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G U I D E

Buying
The order of

BUYING
A HOME

1.

2.

3.

Get prequalified
with one of our
preferred lenders

Get set up on a
home search

Make the choice
of which house
you will buy!

4.

5.

6.

Write up a contract,
then go under
contract.

Home
Inspection

The seller will
respond to our
inspection requests

7.

8.

9.

Make sure the
lender has all of
your documents!

Check your email! You will
get emails from various
people throughout the
transaction

The appraisal will
be ordered and
turned in within a
week or so

10.

11.

12.

The title work should
be completed by the
title company.

Home stretch!

We will schedule your
final walk through and
confirm inspection
items are completed!

13.
Closing day!! Don’t
forget your photo ID,
any down payment or
money required
to close.

(must be certified funds no personal checks or cash)

*Never give out your personal
information or wire money without
checking with us first!

EARNEST MONEY: Deposit make to a seller showing the
buyer’s good faith in a transaction. Typically held in a trust
or escrow account.

DEFINITIONS

TITLE: a bundle of right in a piece of property. The title
company will provide you with the preliminary title report
to review before accepting the property.
INSURANCE: choose your home owner’s insurance and
provide the information to your lender. Be sure to gather 3
or more quotes before choosing.

LTV (Loan to Value): This is a financial term that is the ratio
of your current loan mount compared to the value of your
home. For example, if you have $80,000 on the loan for
your home that is worth $100,000, that is an 80% LTV.

CLOSING: the day you sign to take ownership of the property. This is the day you will receive your keys!

OFFER: an agreement between a buyer and a seller to
purchase real estate. Also known as a sales contract.

FRM (Fixed Mortgage Rate): interest rate that does not
change during the entire term of your loan.

P&I (Principal & Interest): principal and interest are
portion of your monthly mortgage payment that go toward
paying off the money you borrowed to buy
your home.

P&I (Principal & Interest): principal and interest are
portion of your monthly mortgage payment that go
toward paying off the money you borrowed to buy
your home.
PMI (Private Mortgage Insurance): insurance that protects
lenders from losses if a homeowner is unable to pay their
mortgage. It is required for homebuyers who make down
payments less than 20% of the home purchase price.
CD (Closing Disclosure): this is a document that in
provided at closing (or just before) that discloses all closing
costs, pro-rations and adjustments between the parties of
a real estate transaction. The CD will ultimately disclose
the total funds the buyer will need for closing or total net
proceeds the seller will receive from closing.

PMI (Private Mortgage Insurance): insurance that
protects lenders from losses if a homeowner is unable
to pay their mortgage. It is required for homebuyers who
make down payments less than 20% of the home purchase
price.
SIGNING: schedule closing as soon as your receive the OK
from your lender. This is when you will be signing for the
home. This process takes an hour.
TITLE: a bundle of right in a piece of property. The title
company will provide you with the preliminary title report
to review before accepting the property.

Budgeting to Buy a Home
Getting ready to buy a home? Be sure you’re prepared for the
upcoming fees and payments that may come up in the process.

DOWN PAYMENT
0-20%
(or as discussed with your
lender; VA doesn’t require)

EARNEST MONEY
Funds to be deposited in an escrow account
protected in the event of termination throughout the
transaction. Can be applied towards, closing costs,
down payment or however discussed
with your lender.

INSPECTION

APPRAISAL

CLOSING COSTS

An Inspection will vary
typically starting at $250+

The cost is between
$450-$795; they assess home
value and is requested by
the lender

Estimated around $5000
more or less exact amount
calculated as we get closer
to closing.

HOME BUYER

ToolKit
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ESCALATION CLAUSE:

APPRAISAL GAP:

Offering a specified amount over any
other offer up to a
set cap.

Offering to pay a specified amount of
the difference between the appraised
value and the contract price.
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POST OCCUPANCY:
Allowing the seller to stay
in the home after closing
(Max 60 days).
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3

4

EARNEST MONEY:

HOME INSPECTION

1. Goes “Hard” at Contract
(Earnest money is Non-refundable)

1. Heath and Safety Only
2. No objections below a
specific amount
3. Buy “As-Is” (Still able to
terminate after inspection).

2. Increased Amount- Offering more earnest money than requested by the seller.

7
PERSONAL LETTERS:
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SELLER CLOSING COSTS:

*Must not violate fair housing laws.

DATES/DEADLINES

Offer to cover Title Insurance
or Closing Services Fee

TREATS:

Keep them as tight
as possible.

Personalized gifts/incentives
to the sellers.

to purchase a
HOME FROM A BUILDER?

Why should I use an AGENT

The advantages of having me help you purchase a new home are the same as those
for purchasing a resale home. I can provide you with valuable insight into the new
construction industry, help you find the perfect home or home builder more quickly,
negotiate the price and terms based on the quality and amenities of the property.
The builder has a professional real estate representative who watches out for his
or her best interests, and you need and deserve the same expert representation
watching out for yours.
Buying a new home is a little more difficult and time-consuming than buying a resale
home. We can guide you through this process.
It is very important that your interests be professionally represented when you are
entering into a contract for a semi-custom or a build-to-suit home. These transactions
are complex and the contract details must be exactly in order to protect you and to
ensure that you get exactly the home you want!

CAN YOU
REPRESENT ME IN A
FOR SALE BY OWNER
SITUATION?

Yes!

A homeowner trying to
sell his home himself is
usually doing so in hopes
of saving some money
by not paying the listing
commission.

MAKE SURE THE BUILDER KNOWS
YOU’RE WORKING WITH A REAL ESTATE
Many builders will require that you give up your right to representation if you visit
their model homes without an agent on the first visit. Therefore, please call us if you
would like to look at some model homes, so you are given the representation you
deserve! The builder will pay the buyer’s agent’s fee just like the seller pays in other
real estate transactions.
If you happen to be out driving and see a model home that you want to check out, give
them a copy of my business card and fill out their “registration” form with your name
and ours. Call us right away and tell me if their homes interest you so we can discuss
the benefits of that particular builder and community.

Like any other transaction I
can help you negotiate the
terms of an offer, order a
title commitment, arrange
for an inspection and
closing.

Many times a homeowner
will work with an agent,
even though his home
is not listed, if an agent
brings him a buyer.

If you should see a home “For
Sale By Owner” and want the
advantages of my services,
please allow me to contact
the homeowner and set the
showing appointment.

T Y P ES O F T UR B UL E N CE
BUYER

• Does not tell the truth on loan application
• Has recent late payments
• Loses job
• Income verification or employment verification doesn’t match application
• Buyer makes a large purchase on credit before closing
• Divorce
• Gift donor changes mind
• Interest rate increases or loan program changes points and fees
• Child support not disclosed
• Can’t verify 2 year employment for self employed
• Borrower switches job with probation period
• Borrower dies
• Buyer comes up short on money for closing
• Buyer does not have “good funds” at closing-brings personal check

SELLER

• Loses motivation to sell

• Doesn’t cooperate with inspectors or appraisers
• Removes property from home included in sale
• Cannot clear up liens
• Does not disclose material facts during sale as they occur
• Does not own 100 % of the property
• Delays move out
• Does not complete inspection items
• Goes into foreclosure during sale

REALTOR

• Does not get contract to lender on time
• Inexperienced in this type of sale
• Takes time off during sale without having someone monitoring contract deadlines
• Doesn’t communicate
• Writes offer with unqualified buyer

LENDER

• Does not properly pre-qualify buyer
• Does not initiate file in timely manner with underwriting
• Does not adjust for market rate variables until last minute
• Last minute underwriting demands
• Does not fund loan at closing

TITLE

• Fails to properly research liens and ownership
• Fails to disclose covenants, easements, or any other title discrepancies
• Fails to do a name search for IRS liens
• Does not prepare documents in timely manner for lender approval

PROPERTY

• Well or septic not approved with state or county regulatory agencies

• Property is uninsurable
• Property is incorrectly zoned for buyer’s intended usage
• Structures build in easements or encroach on neighboring lots
• Unique structure and not easily financed or appraised with the norm for the area
• Catastrophic event destroys property

TRANSACTION MANAGEMENT
We Are 1
Transaction 2
Managers!
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Manage all details of your real estate
transaction on a consistent basis.
Make sure all the terms and conditions
of your Contract to Buy and Sell are
fully met or addressed timely and
properly.
Stay on top of all other matters to be
sure your real estate transaction
closes in a timely fashion and with
as little stress as possible.

Introducing...
Jennifer Russ
Jennifer@SelectClosings.com

Transation Coordinator
with select closings

NAVIGATION INSIDER

Exclusively for Clients & Referral Partners
E V E NTS

DROPS

Annual client appreciation events

Fun little gifts dropped right at your door.

O F FERS

R EP O R T S

TO G E TH E R

EVA L UAT I O N

Each month you will receive a special offer form a local
business. WE want to help you get to know and enjoy
some of the best spots in and around town!

Need an electrician, dog sitter, landscaper or mobile
mechanic? Just reach out to us. We love to connect
your needs to the right people.

What’s going on in the real estate market? We will send you
the answer monthly. It’s a great way to keep you up to date
on the market in your area along, options on if you wish to
refinance or even rent your home in the future.

What’s my home worth!? Just ask and we’ll do a quick market
analysis of your homes current value. There’s no charge or
obligation. Our analysis will be much more accurate than
Zillow – we promise.

Ask us for recommendations on all servcies, including but not
limited to Lenders, Inspectors, and so much more!

