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Welcome to the Real Deal

Hi, I'm Chris Deutsch.

If you're reading this, you're probably in the middle of one of life's biggest transitions. Maybe you're buying

your first home. Maybe you're moving to the Twin Cities for work. Maybe you've outgrown your current

space and need room to breathe.

Whatever brought you here, here's what you need to know:

I'm not here to sell you a house.

I'm here to help you avoid the deal-killers I've seen play out 475+ times over 25 years in the Twin Cities

market.

This guide isn't hype. It's not "motivational real estate wisdom." It's street-level truth from someone who's

seen deals die over inspections, fall apart over negotiations, and crumble because someone got greedy.

Real Talk: Most of the deals that die don't die because of bad luck. They die because people made avoidable

mistakes.

Mistakes I'm going to help you avoid.

Let's get to it.

Why I Wrote This Guide

I've been working with Twin Cities buyers and sellers since 2001. That's over two decades of watching

people navigate the homebuying process. And here's what I've noticed:

The same deal-killers. Over and over.



The inspection panic that turns a minor issue into a deal-breaker. The ego-driven negotiation that loses the

right house over a dishwasher. The last-minute surprise that kills everything the day before closing.

I've seen these stories play out in Linden Hills. In North Loop. In Edina. Across every price point. Across

every neighborhood.

And here's the thing that frustrates me:

Most of these deal-killers are avoidable.

If you know what to look for. If you know how to handle them. If you know the street-level wisdom that only

comes from seeing it 100 times.

I wrote this guide so you don't have to learn the hard way. So you don't have to lose the home you love over a

$600 dishwasher. So you can buy your home with confidence instead of anxiety.

Because your move should be about your next chapter, not about surviving the process.

What to Expect

This guide is structured around deal-killers. I'm going to walk you through:

3 Major Deal-Killers — detailed breakdowns with real stories from my 25 years in the field

17 More Deal-Killers — quick-fire format, each one a real story with a concrete fix

The "Chris Test" — the framework I use to evaluate every deal before I let a client sign

Throughout this guide, you'll see:

"Real Talk" callouts — street-level truth

Data-backed insights from the Twin Cities market

Actual stories from real transactions (names changed)

Actionable steps you can take right now

This isn't theory. This is what works in the real world. The Twin Cities real world.
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Deal-Killer #1: The Inspection Panic

The Story

I was working with a first-time buyer couple — they'd been looking for months. Finally, they found it. A 3-

bedroom home in Edina. The school assignment they'd already verified. Big backyard. The kind of house you

build a life in.

They made an offer. It got accepted. We were on our way to closing.

Then the inspection report came back.

The inspector found three issues:

1. A small crack in the foundation (sealed, stable, monitored)

2. A 15-year-old furnace with 5-10 years of life left

3. Some minor electrical updates needed

Total cost to fix everything: About $4,500.

You know what happened?

The buyer panicked. They saw "foundation crack" and immediately thought "structural damage." They saw

"old furnace" and imagined replacing it in six months. They saw "electrical updates" and pictured a fire

hazard.

They asked the seller to fix EVERYTHING. Seller said no. They threatened to walk away. The seller called

their bluff.

The deal died.

What Really Happened

Real Talk: The house was fine.

The foundation crack was from settlement 20 years ago. It had been sealed, tested, and monitored annually.

It wasn't going anywhere.

The furnace? 15 years is middle-aged for a furnace. With proper maintenance, it could last another decade.

And even if it needed replacement in 5 years? That's $5,000 amortized over 60 months. That's $83/month.

The electrical issues? Code violations from 1998. They needed updating, yes. But they weren't dangerous.

Just outdated.
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This couple let a $4,500 repair cost them the house they wanted.

They spent another six months looking. The home they lost went for $20,000 MORE than their original

offer.

They paid $20,000 extra to avoid $4,500 in repairs.

The Fix: My Inspection Framework

Before you panic on an inspection issue, ask these three questions:

1. Is it dangerous?

Foundation crack: Is it active? Growing? Compromising structural integrity?

Electrical: Fire hazard? Or just outdated code?

Roof: Leaking? Or just approaching end-of-life?

2. What's the actual cost?

Get quotes from 3 contractors (not the inspector's estimate)

Calculate monthly amortization (total cost ÷ months of useful life)

Compare to the stress of starting over

3. What's the seller willing to do?

Full repair? Partial credit? Nothing?

Is their position reasonable or unreasonable?

What to Do Instead

Step 1: Take 24 Hours. Do not respond to the inspection report immediately. Let the emotions settle.

Step 2: Get Contractor Quotes. Your inspector provides estimates. Those are conservative. Get actual

quotes from licensed specialists. You'll often find actual repair costs are 30-50% less.

Step 3: Calculate the Real Cost. If repair cost is $5,000 and the furnace will last 7 more years: $5,000 ÷ 84

months = $59.52/month. Is that worth losing the home you love over?

Step 4: Negotiate Strategically. Don't ask for everything. Ask for the big-ticket items. The seller sees you're

being reasonable. They're more likely to say yes.

Step 5: The Walk-Away Reality Check. Ask yourself: "If this deal dies, will I find a better home in the next 60

days for the same price?" Most of the time? The answer is no.



The Bottom Line: Inspectors get paid to find problems. But finding problems isn't the same as deal-killers.

Most inspection issues are just homes being homes.

Deal-Killer #2: The Ego-Driven Negotiation

The Story

I was working with a buyer — a great guy, successful professional, good instincts. But he had one problem:

He wanted to "win" the negotiation.

We found a home in Linden Hills. Listed at $475,000. My buyer offered $450,000. Seller countered at

$470,000. My buyer came back at $455,000. Seller countered at $468,000.

And here's where it went sideways:

My buyer said: "I'm not going over $455,000. That's my number."

I asked: "Why $455,000?"

He said: "Because that's where I draw the line."

That was it. No data. No market analysis. No comparable sales. Just his line.

The deal was $13,000 apart. My buyer walked away.

Three months later: The house sold for $467,000. The buyer who bought it loves it. And my buyer? He's still

looking. He's seen 15 homes since. None of them were as good.

Over $13,000. On a $475,000 home. That's 2.7%. He lost the house he wanted over less than 3%.

The Framework: Principle vs. Value

Principle: "I said I wouldn't pay over $455,000. That's my line."

Value: "This home is worth $468,000, and I can't find anything as good for less."

If you walk away over principle, you lose. If you walk away over value, you win.

Ask yourself these 4 questions:

1. Is my position based on data or ego? Data: comparable sales support the price. Ego: "I said $455,000

and that's it."
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2. What's the alternative cost? Walking away means more months searching, potential price increases,

moving costs, emotional toll.

3. What will this mean in 5 years? Will you remember paying $13,000 more? Or will you remember

getting the home you loved?

4. What's the seller not telling you? That counter might be their bottom line. Or it might be a position. You

don't know until you test it.

What to Do Instead

Strategy #1: The "Good Faith" Test. Before you walk away, make a good-faith move. Offer to split the

difference. If the seller moves toward you, they're negotiating in good faith. If they don't, you know where

they stand.

Strategy #2: Calculate the Real Cost. Cost to walk away: months of searching + potential price increases +

moving costs + emotional toll. Cost to compromise: whatever the gap is. Which is actually higher?

Strategy #3: Redefine "Winning." You don't win by paying the lowest price. You win by getting the home you

love at a fair price. Pay $13,000 more than you wanted, but love the home? You won. Save $13,000 but

spend 5 years wishing you'd bought the one you loved? You lost.

Real Talk: The best deals aren't the cheapest ones. They're the ones you can actually close and be happy in.

Deal-Killer #3: The Last-Minute Surprise

The Story

I was working with a buyer — great home, well-priced, multiple offers within the first week. We accepted a

strong offer from a qualified buyer.

Everything was smooth. Inspections done. Repairs negotiated. Appraisal came in at value. Financing

approved.

Two days before closing: The seller calls. "We'd like to move the closing date from Friday to Monday."

"Why?"

"We need an extra weekend to pack."

The buyer couldn't do Monday — moving trucks scheduled, lease ending Sunday.

Seller said: "Then we can't close."



The seller had known about the closing date for 6 weeks. They had 6 weeks to pack. They waited until 2 days

before closing to ask for a change.

The deal died. Because one party didn't communicate until it was too late.

Why This Happens

There are 4 types of last-minute surprises:

1. The "Forgot to Mention" Surprise — "Oh, we want to keep the washer/dryer." Seller didn't think it was

important, or hoped it wouldn't come up.

2. The "Power Play" Surprise — Last-minute closing date changes, demanding concessions at the eleventh

hour. Seller thinks the buyer is too invested to walk away.

3. The "Unexpected Discovery" Surprise — Foundation issue found during pre-closing walkthrough.

Appliance broke the week of closing. Sometimes things genuinely happen.

4. The "Change of Heart" Surprise — Seller suddenly doesn't want to sell. Buyer gets cold feet. Emotions

run high during real estate transactions.

The Fix: Pre-Closing Checklist

7 Days Before Closing:

For Buyers:

[ ] Confirm financing is fully approved

[ ] Confirm insurance is in place

[ ] Do a final walkthrough of the property

[ ] Confirm closing date works for your move

For Sellers:

[ ] Confirm all inclusions in the sale are ready to stay

[ ] Confirm closing date works for your move

[ ] Do a final walkthrough of your home

[ ] Identify anything unusual the buyer should know

3 Days Before Closing — Both parties:

[ ] Confirm closing time with closing agent

[ ] Confirm utilities will be transferred properly



[ ] Confirm keys/access will be provided at closing

[ ] Confirm anything unusual has been communicated

The "What If" Conversation:

I ask every client: "If something unexpected comes up in the last 72 hours, how do we want to handle it?"

Having this conversation BEFORE the last minute prevents panic when something comes up.

17 More Deal-Killers (Quick-Fire Edition)

Deal-Killer #4: The Emotional Offer

The Story: Buyer saw a home, fell in love, offered $50,000 over asking without looking at comparable sales.

What Happened: They paid $50,000 more than the home was worth. Two years later, they needed to sell.

The market was flat. They took a $30,000 loss.

What to Do Instead: Always look at comparable sales before making an offer. Always consider resale value.

Never let emotions override data.

Deal-Killer #5: The Over-Improved Home

The Story: Seller spent $100,000 on renovations. Priced $80,000 above neighborhood comps. Sat for 90

days. Sold for $60,000 below original asking.

What to Do Instead: Don't pay for improvements the neighborhood doesn't support. Make an offer based

on market value, not the seller's renovation costs.

Deal-Killer #6: The Contingency Chain Disaster

The Story: Four homes in a chain. The fourth buyer couldn't get financing. The whole chain collapsed.

What to Do Instead: Consider bridge loans instead of contingent offers. Don't make the purchase that

matters dependent on a chain you can't control.



Deal-Killer #7: The Lowball Offer That Offends

The Story: Buyer made a $100,000 below-asking offer on a home that was already well-priced. Seller

rejected it immediately. Another buyer came in at asking price.

What to Do Instead: Look at comparable sales. Make an offer that reflects market value. Don't start with an

offer that insults the seller.

Deal-Killer #8: The Seller Won't Leave

The Story: Closing scheduled for Friday. Seller wasn't moved out. Buyer had movers scheduled. The deal

almost fell through.

What to Do Instead: As a buyer, build flexibility into your move plans. As a seller, give yourself a buffer —

don't schedule closing for the day you're moving out.

Deal-Killer #9: The Appraisal Gap Surprise

The Story: Buyer offered $500,000. Appraisal came in at $470,000. Buyer didn't have the $30,000 gap.

Seller refused to lower. Deal died.

What to Do Instead: Before making an offer, ask: "What happens if this appraises low?" Do you have the

cash to cover the gap? Have the conversation before you're in the middle of it. Use our mortgage calculator

to understand your real numbers.

Deal-Killer #10: The HOA Surprise

The Story: Buyer got HOA documents two weeks after signing. Special assessments coming up ($5,000 per

unit). Strict rules about pets, parking, exterior.

What to Do Instead: Always review HOA documents BEFORE making an offer. Ask about special

assessments, rules, fees, and upcoming projects.

Deal-Killer #11: The Fixer-Upper Fantasy

The Story: Buyer loved an older home's charm. After closing, renovations cost 3x what they thought and

took 2x as long. Construction zone for 18 months.
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What to Do Instead: Get actual contractor quotes. Multiply by 1.5 for unexpected costs. Ask: "Can I live

here while this is happening?" If no, don't buy it.

Deal-Killer #12: New Construction Gotcha

The Story: Builder promised everything perfect by closing. It wasn't. Buyer moved into a construction zone

and spent 6 months fighting over defects.

What to Do Instead: Include a "punch list" in your contract — items that MUST be fixed before closing. Hire

an independent inspector for new construction.

Deal-Killer #13: The Emotional Seller

The Story: Seller got an offer at asking price. Rejected it because of emotional attachment. Home sat 6

months. Sold for $20,000 LESS.

What to Do Instead: You can't control the seller's emotions. But you can recognize when you're dealing

with an emotionally attached seller and adjust your strategy — or move on.

Deal-Killer #14: Missing Documentation

The Story: Seller couldn't find permits for major renovations. Lender said: "No permits, no loan." Deal died.

What to Do Instead: Require documentation of all renovations and permits. If the seller can't provide it,

that's a red flag.

Deal-Killer #15: The School District Miscalculation

The Story: Buyer bought for the "great school district." The home was on the boundary line. Different school

assignment than they assumed.

What to Do Instead: Verify the actual school assignment. Call the school district. Give them the address.

Get it in writing.



Deal-Killer #16: The Zoning Surprise

The Story: Buyer bought for the backyard view. Six months later, neighbor built a 3-story addition that

blocked it.

What to Do Instead: Check zoning of neighboring properties. Check the city's development plans. If you're

buying for a view, understand it might not be permanent.

Deal-Killer #17: Multiple Offer Panic

The Story: Five other offers. Buyer panicked, offered $40,000 over asking. Won the bid. Overpaid by

$30,000 based on comps.

What to Do Instead: Look at comparable sales. Make your strongest offer AT or slightly above actual value.

Don't get caught up in "winning" if it means overpaying.

Deal-Killer #18: The Seller Financing Trap

The Story: Buyer liked the lower interest rate on seller financing. Didn't realize there was a balloon payment

after 5 years. Couldn't refinance. Lost the home.

What to Do Instead: Review every term with a real estate attorney. Understand balloon payments,

prepayment penalties, default terms.

Deal-Killer #19: Inspection Timing Mistake

The Story: Buyer scheduled inspection the day before contingency expired. Issues found, no time to

negotiate. Buyer was stuck.

What to Do Instead: Schedule your inspection 7-10 days before the contingency expires. Time to review,

get quotes, negotiate, or walk away.

Deal-Killer #20: The Move-Up Miscalculation

The Story: Buyer's offer was contingent on selling their home. Their buyer fell through. Lost the house to

another buyer.



What to Do Instead: Consider bridge loans that don't require selling first. Or have a strong backup offer.

Don't make your next purchase dependent on a sale that could fall through.

The "Chris Test" for Every Deal

Here's the framework I use with every client. Every. Single. Deal.

Before Making an Offer — 7 Questions

1. The "Why Are You Buying" Question

Why do you want this specific home? Is it the right size? The right neighborhood? The right school district?

Does it have the features that matter to you?

If the answer to any of these is "no" — don't make an offer.

2. The "What's It Worth" Question

What is this home actually worth based on comparable sales in the last 6 months, similar homes currently

for sale, market trends, and the home's condition?

If you don't know the answer — don't make an offer.

3. The "What If" Questions

What if the appraisal comes in $20,000 below offer? Can you cover the gap? What if the inspection reveals

$10,000 in repairs? Will you walk or negotiate?

If you don't have answers — don't make an offer.

4. The "6-Month" Question

6 months from now, if this home is worth $20,000 less than you paid, will you still be happy you bought it?

If the answer is "no" — don't make an offer.

Real Talk: Markets fluctuate. If you're buying because you love the home and it works for your life, that's

different from buying with the expectation of appreciation.

5. The "Resale" Question



If you had to sell this home in 5 years, who would buy it? Is the layout functional? Are there features that will

make it stand out — or hold it back?

If you can't answer — don't make an offer.

6. The "Can I Afford" Question

Can you afford this home if interest rates go up 2%? If property taxes increase significantly? If you lose your

job for 3 months?

If the answer is "no" — don't make an offer.

7. The "Gut Check" Question

Does this home feel right? Not "do I love the finishes?" Not "is the kitchen perfect?" Does this home feel like

somewhere you'll be happy?

If the answer is "I don't know" or "not really" — don't make an offer.

During the Transaction — 5 Red Flags

Red Flag #1: The "Ghost" Seller — Won't communicate. Takes days to respond. If communication doesn't

improve, consider walking away.

Red Flag #2: The "Hiding Something" Seller — Won't provide documentation. Gets defensive when you ask

questions. Require everything in writing before closing.

Red Flag #3: The "Emotional" Seller — "I can't believe anyone would offer that." Emotionally attached and

might not be rational. Be prepared for irrational behavior.

Red Flag #4: The "Rushing" Seller — Wants to close in 14 days. Won't wait for proper inspections. If they

won't let you do due diligence, walk away.

Red Flag #5: The "Over-Improved" Situation — $100,000 kitchen in a neighborhood where homes are

$300,000. Don't pay for improvements the neighborhood doesn't support.

At Closing — 3 Final Questions

1. The "No Surprises" Question

Has everything been communicated? Repairs done as agreed? Inclusions confirmed? Closing date

confirmed?

If there are still surprises — don't close until resolved.



2. The "Happy" Question

Are you actually happy with this purchase? Not "will you be happy?" But "are you happy right now, as you're

signing?"

If the answer is "no" or "I'm not sure" — take 24 hours.

Real Talk: Closing tables are emotional. If you're not happy now, you won't be happy 6 months from now.

3. The "No Regrets" Question

If this deal falls through right now, will you regret it more than if it goes through and you're unhappy?

If you'd regret losing it more — close. If you'd regret closing more — walk away.

The Bottom Line

The "Chris Test" isn't about being perfect. It's about being thoughtful. About making decisions based on

data, not emotions. About knowing what you're getting into before you're in the middle of it.

Real Talk: Most deal-killers are avoidable. If you ask the right questions before making an offer. If you watch

for red flags during the process. If you check your gut at closing.

You can avoid the deal-killers I've seen 475+ times.

And you can buy your home with confidence instead of anxiety.

Ready for Your Real Story?

We've covered a lot. 20 deal-killers. The "Chris Test" framework. Real stories from 25 years in the Twin

Cities market.

Here's what I want you to take away:

1. Most Deal-Killers Are Avoidable. Not all of them. Sometimes things happen you can't control. But most

are avoidable with the right knowledge, the right framework, and the right guidance.

2. Emotions Are High. Keep Logic Available. When you're buying a home, emotions are up. That's normal.

But you need someone in your corner who can think clearly when you can't.



3. The Best Deals Are the Ones You Can Actually Close. The cheapest home isn't the best deal. The home

you "win" in a bidding war isn't the best deal. The best deal is the home you love at a fair price that actually

closes.

4. You Don't Have to Do This Alone. The paperwork. The negotiations. The inspections. The financing. The

closing. You can navigate it yourself. Or you can have someone who's navigated it 475+ times guide you

through it.

Let's Talk

Ready to stop the endless scrolling and start your real story?

📧  Chris@LakesAreaRealty.com 📞  (612) 208-SOLD (7653) 🌐  theminneapple.com

No pressure. No sales pitch. Just a conversation about what you're looking for and whether I'm the right fit.

If I'm not? I'll tell you. I'll point you to someone who is.

If I am? We'll find your home together. We'll avoid the deal-killers. We'll close with confidence.

And you'll start your next chapter with peace of mind.

Want to know what you can actually afford before you start shopping? → What You Can Actually Afford in

This Market

Moving to the Twin Cities from somewhere else? → Finding Your Minneapple: Relocation Guide

mailto:Chris@LakesAreaRealty.com
https://theminneapple.com/
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Questions I hear the most

What are the most common reasons home deals fall through in Minneapolis?

Three deal-killers show up more than anything else in the Twin Cities market. First, the inspection panic —

buyers overreact to normal wear-and-tear findings and walk away from perfectly good homes over $4,500

in repairs. Second, ego-driven negotiations — losing the right house over a $13,000 gap on a $475,000

purchase because 'that's my line.' Third, last-minute surprises from sellers who fail to communicate until 48

hours before closing. All three are avoidable with the right framework.

How do I handle a bad home inspection report without losing the deal?

Take 24 hours before you react. Get actual contractor quotes — they'll typically come in 30-50% below

inspector estimates. Calculate the real monthly cost: a $5,000 repair on a system with 7 years of life left is

$59/month. Ask yourself: 'If this was already my home and I got this report, would I walk away?' Most of the

time, the answer is no. Perfect homes don't exist. The question is whether the issues are fixable and what

they're worth.

Should I waive contingencies to make my offer more competitive in the Twin Cities?

Almost never. The inspection contingency exists to protect you from buying someone else's expensive

problem. The financing contingency protects you if the appraisal comes in low. You can make a strong offer

without stripping your safety net — use escalation clauses, flexible closing dates, or a larger earnest money

deposit instead. Any agent who tells you to waive inspections to 'win' is not looking out for you.

How much over asking price should I offer on a home in Minneapolis?

Zero dollars more than it's worth based on comparable sales. That number exists regardless of what the

seller listed it at. If comps support the asking price, offer at or slightly above. If the list price is already above

comps, don't chase it — another deal will come. The best deals aren't the cheapest ones. They're the ones

you can actually close and be happy in for five years.

What should I do the week before closing on a house in Minnesota?

Run a pre-closing checklist. Confirm all repairs agreed upon after inspection are actually done. Verify your

financing is fully approved — not 'in process,' approved. Confirm your homeowner's insurance is bound. Do a

final walkthrough of the property the day before closing. Confirm the closing time and location with the title

company. And have the 'what if' conversation with your agent: if something unexpected comes up in the last

72 hours, how do you want to handle it?



When you're ready to talk it through

One question or the whole plan — either way, no clock running.

(612) 208-SOLD
That's (612) 208-7653 — call or text. Texts usually get me faster.

Chris Deutsch · Chris@LakesAreaRealty.com · theminneapple.com
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