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Maybe it’s a common re-occurring dream… You are 
laying in the hammock of your OBX rental home 
with a light breeze cooling your sun kissed skin 
while you watch your children playing in the surf 
when you realize this is your last day of vacation.  
You quickly dread the feeling you will get tomorrow 
as you drive across the bridge headed for home.   
 
Then your mind wonders whether your dream of 
one day owing your own beach home on the Outer 
Banks is a realistic vision or just a far-fetched 
fantasy?   
 
Let’s find out! 

Dream or Reality? 



Where do I start? 

Sometimes getting started is 
the hardest part….owning 
property on the Outer Banks 
can be a great opportunity. 
 
The key is taking it one step at 
a time.  This guide is designed 
to help you do just that! 
	

Time	
Frame!	
Now,	6	
months	
etc	

What	Area	do	you	want	to	
invest	in?		Duck,	Corolla,	
Southern	Shores,	etc.	

Have	you	
hired	a	

Realtor	to	
represent	

you?	

	Are	you	
familiar	
with	the	
market?	

What	is	a	comfortable	
iniFal	investment?	

Have	you	
spoken	to	a	
lender?	

	Are	there	
other	

factors	in	
play	for	
you?	

Who	is	making	the	final	
investment	decision?		
You,	family,	accountant	
or	financial	advisor?	

Are	you	
ready	to	

get	
started?	



How will you use this property? 

Uses	

Personal	 Investment	 Mixed	Use	

•  Personal use includes use by you, your family 
and friends or anyone who pays less than fair 
market rent.  

•  Investment: Personal use is limited to the 
greater of 14 days or 10% of the total number 
of rented days.   

•  Mixed Use:  If you use the second home for 
more than 14 days and rent it for 140 days, it 
remains a personal vacation home.  

Consult with your CPA on any and all questions regarding 
tax consequences of each option. 



Choosing a Lender & Pre-Qualification 
•  It is imperative that you engage a LOCAL lender as 

early in the process as possible – why? 
–  This is a specialized market and our lenders know how to 

create the best loan program to match your needs, remove 
the stress from you in obtaining a mortgage and minimize 
the chance for delays, which can be costly to a buyer 

–  The lender can help you determine the best price range to 
meet your goals; this will save you time when deciding which 
properties to see 

–  A pre-qualification letter is expected with any offer so better 
to have that done in advance so that when you find the right 
option, you are ready to go! 



Getting Started …. Find your Realtor® 
•  Teaming up, early in the process with the right 

REALTOR®  will make the process smoother and 
save you time 

•  Find a REALTOR who knows the area, one with 
whom you feel comfortable with and one whom 
works full time and has investment experience 
in the area 

•  Ask your REALTOR to set you up with automatic 
email service for new listings based on your 
criteria.  This way you will never miss a listing! 

•  Communicate with your REALTOR to make sure 
your search is refined. 



Getting Started …. The Search 
•  Who will be involved in the decision? 
•  How many beds/baths do you want? 
•  What are your other criteria? Private pool, 

community pool, health club, bike paths, sound 
access etc. 

•  What is your budget range? 
•  Where do you want to be – community/area, 

distance to ocean? 
•  Why are you buying – investment, personal, 

rental? 
•  When do you want to buy? 



Let’s see some property… 
•  SCHEDULE and plan trip to view property – remember, from Memorial 

Day through October we can typically only see properties on turnover 
day (usually a Saturday or a Sunday) 

•  Plan ahead 
–  Pre-book your appointment with your Realtor so that they can 

devote as much time as needed  
–  Come in the spring/fall for easier access when home are vacant 
–  Plan to arrive early or leave late at the beginning or end of your 

summer stay 
•  Ideally you will view top 5 – 7 properties that meet criteria 

–  Much more than this will be too many and all will start to blend 
together 

–  Doing your homework before your visit and working closely with 
your Realtor will give you the confidence that you have picked the 
best options and save you the time of touring homes that aren’t a 
good fit 

•  Goal is to Identify top 3 choices 



Making an Offer… 
•  Working with me ensures you will have solid research and sold data to help determine what your offer price should be 

and advise you accordingly. 
•  When making your offer you are advised to take into consideration all of the “deficiencies” with the home that you 

have observed (broken windows, age of roof etc.); the NC contract indicates homes are sold as is; do not rely on being 
able to negotiate repairs (this may or may not happen) 

•  Material Facts must be disclosed by the seller 
•  In most cases you will use a standard North Carolina Association of Realtors standard Offer to Purchase form 
•  The offer will include the following: legal description and address of the property, offer price, earnest money, due 

diligence money, due diligence date (should allow enough time for all inspections/loan etc) and closing date, any 
applicable addendums. 

•  Once the offer is presented, there is often negotiation 
•  It is typical to negotiate counter offers verbally and then commit the final terms in writing 
•  May take multiple rounds – remember, it is not personal; be patient and clear of emotion (as much as possible) 

•  The most common addendums that could be included are Vacation Rental Addendum and Bill of Sale (if applicable)  
most homes, are sold furnished with a separate bill of sale.   



Negotiating Tips 
1.  No emotion allowed in real estate J.   Remember, its not personal; try also putting yourself in the 

seller shoes. 
2.  Being a cash buyer allows you to close in a shorter time frame and takes the lender process out of 

the equation which can be attractive to sellers; be prepared to provide Proof of Funds statement 
3.  Include your pre-qualification letter with offer 
4.  If you are asking for an extended due diligence period then offering a due diligence fee is more 

attractive to the seller.  Note:  Due Diligence Fee is paid directly to the seller and IS NOT refundable.  
You are paying to keep the seller’s property off the market for a period time.  

5.  An offer presented without earnest money or a very low amount would cause a seller to be 
suspicious.  Earnest money is deposited into a trust account and is credited towards your purchase 
at closing.  If you cancel the contract BEFORE your due diligence expiration, earnest money is 
refunded to you in full. 

6.  Unless you are making a full price offer, you will still want to write the offer strong enough to get a 
counter offer from the seller.  If you go in too low, it could result in a rejected offer and negotiations 
are over unless your are willing to come back to the table with a new offer.   



						

Pest	
Inspec5on	

Home	
Inspec5on	

Mold	
Inspec5on	

Sep5c	
Inspec5on	

Appraisal	

Loan	

Survey	

Insurance	

Due	Diligence	-	Now	What?		
•  Once under contract you are 

completely protected during your 
negotiated ‘DUE DILIGENCE’ period 

•  In most cases, this period of time 
takes the place of contingences 

•  While in Due Diligence you can cancel 
the Offer to Purchase and Contract for 
any reason or no reason and receive 
your earnest money back in full.  Note: due 
diligence money is not refundable unless the seller breaches. 



•  Applying	for	a	Mortgage	

Loan	Approval	Loan	Processing	
&	Appraisal	

Secure	Dream	
Home!	

Complete	on-line	
applica5on	and	
submit	with	
suppor5ng	

documenta5on	

Collect	
Documents	

needed	by	lender	
Call	Lender	

PACK YOUR PATIENCE – the loan process is more involved than you might be used to.  It will be frustrating at times 
and you will feel like you are providing every possible piece of information, multiple times!  Hang in there – it will be 
worth it.  Remember, it is not personal – it is the same for everyone. 
 
MOVE AS QUICKLY AS POSSIBLE – get them the information quickly each time they ask; it will make things a lot easier 
 



Insurance		

•  Homeowners (Primary Only) 
•  Hazard Ins (Like Home Owners) 
•  Wind/Hail (this is what you need for 

hurricanes) 
•  Liability Insurance 
•  Condo Rider (if purchasing a Condo) 

What types of insurance 
might I need? 

Do I need flood 
insurance? 

•  If you are in any flood zone other than X 
your lender will likely require flood 
insurance at closing.  Rates are based on 
elevation of first floor living.  A Flood 
Elevation Certificate will be needed in order 
to get flood insurance.  This may be 
available from the seller, if not you will need 
to hire a surveyor to prepare one for you. 

•  Policies may also be “grandfathered” 
allowing a buyer to assume the sellers 
policy if favorable 



Rental Income & Property Management 
If you will be renting your home through a Property Management company, it is VERY important to meet with (this can be via phone call) them 
during your due diligence. 
•  How much does a rental company charge me?  The property Management Fee is NEOGITABLE!  However, it is common to see anywhere 

from 15-20% in our area.  An ocean front home that rents for 26 weeks might have a lower management fee than a home 6 back from the 
ocean that only rents for 12 weeks.   It is also dependent on how much or how little you have the rental company do on your behalf. 

 
•  Rental income is prorated at closing….meaning future weeks stay with the house.  Example:  If you close on the house April 1st all weeks 

booked after the first will paid to the buyer.  However, only deposits on future weeks will be paid to you at closing.  The remaining balance 
is paid to you by your property management company after the week has passed on the calendar.  Example:  June weeks are paid in July. 

•  Rental income can often be increased by adding amenities such as a hot tub or pool or by simply updating the home.  Also, leaving your 
rental calendar open all year will increase the weeks available for rent.   

•  An Owner can also manage their home through a site like VRBO or Airbnb.  Many absentee owners are quite successful at this and they 
save the management fee.   

•  In addition to the management fee you will pay for pool and spa services (if applicable) and any repairs necessary.  Property management 
companies offer several other ala cart services to their owners.   



Closing Costs: (Not including all lender Fees) •  Attorney:           $850 - $1,200 
•  Survey:      $600 – 

$1,200 
•  Pest Inspection:   $75 – $150 
•  Title Insurance:   $2.00 per 

$1000 
•  Appraisal:     $500 - $1,000 
•  Home Inspection:  $350 – $1,000 

(depending on size of home) 
•  1 Yr Ins Premium Paid: Call for Quote 
•  Septic Inspection:   $150 - $350 

•  Note – if you are getting a loan, you will 
also need to escrow payments, 
insurance and taxes in addition to the 
above expenses 



Walk-Through 
 

•  Many buyer’s are from out of state and do 
not come to closing 

•  If you are not coming to closing,  I will do a 
walk through for you on the day of closing.  
This will insure that the home is in 
substantially the same general condition 
as when you went under contract and that 
all items that are supposed to convey are 
indeed there.   

Closing 
 

•  Closings in this area not done with all 
parties sitting around a closing table. It is 
not uncommon for both the buyer and 
seller to review and sign their documents 
in advance and overnight them back to the 
attorney for the scheduled closing date.  
This is the norm in our market.   

•  Remember TRID 3 day rules things can 
come down to the wire and this can push 
the closing a day or two.  Do not panic, the 
contract has a 14 day “grace period” built 
in as long as all parties are moving forward 
in good faith 

•  It is important to remember that in NC your 
are not the owner until RECORDATION at 
the Register of Deeds has taken place.  
Keys are typically released around 4:30 pm 
on day of closing 

	



WORKING	WITH	REAL	ESTATE	AGENTS	

When	buying	or	selling	real	estate,	you	may	find	it	helpful	to	have	a	real	estate	agent	assist	you.	Real	estate	agents	can	provide	many	useful	services	and	
work	with	you	in	different	ways.	In	some	real	estate	transac5ons,	the	agents	work	for	the	seller.	In	others,	the	seller	and	buyer	may	each	have	agents.	And	
some	-	5mes	the	same	agents	work	for	both	the	buyer	and	the	seller.	It	is	important	for	you	to	know	whether	an	agent	is	represen5ng	you	as	your	agent	or	
simply	assis5ng	you	while	ac5ng	as	an	agent	of	the	other	party.	This	brochure	addresses	the	various	types	of	agency	rela5onships	that	may	be	available	to	
you.	It	should	help	you	decide	which	rela5onship	you	want	to	have	with	a	real	estate	agent.	It	will	also	give	you	useful	informa5on	about	the	various	services	
real	estate	agents	can	provide	buyers	and	sellers,	and	it	will	help	explain	how	real	estate	agents	are	paid.	

Sellers	
Seller's	Agent		
If	you	are	selling	real	estate,	you	may	want	to	“list”	your	property	for	sale	with	a	real	estate	firm.	If	so,	you	will	sign	a	“lis5ng	agreement”	authorizing	the	firm	
and	its	agents	to	represent	you	in	your	dealings	with	buyers	as	your	seller’s	agent.	You	may	also	be	asked	to	allow	agents	from	other	firms	to	help	find	a	buyer	
for	your	property.		
Be	sure	to	read	and	understand	the	lis5ng	agreement	before	you	sign	it.	Your	agent	must	give	you	a	copy	of	the	lis5ng	agreement	aVer	you	sign	it.		
	
DuFes	to	Seller:	The	lis5ng	firm	and	its	agents	must	•	promote	your	best	interests	•	be	loyal	to	you	•	follow	your	lawful	instruc5ons	•	provide	you	with	all	
material	facts	that	could	influence	your	decisions	•	use	reasonable	skill,	care	and	diligence,	and	•	account	for	all	monies	they	handle	for	you.	Once	you	have	
signed	the	lis5ng	agreement,	the	firm	and	its	agents	may	not	give	any	confiden5al	informa5on	about	you	to	prospec5ve	buyers	or	their	agents	without	your	
permission	so	long	as	they	represent	you.	But	unFl	you	sign	the	lisFng	agreement,	you	should	avoid	telling	the	lisFng	agent	anything	you	would	not	want	a	
buyer	to	know.	
	



Services	and	CompensaFon:	To	help	you	sell	your	property,	the	lis5ng	firm	and	its	agents	will	offer	to	perform	a	number	of	services	for	you.	These	may	
include	•	helping	you	price	your	property	•	adver5sing	and	marke5ng	your	property	•	giving	you	all	required	property	disclosure	forms	for	you	to	complete	•	
nego5a5ng	for	you	the	best	possible	price	and	terms	•	reviewing	all	wri[en	offers	with	you	and	•	otherwise	promo5ng	your	interests.		
For	represen5ng	you	and	helping	you	sell	your	property,	you	will	pay	the	lis5ng	firm	a	sales	commission	or	fee.	The	lis5ng	agreement	must	state	the	amount	
or	method	for	determining	the	sales	commission	or	fee	and	whether	you	will	allow	the	firm	to	share	its	commission	with	agents	represen5ng	the	buyer.	
 
Dual Agent: You may even permit the listing firm and its agents to represent you and a buyer at the same time. This “dual agency relationship” is most likely to 
happen if an agent with your listing firm is working as a buyer’s agent with someone who wants to purchase your property. If this occurs and you have not 
already agreed to a dual agency relationship in your listing agreement, your listing agent will ask you to amend your listing agreement to permit the agent to act 
as agent for both you and the buyer. It may be difficult for a dual agent to advance the interests of both the buyer and seller. Nevertheless, a dual agent must 
treat buyers and sellers fairly and equally. Although the dual agent owes them the same duties, buyers and sellers can prohibit dual agents from divulging certain 
confidential information about them to the other party. 
Some firms also offer a form of dual agency called “designated agency” where one agent in the firm represents the seller and another agent represents the buyer. 
This option (when available) may allow each “designated agent” to more fully represent each party. 
If you choose the “dual agency” option, remember that since a dual agent’s loyalty is divided between parties with competing interests, it is especially important 
that you have a clear understanding of • what your relationship is with the dual agent and • what the agent will be doing for you in the transaction. 

WORKING	WITH	REAL	ESTATE	AGENTS	

Buyers:  
When buying real estate, you may have several choices as to how you want a real estate firm and its agents to work with you. For example, you may want them 
to represent only you (as a buyer’s agent). You may be willing for them to represent both you and the seller at the same time (as a dual agent). Or you may agree 
to let them represent only the seller (seller’s agent or subagent). Some agents will offer you a choice of these services. Others may not. 



WORKING	WITH	REAL	ESTATE	AGENTS	
 
Buyer's Agent  
 
Duties to Buyer: If the real estate firm and its agents represent you, they must • promote your best interests • be loyal to you • follow your lawful instructions 
• provide you with all material facts that could influence your decisions • use reasonable skill, care and diligence, and • account for all monies they handle for 
you. Once you have agreed (either orally or in writing) for the firm and its agents to be your buyer’s agent, they may not give any confidential information 
about you to sellers or their agents without your permission so long as they represent you. But until you make this agreement with your buyer’s agent, you 
should avoid telling the agent anything you would not want a seller to know. 
	
Unwritten Agreements: To make sure that you and the real estate firm have a clear understanding of what your relationship will be and what the firm will do 
for you, you may want to have a written agreement. However, some firms may be willing to represent and assist you for a time as a buyer’s agent without a 
written agreement. But if you decide to make an offer to purchase a particular property, the agent must obtain a written agency agreement before writing the 
offer. If you do not sign it, the agent can no longer represent and assist you and is no longer required to keep information about you confidential. Be sure to 
read and understand any agency agreement before you sign it. Once you sign it, the agent must give you a copy of it.  
	
Services and Compensation: Whether you have a written or unwritten agreement, a buyer’s agent will perform a number of services for you. These may 
include helping you • find a suitable property • arrange financing • learn more about the property and • otherwise promote your best interests. If you have a 
written agency agreement, the agent can also help you prepare and submit a written offer to the seller.  
A buyer’s agent can be compensated in different ways. For example, you can pay the agent out of your own pocket. Or the agent may seek compensation from 
the seller or listing agent first, but require you to pay if the listing agent refuses. Whatever the case, be sure your compensation arrangement with your buyer’s 
agent is spelled out in a buyer agency agreement before you make an offer to purchase property and that you carefully read and understand the compensation 
provision. 



Please	feel	free	to	contact	me	any5me	with	addi5onal	
ques5ons	you	may	have	or	to	get	started	on	finding	your	
dream	beach	house!	

Danielle Taylor 
Broker 
252-489-9185	
danielle@sandbarliving.com	
www.sandbarliving.com	
Beach	Realty	&	Construc5on	
1450	Duck	Road,	Duck,	NC	27949	

2014	Beach	
Realty	
Agent	of	
the	Year	

2015	Beach	
Realty	
Agents	
Choice	

Top	Producing	Agent	
2016-October	and	December	

2017-February,	July	and	November	
2018-	January	


