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SERHANT. Buyer?s Guide   

W hether you?re a first -t im e hom ebuyer or som eone w ho already ow ns m ult ip le p ropert ies, buying  a 
hom e is a sign ifican t  life decision  and  a substan t ial investm ent . How ever, navigat ing  the m arket , 
subm it t ing  offers, and  negot iat ing  cont racts can m ake hom ebuying  seem  in t im idat ing . Hiring  a real 
estate agent  to gu ide you th rough the p rocess and represent  your in terests can help  you save t im e 
and avoid  cost ly m istakes. W ith  the Hom e Boys you have tw o Fu ll-t im e, ded icated  agents w orking  
for you along  w ith  a t ransact ion  Coord inator to ensure all part ies are m et t ing  dead lines and  have an  
open line of com m unicat ion . 
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Work w ith  ded icated  SERHANT. agents w ho w ill listen  to your needs and goals, use data and  
creat ivity to op t im ize your p roperty search , and  use every m eans to m ake you feel com fortab le 
and  in form ed th roughout  the hom ebuying  p rocess. A SERHANT. agent  is your t rusted  gu ide, 
p roperty confidante, and  hom ebuying  guru . Rem em ber w ith  the Hom e Boys you have tw o 
fu ll-t im e ded icated  agents w orking  for you. 

We have h igh  expectat ions because w e hold  ourselves to the h ighest  standard  and  know  that  
our success is defined  by yours. If you?re considering  buying  a hom e or just  w ant  to get  a sense 
of the m arket , w e w ould  love to connect .

RANKED # 58
of Top  Ag en t s in  New  York

RANKED in  the TOP 1.5%
of ag en t s n at ionw id e

out  of 1.6 m illion  real estate p rofessionals in  the Un ited  States
as of 2023. Source: RealTrends Am erica?s Best  Professionals. RANKED # 4 5

of Top  Ag en t s in  the Un it ed  St at es
as of 2023, Closed Transact ion  Sides. Source: RealTrends 

Am erica?s Best  Professionals.

as of 2023, Closed Transact ion  Volum e. 
Source: RealTrends Am erica?s Best  Professionals.

Your Team

Heid i Riesel
Transact ion  Coord inator

Jim m y Hend rick son  
REALTOR®

Shaw n  Layt on
REALTOR®
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Be your personal source of know ledge 
about  the buying  p rocess, d ifferen t  
types of hom es, neighborhood 
am enit ies and  m arket  dynam ics.

Help  you clarify your real estate goals 
in  relat ion  to the local m arket  and  
assist  in  gathering  the docum entat ion  
you?ll need to m ake offers.

Provide you access to a netw ork of 
agents, sellers, m ortgage brokers, real 
estate at torneys, and  developers and  
keep you updated  on  off-m arket  
p ropert ies that  have yet  to be listed .

Schedule show ings that  align  w ith  
your schedu le and  keep you in form ed 
about  open houses.

At tend  show ings w ith  you (or on  your 
behalf) to facilit ate a sm ooth  show ing  
p rocess and g ive you a d ifferen t  
perspect ive than that  of the selling  
agent .

Subm it  offers on  your behalf and  
negot iate w ith  the seller/seller?s agent  
to get  you the best  possib le deal.

Manage the cont ractual p rocess and 
the back-and-forth  negot iat ion  
betw een you, the seller, and  the 
at torneys that  represent  each side.

Provide support  and  gu idance in  
choosing  lenders and  filling  out  
app licat ions for financing .

Coord inate the closing  p rocess.

Be a resource shou ld  you ever w ant  
in form at ion  about  the m arket  or need 
to sell your hom e in  the fu ture.
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The Search . 
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Know ing  how  m uch you can and w ant  to com fortab ly 
spend on  your hom e is a crit ical first  step  in  any p roperty 
search . If you?re financing  your purchase, you?ll w ant  to get  
p re-approved by a lender. If you?re paying  all cash , you?ll 
need to be ab le to show  proof of your assets. And 
rem em ber, even if you?re financing , you m ay need to have 
enough cash availab le to m ake a dow n paym ent . You 
shou ld  also be aw are that  there are closing  costs 
associated  w ith  every t ransact ion  for both  buyers and  
sellers.

We w ork w ith  g reat  local Lenders that  w e t rust , of course 
you are alw ays w elcom e to choose your ow n. 

W hen  m ak ing  an  of fer, you?ll t yp ically need :

Financial 
St at em en t

Pre-app roval 
Let t er

Proof  of  Funds 
if  buying  all cash )

Get  all your docum entat ion  in  order beforehand. You?ll not  
on ly save t im e and spare yourself poten t ial headaches dow n 
the road , but  you?ll also signal to sellers that  you?re a serious 
buyer.  

Our Preferred  Lend ing  Partners: 

Rhet t  Delaney - Cross Count ry Mortgage
(985) 507-5853, Rhet t .Delaney@ccm .com

Jorey Blackm er - M id -Florida Mortgage Professionals
(321) 377-0137, joreyb lackm er@raycerob inson.com ?



Below  is a sam ple of the requ ired  Buyer Broker Agreem ent . The ag reem ent  
is to be signed by any buyer that  chooses to w ork w ith  us, p rior to show ing  
you any p roperty. Th is ag reem ent  form ally out lines our dut ies and  
responsib ilit ies along  w ith  the com pensat ion  w e have negot iated  w ith  you.    

Buyer - Ag en t  Ag reem en t  
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Gain  access to the indust ry?s lead ing  search  
p lat form  that  sources p ropert ies from  g lobal 
databases and brokerages. We also use 
real-t im e data and  tools to ident ify 
opportun it ies and  op t im al t im es to buy. 

Add it ionally, your SERHANT. agent  w ill conduct  
personal out reach to the local b rokerage 
com m unity, expand ing  your search  param eters 
to include w h isper list ings and  propert ies that  
are about  to h it  t he m arket .

Aside from  know ing  the specifics of the hom e you 
w ant  (i.e., how  m any bedroom s and bathroom s, 
garage size, backyard  space, etc.), you shou ld  list  
t he top  tw o or th ree neighborhoods you w ant  to 
live in . Consider your poten t ial com m ute to w ork, 
w here your friends live, and  nearby am enit ies like 
restaurants, schools, and  g rocery stores.

Rem em ber, hom e buying  isn?t  a p rocess of 
select ion? it?s a p rocess of elim inat ion . Your agent  
w ill send  you regu lar updates based on  your 
search  criteria and  w ill stop  at  noth ing  to get  you 
the hom e you w ant .
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Once you find  a hom e you love, you are ready to m ake an  offer! Your SERHANT. agent  w ill help  you 
determ ine the offer am ount  and  then subm it  it  on  your behalf. The seller m ay send you a 
counteroffer, w h ich  then beg ins a back-and-forth  p rocess un t il both  part ies com e to an  ag reem ent .

Som et im es, you m igh t  have found a p roperty you love but  feel like if you just  w ait  a b it  longer, 
som eth ing  bet ter w ill com e along . But , if you decide to w ait  it  ou t , you m igh t  lose out  on  a hom e that  
cou ld  have been yours. Having  an  experienced agent  on  your side can help  you w ork th rough the 
decision-m aking  p rocess. Rarely does anyone w ith  any budget  get  everyth ing  they w ant  in  a hom e.
St rateg ize w ith  your agent  ahead of t im e to m axim ize your chances of having  your offer accepted . You 
and your agent  shou ld  know  the m axim um  am ount  you can spend and w hat  you w ould  be w illing  to 
forgo during  negot iat ions. It  is im portan t  to rem em ber that  neither you nor the seller w ants to cave. 
No one w ants to be the one to g ive in ; how ever, if no one does, then everyone involved  loses.

SERHANT. agents are 
excellen t  negot iators w ho w ill 
use their experience to get  you 
the best  deal possib le.
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Once your offer is accepted , and  your Purchase Cont ract  has been executed  by all part ies you w ill t hen  
be Under Cont ract  on  your new  hom e. It  is im portan t  to rem em ber that  the seller can  en tertain  other 
offers w h ile cont ract  negot iat ions are taking  p lace but  cannot  do so after sign ing  the cont ract .. 

Once Under Cont ract  you w ill t hen  perform  your inspect ions on  the p roperty. w ith in  the t im e fram e 
allot ted . The Inspect ion  Period  is typ ically betw een 0-15 days and is negot iated  in  the Purchase 
Cont ract . Due d iligence or your Inspect ion  Period  as w e call it  in  Florida, includes any and all 
inspect ions you w ish  to com plete. 

We have a list  of qualified  p rofessions w e can provide for all t ypes of Inspect ions. 

  



SERHANT. Buyer?s Guide  12

If you are financing , you shou ld  already 
have your p re-approval let ter from  your 
m ortgage banker. Mortgage app licat ions 
can on ly be p rocessed w ith  an  executed  
cont ract . You can app ly for a m ortgage at  
the bank that  p re-approved you or shop 
around to see if you can get  a bet ter rate. 
Mortgage app licat ions typ ically requ ire 
your em ploym ent  in form at ion , assets and  
debts, incom e, cred it  h istory, and  details 
about  the hom e you w ant  to purchase. 
Your SERHANT. agent  can help  you gather 
everyth ing  in  one p lace.

Once you subm it  your app licat ion , you?ll 
receive a loan est im ate and  go th rough 
the underw rit ing  p rocess. Mortgage 
underw riters w ill determ ine w hether your 
loan is approved, rejected , or needs to be 
am ended.
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After Final Mortgage Approval,  w e w ill w ork w ith  all part ies to coord inate 
your closing . After closing , you?ve officially purchased your new  hom e. Your 
search  has finally ended and it ?s t im e to celebrate!

And rem em ber, even after you?ve m oved in , your SERHANT. agent  w ill be a 
part  of your netw ork for years to com e. If you ever need to m ove again  in  the 
fu ture, they?re just  a call, em ail, DM, or text  aw ay.
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Con t in g ency: a clause in  a cont ract  that  allow s buyers to cancel their 
purchase penalty-free if t hey cannot  secure financing .

Appraisal: Perform ed by a th ird -party p rofessional, an  appraisal is a 
p rocess used to determ ine the fair m arket  value of a hom e using  
m arket  com ps and a basic hom e assessm ent . It  helps the buyer and  
their lender ensure they aren?t  overpaying  for the p roperty.

Fair  Market  Value (FMV): The price a hom e w ould  sell for on  the open 
m arket  w hen the buyer and  the seller represent  their best  in terests, are 
free from  external p ressures, and  are reasonab ly know ledgeab le about  
the p roperty.

Inspect ion : Typ ically paid  for by the buyer, a hom e inspect ion  is w hen a 
cert ified  th ird  party does a detailed  visual assessm ent  of the sub ject  
p roperty and  looks for any st ructural defects like fau lty p lum bing , 
elect rical p rob lem s, roof dam age, etc. Depend ing  on  w hat  the 
inspect ion  uncovers, buyers m ay decide to renegot iate the p rice of the 
hom e or w ithdraw  their offer en t irely or negot iate term s w ith  the seller.

Closin g  cost s: All t he expenses associated  w ith  your loan and hom e 
purchase. These can include fees related  to underw rit ing , t it le, at torney 
w ork, appraisals, escrow, t ransfer taxes, and  loan app licat ion  p rocessing .

Good  Fait h  Deposit : Also know n as earnest  m oney, good faith  deposit s 
are som et im es m ade by buyers to ind icate they are serious about  
com plet ing  their purchase. The deposit  am ount  is ag reed upon by the 
buyer and  seller and  p laced in to a ded icated  account . Good faith  
deposit s are typ ically nonrefundab le and  count  tow ards the final sale.

Tit le Search : A t it le search  is a p rotect ive m easure ensuring  that  the 
advert ised  seller of a hom e has the legal righ t  to sell t he hom e and 
determ ine w hether there are any open legal or financial claim s on  the 
p roperty.

Appreciat ion : Appreciat ion  refers to how  m uch a hom e increases in  
value over t im e, w h ich  can affect  it s fu ture sales or ren tal p rice. Factors 
that  im pact  appreciat ion  include m arket  dynam ics, in terest  rate t rends, 
locat ion , and  hom e im provem ents and  renovat ions m ade by the 
curren t  ow ners.



W e?d  love t o hear f rom  you !
E-m ail hello@serhan t .com

to speak w ith  a SERHANT. agent  today.
Save Our In fo: 

(321) 514 -8055  hom eboys@serhan t .com
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