Buying a Home

Goals:

v'"My Duty to You

v'The Steps in the Process
v'Dos and Don’ts
v'Financing

v"What to Expect
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Homebuver’s Process
Y

Select a licensed, qualified real estate agent
Pre-qualification by a lending institution
Find the right home

. Present offer to seller

Contract acceptance by seller, Inspection

. Mortgage application and Underwriting

Final walk-through

. Close of escrow
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1. Select a licensed,
qualified real estate
agent.
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2. Pre-qualification by a lending institution

A loan status report (LSR)
just gives an honest
snapshot of what you can
afford and what you can
expect to pay every
month in principle,
interest, insurance and
taxes.
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3. Find the Right Home

1. You will have exclusive access to the Multi-Listing Service (MLS).*
2.  We will work together to narrow down your search to only the best
homes to make your search more effective.

3. We will tour the
top contenders.

4. You will have
accesstoa
personal web
portal that
allows you to
see new listings
and price
changes.

*Zillow ain’t got
nothing on this!!
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4. Present Offer to Seller

At this point, there could be:

1. A counter offer from the seller.
2. Avrejection from the seller.
3. Acceptance from the seller.
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5. Contract Acceptance by Seller; Enter Escrow;
Inspection Period

A. Present your earnest money deposit to the title
company (“enter escrow”).

B. You typically have 10 days to:

1. Conduct a general inspection of the property;

2. Conduct a termite inspection of the property;

3. Learnall you can about the neighborhood, neighbors, schools,
etc,;

4. Search public records to be certain the title is clear (the title
company does this for you);

5. Report to the seller anything you find wrong with the property
and negotiate the price, where necessary;

6. Agree to the final price.
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6. Mortgage Application and Underwriting

A. Your mortgage broker will seek a
formal loan underwriting for you.

| vuld like to

) . see your kredit
B. There will be an appraisal of the report, please!

property by the lender.

C. Verification of employment, financial
background and credit report.
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7. Final Walk-through
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This is you chance to look over
the property one last time and
make certain everything is as you
expected when you signed the
contract.

You usually do this the day that
you sign the final documents.
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8. Close of Escrow

Get your signing hand ready because now you
are going to sign closing documents:

o Title Documents
e Final Mortgage Documents

e Any other Documents to be Recorded

Now, get your keys, it’s yours!

Congratulations!
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Stuck in a Lease?

Example: Rent ends July 1st (6 months from now)

Work backwards from close of escrow.

 C(Close May 30th, 1st mortgage payment 1st of July.

* Will you get a cleaning deposit returned to you?

* Spend June painting and moving in.

e  Write offer mid to late April (4-6 week escrow period)
* Startlooking February to March

Count backwards. If...

Close May 30th No Double Payments
Close April 30th One Double Payment
Close March 30th Two Double Payments
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