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Connecticut Home
Buyer's Guide

Your step-by-step roadmap to buying a home in Hartford County

Buying a home is one of the most significant decisions you'll ever make. This guide walks you through every

step of the process so you can move forward with clarity and confidence in Connecticut's competitive

market.
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Hartford County Real Estate Market

If you're buying in Hartford County, here's the most important thing to understand: this is a seller's market.

Inventory remains historically low, demand consistently outpaces supply, and well-priced homes routinely

attract multiple offers within days of listing. That doesn't mean buying is impossible — far from it. It means

preparation, speed, and strategy are what separate successful buyers from frustrated ones.

What's Driving the Market?
• Limited inventory: Active listings in Hartford County continue to run well below historical averages,

creating genuine competition for available properties.

• Strong demand from out-of-state buyers: Connecticut's relative affordability compared to

Massachusetts and New York continues to attract buyers from major metro areas.

• Rising values: Home prices across Hartford County have appreciated meaningfully over the past

several years, making homeownership a sound long-term investment.

• Wide range of price points: From single-family colonials in Farmington, Glastonbury, and Simsbury to

condos and multifamily properties in New Britain, Bristol, and East Hartford — the county offers

options at nearly every budget.

• Rate sensitivity: Buying windows can shift quickly as rates fluctuate. Being pre-approved lets you act

immediately when the right home appears.

MARKET INSIGHT

In many Hartford County towns, buyers should expect to compete. Homes priced correctly often go
under contract in under two weeks — sometimes in under 48 hours. Your preparation before you
start searching is what wins you the home you want.

Key Towns & Price Ranges
Hartford County spans 29 municipalities with dramatically different price points. Farmington, Glastonbury,

Simsbury, and Avon tend to command premium prices and attract heavy competition. Towns like New

Britain, Bristol, and East Hartford offer more accessible entry points without sacrificing location. Knowing

your target towns — and understanding their individual dynamics — is one of the most important early

decisions you'll make.
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STEP 1

Get Pre-Approved

Before you tour a single home, get pre-approved for a mortgage — not just pre-qualified. Pre-qualification is

a rough estimate based on self-reported information. Pre-approval is a verified assessment of what a lender

is willing to loan you, based on documented financials. In a competitive market, sellers won't take your offer

seriously without it.

What You'll Need:
• Last two years of W-2s or tax returns (self-employed buyers will need additional documentation)

• Recent pay stubs — typically the last 30 days

• Two to three months of bank and investment account statements

• Government-issued photo ID

• A list of current debts: car loans, student loans, credit cards

• Authorization for a hard credit pull

Understanding Your Budget
Your pre-approval amount is a ceiling, not a target. Factor in Connecticut property taxes (which vary

significantly by town), homeowner's insurance, any HOA fees, and anticipated maintenance. A standard

guideline: keep total housing costs at or below 28–30% of gross monthly income. In some Hartford County

towns, property taxes alone can add several hundred dollars per month to your cost — know the numbers

before you fall in love with a home.

PRO TIP

Get pre-approved before you start touring homes, not after. It clarifies your true budget, speeds up
your offer timeline, and signals to sellers and listing agents that you're serious.
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STEP 2

Partner with a Buyer's Agent

A buyer's agent is your dedicated advocate from search to closing. They represent your interests exclusively

— not the seller's — and are compensated through the transaction, meaning their expertise costs you

nothing out of pocket.

What a Great Buyer's Agent Does:
• Finds homes before they hit the market through their agent network and MLS access

• Provides data-backed pricing analysis so you know exactly what a home is worth before you make an

offer

• Structures competitive offers that stand out in a crowd without overpaying

• Negotiates on your behalf on price, contingencies, closing costs, and timeline

• Coordinates every moving piece from inspection scheduling to closing day communication

• Knows the local market at a granular level — by town, neighborhood, and street

WORKING WITH ZO REAL ESTATE

Buying in Hartford County means competing in a market that moves fast. At Zo Real Estate, we work
with buyers to build a clear strategy, move confidently when the right home appears, and make sure
you're never in the dark about what comes next. When you're ready to explore your options — or just
want an honest conversation about what the process looks like — reach out at zocomovesct.com.

Questions to Ask Any Agent:
• How many buyers have you represented in my target towns in the last 12 months?

• What's your strategy for competing in a multiple-offer situation?

• How quickly do you typically respond to client messages?

• Can you walk me through what happens between accepted offer and closing?
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STEP 3

Define Your Search

Before diving into listings, clarify exactly what you're looking for. In a fast-moving market, knowing your

priorities in advance prevents hesitation when a home hits the market and you need to make a decision in

24 hours.

Must-Haves vs. Nice-to-Haves
Separate your wish list into non-negotiables and flexible preferences. Non-negotiables might include school

district, minimum bedrooms, or commute radius. Flexible items might be countertop material, yard size, or

a specific town. This clarity helps your agent filter effectively — and helps you act fast when the right home

appears.

Key Factors to Work Through:
• Commute: Which highways, train stations, or remote work flexibility shapes your geography?

• School district: Even without children, school quality significantly affects long-term resale value.

• Property type: Single-family, condo, or multifamily? Each comes with different responsibilities, cost

structures, and financing considerations.

• Age and condition: Are you open to a fixer-upper, or do you need move-in ready?

• HOA fees: Many condos and planned communities in Hartford County carry monthly HOA fees —

these need to factor into your true monthly cost.

• Resale potential: Will this home be easy to sell in 5–10 years? Location and lot are permanent;

countertops can be replaced.

PRO TIP

The gap between asking price and final sale price varies meaningfully by town in Hartford County.
Your agent can pull town-specific data so your expectations are calibrated to the actual local market
— not national headlines.
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STEP 4

Making a Competitive Offer

When you find the right home, you need to move decisively. Desirable properties in Hartford County

attract multiple offers — sometimes within 24–48 hours of listing. Here's how to put your best foot forward.

What Goes Into an Offer:
• Purchase price: Based on a comparative market analysis (CMA) of recent nearby sales

• Earnest money deposit: Typically 1–2% of the purchase price; demonstrates good faith

• Financing contingency: Protects you if your mortgage falls through

• Inspection contingency: Gives you the right to inspect the home and negotiate from findings

• Appraisal contingency: Protects you if the home appraises below the purchase price

• Closing date: Flexibility here can be a significant competitive advantage

• Personal property inclusions: Appliances, fixtures, or other items you want to include

Strategies for Multiple-Offer Situations:
• Escalation clauses: Automatically increase your offer above competing bids, up to a set ceiling

• Larger earnest money: Shows financial strength and signals commitment

• Flexible closing timeline: Matching the seller's preferred timeline can tip a close decision

• Pre-inspection: Visit during the open house and bring an inspector — this can allow you to confidently

waive the inspection contingency

• Property-specific pre-approval letter: Ask your lender for a letter written for the exact home and price

— it's more compelling than a generic one

• Selective contingency waivers: Sometimes waiving appraisal or inspection is warranted, but never

without fully understanding the risks — your agent should walk you through every scenario

IMPORTANT

Waiving contingencies carries real financial risk. Never waive a contingency without a clear-eyed
understanding of what you're giving up. In a competitive market, it can be worth it — but that's a
decision to make with your agent, not under pressure at the last minute.
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STEP 5

Under Contract — Inspections & Appraisal

Once your offer is accepted, you're officially under contract. This phase typically runs 30–45 days and

includes several steps that need to happen in a specific order. Missing a deadline can put you in breach of

contract, so stay in close contact with your agent throughout.

The Home Inspection
A licensed home inspector will examine the property from foundation to roof — structural components,

electrical, plumbing, HVAC, windows, insulation, and more. Plan to attend in person and ask questions.

After the inspection, you can request repairs, ask for a price reduction, accept as-is, or (within your

contingency window) walk away. Your agent will help you evaluate what's worth negotiating versus normal

wear and tear.

Common Inspections in Connecticut:
• General home inspection (always recommended)

• Radon testing — Connecticut has among the highest radon levels nationally; always test

• Septic inspection — required if the property has a private system

• Well water testing — if the home is not on municipal water

• Oil tank sweep — older CT homes may have buried oil tanks that create liability

• Chimney inspection

• Pest and termite inspection

The Appraisal
Your lender will order an independent appraisal to confirm the home's market value. If the appraisal comes

in at or above the purchase price, you move forward. If it comes in below, you'll negotiate with the seller,

cover the gap in cash, or (with the contingency in place) walk away. In competitive markets, some buyers

agree in advance to cover an appraisal gap up to a certain amount — your agent can help you structure this.

RADON IN CONNECTICUT

CT has some of the highest radon concentrations in the country due to its granite bedrock. Always
test — even in newer homes. Mitigation systems typically run $800–$1,500 and are frequently
negotiable as a seller credit.
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STEP 6

Clear to Close & Closing Day

Getting Clear to Close
After inspections and appraisal, your lender's underwriting team finalizes the loan. They'll re-verify

employment, re-check your credit, and confirm all documentation is in order. During this period: don't

open new credit accounts, make large purchases, change jobs, or move significant money between accounts.

Any of these can trigger a re-underwrite and delay or derail your closing.

The Final Walk-Through
Typically 24–48 hours before closing, you'll walk through the property one last time. Verify agreed-upon

repairs were completed, the home is in the same condition as when you made your offer, and that all

included appliances and fixtures are still in place.

Closing Costs in Connecticut
CT buyers typically pay 2–5% of the purchase price in closing costs. This includes lender fees, title insurance,

attorney fees, prorated property taxes, homeowner's insurance (often the first year is paid at closing), and

recording fees. You'll receive a Closing Disclosure at least three business days before closing — review it

carefully and flag anything that doesn't match your Loan Estimate.

What to Bring:
• Government-issued photo ID

• Certified or cashier's check, or wire transfer confirmation for closing funds

• Any outstanding documents your lender or attorney requested

Connecticut is an attorney-closing state — a licensed real estate attorney must oversee the closing. Once all

documents are signed and funds are transferred, the deed is recorded and the keys are yours.
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Tips for Competing in a Seller's Market

• Move fast, but not recklessly. Do your research upfront so you can act within hours when the right

home hits the market.

• Know your deal-breakers in advance. Hesitation kills offers. Decide what matters most before you start

searching, not during a showing.

• Build your team early. Lender, attorney, and agent should all be in place before you start touring — not

scrambling when you find the home.

• Think about resale from day one. Location, school district, and lot are hard to change. Kitchens and

bathrooms can be updated later.

• Don't fall in love until you're under contract. Stay emotionally flexible — it's easier to make good

decisions when you're not already attached.

• Use off-market channels. Ask your agent about properties coming to market before they're publicly

listed — some of the best deals never hit Zillow.

Common Buyer Mistakes to Avoid

• Skipping pre-approval. You'll lose to any buyer who has it — every time.

• Shopping outside your budget. Falling in love with a home you can't afford is emotionally costly and

wastes everyone's time.

• Waiving inspections blindly. Especially risky with older CT homes that may have oil tanks, radon issues,

old wiring, or aging septic systems.

• Making financial moves before closing. New credit, large purchases, or job changes can kill a mortgage

at the absolute worst moment.

• Ignoring the neighborhood. Drive through at different times of day and week. A Sunday open house

shows you the best version of everything.

• Underestimating CT property taxes. Tax rates vary dramatically by town. Know the real monthly cost

before you fall in love with a price.

• Leaving yourself cash-poor after closing. Keep reserves for moving costs, immediate needs, and the

inevitable first-month surprises.

READY TO START?

When you're ready to explore your options in Hartford County, Zack O'Connor at Coldwell Banker is
here to help. No pressure, no pitch — just an honest conversation about what the process looks like
for your specific situation. Get started at zocomovesct.com.


