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B A LETTER

Most buyers know
the house before
they understand
the decision.

Houston rewards buyers who slow down long enough to separate a
good-looking listing from a good decision. Price, financing, location,
commute, schools, condition, resale path, and negotiation leverage all

matter before you write an offer.

That is why the search has to be more deliberate than a saved filter.
Two homes at the same price can carry completely different
obligations once you weigh the numbers, the neighborhood, the

inspection, and how long you actually plan to stay.

What follows is the conversation | would have with you if we sat down

tomorrow: how to think about the market, how to compare
neighborhoods, how to read the real monthly number, and where

negotiations still have room.

Take your time with it. The right home is rarely helped by hurry.

- Manoj
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B 01 — THE MOMENT

Houston has room for a careful

buyer.

The market that defined the last few years — homes
moving quickly, thin inventory, and buyers writing around
uncertainty — has settled into something more
measured. Inventory has more texture. Sellers are more
aware of condition. The pace of decision-making is no

longer entirely dictated by fear.

For buyers across Houston, that matters. It gives you time
to weigh financing and pre-approval, understand the roof,
foundation, electrical, plumbing, and drainage, and factor
in commute, schools, taxes, insurance, and resale before

you commit.

This does not mean Houston is suddenly cheap, or that
buying here is risk-free. It means the advantage goes to
buyers who can separate value from noise, and who
understand when location, condition, or long-term plans

change the equation.

The rest of this guide is built around that posture: slow
down, learn the neighborhood, know the number, inspect

seriously, and negotiate from facts instead of panic.

“The advantage now goes to those who know what they
want and why.”
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B 02 — BEFORE YOU TOUR

Begin with questions, not
listings.

The most common mistake | see in buyers is starting with the home search. Scrolling
listings at 11pm feels like progress, but the buyers who end up in homes they actually love
almost never start there. They start with questions about themselves and what their next

chapter needs to feel like.

01 What does a normal Tuesday look like a year from now, in the home you're picturing?
02 Who in your life will be visiting often, and where will they sleep?

03 What does your real, lived commute look like — not in miles, but in mood?

04 How much yard, and how much time do you actually want to spend on it?

O 5 How important is walkability to coffee, dinner, parks, schools — versus space?
06 What's your tolerance for a renovation versus a turn-key home?

07 How long are you actually planning to stay before the next move?

08 Five years from now, what would a regret look like?
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B 03 — THE NUMBER

Your monthly paymentis
more than the price.

Texas has its own rules around the cost of ownership, and buyers are routinely
surprised by what an affordable-looking Houston home actually costs to own once

taxes, insurance, upkeep, and maintenance are included.

Pre-approval, not pre-qualification.

They sound similar; they aren't. Pre-qualification is a back-of-the-envelope estimate. Pre-approval is a
lender's verified statement of what they'll actually loan you. In any market, sellers expect pre-approval. It
also tells the seller you can move through inspections, insurance, and appraisal without drama.

The Texas property tax reality.

Texas has no state income tax, and it makes up for it on the property side. Effective rates often land near 2%
of assessed value annually, depending on exemptions and jurisdiction. On a higher-priced home, that can be

a major part of the monthly payment. Build it in from day one, not as an afterthought.

The hidden costs.

Beyond principal, interest, and taxes, your real monthly cost includes homeowner's insurance (Texas storm
and hail premiums are not gentle), possible HOA dues, mortgage insurance if you're putting under 20 %
down, and a maintenance reserve every honest homeowner sets aside (about 1% of home value annually).

The all-in number is what determines whether you can actually live in the home.

The down payment math.

20% down isn't required. Many buyers keep liquidity available for inspection findings, insurance
requirements, repairs, or the first round of updates after closing. The right down payment is not a badge of

seriousness. It is the number that leaves you comfortable after you own the house.

“The right number isn't the most you can borrow — it's the most you'll be
glad you did.”
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B 04 — THE NEIGHBORHOODS

Houston is many different
markets, depending on the

area.

Two similar homes a few miles apart in Houston can feel like completely different decisions once you

weigh commute, schools, price, and long-term resale. Below is a brief orientation to the areas | work in

most often.

SUGAR LAND

Fort Bend's flagship master-planned
suburb.

Fort Bend's flagship suburb — master-planned communities
like Riverstone and Telfair, top-rated schools, a walkable Town
Square, and an easy commute to the Energy Corridor and the
Texas Medical Center. A perennial favorite of relocating families
and professionals.

MISSOURI CITY

Established Fort Bend, with room to
grow.

Mature, diverse, and well-connected, with newer growth in
Sienna and easy access to Highway 6 and the Fort Bend
Parkway. A dependable pick for buyers who want established
neighborhoods close to the city.

FRESNO

Affordable, growing southwest
Houston.
A growing pocket of southwest Houston with newer

neighborhoods, easy Fort Bend Parkway access, and strong
value — a smart entry point for first-time buyers and investors.

RICHMOND

Fast-growing Fort Bend, west of the
city.

One of Fort Bend's fastest-growing corridors, anchored by
master-planned neighborhoods like Aliana, Harvest Green, and

Long Meadow Farms. New construction, strong schools, and
genuine value west of Houston.

IOWA COLONY

New master-planned living in
Brazoria County.

One of the region's fastest-growing addresses — master-
planned communities like Meridiana and Sierra Vista bring
lakes, resort-style amenities, and brand-new construction to

southern Brazoria County.

ROSHARON

New-construction country on the
southern edge.

Space, amenities, and attainable pricing on Houston's southern
edge. Communities like Southern Colony and Del Bello Lakes are
bringing new construction and master-planned living to Brazoria
County.

This list is incomplete by design. The right neighborhood is a conversation, not a category.
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B 05 — THE PROCESS

Touring to keys, in five steps.

The Curated Search.

We tour homes that meet your criteria, not whatever the algorithm pushes. | point
out the strengths, the compromises, and the places where condition deserves a
second look.

and renegotiate. We use it well.

Close and Settle In.
Closing day is just the beginning. | help with contractors, trades, insurance
questions, and the local knowledge that makes the first six months feel less

improvised.

The Discovery Call.

Before we tour anything, we talk. A 30-minute conversation about how you want to

live, what you're trying to solve for, and where the budget has to stay honest.

The Neighborhood Tour.

| walk you through the areas that fit your criteria. We talk commute, schools, price

behavior, resale, and the trade-offs that do not show up in listing copy.

The Offer and Inspection.

When the right home appears, we draft an offer that reflects current market

conditions, the seller's situation, and a price defensible by recent comparable
sales. Texas's option period gives us seven to ten days post-acceptance to inspect
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B 06 — NEGOTIATION

What you can actually ask for
now.

A Houston market with more room to breathe favors a buyer who's prepared to ask.
Below are the specific concessions and terms that matter most when you know your

priorities and can back them with evidence.

Asking for repairs.

After inspection, request specific repairs in writing or a credit at closing equal to the cost. In a buyer-leaning

market, this is increasingly granted, especially for items that affect insurability or livability.

Rate buydowns.

Sellers can buy down your interest rate for the first 1-3 years, lowering your monthly payment significantly. It

is often more useful than a small price reduction when the monthly number is the constraint.

Closing cost concessions.

Asking the seller to cover 1-3% of closing costs effectively reduces your cash-to-close. Common in today's

market, especially valuable for buyers managing dual housing costs during a relocation or move.

Inclusions.

Appliances, window treatments, the patio furniture. All negotiable. Often included if you ask, especially when
the home has been on the market for more than 21 days.

Timing.

If your timing requires flexibility, ask. A seller may need a leaseback; you may need a longer option period to
bring in specialists. Good terms can matter as much as price.

MANOJ PALAPALLY B THE HOUSTON BUYER'S FIELD GUIDE B PAGE 08 / 10



B 07 — A FEW THINGS TO AVOID

What | see go wrong most
often.

01

02

03

04

05

06

Touring before pre-approval.

Wastes everyone's time and weakens your position when the right home appears.

Trying to read a home from photos alone.

Online photos rarely show grading, foundation hints, drainage, awkward additions, or the difference between a genuine
update and a cosmetic cover-up.

Rushing the neighborhood decision.

The neighborhood will outlast the house. Spend more time on the area than on the floor plan.

Letting the listing agent represent you.

They have a fiduciary duty to the seller. You deserve someone whose duty is to you, especially when inspection, insurance,
and repair strategy matter.

Ignoring property taxes when comparing markets.

A lower price can still carry a higher monthly cost than expected once taxes, insurance, and maintenance reserves are
included.

Treating the offer as a final number.

Most negotiations have three or four moves. Expect them.
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B 08 — WHEN YOU'RE READY

Let's start with a 30-
minute call.

No pressure, no pitch. Just a chance to tell me what you're considering, hear what |
know about the areas you're looking at, and answer the questions that do not have
clean search results. A 30-minute conversation almost always clarifies more than

three months of solo browsing.

(281) 967-1867 B FIRSTCHANCE7@GMAIL.COM B BY APPOINTMENT

Manoj Palapally B United Real Estate B License #0766580 B Equal Housing Opportunity
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