
2 cups whole-wheat flour 

1 cup all-purpose flour 

1 tablespoon baking powder 

1/2 teaspoon baking soda 

1/2 teaspoon freshly ground pepper 

1/4 teaspoon salt 

2 eggs 

1 & 1/3 cups buttermilk 

3 tablespoons extra-virgin olive oil 

2 tablespoons butter, melted 

1 cup thinly sliced scallions (about 1 bunch) 

3/4 cup diced Canadian bacon (3 ounces) 

1/2 cup grated Cheddar cheese 

1/2 cup finely diced red bell pepper 

If you're tired of                 

sweet breakfast                

muffins or just looking 

for a savory                          

grab-and-go                     

breakfast, try these. 

Bake the muffins                    

on the weekend                      

and you have                                  

a quick & wholesome          

breakfast on              

busy mornings.  

Recipe Directions  

Preheat oven to 400°F. Coat 12 muffin cups with cooking 

spray. Combine whole-wheat flour, all-purpose flour, baking 

powder, baking soda, pepper, and salt in a large bowl. Whisk 

eggs, buttermilk, oil,  and butter in a medium bowl. Fold in 

scallions, bacon, cheese, and bell pepper. Make a well in the 

center of the dry ingredients. Add the wet ingredients and 

mix with a spatula until just moistened. Scoop the batter into 

the  prepared pan (the cups should be very full). Bake the 

muffins until the tops are golden brown, 20 to 22 minutes. Let 

cool in the pan for 5 minutes. Loosen the edges and turn the  

muffins out onto a wire rack to cool slightly before  serving.                    

Individually wrap in plastic and refrigerate for up to 3 days or 

freeze for up to 1 month. To reheat, remove plastic, wrap in a 

paper towel and microwave on High for 30 to 60 seconds. 

Always return the ball to the buyer’s court 

If you don’t feel comfortable countering a seemingly absurd offer, you 

can convey to the lowballer that while you appreciate the offer, you’ll 

have to pass on it. That shifts the ball to the buyer’s court to come back 

with a better offer. If pressed, your agent can always tell the buyers that 

you’re confused by their “well under listing price” offer and would be 

more than willing to entertain a figure befitting the market. You can 

ask your agent to ask for a logical reason behind that initial low offer, 

as-

Sometimes when selling a home you 

get ridiculously low offers, even if your 

home seems to be correctly priced. 

There are many reasons low ball offers 

can happen. Find a few of the reasons 

we have encountered! 



Comparable homes foreclosed or sold low 

AUGUST You might ask yourself, “What prompted a low 
ball offer” Some owners even take low offers as a 

personal insult due to the time and care they have 
put into their home. This is certainly                               

understandable because home ownership is very 
personal. Try to keep in mind that the low offer is 

not a slur on you or your home; it is simply the   
beginning point of negotiations.  Simply reject    
the low offer or counter offer with something   more reasonable and move on. 

The sub-prime market refers to home buyers with bad credit scores or those 

lacking credit history. Sub-prime borrowers generally cannot qualify for 

mainstream “prime” financing terms. Many are approved for mortgages such 

as ARMs or adjustable rate mortgages or those with a very low credit score 

may not be approved at all for a mortgage. This flood of under qualified    

buyers could cause lower offers to roll in. 

It happens quite often; an agent from one area will help a client re-locate or 

buy a second home in another area. Without firsthand knowledge of the local 

real estate market, agents sometimes assume that the new area is just like 

their own.  Maybe that agent perceives a historic neighborhood as a rundown 

area where their client could score a deal. What seems like a reasonable offer 

to the “outsider” agent can be a slap in the face to a homeowner in the know. 

Obsolescence literally means ‘the condition of no longer being 

used or useful’. In short your home is obsolete by the way it 

is constructed (functional obsolescence) or by the              

surrounding conditions (external obsolescence). There are 

many different scenarios that could cause this.                  

Perhaps your neighborhood has been re-zoned and now 

you have businesses all around your house.  Perhaps the 

front door is 15 feet off the ground and you have to enter 

through the basement. 

Out of town agent 

Obsolescence 

Sometimes home buyers just take a shot at what 

they wish they could pay for a home, hoping that 

the owner will be so ready to sell that you just 

might accept the low offer. 

Comparable homes sold low 

When you go to a real estate professional to price a 

home, they look at homes similar to yours that have 

sold to come up with an approximate “value”.  This 

is called a Comparable Market Analysis or CMA 

and is similar to what appraisers use to find the 

value of homes. If several homes around yours have 

either foreclosed or sold low, it could affect your 

homes perceived value. 

Cash buyer 

Home buyers that pay all cash instead of financing 

will expect to reap some benefits.  Because they 

have secured the funds and are not relying on     

financing, there could be fewer hoops to jump 

through during the buying process; Quicker closing 

times, less risk, and no appraisal contingencies. 

Less desirable location 

The potential home buyer may be offering the max 

amount that he or she has been approved for. 

Limit on buyers qualifications 

If the surrounding area around your home has    

become less desirable, your home will also become 

less desirable causing lower offers.  Maybe your 

home has become surrounded by rowdy renters or 

perhaps your home is in a flood plain causing      

potential home buyers to need extra insurance.   It 

is impotent to pay attention to re-zoning, school 

redistricting, and even new construction in your 

area. 

Shot in the dark 

“One thing I tell all of my sellers is that 

it doesn’t matter where a buyer starts 

with their offer... What matters is 

where they end up!” 

Selling a home can be surprisingly 
emotional. As a seller you may have 

spent years living in your house and it 
has been a refuge from the world.  

Perhaps you raised a family there or             
invested sweat and tears into                         

renovating it. Wonderful memories 
can make the house seem more like a 
treasure instead of a commodity. We 
fall in love with our homes in a way 

that we could never embrace a               
portfolio of stocks and bonds.  


