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+ A LETTER

Most buyers know
the house before
they understand
the strategy.

Bastrop County and Austin reward buyers who slow down long enough
to separate a good-looking listing from a good decision. Price, land,
commute, schools, flood risk, resale path, builder quality, and

negotiation leverage all matter before a buyer writes.

At NSPG, the work starts with strategy. We talk through how you want
to live, what risk you are willing to carry, how much land or
maintenance makes sense, and where the market is giving you room

to negotiate.

What follows is the conversation | would have with you before we tour:

how to read the market, compare neighborhoods, understand the real
monthly number, inspect carefully, and negotiate from facts instead of

pressure.

The right home is not found by guessing. It is found by asking better
questions and moving with standards.

- Nik
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4+ 01 — THE MOMENT

Bastrop County has room for a
disciplined buyer.

The market is more measured than the last cycle, but it is This does not mean every home is negotiable or every
not simple. Buyers are weighing rates, insurance, price is wrong. It means the advantage goes to buyers
commute, land, builder quality, and resale path while who can separate value from noise, and who understand
sellers are still anchored to yesterday's headlines. when acreage, location, condition, or commercial

potential changes the equation.
That creates opportunity for buyers who are prepared. In

Bastrop County and Austin, the strongest decisions are The rest of this guide is built around that posture: slow
made after looking at the property, the surrounding area, down, define the goal, know the number, inspect seriously,
the available inventory, and the terms a seller may accept. and negotiate from facts instead of pressure.

“The advantage now goes to those who know what they
want and why.”
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4+ 02 — BEFORE YOU TOUR

Begin with questions, not
listings.

The most common mistake buyers make is starting with listings before defining the

decision. Scrolling can feel productive, but strong buyers get clear on lifestyle, risk, land

needs, timing, and exit strategy before they fall in love with photos.

O1

02

03
04
05

06
07
08

What decision are you really trying to make: lifestyle, investment, land, school path,
commute, or long-term wealth?

How much land do you want, and how much maintenance are you honestly willing to
own?

What does your real drive into Austin or Bastrop look like on a normal week?

Are you buying for today, future development, rental potential, or a later resale story?

Which matters more: newer construction, acreage, neighborhood amenities, or
flexibility?

What would make you walk away after inspection?

How much liquidity do you want to keep after closing?

Five years from now, what would a bad purchase decision look like?
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4+ 03 — THE NUMBER

Your monthly paymentis
more than the price.

Texas has its own rules around the cost of ownership. In Bastrop County and Austin, the
real number has to account for taxes, insurance, land, utilities, maintenance, commute,

and the improvements you may need after closing.

Pre-approval, not pre-qualification.

A serious offer starts with a lender's verified view of your buying power. It also shows the seller that you can

move through option period, appraisal, insurance, and closing without avoidable drama.

Taxes, insurance, and acreage.

The payment is not just principal and interest. Texas property taxes, insurance, HOA or road costs, utilities,

septic, wells, fencing, and acreage maintenance can change the real monthly number quickly.

Keep cash for the property after closing.

A rural or semi-rural purchase may need immediate money for gates, drainage, trees, equipment, repairs, or

improvements. The right down payment leaves you in control after you own the property.

Commercial and investment math is different.

If the property is being evaluated for rental, land, development, or 1031 exchange potential, the number has

to include use, timing, risk, income assumptions, and exit strategy.

“The right number isn't the most you can borrow — it's the most you'll be
glad you did.”
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4+ 04 — THE NEIGHBORHOODS

Bastrop County changes
property by property, not just

neighborhood by

neighborhood.

Two homes can sit within the same drive time and carry completely different obligations. Land, roads,

water, commute, build quality, HOA rules, and resale path all need to be studied before a neighborhood

feels like a fit.

THE COLONY
Master-planned Bastrop living.

Amenity-driven, newer-home energy with access to parks, trails,
and a more planned lifestyle. A strong fit for buyers comparing
convenience, community, and build quality.

RIVER CROSSING
Acreage and equestrian use.

Gated country living with large homesites, bridle paths, and river
access. A serious option for buyers who want land, privacy, and

outdoor lifestyle close to Austin access.

RIVERSIDE GROVE

Established Bastrop texture.

A neighborhood where value often comes from location,
maturity, and proximity to local amenities. Street-by-street

judgment matters.

COLOVISTA
Golf, views, and space.

A more established Bastrop-area setting with golf, hills, and
larger-home appeal. Buyers here should understand condition,
lot quality, and resale positioning.

PECAN PARK
Convenient and active.

A practical Bastrop option for buyers who want newer-home
convenience, neighborhood amenities, and a smoother daily

rhythm.

AUSTIN ACCESS

The commute changes the decision.

For many buyers, the question is not only Bastrop versus Austin.
It is how often you need the airport, downtown, work corridors,

and the price of getting closer.

This list is incomplete by design. The right neighborhood is a conversation, not a category.
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4+ 05 — THE PROCESS

Strategy to closing, in five
steps.

The Curated Search.

We tour homes that match the goal, not just the filter. | call out value, risk, leverage,
condition, and the questions we need answered before writing.

Close and Protect the Plan.

After contract, we stay focused on lender, title, appraisal, insurance, repairs, and
possession so the closing supports the strategy we started with.

The Strategy Call.

Before we tour, we define the decision: lifestyle, land, investment, relocation, new

construction, commercial use, or long-term resale.

The Area Read.

We compare Bastrop County, Austin access, neighborhood rules, road patterns,

schools, amenities, and the trade-offs that do not show up in listing copy.

The Offer and Option Period.

We write from market evidence, seller context, and inspection strategy. The option

period is not passive time; it is where we test the decision.
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4+ 06 — NEGOTIATION

What you can actually ask for
now.

A market with more room to breathe favors buyers who are prepared to ask with
evidence. Below are the concessions and terms that matter when the goal is strategy,

not guessing.

Price corrections.

If the evidence supports it, ask. The right offer is not emotional; it is built from recent sales, current

competition, condition, and the seller's position.

Repairs or credits.

Inspection findings should become specific requests, not vague anxiety. Credits can be more useful than

rushed repairs when the scope needs control.

Rate buydowns.

A seller contribution toward a rate buydown can improve the monthly number more than a small price

reduction. This matters when the payment is the constraint.

Timeline and possession.

Closing date, leasebacks, option period length, and included items can solve real problems for both sides.

Terms can carry value beyond price.

Land and use diligence.

For acreage, commercial, development, or 1031 exchange goals, negotiation should protect time for use

questions, access, utilities, restrictions, and risk.
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4+ 07 — A FEW THINGS TO AVOID

What | see go wrong most
often.

01

02

03

04

05

06

Touring before pre-approval.

Weakens your position and wastes time when the right property appears.

Ignoring the land math.

Acreage, access, drainage, fencing, septic, wells, and restrictions can change both cost and use.

Letting emotion outrun evidence.

A strong property still needs comparable sales, inspection facts, and a defensible offer strategy.

Treating Austin access as a guess.

Commute, airport access, Highway 71 movement, and daily routes should be tested before closing.

Skipping resale context.

Even a forever-home purchase should be evaluated for who may buy it next and why.

Negotiating without priorities.

Price, repairs, credits, timeline, and certainty all matter. Know the order before you counter.
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4+ 08 — WHEN YOU'RE READY

Let's start with a
strategy call.

No pressure, no guessing. Tell us what you are trying to buy, where you are looking,
and what has to be protected. We will start with the market facts, the risk, and the

right path forward.

(512) 412-2331 4+ REALESTATEBASTROP@GMAIL.COM 4+ BY APPOINTMENT

— Nik

Nik Shehu ¢ A.C.R.E. 4 License #641362 4 Equal Housing Opportunity
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