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You wake up in the middle of night, in a cold sweat, and shaking and
panicking and wondering what the hell you have just done. Pure fear.
Buyers’ remorse can develop over just about anything from the new golf
club, to clothing, a new car, or even real estate. For just about everything
except real estate there are numerous protections in the law to return the
products – often for a full refund: company policies, credit card protection
programs, lemon laws, etc.
With real estate however, the opportunity to get out of a properly executed
– sometimes called “ratified”, contract is pretty limited. Once a real estate
transaction is finalized – sometimes called “settled” or “closed”, chances
are pretty slim. You cannot just change your mind and get your money
back.
However, during the time between ratification and settlement – sometimes
called the “under contract”, “discovery” or “escrow” period, there are usually
at least three major opportunities to stop the purchase process and get
your deposit money back. The opportunities – called contingencies
include: satisfactory inspections, satisfactory appraisal, and final loan
approval. Every real estate contract is a little different – check the contract
language, talk to your real estate agent, or consult an attorney when you
have questions about what your options are.
A good source of information is this great article that is published online:
https://www.thebalance.com/how-to-avoid-home-buyer-s-remorse-1797771
Whether there is a rescission period or not will depend on if there is a
rescission clause in your contract. Even if there is no such clause, the laws
of your state may allow it. Many state statutes stipulate that you have three
days to rescind an offer, even after you agree to all the terms.

Another great source of information is this report:
https://www.cnbc.com/2017/07/14/almost-half-of-americans-have-buyersremorse-about-their-house.html
Bottom line, try to relax and continue to approach the decision to buy your
home as a logical and fact-based step in your personal and financial plan.
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