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GUIDE



Our mission is to support our clients and agents in achieving their goals, whatever

they may be. We are dedicated to making meaningful contributions to our community

through our outreach efforts.

At our brokerage, financial gain is not our sole objective. We prioritize fair dealings

with our clients and avoid placing them in situations that may negatively impact

them in the long run. We are not afraid to engage in difficult conversations to find

mutually beneficial solutions.

We have a culture of adaptability and resourcefulness, with a firm commitment to

problem-solving. We hold our agents accountable and strive for excellence in all

aspects of our work. With a team of licensed agents, we ensure that our clients

receive the attention and assistance they need.

We take a holistic approach to agent development through our apprenticeship

program, equipping them with the skills and knowledge they need to become

successful full-time agents. Our focus is on creating long-term relationships with

our clients, and we are dedicated to helping them achieve their goals.

As a team, we are committed to continuous growth and improvement. We provide

coaching and training to our agents to enhance their skills and knowledge, ensuring

that we always provide the most up-to-date information to our clients. Networking

and collaboration are integral to our approach, allowing us to stay ahead of

market trends and provide exceptional service to our clients.

WHO WE ARE

Service

Transparency

Agility

sustainability

hardworking



MATTHEW
SOTO

BUILDING LIFELONG CONNECTIONS

Matthew is a licensed agent with a proven track record of helping numerous clients with selling, buying,

investing, and building homes. He places a strong emphasis on building rapport with his clients, earning their

trust, and fostering long-term relationships. As a result, his business has thrived on a foundation of strong

referrals from satisfied clients.

Matthew is recognized as a selfless leader and a natural entrepreneur, possessing a keen instinct for

identifying opportunities in the real estate market. He is deeply committed to serving his community and

prioritizes family values in his approach to business. His unwavering dedication to service has enabled him to

establish lifelong connections with everyone he serves.

"I strive to deliver exceptional customer service

and professionalism to all our clients in hopes to

set the example for my kids when they grow up and

continue my legacy. My experience has taught me

to always put my client's best interest first by

providing clear communication, honesty, and

transparency throughout our relationship in real

estate. I believe home is where your heart is and

for that reason I LOVE what I do!" 

-Matthew Soto



OPERATIONS
TEAM

Diana Soto Sarah Kugel

Diana is an experienced- Operations Manager

with over 10 years of corporate system

management experience. She plays a crucial

role in the smooth functioning of the office

and assists agents with their daily tasks.

Diana has recruited and trained numerous

agents on what it takes to succeed in today's

market.

Diana's focus is on managing the financial

aspects of the business and overseeing her

personal investment portfolio. Her

contributions have been instrumental in the

growth and success of the Let's Grow team.

Sarah is our Transaction Manager and

document queen. She keeps all of our

transactions moving forward. sarah says

that She has always had a passion for real

estate, but didn't know how to fit her skill

set into the industry. After meeting with our

team, she learned the role of transaction

coordination and the rest is history. Sarah

has been with the team since 2019 and is an

invaluable asset to the team, helping manage

all things behind the scenes.



CLIENT
TESTIMONIALS

One of the best one-stop places when you are home shopping.

Matt and his team were exceptionally helpful and

understanding in every possible way. With the way the

market is, Matt and his team were able to assist us in finding

a home. Communication was great whenever we needed

anything or had a question, he was there for us. We admire

his patience and knowledge as a realtor and friend. We

recommend Matt and the team to help you locate your new

home.- Tony Aguilera

Matthew Soto made our home purchase experience excellent.

His patience and professionalism were extraordinary. We

initially purchased a new home , then had to back out of it due

to unreasonable restrictions. Matthew handled the

cancelation, including getting our earnest money refunded. He

then guided us to another home that fully met our

expectations and expedited the purchase so we only lost a

week in the transition. Matthew is a 10 in my book. - John Ivey

Matt and his team are fabulous. They are very professional

and extremely responsive. The communication is frequent,

clear and concise. Matt is always looking out for our best

interest. We highly recommend you use Matt and his team for

selling and / or buying a home. - deb ready (remote closing)



05
offer accepted!  schedule

inspections:

once the offer is accepted, you will

schedule the home inspection &

inform the lender to schedule

appraisal. you'll submit any

additional documents to the lender

BUYERS TIMELINE
01
Consult with Agent:

Meet with your agent to

discuss goals, timeline, and

wants & needs for your

home

02
get pre-approved:

meet with a lender to submit a

loan application to receive a

pre-approval letter & start the

underwriting process

03
shop for a home:

with pre-approval in hand

and a price range

determined, you're ready

to start shopping and

touring homes!
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04
write a strong offer:

your agent will submit a

strong offer and follow

up with listing agent to get

the offer accepted 

06
amendments & final approval:

negotiate any repairs or credits

if necessary, and wait for

lender to give final approval.

once clear to close, lender

submits closing docs to title

07
Final Walk Through:

you & your agent  will

schedule a final walk

through before closing to

make sure the home is the

same it was at the first

showing and any repairs are

completed

08
Closing Day:

Attend closing and sign closing

documents, & pay closing costs

09
Closed and Funded:

Once funds have been

received from the lender

to title, the agent will

coordinate getting the

keys for your new home!



KEY
OBJECTIVES

THE RIGHT HOME AT THE RIGHT PRICE

EDUCATION

CUSTOMER SERVICE

sometimes the excitement of shopping for homes makes it difficult to remember your goals. Your agent will make sure

the homes are what you want and need!

we want to always ensure that our buyers feel confident in their home purchase by educating them in the home buying

process and all their options

Making the process of buying your home a stress-free experience



TIPS TO
CONSIDER
FIXER UPPER VS. TURNKEY

buying a fixer upper means some sweat equity, while

a turnkey usually means no work but at a premium

price

LOCATION

the location cannot be changed. check the street,

neighborhood, schools, amenities, nearby shops, etc.

LAYOUT

when touring a home, look out the windows to see

the view and make note of the floorplan layout. 

FUTURE DEVELOPMENTS

check city planning for any new developments

planned near the home that would affect privacy

and traffic

TAXES, DUES, AND FEES

Do not overlook the property taxes,  factor in any

planned community HOA and homeowner’s insurance.

For condos, review recent meeting minutes, HOA

financials, and condo documents.



APPRAISAL: Report highlighting the estimated value of the property completed be a qualified
third party. Lenders rely on appraisals to validate a home’s value and ensure they’re not
lending more than the home is worth.

CLOSING COSTS: The fees required to complete the real estate transaction. Paid at closing.
Ask your lender for a complete list of closing cost items including points, taxes, title
insurance, and more.

CREDIT SCORE: A number ranging from 300-850 that’s based on an analysis of your credit
history. Helps lenders determine the likelihood you’ll repay future debts.

DOWN PAYMENT: Down payments are typically 3-20% of the purchase price of the home. Some
0% down programs are also available. (Ask your lender for more information.)

MORTGAGE RATE: The interest rate you pay to borrow money when buying a home. The lower
the rate the better.

PRE-APPROVAL LETTER: A letter from the lender indicating you qualify for a mortgage of a
specific amount.
This is a critical step in today’s market.

CONTINGENCY: A provision in a contract requiring certain acts to be completed before the
contract is binding. In today’s highly competitive market, some buyers are minimizing
contingencies to make their offers more appealing.

AFFORDABILITY: A measure of whether someone earns enough to qualify for a loan on a
typical home based on the most recent price, income and mortgage rate.

EQUITY: The value in your home above the total amount of liens against your home.
With current home price appreciation, many homeowners are realizing they have more equity
than they thought and they’re using it to move.

KEY TERMS



GET YOUR CREDIT REPORT

www.annualcreditreport.com

 

OBTAIN YOUR FICO CREDIT SCORE

 

MONITOR YOUR CREDIT

 

ATTACK YOUR DEBT

 

SAVE MONEY

 

SWITCH TO AUTOMATIC BILL PAY

1 YEAR OUT



 4-6 MONTH OUT

RESEARCH HOME OWNERSHIP COSTS

 

HONE YOUR SAVINGS STRATEGIES

 

REDUCE YOUR CREDIT UTILIZATION

 

DON’T OPEN OR CLOSE ANY ACCOUNTS

 

LOOK INTO POTENTIAL MORTGAGE RATES

UNDERSTAND THE EFFECT ON MORTGAGE SHOPPING

HAS ON YOUR CREDIT SCORE

 

GET APPROVED FOR A MORTGAGE IN ADVANCE

 

RESEARCH NEIGHBORHOODS



 THINGS TO AVOID AFTER
APPLYING FOR A MORTGAGE

don't change bank accounts

don't apply for new credit cards or

close any credit accounts

don't  make any large purchases

don't  co-sign loans for anyone

DON’T DEPOSIT CASH INTO YOUR BANK ACCOUNTS BEFORE 

SPEAKING WITH YOUR BANK OR LENDER



Option Money

To the seller to hold your home so you can complete inspections, etc. 

Usually between $100 and $250.

 

Earnest Money

Up-front deposit later applied to your closing costs, sent to the title company. 

Usually 1% of the contract

 

Inspection

Home Inspections during option period -take a few hours. Can cost up to $500.

 

Down Payment

The amount of money a buyer pays at closing to fund a home purchase, ranging 3% (FHA) to

20% (conventional). Usually paid via cashier’s check or wire transfer and paid at closing.

 

Closing Costs

Include escrow fees, attorney fees, possible survey fees, and document preparation fees.

 

Appraisal

The mortgage company will require one before lending on the home. 

Typically appraisals are $400 -$700.

 UPFRONT COSTS OF BUYING

It is very important to be prepared for the costs you will pay upfront when going

under contract for a home. these will require the cash on hand.



Thank You for serving our communities!

 
let's grow Heroes is an exclusive Real Estate Savings Program designed to give back to our Local Heroes who make

our communities a better place to live. This program offers real savings from our real estate professionals and

other local business partners.

 

Your Heroes can save thousands when buying or selling a home through our let's grow Heroes program and using

our Local Real Estate experts.

 

When a Local Hero buys or sells a home with a let's grow Realty Group agent, they save 20% on Realtor

commissions and other discounts from local business partners.

 

please inform your agent if you are a let's grow hero! 

 LET'S GROW HEROES

MilitaryMedicalGovernment FireEMS Educator Police



THE BOTTOM LINE

REAL ESTATE IS COMPLICATED. THAT'S WHERE WE COME IN.

At the closing table, my goal is for you to feel that the experience of buying your

home exceeded all your expectations, so throughout all of our interactions - from

shopping to closing - we will work hard to achieve that goal.

When you choose to partner with myself and my team, you are not just getting a

trusted, respected agent team - you are getting local experts who are passionate

about serving our community and those who call it home.

LET'S GET STARTED!



www.letsgrowrealtygroup.com

ONLINE

 

972-217-4948

PHONE

matt@letsgrowrealtygroup.com

EMAIL ADDRESS

Contact details

CONTACT
DETAILS


