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A: Insurance has become one of the
quiet curveballs in today’s market.
Carriers are incredibly picky, and they
want to see updated systems across
the board. Electrical, plumbing, roofs
— they want the whole cast re-
freshed before they say yes. Many
will not issue a policy for a home or
condo with knob and tube electrical
or an older Federal Pacific panel, and
buyers are often planning for costly
electrical upgrades within the first
few weeks of ownership.

This is why smart agents start
strategizing on insurance before we
even write an offer. Getting the right
policy sometimes means exploring
multiple carriers, tapping long stand-
ing relationships, and knowing which
companies are more flexible than
others.

A bit of preparation goes a long
way. A quick look at the electrical
panel, roof age, and plumbing lines
early in the process can save a lot of
drama later.

And in a world where insurance
can make or break a timeline, work-
ing with an agent who understands
the insurance landscape is more
important than ever. I keep my cli-
ents ahead of the surprises so the
only shock is how smooth the trans-
action feels.

Colleen Cotter, Sotheby’s International
Realty, 415-706-1781,

colleen@colleencottersf.com.

A: For every buyer and seller I work
with, I flag this early: once we’re in
escrow, there will be a glitch. Not a
full “The Matrix” déjà-vu moment,
but a flicker. Some are tiny — fixing a
misspelled name or clearing a small
lender condition. Others are more …
merit-badge worthy.

A few from the highlight reel:
• Insurance suddenly declining
coverage (cue a last-minute new
carrier or repair).
• Appraisers demanding X, Y, or Z
— fast (call in favors from the trades).
• Hour-specific deadlines colliding
with time zones (extensions).
• Appendicitis during closing week
(mobile notary, bedside).
• Surprise international travel (pow-
er of attorney).
• A stager pulling a light fixture and
exposing an active, hissing Victorian-
era gas line (24-hour plumber).
• Buyers deciding to lease a new car
mid-escrow (deep sigh).

The reassuring bit? Glitches, in
whatever form, are normal. And
when both sides stay calm, prepared,
and collaborative, most become
routine cleanup. For the rarer curve-
balls, this is where problem solvers
like me earn our keep — keeping the
deal (and everyone in it) moving
together toward the shared goal:
closing.

Kevin K. Ho, Vanguard Properties,
415-297-7462, kho@vanguardsf.com.
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The average rate on a
30-year U.S. mortgage
ended a three-week streak
of increases, reflecting a
pullback in long-term U.S.
Treasury bond yields.

The average long-term
mortgage rate fell to
6.23% from 6.26% last
week, mortgage buyer
Freddie Mac said Wednes-
day. A year ago, the rate
averaged 6.81%.

Just four weeks ago,
the average rate was at
6.17%, its lowest level in
more than a year.

Borrowing costs on
15-year fixed-rate mort-
gages, popular with home-
owners refinancing their
home loans, also fell this
week. The rate averaged
5.51%, down from 5.54%
last week. A year ago, it
was 6.10%, Freddie Mac
said.

Mortgage rates are
influenced by several fac-
tors, from the Federal

Reserve’s interest rate
policy decisions to bond
market investors’ expecta-
tions for the economy and
inflation. They generally
follow the trajectory of the
10-year Treasury yield,
which lenders use as a
guide to pricing home
loans.

The 10-year yield was at
4.01% at midday Wednes-
day. That’s down from
about 4.13% a week ago.

When mortgage rates
ease, the purchasing pow-
er of boost homebuyers
gets a boost. 

Easing mortgage rates
this fall helped lift sales of
previously occupied U.S.
homes in October on an
annual basis for the fourth
straight month. 

Still, affordability re-
mains a challenge for
many aspiring homeown-
ers after years of skyrocket-
ing prices. Uncertainty
over the economy and job
market are also keeping
many would-be buyers on
the sidelines.

Average U.S. rate on 
a long-term mortgage
falls to 6.23%
By Alex Veiga
AP BUSINE SS WRITER

A: Homeowner insurance: Many
insurance carriers are not writing
new policies. Many homeowners are
having to go with the California Fair
Program, which is essentially a “last
resort” insurer for property owners
who can’t obtain traditional home-
owners’ insurance especially in
high-risk wildfire zones. 

The fair plan provides very basic
coverage primarily for fire-related
perils. It does not include any pro-
tections that are standard in typical
homeowners’ insurance such as
liability coverage, theft, or water
damage. Because of that gap, many
homeowners will also get a “wrap
around” supplement policy. I rec-
ommend buyers check their insur-
ance agent before proceeding with
an offer. If insurance is still a ques-
tion mark, they should put a con-
tingency in their purchase agree-
ment for insurance.

Inspection reports: In the Bay
Area, it is customary for sellers to
get a pest control and property
inspection prior to going on the
market. Once the sellers have those
inspections, any structural issues or
important repairs can be addressed,
or quotes can be obtained for them. 

If the seller does not have those
inspections, the buyer should put a
contingency in their purchase
agreement that gives them the right
to go out and get their own in-
spections and rescind the contract if
items of concern come up that the
seller is either unwilling or unable to
correct.

Jeff LaMont, Coldwell Banker Realty,
650-740-8808, jeff@jefflamont.com.

SOUND OFF

What are some things that can complicate a
transaction that people may not be aware of?


