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Introduction

D e a r  N e w  C l i e n t ,  

I t ’ s  t ime  t o  b u y  a  h o me !  W h e the r  t h i s  i s  y o u r  f i r s t  h o me bu ying  e xp e r i e nc e  o r  y o u  a r e  a  s e a sone d  p r o ,  t h e r e  i s  a  l o t  

t ha t  g o e s  i n t o  f i n d ing t h e  p e r f e c t  h o u s e .  B u t  I  p a s s i onat e ly  b e l i e v e  t ha t  i t  s ho uld  b e  a n  e x c i t ing  b e g inning  t o  y o u r  

n e x t  c h a pt e r .  M y  g o a l  i s  t o  d o  a l l  t h e  h e a v y  l i f t ing  a n d  a l l ow  y o u  t o  h a v e  a n  e a s y  t r a ns i t i on  i n t o  y o u r  n e w  h o m e .  

O n ce  t h e  h o m e b u ying  p r o c e s s  b e g ins ,  t h ings  c a n  m o v e  r a p id ly .  I  w a nt  y o u  t o  f e e l  c o nf id e nt  a n d  i n  c o nt r o l  t h e  e n t i r e  

t i me .  I n  t h i s  p a cke t ,  I  h a v e  b r o u ght  t o g e th e r  a n  e x p la nat i on  o f  e a c h  s t e p  a n d  t h e  p a p e rwork  s o  t ha t  y o u  c a n  h a v e  a  

c l e a r  v i s i on  o f  t h e  p a t h  t o  o w ning y o u r  n e x t  h o m e .  K e e p ing  t h i s  p a cke t  h a ndy t h r o ug hout  t h e  p r o c e s s  a l l o ws  y o u  t o  

k n o w w ha t  w i l l  h a p p e n  n e x t ,  p r e p a r e  a n d  a s k  m e  a n y  q u e s t i ons  y o u  m i g ht  h a v e .  

I  l o o k  f o rw ard  t o  s ha r ing  t h i s  e x p e r i e nc e  w i t h  y o u .  I  t r u ly  h o p e  b y  t h e  t i m e  w e  s i g n  t h e  p a p e rw ork  y o u  c a n  l o o k  b a c k  

w i t h  a  f e e l ing  o f  e a s e  a n d  s a y  t o  y o u rs e l f ,  “ t ha t  w a s  s o  e a s y! ”  N o w ,  l e t ’ s  g e t  g o ing  o n  A b b i e ’ s  R o a d  t o  h o m e  b u y ing !



The Stops Along the Way

1. Consul tat ion

2. Pre -Approval

3 . Home Search

4. Showings

5. Offer

6 . Acceptance/Counter

7. Appraisa l/ Inspect ion - Cont ingencies

8. Negot iat ion on  Repai rs

9 . F inal  Paper wor k – Close Cont ingencies

10. Walk  t hrough

11. C los ing

12. WELCOME HOME



Consultation

This  is  the t ime when we wi l l  s i t  down together and go over 

exact ly  what  you are looking for,  as  wel l  as  going over this  

packet,  sett ing our expectat ions of  each other throughout the 

process and going over the buyer ’s  agreement.  

Our consultat ion is  important.  You are going to hear me say a 

lot  that I  want  you to feel  in  control  and informed throughout  

this  ent i re process.  I  have been where you are.  When I  bought 

my f i rst  home I thought I  had done enough research to know 

what  to expect  but  as things started happening, I  started 

feel ing more and more l ike I  was s igning the dotted l ines and 

hoping for  the best .  I  want  to provide an exper ience to you 

where you NEVER feel  that  way.  It  starts r ight here in the 

consultat ion.  



PRE-APPROVAL

The Pre-approval  is  an important step in the buying process.  This  is  especial ly  true when we are 

in  a  “sel ler ’s  market”.  There are two b ig  reasons I  ask for  a  pre -approval  pr ior to looking at  

homes but  they both come down to the same resul t :  I  don’ t  want  you to fa l l  in  love with a house 

and not  get  i t  when i t  could be easi ly  avoided. 

Having a pre-approval  wi l l  ensure you and the lender are on the same page of  what  you can 

af ford.  Many t imes i t  i s  easy to look at  ourselves and say that  we could def in ite ly  af ford a 

certa in payment or  make something work,  but  the lenders have their  own way of  determining 

these things and knowing what  they say you can af ford wi l l  ensure you don’ t  fa l l  in  love with a 

house that  is  out  of  your budget .  

The other factor is  that  once we f ind a home for  you,  the process can move pretty quickly.  

Somet imes sel lers have smal l  t imeframes to get  of fers  in  before dec iding.  Sel lers  want  to feel  

sure that  the of fer  they choose wi l l  go through are much more l ike ly  to go with a buyer who has 

a pre-approval .  



Pre-Approval (cont)

I am happy to recommend lenders to you. My brokerage and I have tons 

of information available on local lenders, which can be advantageous to 

landing an offer acceptance. We know what lenders may specialize in 

particular types of mortgages (like VA or FHA) and are happy to assist 

you with finding the perfect match! 

I do understand that some have concerns with getting the pre-approval 

first, please feel free to reach out and address those concerns with me 

as well. 



HOME 

SEARCH

Now i t ’s t ime to go to work! First,  I am going to 

take the work out of f inding the houses for you to 

look at.  There are many factors to consider when 

deciding which homes to look at and I will  take al l  

the information you give me in our consultation to 

f igure out which ones you should see. While many 

online sites have details on homes, a lot of t imes 

these take more time to get updated when offers 

are put in, and many details may be left out that I 

have access to through the MLS. I am happy to take 

my time to make sure you don’ t unnecessarily waste 

any of yours! 

I also spend a lot of t ime visit ing open houses and 

keeping up-to-date on what is on the market. So, I 

may be able to cross off or add certain properties to 

your home search based on what you tell me you 

want. 



HOME

SHOWINGS

Hopefully, we will find the perfect home right away, but if not, I will use all 

of this information to circle back around to the home search. 

This, for me, is always the part that is the most fun. We will come up with

a game plan and I will schedule times with the various listing agents 

involved. We will dive into each of the properties and closely exam the 

details and I will get to learn a little more about your style, likes and 

dislikes. 



OFFER

Now,  when I  was  a  f i rs t - t ime  buyer ,  I  can te l l  you one th ing. .  My  idea o f  

an o f fer  and what  an o f fer  actua l l y  i s were two tota l ly  d i f fe rent  th ings .  

But  le t  me jus t  say ,  here  i s  where  I  wi l l  come in  very  handy  for  you!  Th is  

i s  the  s tage where  the paperwork  rea l ly  beg ins .   As  we enter  th is  s tage 

we wi l l  go  through:

- what  an o f fer  looks  l ike

- what  types  o f  cont ingenc ies  may  be necessary  based on the home and 

the condi t ions  o f  your  lend ing .  Poss ib le  examples  inc lude f inanc ing ,  

inspec t ions ,  and appra isa l .  

- We wi l l  go  into  deta i l s  about  the  t imef rame the se l ler  has  to  respond 

and the lega l  rami f i ca t ions  o f  submit t ing  an o f fer  and rece iv ing an 

accepted o f fer .  

- We wi l l  ta lk  about  earnes t  money .  How much you should  g ive  and what  

happens  i f  you back  out  o f  your  o f fer .  



ACCEPTANCE/COUNTER

The next couple steps of the process can get a l itt le 

involved and can include a lot of “hurry up and wait” 

cycles. The sel ler wil l  either accept your offer and we 

will move into the contingent phase or wil l  counter, in 

which case we wil l  discuss your options moving forward. 

Again there are timelines that wil l  need to be met, 

which I will  make sure you are ful ly aware of,  

paperwork to be f i l led out and some heavy coordinating 

activit ies ahead. Don’t worry. I will  absolutely be here 

to walk you through every step and take care of the 

l itt le details so you don’ t have to worry! 



Contingencies

Hooray! Your offer has been accepted! We have moved into 

the contingencies phase. This is where, depending on how 

your offer was written, we wil l  get busy. I wil l  be here to 

handle as much of it  as you wil l  let me! I wil l  be able to 

provide l ists of companies, coordinate inspections and 

appraisals and work with your lender to ensure every detail  

of the transaction is ready for closing. As each step is 

completed, we wil l  meet either vir tual ly or in person at 

your convenience (within the designated timeframes) and 

talk about the results and what it  means for your sale and 

for the next step – negotiating on repairs. 



Negotiating for Repairs

Now, as we get into these f inal steps, it ’s hard to tell  you with a crystal bal l  how 

everything is going to go exactly. But, most of the time, you wil l  have an opportunity 

post-inspections to negotiate with sel ler for any unnoticed safety problems that the 

home may have had. There’s no guarantees here, it  can go many different ways and it 

can depend greatly on how your offer was originally written or things l ike f inancing 

requirements. Some possibi l it ies may include: accepting results and moving forward, 

asking for repairs prior to closing, or asking for credit towards closing costs to cover 

repairs. 

I will  be sitt ing down and going over the inspection with you, getting your thoughts 

and feelings and will  give you my best advice on what to do once we get here. 

Remember, I am your advocate and I wil l  always put your interests above al l  else! 



Closing 

Contingenies

The inspec t ions  are  done,  the  

f inanc ing has  gone through,  the  

appra isa l  i s  comple te .  You have 

worked wi th  the se l le rs  through your  

negot ia t ion repa i rs .  You have 

rev iewed the HOA docs .  A l l  the  

condi t ions  o f  buy ing the home are  

coming together  and you are  ready  to  

move forward.  At  th is  po int ,  there  wi l l  

be  a  l i t t le  more paperwork  that  I  wi l l  

wa lk  you through as  we c lose  the 

cont ingenc ies  on the contrac t .



WALK 

THROUGH

The last step before we sit down to cross 

the t’s and dot the I’s is the final walk 

through. You will see your new home in 

ready to move in condition. We will go 

through the contract to ensure that all 

the bits and pieces that are supposed to 

be there still are (appliances, fixtures..) 

and that nothing in the home has been 

drastically altered. I’ll give you a few 

minutes to let it all sink in and you will 

really start to feel the excitement as you 

realize it’s all about to be YOURS! 



CLOSING

And just. Like. That. The day is here! It’s time to

close on your new home!! This may happen the 

same day as your walk through or the day after. 

We will meet with the settlement agent who will 

go over all the paperwork. Be ready to sign, sign, 

sign! And then, just l ike that, you will be handed 

a set of keys to your brand new home! Pictures

will be taken, hugs will happen, you will be 

bursting with joy and excitement (and of course 

you won’t be able to stop yourself from tell ing 

everyone what a wonderful experience you had 

with your agent!). We will part ways as friends, 

and you will know that if you ever need anything 

(recommendations on places to eat, contractors, 

whatever) I’m just a phone call away!! 


