
Patrick's 10 Deal Breakers: 
When to Walk Away from 

a Home Deal in NJ 
 

Save Yourself $50K+ in Regrets – Know When to Say NO 
 

Why Walking Away Matters in New Jersey 
New Jersey buyers have strong legal protections to back out at several points in the process. 
Use them wisely. 

Key windows: 

●​ Attorney Review (Days 1–3): You can walk for ANY reason and keep your deposit (as 
long as your attorney disapproves in writing within the period). 

●​ Inspection Period (around Days 7–10): Major issues = renegotiate or exit under your 
inspection contingency. 

●​ Financing/Appraisal (around Days 15–25): Low appraisal or loan denial can protect 
you if you have a financing contingency. 

 

1. Home Inspection Reveals Major Issues 
Big red flags: 

●​ Roof with less than 5 years of life left (often $15,000–$30,000 to replace). 
●​ Foundation cracks or shifting ($20,000–$100,000+). 
●​ Significant mold or chronic water intrusion ($10,000–$50,000 to remediate). 
●​ Outdated or unsafe electrical (knob-and-tube, aluminum wiring). 
●​ HVAC system past useful life (often 15+ years, $8,000–$15,000 to replace). 

NJ‑specific nightmares: 

●​ Underground oil tank leak (common in older NJ homes): environmental cleanup can 
run from tens of thousands to well into six figures. 



●​ High radon levels (NJ has elevated radon in many areas): mitigation is usually 
manageable, but refusal to address is a red flag. 

●​ Failing septic system in non‑sewered areas: replacement can be extremely costly. 

If the seller won’t reasonably repair or credit for major health/safety/structural issues, it’s usually 
smarter to walk than to inherit a money pit. 

 

2. The Appraisal Comes In Low 
The appraisal is what your lender uses to decide how much they’ll lend. If it’s lower than your 
contract price, you now face: 

●​ Overpaying for the home. 
●​ Bringing extra cash to closing to cover the “appraisal gap.” 

Example: 

●​ You offer $450,000. 
●​ Appraisal comes in at $420,000. 
●​ The bank lends based on $420,000, not $450,000. 

Unless the seller agrees to drop the price to the appraised value (or very close), paying 
significantly above appraisal is risky. If you can’t negotiate it down and don’t want to bring more 
cash, walking away under your appraisal/financing contingency protects you. 

 

3. Title Search Reveals Serious Issues 
A clean title means: 

●​ The seller actually owns what they’re selling. 
●​ There are no surprise liens, judgments, or ownership disputes attached to the property. 

Red flags: 

●​ Old liens or judgments that aren’t clearly resolved. 
●​ Boundary disputes or encroachments. 
●​ Unrecorded easements or strange access rights. 
●​ Missing heirs or questions about the chain of title. 

In New Jersey, your attorney and title company will flag these. If they can’t be cleaned up before 
closing, you’re better off walking away than stepping into a legal mess. 



 

4. Unpermitted Work and Code Problems 
Common examples: 

●​ Finished basements without proper egress. 
●​ Additions built without permits. 
●​ Structural changes done “off the books.” 
●​ Prior oil tank removal with no paperwork or inspections. 

Consequences can include: 

●​ Fines from the municipality. 
●​ Being forced to rip out or redo work to meet code. 
●​ Difficulty refinancing or selling later. 

If the seller refuses to legalize the work, get permits, or correct unsafe conditions before closing 
(or give a serious credit), walking is often the safer move. 

 

5. Insurance Is Declined or Too Expensive 
You can’t close with a mortgage in New Jersey without a valid homeowner’s insurance policy 
starting on day one. 

Problems to watch for: 

●​ Multiple insurers decline to cover the property (often due to roof age, prior claims, or 
certain risks). 

●​ Quotes come back far higher than you expected (for example, flood insurance in certain 
FEMA zones or properties with prior water/fire losses). 

If insurance costs push your total monthly housing expense over what you planned—or you 
simply can’t get coverage at all—this is a legitimate reason to walk away before you’re locked 
in. 

 

6. The Neighborhood or Location Raises Red Flags 
You’re not just buying a house; you’re buying into a street, a block, and a town. 



Visit at different times: 

●​ Morning rush hour. 
●​ Evenings and weekends. 
●​ Late at night 
●​ Heavy rainstorm if possible 

Things that should make you think twice: 

●​ Constant noise (highways, trains, airports, bars). 
●​ Visible signs of ongoing crime or heavy police activity. 
●​ Evidence of frequent flooding or standing water. 
●​ Planned major developments that could change the character of the area. 

You can renovate a house. You can’t renovate a neighborhood. If the area doesn’t feel right—or 
future plans look bad—listen to that and move on. 

 

7. HOA or Condo Red Flags 
For condos and some townhouse communities, your attorney will review association 
documents. 

Walk‑away triggers can include: 

●​ Very low reserves (a sign of future special assessments). 
●​ Ongoing or threatened litigation involving the association. 
●​ Major special assessments already voted on or likely. 
●​ Monthly fees so high they wreck your budget. 
●​ Rules that conflict with your lifestyle (no pets, strict rental bans, etc.). 

If the association’s finances or rules don’t support your long‑term plan, it’s better to find a 
healthier building or community. 

 

8. Your Financing Falls Apart 
Sometimes this is the buyer’s fault (taking on new debt, changing jobs mid‑process). Sometimes 
it isn’t (lender underwriting changes, income documentation issues). 

Either way: 



●​ If your loan is denied despite reasonable good‑faith efforts, your financing contingency is 
there to protect your deposit. 

●​ Don’t try to “force” a deal if the financing structure becomes unsafe for your budget. 

If the only way to close is to stretch far beyond your comfort level, walking away will usually hurt 
less than trying to carry an unsustainable payment. 

 

9. Seller Won’t Disclose or Cooperate on Serious Issues 
In New Jersey: 

●​ Sellers are expected to complete a property condition disclosure form honestly. 
●​ Your attorney can use attorney review and inspection periods to address problems. 

Big trouble signs: 

●​ Seller refuses to answer reasonable questions about condition or history. 
●​ Seller won’t provide basic documentation (permits, warranties, service records). 
●​ Seller insists on strictly “as‑is” despite clear major issues. 

If a seller will not be transparent or work in good faith on legitimate concerns, that’s often your 
cue to walk. 

Sometimes the seller didn’t live in the home (i.e. inherited home), so they honestly might not 
know too much about the home. That’s why you have it inspected. 

 

10. The Numbers Don’t add up OR Your Gut Doesn’t ‘Feel’ 
Right 
When EITHER fails, it's time to walk away. 

Numbers don't work: 

●​ Total housing costs >28% of gross income 
●​ No emergency fund left after closing 
●​ Counting on "perfect conditions" to make payments 
●​ Insurance quotes increase your budget expectations 

Gut doesn't feel right: 

●​ Losing sleep over the decision 



●​ Constant second-guessing after sleeping on it 
●​ Seller pressure tactics or agent conflicts 
●​ Ignoring obvious red flags to "just get it done" 

The rule: If the math is shaky OR your instincts scream "no," walk away. 

Better to lose a house than lose your financial peace of mind. 
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