CONTINGENCIES
PROPERTY PURCHASE:

This indicates the seller is looking for a house, they may have found a house, however, the sellers have not made an offer on the house.  
The sellers are placing their property on the market in hopes the other home will still be available when they have an “acceptable” offer on the sellers property.

This contingency tends to “chill the buyers” since they do not know how serious the sellers are, and do not know if they will be able to purchase, so they many times buyers will not look at the property.
PROPERTY SALE:

This indicates the seller have a buyer to purchase their house, however, the property is contingent on the sale of the buyers home.  Generally this is a 36 hour, 48 hour, 72 hour contingency that allows the “potential” buyer to come up with a buyer for their home, or financing that will allow the seller to agree to sell.  

Every item in this contingency is up to the seller!  Even if the potential buyer is able to come up with the money, the seller may still decide to go with the new buyer.

This type of contingency tends to “chill the buyers” desire to look at the sellers home since there is a chance any new (second) contract may not be accepted under various circumstances.

Many sellers will not accept this type of contingency since it “chills the showings” since the potential buyers are not sure of a purchase.

THE REST OF THE STORY!

The best way to purchase is for the buyer to “take the risk”, obtain a “swing loan” or “bridge loan”.  This allows the buyer to buy “with cash” and “close quick”, generally to the liking of the seller.

The buyer then becomes a seller and places their home on the market in hopes it will sell, and it is listed “without contingencies.”
Sellers need to think long and hard before accepting a “contingency” of any kind other than “inspections” or “financing” when they sell their property!
