104
When Market Conditions Shift 
Suddenly

Rapid changes in local market conditions—whether interest rate 
hikes, economic downturns, or sudden market corrections—can 
shake buyer and seller con-dence mid.transactionW vhat started in 
one market enfironment can suddenly Face fery diMerent circum.
stances beFore closingW

'rom the borrower's perspective, market shiFts can create serious 
doubt and -nancial recalculationW Rising interest rates might impact 
their purchasing power or monthly payment aMordabilityW Tarket 
corrections could make them worry theyjre oferpaying, leading to 
second thoughts about their oMer priceW qheir own Uob security 
concerns during economic changes might aMect their con-dence in 
taking on a mortgageW

'rom the seller’s perspective, market shiFts can trigger panic about 
getting their property sold beFore conditions worsenW qhey might 
Face pressure to reduce prices  or  oMer concessions they hadnjt 
planned on, especially iF theyjre seeing other local properties sitting 
longer on the market or reducing pricesW qheir eBuity position and 
Future purchase plans could be threatened by declining faluesW
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What is the Lesson? Real estate markets are dynamic and can 
change BuicklyW 1uccess oFten depends on staying inFormed and 
maintaining 2e3ibility in your transaction approachW

"Today's perfect price is tomorrow's problem.” - Dr. Deena Stacer



Turbulence 105
When HOA Disputes or Rule 
Changes Disrupt Sales

Homeowners Association (HOA) complications—whether from 
ongoing disputes, sudden rule changes, or assessment increases—can 
throw unexpected obstacles into a transaction. What appears as a 
standard community purchase can become complicated when HOA 
issues surface during due diligence.

From the borrower's perspective, HOA surprises can threaten 
their vision of community living. They might discover pending spe-
cial assessments, learn about restrictions that conqict with their plans 
for the property or uncover ongoing disputes that could akect their 
'uality of life. What seemed liUe a perfect community might now 
represent unexpected costs and limitations they hadnRt budgeted for.

From the seller’s perspective, HOA issues can severely impact their 
ability to close the deal. Outstanding violations might need to be re-
solved before closing, assessment disputes could akect title clearance, 
or new rules might limit their pool of potential buyers. They might 
Bnd themselves caught between HOA re'uirements and buyer de-
mands, with limited ability to negotiate either.
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What is the Lesson? HOA governance can signiBcantly impact 
property ownership. Lnderstanding association rules, Bnances, and 
dynamics before purchase can prevent future conqicts and costs.

"Association issues make closing tissues.” - Dr. Deena Stacer



Turbulence 106
When Nearby Construction 
or Development Creates 
Concerns

The discovery of planned or ongoing construction projects near a 
property can suddenly change its appeal and value. What seemed like 
a peaceful setting can be transformed by the revelation of upcoming 
development that will bring noise, traFc, or dramatic changes to the 
neighborhood character.

-rom the borrower's perspective, learning about nearby develx
opment can shatter their eqpectations for the property. They must
weigh immediate concerns about construction disruption against
longxterm impacts on their 'uality of life and property value. What
started as eqcitement about their new home might turn to worry
about years of construction noise, dust, changed traFc patterns, or
lost views.

-rom the seller’s perspective, nearby development news can threatx
en their propertySs marketability. They might face diFcult disclosure
re'uirements about known future projects while trying to maintain
buyer interest. Uome buyers might walk away entirely, while others
might demand price reductions to compensate for future inconvex
niences or changes to the neighborhood character.



TRBLRENC1N 069 03/

What is the Lesson? Ceighborhoods are constantly evolving. Rnx
derstanding planned developments and their potential impacts is 
crucial for making informed real estate decisions.

"Future development develops present problems.” - Dr. Deena Stacer



Turbulence 107
When Local Government 
Regulations Impact Property 
Use

New regulations, zoning changes, or local ordinances can suddenly 
restrict or alter planned property use. What starts as a straightforward 
purchase can become complicated when government regulations 
change or previously unknown restrictions surface.

From the borrower's perspective, discovering regulatory limita-
tions can derail their plans for the property. They might learn that 
desired renovations are prohibited, business use is restricted, or new 
environmental regulations will require costly compliance measures. 
What seemed like a perfect property for their needs might now face 
signi'cant regulatory hurdles or restrictions that make it unsuitable 
for their intended use.

From the seller’s perspective, regulatory changes can signi'cantly 
impact their propertySs marketability and value. They might need to 
disclose new restrictions that limit potential uses, face requirements 
for property updates before sale, or deal with buyers backing out 
when they discover regulatory limitations. Uome regulations might 
even require immediate compliance before a sale can proceed.
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What is the Lesson? /overnment regulations can signi'cantly im-
pact property rights and uses. Rnderstanding current requirements 
and potential changes is essential for protecting your investment.

"City rules overrule closing dates.” - Dr. Deena Stacer



Turbulence 108
When Title Insurance 
Complications Create Closing 
Delays

Title insurance issues that emerge late in the transaction can create 
unexpected hurdles to closing. What appears as a clear title during 
initial searches can reveal complex problems during the detailed un-
derwriting process, threatening to delay or derail the entire transac-
tion.

From the borrower's perspective, title issues create anxiety about 
their ability to secure clear ownership. They might discover liens 
they didn't know about, easement complications, or chain of title 
breaks that cloud their future ownership rights. What seemed like 
a straightforward purchase now faces delays while title issues are 
resolved, potentially threatening their rate lock or move-in plans.

From the seller’s perspective, title problems can create signiScant 
stress and expense. They might need to resolve old liens, clear up doc-
umentation errors, or track down missing paperwork from previous 
transactions. qome sellers discover they don't have clear authority 
to sell, especially in cases involving inherited property or divorce 
settlements. These issues often reUuire immediate attention and legal 
expenses they hadn't planned for.
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What is the Lesson? 1lear title is fundamental to property own-
ership. Narly title work and proper documentation can prevent 
last-minute surprises and closing delays.

"Title troubles trap transactions.” - Dr. Deena Stacer



Turbulence 109
When Contingency Period 
Extensions Create Deal 
Uncertainty

Multiple requests for contingency extensions can erode con'dence 
in a transactionvs bia.ilityW hmat starts as a reasona.le tiweline can 
.ecowe a source of tension Fmen repeated extension requests suggest 
deeper underlying issuesW

,row tme borrower's perspectiveT needing contingency extensions 
can .e stressful .ut necessaryW Emey wigmt require wore tiwe for 
inspectionsT loan approbalT or to sell tmeir current moweW -acm extenk
sion request feels liUe risUing tme entire dealT yet rusming tmrougm conk
tingencies could wean wissing crucial issues or waUing uninforwed 
decisionsW

,row tme seller’s perspectiveT repeated extension requests create 
frustrating uncertaintyW -acm extension Ueeps tmeir property oR tme 
warUet Fmile raising dou.ts a.out tme .uyervs a.ility to closeW Emey 
face diBcult decisions a.out Fmetmer to grant extensions or risU tme 
deal falling apart and starting oberW Multiple extensions wigmt also 
iwpact tmeir oFn purcmase plans or wobing tiwelinesW
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What is the Lesson? hmile contingency extensions are sowetiwes 
necessaryT setting realistic initial tiwelines and waintaining clear 
cowwunication can winiwi/e tme need for wultiple extensionsW

"Extended contingencies extend uncertainties.” 
- Dr. Deena Stacer



Turbulence 110
When Power of Attorney Issues 
Raise Red Flags

Power of Attorney (POA) complications in real estate transactions 
can create unexpected legal challenges. What appears as a simple dele-
gation of authority can become a complex legal issue when questions 
arise about the POA's validity, scope, or proper execution.

From the borrower's perspective, discovering POA problems can 
delay or complicate their purchase. They might learn that a seller's 
POA doesn't specizcally authoriUe real estate transactions or face 
additional scrutiny from their lender when using their own POA. 



TRBLRENC1N 002 k20

What seemed liIe a straightforward legal document now requires 
additional verizcation, potentially threatening the closing timeline.

From the seller’s perspective, POA issues can create serious legal 
exposure. They might discover their POA isn't properly executed, 
doesn't meet state requirements, or has been revoIed without their 
Inowledge. 2n cases where they're acting as POA for another party, 
questions about their authority to sell could lead to personal liability 
or legal challenges to the transaction.

What is the Lesson? Power of Attorney transactions require extra 
diligence and verizcation. Rnderstanding POA requirements and 
limitations early can prevent closing delays and legal complications.

"Wrong power makes powerless closings.” - Dr. Deena Stacer



Turbulence 111
When Foreign Seller 
Tax Withholding Creates 
Complexity

Foreign seller tax withholding requirements (FIRPTA) can intro-
duce unexpected complications into the closing process. What seems 
like a standard transaction becomes more complex when interna-
tional tax obligations surface, potentially catching both parties o' 
guard.

From the borrower's perspective, foreign seller tax requirements 
create additional responsibilities and risks. They might suddenly 
learn theyvre required to withhold a signi1cant percentage of the pur-
chase price for tax purposes, a'ecting closing funds arrangements. 
What seemed like a straightforward purchase now in5ol5es inter-
national tax compliance and potential liability if withholding isnvt 
handled correctly.

From the seller’s perspective, foreign tax withholding can signif-
icantly impact their sale proceeds. They might face a %SU with-
holding of the gross sales price, creating cash Bow issues for their 
next purchase. Lome sellers disco5er too late that they could ha5e 
applied for reduced withholding or exemption certi1cates, leading to 
unnecessarily large withholdings.
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What is the Lesson? International transactions require speciali7ed 
knowledge and careful planning. Enderstanding foreign seller tax 
obligations early helps pre5ent closing delays and 1nancial surprises.

"International sellers need international solutions.” 
- Dr. Deena Stacer



Turbulence 112
When Estate Sale 
Complications Threaten 
Closing

Estate sales can introduce unexpected layers of complexity into real 
estate transactions. What appears as a straightforward property pur-
chase can become entangled in probate proceedings, heir disputes, or 
estate administration requirements.

From the borrower's perspective, estate sale complications create 
uncertainty about the closing timeline and property rights. They 
might discover that not all heirs have agreed to the sale, probate hasn't 
been completed, or estate tax issues are unresolved. What seemed like 
a good deal on an estate property now faces legal hurdles that could 
take months to resolve.

From the seller’s perspective (typically the estate executor or ad-
ministrator), managing multiple heirs and legal requirements can be 
overwhelming. They must ensure all estate procedures are properly 
followed, all heirs are in agreement, and all required court approvals 
are obtained. Missing or uncooperative heirs can halt the entire 
process, while disputes over property disposition can lead to legal 
challenges.
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What is the Lesson? Estate sales require specialized knowledge and 
patient timeline management. Understanding probate requirements 
and their dynamics is crucial for successful closings.

"Deceased owners make living problems.” - Dr. Deena Stacer



Turbulence 113
When Chain of Title Breaks 
Create Legal Uncertainty

Breaks or inconsistencies in the chain of title can threaten the funda-
mental validity of property ownership. What starts as a routine title 
search can uncover missing deeds, improper transfers, or recording 
gaps that cloud the property's ownership history.

From the borrower's perspective, title chain issues create anxiety 
about their future ownership rights. They might discover gaps in the 
property's historical ownership records, incorrect legal descriptions, 
or improperly recorded transfers that could aUect their ability to 
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prove clear title in the future. What seemed like a secure purchase 
now faces zuestions about its basic legitimacy.

From the seller’s perspective, chain of title breaks can paralySe 
their ability to convey clear ownership. They might need to conduct 
extensive historical research, Ale corrective deeds, or pursue zuiet title 
actions to resolve ownership zuestions. 0ome sellers discover their 
own ownership claims aren't as secure as they thought, potentially 
aUecting their right to sell the property at all.

What is the Lesson? 1 clear chain of title is fundamental to prop-
erty ownership. Thorough title examination and prompt attention 
to gaps can prevent ownership disputes and future legal challenges.

"Broken chains break deals.” - Dr. Deena Stacer



Turbulence 114
When Cybersecurity and Wire 
Fraud Threaten Transactions

Wire fraud and cybersecurity breaches have become increasingly 
common threats in real estate transactions. What appears as legiti-
mate communication can actually be sophisticated criminal attempts 
to divert closing funds or steal sensitive information.

From the borrower's perspective, wire fraud creates both Tnancial 
and emotional trauma. xhey might receive convincing but fraudu-
lent wire instructions, potentially losing their entire down payment 
to criminals. What should be an ejciting Tnal step toward homeown-
ership can become a devastating Tnancial loss when closing funds are 
misdirected to fraudulent accounts.

From the seller’s perspective, cybersecurity breaches can zeopar-
diSe their sale proceeds and personal information. xhey might have 
their email accounts compromised, leading to fraudulent changes in 
payment instructions, or face identity theft from stolen transaction 
documents. Come sellers discover the fraud too late after their funds 
have been redirected to criminal accounts with little hope of recovery.

What is the Lesson? Uybersecurity threats are a permanent part 
of modern real estate transactions. Ctrict veriTcation procedures and 



xRBLREN1UN 442 09-

constant vigilance are essential for protecting transaction funds and 
personal information.

"Wrong wire makes right nightmare.” - Dr. Deena Stacer



Turbulence 115
When Lost or Damaged 
Documents Delay Closing

Missing or damaged critical documents can throw unexpected road-
blocks into the closing process. What should be a straightforward 
exchange of paperwork can become a complex treasure hunt for 
replacements or reconstructions of essential documents.

From the borrower's perspective, lost documents create frustrat-
ing delays and additional expenses. They might need to request new 
copies of tax returns, pay for replacement bank statements, or track 
down long-lost divorce decrees. What seemed like a minor paperwork 
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issue can suddenly threaten their rate lock or closing timeline as they 
scramble to replace missing documentation.

From the seller’s perspective, damaged or missing documents can 
halt their ability to prove ownership or authority to sell. They might 
discover water-damaged deed copies, lost survey records, or missing 
permit documentation required for closing. Some sellers face the 
challenge of reconstructing renovation records or replacing lost cer-
tiPcates of occupancy.

What is the Lesson? zroper document management is crucial for 
smooth transactions. Creating secure backup systems and organi.ing 
documents early can prevent costly delays and complications.

"Missing papers make missing keys.” - Dr. Deena Stacer



Turbulence 116
When Misplaced Funds Create 
Closing Chaos

The mishandling or misplacement of transaction funds—whether 
earnest money deposits or closing funds—can create serious com-
plications in the closing process. What should be a simple matter 
of money movement can become a complex crisis when funds are 
improperly handled or go missing.

From the borrower's perspective, misplaced funds create immedi-
ate panic and stress. They might discover their earnest money deposit 
was incorrectly processed, their closing funds were sent to the wrong 
account, or their loan funding is delayed due to processing errors. 
What should be a straightforward monetary transaction becomes a 
nightmare of tracking and veriScation.

From the seller’s perspective, fund misplacement threatens their 
entire transaction timeline. They might face delays in receiving 
earnest money conSrmation, discover closing proceeds were incor-
rectly distributed, or deal with escrow account errors that halt the 
closing process. Uome sellers Snd themselves unable to close on their 
next purchase due to missing or delayed funds.
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What is the Lesson? -roper fund handling is crucial for transaction 
success. 1lear procedures and careful veriScation can prevent costly 
errors and delays in the closing process.

"Lost money makes lost deals.” - Dr. Deena Stacer






