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“Hello, I would like to BUY a house!”
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Buyers Process Det ails...
A comprehensive consult at ion is key to making the process smooth, and enjoyable. We will t alk about  the 
buying process, make sure you are well educated on the market  and will discuss your vision of your new home 
to get  clear on what  your crit eria are so we can hit  t he ground running.

Ident ifying and meet ing  with a good lender is next . Making sure you have chosen a lender that  is not  only 
compet it ive in rate and fees but  also one who understands your needs, communicates effect ively and 
suff icient ly answers your quest ions.

The search begins. In a fast  paced market  I may preview propert ies for you, you may go to open houses, drive 
by new list ings and somet imes we will see some homes together for the f irst  t ime. I will set  you up in our list ing 
search plat form so that  we can communicate in real t ime about  list ings as they come available.

Once we ident ify a propert y t hat  you want  to make an offer on, we will sit  down and discuss offer st rategy 
including price, terms and best  pract ices for the win. Those st rategies may include a buyer ?love? let ter or 
video, in addit ion to gathering your pre-approval let ter and any other support ing documents needed.

I will present  your of fer t o t he seller in person if possible for maximum impact . If I am unable to present  in 
person I will package your offer, together with your support ing documents and a concise but  thorough cover 
let ter to make it  easy for the list ing broker to review with the seller.

The negot iat ion process actually began the minute you decided on the house. I will have been establishing a 
rapport  with the list ing broker and posit ioning us well before we ever sit  down to craft  t he offer. After the seller 
and list ing broker have reviewed your offer they may want  to discuss adjustments or make a counter offer. We 
have many great  tact ics to create a win/ win to get  the best  terms and condit ions.

Offer accept ed! Time to celebrate! And get  organized for the next  phase of the process?

Once you have reached mut ual agreement  I will submit  the cont ract  to your lender and open escrow. Escrow 
operates as an impart ial t hird party who handles the signing of all documents, disbursement  of funds, and 
directs recording of the t ransact ion with the county for both buyer and seller.

As part  of your of fer you will make an earnest  money deposit . This is typically between 2-5% of the purchase 
price. It  must  be delivered within 2 business days of agreement  by check or wire.

Unless you have pre- inspect ed t he propert y prior to offering you have now reached the inspect ion phase! I 
have several recommendat ions for great  inspectors. The two most  common inspect ions are a st ructural 
inspect ion (which includes a pest  inspect ion) and a sewer scope. In some cases addit ional inspect ions are 
needed and we will determine that  on a case by case basis. Your budget  for inspect ions should be somewhere 
between $50 0 -80 0.

We will review t he inspect ion report s and make a response in writ ing. This may be moving forward as is, 
terminat ing the cont ract , or making a request  for repairs or f inancial remedy. No mat ter what , we will make a 
formal response on paper before the inspect ion deadline.

The seller will t hen have a t imeline for responding to any requests you make. There will be some negot iat ion 
to come to agreement . This process can be swift , or it  can take a few days.

Your lender will order an independent  appraisal of the property. Their appraiser will inspect  the property to 
confirm basic details like square footage, beds, baths, f inishes, locat ion and basic condit ion to confirm the 
price agreed upon and protect  the bank?s investment . This can take a week or so in most  cases.

During t his t ime your lender will begin t he underwrit ing process. This may require you to gather addit ional 
f inancial documentat ion. This process can take 2-3 weeks or longer depending on the market  condit ions.

Once loan document s arrive at  escrow  t hey will contact  you to make an appointment  for you to sign. You will 
have to bring photo ID and a cashiers check or send a wire of the f inal funds to close. This is typically scheduled 
a few days prior to the closing date.

A day or so before closing  you should do a f inal walkthrough of the property. This is your chance to make sure 
the property is in the same condit ion it  was in when you decided to make the offer, any seller repairs were 
completed and all t he things you expected to be included in the sale are present .

There is not hing for you t o do on t his day except  wait  for the t it le company to record the sale in your name. 
This is typically completed in the late afternoon. Possession occurs at  9pm on the day of closing or another 
previously agreed upon t ime and date.

CONGRATULATIONS!!

We so appreciat e t he opport unit y t o serve you and would be so honored to help those you know with their 
real estate needs.  Thank you in advance for referring us -we cannot  express how grateful we are for your 
support  of our business.
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