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804.937.2442 | CJeweLL@VAHouSINGMARKET.COM

SERIOUS ABOUT YOUR REAL ESTATE NEEDS




WORK WITH AN AGENT

PREPARE  FINANCES

GET PRE-APPROVED

START HOME SHOPPING

MAKE AN OFFER

ORDER AN INSPECTION

NEGOTIATE FINAL OFFER

APPRAISAL ORDERED

SCHEDULE THE MOVE

CLOSING DAY
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YOUR REALTOR"

MEET GHRIS

Chris attended Moseley Flint school of Real Estate
in 1990, then chose to pursue a career in
Pharmaceutical manufacturing at AH Robins a
year later. Understanding the value of real estate,
he purchased his first home at the age of 2I. In
2000, Chris revisited a potential real estate career,
passing the licensing exam on his first try and
beginning to sell in November of 2000.

After just under 3 years of working on his sales ability, marketing skills, and
customer base, Chris was able to leave the pharmaceutical world and pursued
his dream of selling real estate full time. In February of 2005, he partnered with
a local real estate investor and started his company Corner Lots LLC. Corner
Lots would be his vehicle into flipping, developing, and building real estate.

Since 2000, Chris has successfully marketed or sold real estate in Charles City,
Chesterfield , Dinwiddie, Hanover, Henrico, Louisa, New Kent, and Petersburg.
Growing up in Eastern Henrico County, Chris and his wife Kathy both are Varina
High School graduates. After high school, Chris went on to coach Sandston
baseball and football, and then transferred to Varina recreation for baseball. As
his sons grew older, Chris then went on to coach John Rolfe baseball and
wrestling in the early to mid-2000’s. Chris has two adult children who graduated
from VCU business school and live in the Richmond area. Chris currently
resides in Eastern Henrico County with his wife of 25+ years, and has recently
welcomed his first grandchild.




@ WorkiNg WiTH AN AGENT

Purchasing a home is one of the most significant
purchases you will ever make. It is imperative
that you have an experienced real estate agent
representing your sole interest in the buying
process. Your agent's responsibility will be to:

1.Educate you on the process of buying your
new home

2.Find you the home that fits your lifestyle and
budget

3.Prepare and present all paperwork
throughout the transaction

4. Protect your interests from start to finish

5.Hand you the keys to your new home

Pre-Approval Letter

A letter from a lenderindicating
you qualify fora mortgage of a
specific amount.

Thisis acritical step in today's
competitive market.

Meortgage Rate

3 The interest rate you pay to borrow
4 moneywhen buying a home.

" The lowerthe rate, the better.

Appraisal
Report highlighting the estimated

value of the property completed
by a qualified third party.

Lenders rely on appraisals to validate
a home'svalue and ensure they're not
lending more than the home is worth,

Equity
The value inyour home above

) Contingency

Closing Costs

The fees required to complete
the real estate transaction.
Paid at closing.

Ask your lender for a complele list of
closing cost items, including points,
taxes, tille insurance, and more.

Credit Score

A numberranging from 300-850
that's based on an analysis of
yourcredit history.

Helps lenders determine

the likelihood you'll repay

future debts.

the total amount of liens against
yourhome.

With current home price
appreciation, many homeowners
are realizing they have more equity
than they thought and they're using
it to move.

Down Payment

Down payments are typically
3-20% of the purchase price of
the home. Some 0% down
programs are also available.

Ask yourlender for
more information,

A provision in a contract
requiring certain acts to be
completed before the contract

is binding.

In today’s highly compelitive market,
some buyers are minimizing
contingencies to make their offers
seem more appealing.

Affordability

A measure of whether someone
earns enough to qualify fora

* loan on a typical home based on

the most recent price, income,
and mortgage rate data.

Today's low morigage rates and
increasing wages offset rising
prices, making homes affordable
for buyers.




@ PREPARE. FINANCES

HOW MUCH HOUSE CAN YOU COMFORTABLY AFFORD?

Mortgage lenders recommend you do not buy a home that is more than 3 to 5 times your annual
household income. If you are not purchasing a home with cash, you will need a mortgage pre-
approval provided by your mortgage lender. A lender will work with you to get a loan that meets
your needs. Some buyers are concerned with keeping their monthly payments as low as possible,
others want to make sure that their monthly payments never increase.

CHECK YOUR CREDIT

A mortgage requires a good credit score. You can improve your score by:

e Paying down credit card balances

e Continuing to make payments on time

e Avoid applying for a new credit card or car loan until you have been approved
e Do not close any credit accounts during this process

e Avoid making big purchases until you have been approved

e |f possible, avoid job changes until you have been approved

SAVE CASH FOR A DOWN PAYMENT & OTHER EXPENSES

In order to make your dream of buying a home a reality, you will need to save cash for your
down payment, earnest money, closing costs, home inspector, & appraisal.

e A Down Payment is typically between 3.5% & 20% of the purchase price

e Eamest Money is money you put down to show you're serious about purchasing a home. It's
also known as a good faith deposit.

e Closing Costs for the buyer run between 2% & 5% of the loan amount

e A Home Inspection costs can range from $300-$800

® An appraiser costs can range from $400-$600




Being pre-approved, unlike being pre-qualified, means you've actually
been approved by a lender for a specific loan amount. You will need
to provide documented financial information (income, statements,
assets, debt & credit reports etc,) to be reviewed & verified by the
lender.

NcoME QUALIFICATIONS

QUALIFYING INCOME
W-2 Income/Salary

Income from part-time jobs
Income from a second Job
Overtime & Bonuses
Seasonal jobs
Self-employed Income

PRE-QUALIFIED

Offers a general estimate of the

loan amount you can qualify for.

Provide basic information to the
mortgage lender, but not
financial history.

Makes realtors and sellers
suspect that you're just a
window shopper.

Pre-qualification isn't strong
e?fough to support a contract or
offer.

The process can be done either
online or over the phone.

NON-QUALIFYING INCOME

Income from the lottery
Gambling
Unemployment pay
Single bonuses
Non-occupying co-signer income
Unverifiable income

Alimony & child support (Documentation required) Income from rental properties

PRE-APPROVED

Offers a specific loan amount
for which you've been
approved.

Provide important details such
as financial and employment
history.

Has a better reputation, and
let's realtors & sellers know
you're serious.

Pre-approval is often required
before a contract can be
signed.

The process can be done either
online or over the phone.

NEEDED DOCUMENTS

W2'S FROM THE PAST 2 YEARS
3 MONTHS WORTH OF PAY-STUBS
BANK STATEMENTS (PAST 3 MONTHS)
PREVIOUS 2 YEARS OF TAX RETURNS
LIST OF YOUR DEBTS & ASSETS
DIVORCE DECREE
ADDITIONAL INCOME DOCUMENTS
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@ START HOME SHOPPING )

START TOURING HOMES IN YOUR PRICE RANGE

Time to start shopping! We will take notes on all the homes we visit. It can be hard
to remember all the details of each home, so take pictures or video to help you
remember each home, and review the notes you have written. Once we have found
THE house for you, we will present an appropriate offer based off of recent sales
and current buyer activity in the area, as well as the value of the property in it's
current condition. Negotiations may take place after the offer is presented.

| will set you up on a search alert that will email you anytime that a home is listed
within your search criteria. You can view the homes and decide which ones that you
like and | will then set up a time for us to go see the home. During this process it is
key that we work together. You may find something outside of my search alerts, and
that is fine! Just send me the address and | will get more information over to you
once | look it up!

You can view homes on Zillow, Realtor.com, and agent websites, but please keep in
mind that they are not always up to date. Some of those homes may still be showing
they are for sale, while they may actually be under contract.
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TIP
EVALUATE THE NEIGHBORHOOD AND SURROUNDING AREAS:

e Are the surrounding homes well maintained? |~
eHow much traffic is on the street?
e|s it conveniently located to schools, shopping, restaurants, & parks?

eHow long would your commute to work take?



Pur YouR Best Foor Forward

We will work together to discuss your options and create
your very best offer. Depending on the circumstances,
you may have only one chance to make a good
impression.

Pur Down A Hearwy EArnesT Deposit

A large earnest money deposit shows the seller you are
serious

Ot Tass

A transaction that is not dependent on receiving loan
approval is more attractive to a seller

“SHORTER  INSPECTION PeRions

Try shortening the inspection period to 10 days

Many sellers prefer to close within 30 days.

EORRPROES iy

AFTER YOUR SUBMT AN OFFER THE SELLER COULD ACEPT, DECLINE. OR COUNTRR YOUR

OFFER A COUNTER OFFER 1S WHEN THE SELLER OFFERS YOUR DFFERENT TERMS. IF THS
HAPPENS. YOU CAN ACCEPT THE CDUNTER OFFER. DECLINE THE COUNTER OFFER. OR
COUNTER THE OFFER. YOU CAN NEGOTIATE BACK AND FORTH AS MANY TIMES AS NEEDED
UNTL YOU REACH AN AGREEMENT OR SOMEDNE DECIDES TO WALK AWAY. WHEN YOUR
OFFER 5 ACCEPTED, YOU WILL SGN THE PURCHASE AGREEMENT AND THEN YOU WILL
OFFICALLY BE UNDER CONTRACT. THIS PERIOD TME IS CALLED THE CONTINGENCY PERIOD.
ELSE BUILD INTO THE PURCHASE AGREEMENT




ORDER A HOME INSPECTION

APPRAISAL ORDERED

YOUR LENDER WILL ARRANGE FOR A THRD PARTY APPRASER TO PRIVIDE AN INDEPENDENT
ESTIMATE OF THE VALUE OF THE HOUSE YOU ARE BUYNG. THE APPRASAL LETS ALL
PARTES INVOLVED KNOW THAT THE PRCE 1S FAR THE LOAN FLE THEN MOVES ON TO THE
MORTGAGE  UNDERWRITER

F APPROVED YOU WILL RECEVE YOUR FINAL COMMITMENT LETTER THAT INCLUDES THE FINAL
LOAN TERMS & PERCENTAGE RATES.
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AFTER THE HOME INSPECTION IS COMPLETED YOU WL BE PROVDED WITH A DETALED
REPORT OF YOUR HOME. AT THS PONT WE WILL REVIEW THE REPORT AND DECDE WHAT
WE WOULD LKE TO ASK THE SELLER TO

FX
ISSUES TYPIALLY ARSE AFTER THE HOME INSPECTIN. AND THOSE ISSUES TEND TO RESULT
IN ANOTHER ROUND OF NEGOTIATIONS FOR CREDTS OR FIXES.

CAULKING. OR A LEAKY FALCET CAN EASLY BE FOED. REPARS ARE STAL UP
NEGOTITION AND PERHAPS A SMALL CREDT WOULD HELP WITH
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CONTRACT TERMS:

VERIFY THE SETTLEMENT DATE ON THE CONTRACT. FOLLOW UP WITH YOUR AGENT TO ENSURE
THE DATE IS ON TRACK THIS WILL HELP YOU GAUGE WHAT DATE TO SCHEDULE YOUR Bl
MOVEl YOU TYPICALLY WILL RECENVE KEVS AT CLOSING UNLESS SPECIFIED OTHERWISE.

Scheoute Your Crosing FiRsT:

|F POSSIBLE, DONT TRY T0 CRAM YOUR CLOSING INTO A TINY LITTLE TIME SLOT BECAUSE
YOU'VE ALREADY SCHEDULED MOVERS. WITH A DECISION AS LARGE AS BUYING A HOME, AND
WITH SO MUCH PAPERWORK TO HANDLE. YOU DONT WANT TO RUSH AND MISS SOMETHING
IMPORTANT. TAKE YOUR TIME. FIGURE OUT WHEN CLOSING WILL BE AND ONLY THEN,
SCHEDULE YOUR MOVE.

PREPARE 10 INITIATE UTILITIES:

MAKE SURE TO CONTACT THE UTILITY COMPANIES APPROXIMATELY

|2 WEEKS PRIOR TO CLOSING TO HAVE UTILITIES PUT IN YOUR NAME. HERE IS A LIST YOU
MAY NEED TO TRANSFER OR INITIATE:

(] ELectric

(] CaBee / Wi
] StweR

() WaTER

[ TRASH

(] Gas

YOUR REAL ESTATE AGENT SHOULD BE ABLE TO HELP YOU FIND LINKS TO EACH COMPANIES
WEBSITE IF YOU ARE NEW TO THE AREA. MOST PLACES WILL ALLOW YOU TO SUBMIT
CONNECTION REQUESTS ONLINE. SOME MAY REQUIRE MAKING A PHONE CALL.
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CLOSING DAY
Closing is when you sign ownership and insurance paperwork and you receive your
new home's keys! Typically, closing takes four to six weeks.

CLOSING DISCLOSURE

Lenders are required to provide you with a closing disclosure at least three days
before closing. This will show you what your final loan terms and closing costs will
be. You will have three days to review the statement. This is done to ensure that
there are no surprises at the closing table. If there is a significant discrepancy
between the loan estimate and the closing disclosure, we must notify your lender
and title company immediately.

FINAL WALK THROUGH

We will do a final walk through the home within 24 hours of closing to check the
property's condition. We will make sure any repair work that the seller agreed to
make has been done.

CLOSING TABLE
Who will be there:
e You!
e Your agent
» A title company representative or attorney

You will be signing lots of paperwork so get your writing hand warmed up! Some of
the papers you will be signing include: the deed of trust, promissory note, and other
documents

CLOSING COSTS

Closing costs can vary depending on your home'’s purchase price and where you are
located. You can generally expect your closing costs to be around 3% to 4% of the
home’s sales price. These closing costs can sometimes be shared with the seller.

BRING TO CLOSING
e Government-issued photo ID
¢ Funds to close or proof of wire

RECEIVE YOUR KEYS
Congratulations! It was a lot of hard work but you are now officially homeowners!!
Time to throw a party and get to know your new neighbors!
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