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Hannah Wilson is a real estate agent who is passionate about helping others. As an Arizona Native, she has a deep
understanding of the local market and the diverse needs of clients in her community. She believe that everyone
deserves to live in a place that they truly love, and she is committed to making that happen for each of her clients.
Whether you are a first-time homebuyer or looking to upgrade to a larger space, she will go above and beyond to
find the perfect property for you. Working with Hannah means having a reliable partner by your side throughout
the entire process. She is not just focused on closing the deal; Hannah genuinely cares about her clients and their
satisfaction. She takes pride in her ability to listen to their unique preferences and requirements, ensuring that she
only presents them with properties that align with their needs. Moreover, her commitment to her clients does not
end with the transaction. Hannah understands that buying or selling a home can be a stressful experience, and she
is here to support you before, during, and after the process. Whether it's answering questions, providing
guidance, or recommending trusted professionals, Hannah will be there every step of the way. Whether you are
looking to buy or sell, Hannah'’s expertise, passion for helping others, and dedication to excellence makes her the

ideal agent to guide you through the process.

REAL ESTATE AGENT
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Buying a home is one of the biggest, most important investments you'll
make in your life. It could also be stressful, especially if you're a first time
home buyer or if you don't quite understand the process. Before you start
anxiously shopping for properties, make sure you're ready and that you
have at least the basic understanding to make it as smooth as possible.

Get your finances in order.

The first step is to fully understand your finances. It is
important and necessary to help you determine your budget
or how much home you can afford.

Get a pre-approval letter from your lender.

A pre-approval letter will prove that you are a serious buyer
with the means of purchasing property.

Commit to your real estate agent.

Your agent will dedicate their time and experience to finding
and helping you get into your new home.

Start your home search.
Preview homes that meet your search criteria.

Make an offer on your home.

Put an offer in, negotiate the offer and get the home under
contract.

Schedule a home inspection.

Get a home inspection done on the property.

Get a home appraisal.

Have your lender order an appraisal on the home.

Do a final walk-through of the home.

Walk through the home a final time before closing to ensure
any repairs are completed and the home is in order.

Close on yourloan.
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REVIEW YOUR CREDIT REPORT AND KNOW YOUR CREDIT SCORE

Start with your credit report. Do not skip this step. You should know exactly where you
stand as most lenders and loan programs have minimum requirements that must be
met. You may also see errors on your credit report that need to be addressed and/or
disputed which may take time to correct. Be sure that when you apply for your
mortgage loan, you will not have any surprises pertaining to your credit.

CREATE A REALISTIC BUDGET

Next, create a budget - a financial plan that helps track and control your spending and
allows you to save money. A budget shows you exactly how much money you make and
how you spend your money. If you manage your budget, youll spend less than you
make, allowing you to save for your home purchase.

SAVE FOR DOWN PAYMENT AND CLOSING COSTS

For down payment, most loan programs allow a minimum of 3-5% down and some
require none, such as government-backed programs offered by the VA and USDA.
However, there are benefits to putting a larger down payment so consider putting
down more towards your home.

For closing costs, expect to pay between 3-5% of the purchase price. These costs are
incurred to facilitate the purchase transaction and include lender fees, title fees,
recording fees, etc.
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Credit Report

This is a record of money
borrowed, history of repayment,
and how much open credit is
available to you. Lenders rely
heavily on this information as it
signifies your creditworthiness
and the likelihood that you'll
repay your mortgage. Your
credit report details:

o Alist of debts and a history of
how you've paid them,
including credit cards, car
loans, and student loans.

o Any bills referred to a
collection agency

o Public-record information
such as tax liens and
bankruptcies

o Inquiries made and if you
were given credit based on
your inquiry.
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A pre-approval is not a commitment to lend; it is simply how
much your lender is willing to lend to you - pending
forthcoming details, such as the value of the home and the
specifics of your loan. It allows you to look for a home with
greater confidence and demonstrates to the seller that you
are a serious buyer.

Pre-approval letters have an expiration date so be sure to ask
your lender how long your letter will remain valid.

To get pre-approved, you'll complete your lender's loan
application, providing them with important information
about your credit, debts, work history, residential history,
and down payment. This information helps your lender
evaluate your “4 Cs” to determine how much you may be
qualified to borrow.

The “4 Cs*“refers to the four lending criteria lenders use to
evaluate the strength of a loan:

e Capacity - Your current and future ability to make your
payments. (Income)

e (Capital - The money, savings and investments you have
that can be sold quickly for cash. (Down payment and
closing costs)

e Collateral - The home that you would like purchase and
use as security for the loan

e Credit - Your history of paying bills and other debts on
time

If your lender determines you qualify for a loan, you'll receive
a pre-approval in writing that outlines the maximum amount
you can borrow. Remember, it's a maximum, and not
necessarily the amount you should borrow. You'll want to
stay within your budget and comfort level.
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As you set out to find the right home for you, be sure to
select an experienced, trusted professional who will help
you make informed decisions and avoid any pitfalls.

Your real estate agent will be your "wingman," helping you navigate each
step of the homebuying process while being readily available to answer
your questions. Your agent's job is to help you find a home that meets
your needs and budget requirement. Your agent can also provide
information on neighborhoods, schools, property tax rates and more and
will handle negotiations with the seller when you're ready to put an offer
on a home.



You and your agent
should discuss the
first rule of real
estate - Location,
Location, Location!

It's a key factor on
what  you can
afford, how long
your daily commute
will be and your
designated  school
district. Ask
yourself: Where do
I want to live?

Sl e fed

Before you begin looking for a home, talk with your
real estate agent about what you want in a home, why
you want to buy and where you'd like to live.

House Hunting% nd Wy
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Bring your house hunting checklist with you and ask questions.

Know where you want to live, scope out the neighborhood and evaluate the school district.
Bring a camera and take pictures.

Keep an open mind.

Focus on the things you can’t change such as the size of the home or number of
bedrooms. (Don’t focus on the things you can change such as the paint color).
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Urban or suburban:

Do you want the convenience and walkability of city life? Or do you want a larger
home with a yard, away from the hustle and bustle of urban living?

Proximity to your job:
Are you willing to make an hour-long drive to work or do you want a short commute?
Consider your current job and future opportunities.

Access to public transportation:

Do you need access to public transportation to get to and from work, school, or your
primary health care provider?

Determine your "must-haves" and your deal
breakers. Think about your household now and
how your needs may change in the future. It is
easy to get overwhelmed with so many
possibilities so consider creating a homebuying
wish list to narrow down your choices.
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Through this phase, you'll work closely with your real estate
agent. They'll help determine a fair offer price while making
sure you stay within range of what you can afford. They'll also
handle all contract negotiations with the seller’s agent.

Determine the price

You've found the perfect home, have your pre-approval
letter in hand and are ready to make an offer. Now
what? Your real estate agent will be by your side,
helping you determine a fair offer price based on their
experience and the following home, market, and
budget considerations:

e Recent sales prices of similar homes in the same
neighborhood

e The condition of the home

e The competition (seller’s vs. buyer’s market)

e What you are willing to pay and can comfortably

afford

Decide on contingencies

Contingencies are clauses in the sales contract that
would allow buyers to walk away with their earnest
money if certain specific conditions are not met.
Common contingencies include financing, title, home
inspection, appraisal and sale of prior home
contingency.



Submit the offer

Next, your agent will draw up the purchase
agreement to submit to the seller's agent. The offer
will include the purchase price and terms and
conditions of the purchase, including:

e Target closing date

 Provisions for certain fees

e A deadline for the sellers to accept or counter
your offer

e Any contingencies (e.g. appraisal contingency)

Negotiate the offer

Oftentimes, the seller will counter the offer,
typically asking for a higher purchase price or to
adjust the closing date. In these cases, the seller's
agent will submit a counteroffer to your agent,
detailing the desired changes.

Following the counter offer, you have the option to
accept, reject, or counter again. Your agent will play
a large role during this part of the process,
communicating all changes with the seller's agent.

Finalize the contract

The contract is considered final when both
parties sign the written offer.

In your written offer, it is highly
recommended that you make
the home purchase contingent
on the appraisal and inspection.
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Once your offer is accepted, the next step is to get the home inspected.
The inspection is not a requirement but is highly advised as it protects
you from underlying issues with the home that you can't detect.

Home inspections give you the opportunity to have the home
thoroughly examined by a professional before you spend your hard-
earned money buying it. It can be well worth it for both peace of mind
and the potential cost of trouble avoided. You can choose your own
inspector and your real estate agent should be able to recommend
several well-qualified home inspectors if you need assistance.

What can you expect from the inspection?

Your home inspector will climb atop the roof and crawl deep into the
attic. Their job is to protect your investment and find any issues with
the home, including:

e The roof

e Plumbing

e Electrical components

e Appliances

e Heating and air conditioning systems
e Ventilation

e Windows

e The fireplace and chimney

e The foundation

After inspection, your home inspector will provide you with a detailed
report on the overall condition of the house, including outlining any
issues and necessary or recommended repairs.

Having a home inspection contingency in your purchase contract is
important because if any major issues are noted in the inspection
report, you can renegotiate the sales price, require the seller to make
repairs, or back out of the offer altogether.
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Even if you've been pre-approved, you still
need to take a few additional steps to
officially submit the mortgage application.
If you decide to apply for your loan with the
same lender that did your pre-approval,
they already have some of the documents
youll need for your application. Likely,
youll need to provide updated financial
statements. If you decide to move forward
with another lender, they will tell you the
list of documents needed to complete your
application.

Once you've selected your lender, an
appraisal report will be ordered. Your
lender will hire the appraiser, so there’s not
much for you to do here. (Your real estate
agent should work with the seller'’s agent
and the appraiser to schedule the
appraisal).

Appraised Value?

If the appraisal matches your offer price:
You should be clear to close.

If the appraisal comes in above your offer
price: Even better! This means not only are
you clear to close, but you're purchasing the
home for a price below market value, giving
you instant equity.

If the appraisal comes in low: Your lender
won’t approve the full loan amount, as in
their eyes, youre overpaying for the
property. You'll need to either make up the
difference between the appraised value and
the offer price in cash or try to re-negotiate
the offer price with the seller. If you believe
the appraisal was incorrect, you can try to
request a new appraisal from your lender.



o pd T

You should do a final walkthrough in your new home before you close, even if you're 100%
committed to the property. This time allows you to ensure that the seller has made any agreed
upon repairs and has cleared out the property. You should also double-check the home's
systems one last time to ensure they are in working order. If everything looks good, it’s time for
you to confidently move toward closing.
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Three days before closing, your lender is required to give you the Closing Disclosure (CD),
which tells you what you need to pay at closing and summarizes your loan details. Once you've
reviewed the CD, it’s time to attend your closing. Bring a valid ID, a copy of your CD and proof
of funds. You'll sign a settlement statement, which lists all costs related to the home sale, the
mortgage note, and the mortgage deed of trust to secure the mortgage note. This is when you
will also pay your down payment and closing costs.

After the closing finishes, you're officially a homeowner. &W:ttr:@"\y(
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You're officially a homeowner! Now what? It's time to settle
into your new home but do you hire movers or do it yourself?
As you weigh your options, you'll want to consider both budget
and logistics such as distance and time.

Estimate your costs

Professional moving companies have different prices so be sure to
get at least three estimates from recommendations by friends,
family or trustworthy consumer sites. You'll want to make sure the
company is licensed and insured.

If you're thinking of moving yourself, consider the following costs:

o Rental truck (fees typically include the hours used and miles driven)

e Boxes and other moving materials

e Dolly, hand truck and moving straps

e Food, drinks, money or other things of value when asking friends to help

Sort and clear belongings

You'll want to begin this new journey with a fresh start. Go
through your belongings and purge what you don't need. This will
lighten your load and cost you less when you move. You can donate
your things and maybe get a tax deduction or sell them. Either
way, it's one less thing to pack.

Pack and move

Start acquiring boxes way before your move so you don't have to
pay for them at the last minute. Check out neighborhood online
chat rooms for free packing material. Here's what you'll need:

e Boxes .
e Tools/ screwdriver set

e Markers

e Paper towels

e Ziploc bags (to house furniture hardware)
e Scissors

e Packing paper

e Bubble wrap / plastic wrap
e Packing tape

e Moving blankets



Cﬁwyﬂv 'vf%

Now that you understand the steps to buying your home from beginning
to end, you're well on your way to homeownership. Let’s add to this by
also understanding best practices during the process. Learning from
other people’s experiences will help you make wise decisions and will
ensure you're doing everything in your power to see it through to closing.

DO’S Do check your credit report
Do set a realistic budget
Do get pre-approved for a home loan
Do maintain your credit
Do research the neighborhoods
Do expect a final credit check before closing

Don’ts Don’t make big purchases on credit
Don’t buy or lease a car
Don’t co-sign for someone’s debt
Don’t quit or change jobs
Don’t make unusually large deposits
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Real estate is full of jargon and chances are that you will come across

terminology that is unfamiliar to you. This is understandable especially if
you're a first time homebuyer. Nevertheless, a list of common real estate

terms and easy to understand definitions have been outlined here for your

reference as you move forward with your home purchase.

Annual Percentage Rate (APR):

The cost of a loan or other financing as an annual rate.
The APR includes the interest rate, points, broker fees,
and certain other credit charges a borrower is required to

pay.
Appraisal

A professional analysis used to estimate the value of the
property. This includes examples of sales of similar
properties.

Bridge Loan

A short-term loan secured by the borrower's current home
(which is usually for sale) that allows the proceeds to be
used for building or closing on a new house before the
current home is sold. Also known as a "swing loan."

Buydown

A way for a borrower to obtain a lower interest rate by
paying discount points at closing.

Cap

For an adjustable-rate mortgage (ARM), a limitation on the
amount the interest rate or mortgage payments may
increase or decrease.

Closing

The process of completing a financial transaction. For
mortgage loans, the process of signing mortgage documents,
disbursing funds and transferring ownership of the property.
In some jurisdictions, closing is referred to as "escrow,” a
process by which a buyer and seller deliver legal documents to
a third party who completes the transaction in accordance
with their instructions. See also Settlement.

Commitment Letter

A binding offer from your lender that includes the amount
of the mortgage, the interest rate and repayment terms.

Concession

Something given up or agreed to in negotiating the sale of a
house. For example, the sellers may agree to help pay for
closing costs.



Contingency

A condition that must be met before a contract is legally
binding. For example, home purchasers often include a
home inspection contingency; the sales contract is not
binding unless and until the purchaser has the home
inspected.

Counter-offer

An offer made in response to a previous offer. For
example, after the buyer presents their first offer, the seller
may make a counter-offer with a slightly higher sale price.

Debt-to-income Ratio

The percentage of gross monthly income that goes toward
paying your monthly housing expense, alimony, child
support, car payments, and other debts.

Deed

The legal document transferring ownership or title to a
property.

Discount Point

A fee paid by the borrower at closing to reduce the interest
rate. A point equals one percent of the loan amount.

Down Payment

A portion of the purchase price, usually between 3-20%, not
borrowed and paid up front in cash. Some loans are offered
with zero down-payment.

Earnest Money Deposit

The deposit to show that you are committed to buying the
home. The deposit usually will not be refunded to you after
the seller accepts your offer, unless one of the sales contract
contingencies is not fulfilled.

Escrow

An item of value, money, or documents deposited with a
third party to be delivered upon the fulfillment of a
condition. For example, the deposit of funds by a borrower to
pay taxes and insurance premiums when they become due.



Gift Letter

A letter that a family member writes stating that s/he has
given you a certain amount of money as a gift and that you
don't have to repay it. You can use this money towards a
portion of your down payment.

Homeowner’s Insurance

A policy that protects you and the lender from fire or flood,
which damages the structure of the house; a liability, such as
an injury to a visitor; or damage to your personal property.

Homeowner’s Warranty

Insurance offered by a seller that covers certain home repairs
and fixtures for a specified period of time.

Homeowner’s Association

An organization of homeowners residing within a particular
area whose principal purpose is to ensure the provision and
maintenance of community facilities and services for the
common benefit of the residents.

Loan Origination

The process by which a loan is made, which may include
taking a loan application, processing and underwriting the
application, and closing the loan.

Loan-to-Value (LTV) Ratio:

The relationship between the loan amount and the value of
the property, expressed as a percentage. For example, a
$100,000 home with an $80,000 mortgage has an LTV of 80
percent.

Lock-In Rate

A written agreement guaranteeing a specific interest rate for
a certain amount of time. Also called "rate lock."

Mortgage Insurance (MI)

Insurance that protects lenders against losses caused by a
borrower's default on a mortgage loan. MI is typically
required if the borrower's down payment is less than 20
percent of the purchase price.
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Origination Fee

A fee paid to a lender or broker to cover the administrative
costs of processing a loan application.

PITI

An acronym for the four primary components of a monthly
mortgage payment - principal, interest, taxes, and insurance.
Principal

The amount of a loan that has not yet been repaid to the
lender. This does not include the interest paid to borrower the
money.

Ratified Sales Contract

A contract that shows both buyer and seller have agreed to the
offer. This offer may include sales contingencies.

Settlement

The process of completing a loan transaction at which time the
mortgage documents are signed and recorded, funds are
disbursed and the property is transferred to the buyer.
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Termite Inspection

An inspection to determine whether a property has
termite infestation or termite damage. In many parts of
the country, a home must be inspected for termites
before it can be sold.

Title

The right to and the ownership of property. A title or
deed is used as proof of ownership.

Title Insurance

Insurance that protects lenders and homeowners
against legal problems with the title.

Walk-Through

A common clause in the sales contract that allows
the buyer to examine the property before closing.



Rick Doran is an Arizona native who is 100% invested in his community and helping clients acheive their real estate goals.
Rick has both the knowledge and experience in guiding his customers through the mortgage process and helping them
find the most suitable mortgage program to best fit their financial needs.

Rick has over 30 years of mortgage industry experience. His number one priority in his business venture was to open a
mortgage company where customers would have confidence in knowing they would receive low mortgage rates and
minimal closing costs, as well as having the opportunity to work with an industry professional with exceptional customer
service qualities.

Rick is known for going above and beyond the call of duty and for being proactive on a daily basis, which his clients
appreciate. His strong work ethic is what separates him from everyone else.

Conventional mortgages, FHA-Insured Financing, USDA Rural-housing, VA home loans, FHA 203(k) Renovation Loans,
State Housing Loans, Refinance and more!

NMLS # 867550 |LO State LIC AZ #0922208, CA DBO867550 | Licensed by the Department of Business Oversight under
the California Residential Mortgage Lending Act | Equal Housing Lender | 7600 N 16th St. Suite 218, Phoenix, AZ 85020|
(602) 386-6386






