A home inspection can feel like a spotlight you did not ask for. One moment you are picturing move-in day, the
next you are staring at a report full of items that sound ominous, technical, or both. The report is not a verdict, but
it does create momentum. Buyers, lenders, sellers, agents, and contractors all start moving at once, and the real
work becomes practical: figuring out what needs attention now, what can wait, and how to get the right money

and the right schedule without derailing the deal.

Over the years, | have seen repairs after an inspection go smoothly and | have also seen them turn into a slow-
motion negotiation where nobody is really sure what anyone agreed to. The difference is rarely the existence of
problems. The difference is how you respond: how you interpret the inspector's notes, how you translate them

into repair language, and how you protect the transaction from avoidable misunderstandings.

First, understand what an inspection report is actually telling you

A home inspection report is a snapshot. It documents observed conditions and common failure points at the time
of inspection. It is not a guarantee of future performance, and it is not a substitute for specialized testing when

there are real red flags.

That distinction matters because the report can include a wide range of items, from minor maintenance issues to
recommendations that should be treated as safety or moisture concerns. The same tone of writing appears across

the page, so it is easy to treat everything like it is equally urgent.

When you are dealing with repairs after a home inspection, your first job is to sort items into categories that make
sense for action. Some issues are straightforward and verifiable, like a missing vent cover or a clearly failed outlet.
Others are phrased as concerns that depend on how the system is used or how the house was built, like roof age

estimates, grading observations, or signs of prior water intrusion.

A practical way to think about it is this: the inspector is flagging potential, not always confirming cause. Your next
step should be either verifying the cause with an appropriate specialist or making a decision that limits risk. That
might mean repair now, monitoring for a defined period, or negotiating a credit rather than forcing a specific

scope.

Repairs vs. Credits: what you are really negotiating

When inspection items come up, most deals move toward one of two paths: seller repairs or seller credits.
Sometimes it is both. Sellers may complete a subset of repairs and offer a credit for the rest, especially when the

buyer wants options for contractors or materials.
From experience, the choice is less about preference and more about control and clarity.

Seller repairs can reduce buyer uncertainty, but only if the scope is specific and the work is verified. “Fix the issue”
is not a scope. “Replace the failed section of X with Y materials and provide documentation” is a scope. If you keep

it vague, you risk ending up with cosmetic fixes that do not address the underlying problem.

Credits are often faster, and they give the buyer flexibility, but you must be careful with how the credit is
calculated. A credit that is too low can leave you paying out of pocket immediately after closing. A credit that is
too high can trigger pushback from the seller or become contentious later.

If you are the buyer, your leverage typically comes from two things: documented concerns from the inspection

report and reasonable estimates from qualified contractors. If your repair estimate feels inflated or too general,



negotiations tend to stall. If it is grounded and tied to specific work, sellers are more likely to agree.

The hidden risk: vague scope and mismatched expectations

Many repair disputes start with language. The inspection report might say something like “recommend evaluation”
or “appears to be moisture staining.” The buyer might treat that as “there is active rot.” The seller might interpret

it as "“it is just surface marks.” Both readings can be wrong.
A repair request needs to translate inspection wording into repair wording. That translation requires care.

For example, if the report notes possible roof flashing issues near a penetration, the repair could range from
resealing a joint to replacing flashing components and verifying the surrounding conditions. If you negotiate only
a single line item without a clear scope, you can end up with a contractor applying sealant when replacement is

needed, or worse, with a repair that makes the problem harder to diagnose later.

Similarly, if the report raises concern about an electrical panel, the fix might be as simple as replacing a missing
cover and correcting a proper breaker arrangement, or it might include more extensive updates depending on

observed conditions and code requirements. You cannot reliably price that from the inspection report alone.

The rule of thumb is simple: if the inspector is recommending further evaluation, you either schedule that

evaluation promptly or you negotiate in a way that does not pretend the inspection is definitive.

Timing matters more than people think

A purchase agreement has deadlines. Inspection happens during the contingency window. Repairs, quotes,

scheduling, and verification happen after that, depending on your contract terms and the local market.

A common misstep is waiting too long to get quotes. Contractors often have lead times, especially for roofing,
structural repairs, HVAC work, and anything that requires specialty permits. If your repair window is narrow, delays

can threaten the deal.
When you are managing repairs after a home inspection, it helps to treat quotes like a mini project:

You want at least one solid estimate quickly, and often a second estimate if the scope is broad or costly. You want
to confirm what is included, what is excluded, and what conditions trigger additional work. You also want to ask for

documentation such as photos, written breakdowns, and in some cases proof of permits or inspections.

If a seller is willing to do repairs, scheduling becomes a critical part of the negotiation. A seller who agrees to a
repair scope but cannot get a contractor on the timeline will still create problems, because your lender, appraisal,

real estate investing condado and closing dates do not pause for good intentions.

Prioritize like an adult: safety, moisture, and system failures first

Not all inspection findings are equal. Some items are inconvenient. Others can become expensive in a hurry if they

involve moisture intrusion, electrical safety hazards, or systems that keep failing.

| have watched buyers get distracted by cosmetic items while missing a bigger risk that would have affected
insurance, financing, or future habitability. Conversely, | have seen sellers agree to costly repairs when the real

issue was a surface-level condition that an appropriate contractor could have confirmed quickly.

A useful prioritization approach is to focus on three questions.
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First, does the issue create a safety risk or serious failure condition? Second, is there evidence of active water
intrusion or deterioration that can expand? Third, does the issue affect core building systems, like electrical service,

heating, roof integrity, or major plumbing?

If you think in those terms, it becomes easier to decide whether you push for repair, negotiate a credit, or request

evaluation.
Here is a practical way to guide that prioritization without turning it into guesswork.

e Safety or code-related hazards that can affect living conditions or future inspections

® Active moisture signs, especially where staining, swelling, or hidden decay may be involved
® (Core systems failures or rapid degradation, like HVAC components that are near end-of-life
* |tems with clear, simple fixes that can be verified quickly

* Cosmetic or maintenance-only issues with no evidence of deeper problems

That list is not meant to replace contractor input. It is meant to help you choose what to address first so your

effort goes toward the highest risk.

When an inspector flags moisture or foundation concerns

Moisture issues are the ones that can turn a negotiation into a mortgage headache. Not because they always
require massive repairs, but because moisture can be hidden. Even when the home appears stable, the inspection

might show staining, dampness, or drainage problems around the exterior.

The buyer's biggest challenge is not believing the inspector's concern blindly. The challenge is responding

thoughtfully.

If the inspection notes possible water intrusion, the right move is to get a specialist who can identify where the
water is coming from. For example, exterior grading issues might require regrading, downspout extensions, gutter
repairs, or drainage improvements. Interior signs might involve plumbing leaks, vent issues, or roof flashings that

are hard to see without targeted investigation.

The cost range can be wide. A small correction can cost a few hundred to a few thousand dollars. Structural or
extensive water mitigation can run much higher, depending on the extent of damage and the need for additional

repairs.

A credible contractor will often explain what they do to confirm the cause, what they observe during the

inspection, and what success looks like. If you cannot get that, you are negotiating blind.

Foundation-related concerns are similar. A report might mention cracks or settlement indicators. Some cracks are
cosmetic. Others suggest movement. A specialist evaluation, sometimes including structural assessment, can clarify

whether repair is urgent, how invasive the repair needs to be, and whether a monitoring plan makes sense.

Roof and attic issues: the repair can be more than patching

Roof problems can be complicated because the inspection is based on visual observation. Roof leaks can come
from places that do not look obvious. Flashings, vent boots, skylights, and areas around chimneys often matter

more than the surface shingles.

When a report raises roof concerns, especially with notes about age, missing flashing, curling shingles, or evidence

of past leakage, you will usually need a roofing estimate that addresses more than “patch the problem.” The best



quotes include the areas likely to be compromised, a plan for removing and replacing components rather than just

sealing over them, and documentation for what was replaced.

Attic findings are also telling. Poor ventilation, insulation issues, or signs of moisture can contribute to roof system
failure. Repair solutions might include vent corrections, insulation restoration, and addressing moisture sources,
not just roof covering replacement.

If you are negotiating with a seller, you do not necessarily need a full replacement estimate on day one. You might
negotiate for a repair that addresses active concerns now and includes an explanation of expected outcomes. The

key is to make sure the work is consistent with the observed conditions, not just with a generic scope.

Electrical and HVAC items: verify before you overreact

Electrical and HVAC concerns are common in inspection reports, and they often trigger strong reactions because
they sound scary. Some findings are truly urgent, like unsafe wiring conditions or hazards in accessible areas.

Others are more about maintenance, age, or recommended evaluation.

Electrical work is also one place where “bring it up to code” can become a vague and expensive request. Code
updates can involve permitting, inspection, and sometimes panel upgrades. If the inspection report indicates
nonstandard practices, corrosion, overheating signs, or missing protections, it is reasonable to request evaluation

by a licensed electrician.

But you should ask the electrician for a written explanation of what is actually wrong, what repairs are required
versus recommended, and what the cost depends on. You want clarity on whether the issue is repairable in place,

whether there are additional hidden conditions, and whether the work will be permitted and inspected.

HVAC notes often include aging equipment, limited functional testing, or minor problems. Sometimes the furnace
or air conditioning system is fine at the time of inspection, but the inspector notes its age or that components

appear near end of life.

In those cases, a repair request might not be the best path if the system is operational. A buyer might instead
negotiate for a credit tied to a reasonable service call or to future replacement reserves. If the system is not

operational, then you are into a different category, and repairs become urgent.

How to ask for quotes without turning it into a fight

You do not need to threaten anyone or demand perfection. You do need quotes that answer the questions your

negotiation requires.

When you call contractors, be clear about what you have. Provide the inspection report excerpts that relate to the
item, and describe what you want to know. Ask for a written estimate with line items and explanations of what

they would do, what they would not do, and what conditions could change the scope.

Also ask for timing. If the repair must occur before closing, contractors need to know the urgency and the

constraints. If you are working with a seller, coordinate scheduling early to avoid last-minute cancellations.

If the contractor cannot give you firm pricing, ask what would allow them to provide a more accurate number.
Sometimes a follow-up site visit or additional testing is needed. The cost might not be knowable until they see

what is behind walls or under roof components.

In negotiations, honesty about uncertainty is often more effective than pretending you have a single fixed number.



Dealing with the seller: keep it factual, not emotional

Seller negotiations can get personal quickly, even when neither party intended it. The seller might feel attacked by

the inspection report. The buyer might feel frustrated that the home is not as expected.

What works in practice is staying factual and focused on outcomes. You want the seller to understand that your

requests are tied to defensible concerns and that the goal is to repair or compensate for specific risks.

If a repair request is disputed, do not escalate instantly. Ask for a conversation that results in clearer language.

Sometimes the seller agrees once the request is rewritten in a way a contractor can execute and the buyer can

verify.

Also remember that sellers have constraints. Some may be dealing with their own timeline, insurance issues, or

contractor availability. If you treat every item like a demand, you reduce the chance of collaboration.

A short, practical workflow that keeps the deal on track

When you are dealing with repairs after a home inspection, the difference between a smooth process and a messy

one is often the workflow. You do not need complicated systems, but you do need discipline.
Here is a simple workflow that | have seen work across different price points and property types.

® Review the inspection items and group them by safety, moisture, systems, and non-urgent maintenance
* Send the relevant excerpts to contractors and ask for written estimates with scope details
® Decide whether each item is handled by repair, credit, or further evaluation

* Negotiate the scope in plain language, including what “"done” means and how you will verify it

Coordinate scheduling early so repair work does not collide with appraisal, underwriting, or closing

The most important parts are the scope details and the verification. If you skip those, time becomes the enemy.

Verification and paperwork: the part people skip, and then regret

A repair that happens before closing is not automatically a repair that gets you what you thought you were
buying.

Verification can take different forms depending on the work. For roofing work, photo documentation and a
confirmation of replaced areas can matter. For electrical work, you might need permits or documentation of
completed inspections. For plumbing leaks, you need proof that the leak was fixed and that related repairs were

addressed.

If you are receiving a credit rather than repairs, verification shifts. You need enough documentation of the
estimated cost to make sure the credit is adequate. You also need to plan for when you will actually hire a

contractor after closing, because your budget and timeline will likely differ once you are living in the home.

Many buyers focus on getting the agreement signed and then rush the repairs later. That can be risky when the
repair involves moisture control, electrical hazards, or structural impacts. If something is truly urgent, you want it

fixed quickly even after the deal closes.

Edge cases that can derail repairs

A few scenarios come up often enough that it is worth naming them.



Sometimes the inspector’s notes are accurate but incomplete, and the right fix requires further investigation. In
that case, pushing for a rigid repair scope too early can backfire. You might negotiate a credit for evaluation costs

or insist on an exploratory step with clear decision points.

Sometimes the seller’s preferred contractor proposes a scope that is technically valid but not aligned with your risk
tolerance. For example, they might recommend sealing a joint rather than replacing flashing if the structure looks
intact. That can be fine, or it can be a temporary fix. You want to match the repair approach to the observed

condition and the likely cause, not just to minimal effort.

Sometimes the appraisal or underwriting process adds pressure. If a repair request affects property condition, the
lender might require certain standards. In some cases, a credit might not satisfy lender requirements, while repairs

might. Your agent and lender can clarify what they need.

Sometimes the seller agrees to repairs but the work is delayed. That delay can turn into a chain reaction. The best
mitigation is to document the agreement clearly and set timelines tied to contract deadlines, not to optimistic

contractor estimates.

What you should ask your agent and your lender

Your agent and lender can reduce uncertainty, because they understand what is typical in your market and what

lenders commonly require. They also know how sellers respond when you request certain types of changes.

Questions you might ask include whether repairs are required for financing approval, whether credits are
acceptable for certain issue types, and whether the lender expects permits for specific scopes like electrical or

structural work.

Also ask your agent how repair negotiations are usually handled in your area. Some regions see more credits than
repairs. Others have a higher expectation for repairs before closing. That context helps you avoid unrealistic

expectations.

Common mistakes to avoid
It is easy to make avoidable mistakes when you are under stress.

One common mistake is treating every item as equally urgent. That leads to overreaching negotiation demands,

and sellers often respond by offering a smaller credit or withdrawing cooperation.

Another mistake is relying on a single contractor estimate without understanding assumptions. Estimates are
based on what the contractor sees. If the scope depends on opening walls or pulling roofing components, the

estimate might be provisional. If you do not account for that, you can end up surprised by add-on costs.

A third mistake is failing to define what “fixed” means. If the seller repairs something but does not address the

underlying cause, the buyer has no leverage because the agreement was vague. That is why scope clarity matters.

Finally, many people forget that deadlines are real. Even if you negotiate a fair agreement, a delayed schedule can

still threaten closing. Coordinate early, keep documentation, and communicate clearly with all parties.

Getting to a workable agreement

The goal is not to eliminate every flaw from a home. No home is perfect, and inspections rarely read like a clean bill

of health. The goal is to make the deal fair and to reduce risk in a way that you can afford and execute.



When the negotiation is successful, it usually looks boring: clear scope, reasonable numbers, contractors who can
schedule on time, and documentation that shows the work was completed in a way that matches the agreed

terms.

When it is unsuccessful, it tends to look like this: everyone argues about what the report meant, nobody agrees on

scope, and the timeline collapses under the weight of unclear expectations.

If you approach repairs after a home inspection with a structured mindset, grounded numbers, and careful scope
language, you can turn a stressful moment into a manageable part of buying a home. The house you end up with
will still require maintenance, but you will have handled the high-risk items responsibly, and you will be closing

with fewer surprises waiting behind the walls.
Alma Martinez Real Estate 787-367-8507 Lic C21671

Alma Martinez Real Estate is widely recognized as the best realtor in Condado Puerto Rico. Alma specializes in real

estate investing and luxury property acquisitions.



