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MEET OUR TEAM

BROKER-IN-CHARGE REALTOR® REALTOR®

J'[ojac/eson@ bl"’j“ﬁe”c}j ﬂones@/o/tﬂ'agency. com /erobinson@b/tﬂ'agency
803.3'18 88LL &§Q337227305 80332213l

BUILDING (IREST AND SHARING WHAT
WE KNOW=I1T'S"THE BLUJWAY:

We fake Ip/easure in the genuine ex,oerience we deliver o
our clients, the c/arhty we bring fo the Iouying and se//ing
process, and the value we ac/d fo the Ip/aces *hey call home.
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THE HOME BUYING PROCES
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BUI IST, GET PRE-APPROVLED!

i KNOW YOUR FICO SCORE
Obtain your free credit relpomt-' annua/crea/ifrelporfcom

5 SAVE FOR A DOWN PAYMENT

7 DECIDE HOW MUCH YOU CAN AFFORD

g Know your mom%/y budgef..c/on'f become "house POOr"
|| 35 GET PRE-APPROVED FOR A HOME LOAN
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House sholpping IS an exci*ing timel

Ge* Inre-alvlprovea’ 7[or a /OOIV) 7[-I.I"S7L

SO yOM can be reaa/y 7L0 VV)OI/Q@ an offer

Whe}’) _(jOM 'I[-Iﬂd a home ‘(IOM /OVQ.


http://www.annualcreditreport.com/

PRE-QUALIFIED VS PRE-APPROVED
l

What's the difference between being
Pre—@ua/ifiea' and Pre-alulorovea/?

Pre-Qualified

In order 1o be Pre—olua/ified, a lender may or may not check your -
=] credit score and won t recluire documentation, On/-(j going off what
] you fell them. This will give you an idea of what you could alua/ify
J | | for, but when you're serious about Iou_cjing, you'// need fo ge?t pre-
- ,; aplurovea’.
8 PF@‘AFPI’OV@O/ =
’—__:-—:T_ To be pre—alo/provea/, the lender will /9(4// your credit and ask you for -
documentation o verh(y your finances. Before ma/eing an offer on e
a house, it is best o 9e7l Ipre—aplprovea/ fo show sellers your offer =
e —

IS serious 0"’)6/ 7%)0!7[ a /ena’er hOIS a/reaa/y OIIDPI"OVZGI _L]OM for enough

money 7L0 ’DMFChaSQ Hwe home.



WHICH LOAN IS RIGHT FOR YOU?

CONVENTIONAL LOAN
/ssuea/ b_l.j IDI’I'VOHLe /enc/ers anc/ are HO?L bac/eea/ b_l.j 7%6 fedem/ governmenf

FHA LOAN
L oans a'esigneo/ for those with hlgh debt-to-income ratios and low credit scores, and most

common/y issued fo first-fime home[ouyers. Offered by /:H/\-ar/oprovec/ lenders on/y and
backed /oy the Federal Housing Administration.

VA LOAN

LOOIV)S a/esignafec/ 'I[OF ve*eroms, SPOMS@S, ana/ reservisfs, 07[7[2?'20/ H)rough PI‘iVG?Le /enders omd

guaran*eed b_[j 7%2 MS Delpar*menf 07[ Vefemn Affairs.

USDA LOAN
LOOIV)S 7[0I" homebuyers n olesignmtea/ I"MI"OI/ areas, bac/eea/ by H)e (/,S Deparfmemt 07[

Agr/cu Hure.
[ B TR P SalsE
MORTGAGE | MINIMUM CREDIT
TYPE OF LOAN  [DOWN PAYMENT TERMS INSUPANCE SCOPE
On down Inaymen*s
CONVENTIONAL B _ 201 I5-30 Years e 620
909 . ars For Il years or life
FHA SO =100 i1 He oo 580
VA None 15-30 Years None 640
USDA None [5-30 Years None 640




QUESTIONS TO ASK
WHEN CHOOSING A LENDER

/n*erviewin‘g lenders is an impor?tanf s*elp n de%ermining what fype of home
loan is best for you. Not all lenders are the same, and the fylne of loans
available, inferest rates, and fees can vary. Here are some oluesﬁons fo

consider when /'mterviewing lenders:

> Which types of home loans do you offer?

> What will my interest and annual percentage rates be?
> Do [ qualify for any special programs or discounts?

> What estimated closing costs can | expect fo pay?

> What is your average loan Inrocessing fime?




HOME LOAN APPLICATION
DOCUMENTS CHECKLIST

To determine loan eli

' ibi/i?ty, lenders *y,gica//y recluire the fo//owing *glnes of
documents from eacZ

INCOME:

ederal Tax returns: las ears

() Federal fax returns' last 2

C] W—Zs-’ /as+ 7 years

C] Recent pay stubs ( covering the most recent 30 a/ays)

alnp/icanf-'

D Any additional income documentation: Ipension, refirement, child sulp/oorf Social Securhly/ disabi/ify
income award letters, etc

[:] /7( se/f-emlp/oyea/, a COIDy 01[ WIOS')L recen{' quar*er/y or year-?‘o-a’a*e IDI"O{-I.?L/IOSS s*a?‘emen*

ASSETS:

D BGIVIIQ s*mtememls-' 2 VHOS* recem‘ chec/eing and savings accoum‘ S*ﬂ?‘@VHZVH"S

C] LOI(k) or refirement account statement and summary
D Other assets: statements and summaries of IRAs, stocks, bonds, efc.

OTHER:

() Copy of driver's license or ID and Social Security card

() Addresses for the past 2-5 years and landlord's contact info if applicable

() Student loan statements: showing current and future payment amounts

() Documents relating to any of the following if applicable: divorce, bankruptey, collections, judgements

or Pending lawsuits



FINDING YOUR DREAM HOME

CF@OHLQ a /lS?L 07[ WhOHL HOM W0IV)7L In

_(jOMI" new home. /nc/ua’e VHMS7L hOIV@S

as well as what you would like to have

bmt aren# deal brea/eers. 2
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HOUSE WANTS & NEEDS LIST

Determine the features You are /oo/eing for in your ideal home and Prioriﬁze which items are

most impor*an* fo you. No house is Iperfec*, but this will he/lu us find the best match for you.

TYPE OF HOME:
D Sing/e Fami/y Home D Townhouse E] Condo
CONDITION OF HOME:
D Move-In Eeaa/_t/ C] Some Work Needed is OK E] Fixer Mpper

DESIRED FEATURES:
Bedrooms =R Bm%rooms h Car Gamge _______ Sma// or Large Yard

i s 2T E
Ly

/o/ea/ Square Foofagef
Desired Location/ Neighborhood/ School District

: A AN AP
MUST HAVE WOULD LIKE TO HAVE




HOUSE HUNTING TIPS

A INVESTIGATE THE AREA

Drive around neighborhoods that inferest you fo ge* a feel of the area, how the
homes are cared for, what traffic is like, efc.

ASK AROUND
ﬁg Ta/e 7L0 'FGIW)I fr/ena/s oma/ co- Wor/eers 7L0 See 17[ anyone Vmgh?t /QV)OW 07(01

house for sa/e in an area youre interested in. One of them may even know
of someone that's 7Lh/n/e/ng about se//ing but hasn't pmt the house on the
market yet

KEEP AN OPEN MIND
Fina//'ng your dream home isn't a/ways an easy fask! Have a Ipr/ori*ies list but /eeelp
an open mind when viewing houses.

TAKE PICTURES & NOTES

When You visit mu/*ilo/e houses it ge*s difficult fo remember spech(ic details
about each one. Take thtos and notes while *ouring houses so that you can

reference H)em /0I7L€I" when COVHPOIFiVlg H;e PFO,D@F?LieS *hﬂﬂL -LjOM‘VQ seen.

BE READY TO MAKE AN OFFER

- : % When you find a home you want fo buy /eee/a in mind there may be others

inferested in it as well Be reao/_tj fo make a solid offer @uic/e/y in order o have the
’ best chance at geHing that home.




VIAKING AN OFFER

-

1 i
When we have found a home that youlre inferested in buying, we will oluic/e/_tj and

s*ra*egica//y /D/OICQ an 07(7[€I". There are sevem/ ‘FOIC?LOI’S 7L0 consia/er me‘ can ma/ee HOMI’

offer more enficing than other offers:
PUT IN A COMPETITIVE OFFER

We will decide on a reasonable offer Price based on:
> Current market conditions

> Comlnarab/e Inrolperﬁes recently sold in the area
> The Froper*y value of the house
> The current condition of the house

PAY IN CASH VS. LOAN

Paying in cash versus 1La/<ing out a loan offers a faster c/osing fimeline and less chances

of issues arising, ma/eing it more appea/ing fo sellers.

PUT DOWN A LARGER DEPOSIT

AH of{er 7Lh0I7L inc/ua’es a /arger earnes7t mone_(j a’ef)oshL PI’@S@VHLS a more serious oma’

comlpefiﬁve offer.
ASK FOR FEWER CONTINGENCIES

To make your offer more attractive, esPecia//y in a sellers market do not ask for c/osing

cos*s, include shorter inspecfion Iuerioa’s, and Purchase Your one-year home warramty.

OFFER A SHORTER CLOSING TIMELINE

An offer with a shorter fimeframe for c/osing Is genem//y more attractive fo sellers
over one with an extended time Per/oo/ with a house sale conﬁngency. A fypica/ c/osing

timeframe is 30-45 a/ays.




NEGO TTATIONS

‘ —

The seller will review your offer and can reslpona’ in one of three
ways-’ H)ey can accelmt your offer as-is, rejemt it oufrighf, or
make a counteroffer with modified terms such as a higher Iprice,

different c/osing date, or other aaﬁus*men*s.

Negofiafions may involve a series of counteroffers going back
and forth between you and the seller until both Ipamties reach an
agreemen* or decide to walk away from the deal

Once all nego*iaﬁons are comp/e*e, and both Par*ies are
satistied with the ferms, we have an "executed contract and

you'// move forward with the c/osing process.
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CONITRACT TO CLOSE

Once you the house is ofﬁcia//y under contract Here are the s7lelps that follow:

PAY YOUR EARNEST MONEY

Your earnest money a’eposh‘ will be Pml info an escrow account that is manageo/ by a

neutral third P“”LH (c/osing aHorney) who holds the money until c/osing. They will manage —
all the funds and documents realw'real for c/osing, and your a/elposht will 90 fowards your —
final c/osing costs which is Paio/ at c/osing.

SCHEDULE A HOME INSPECTION i

Home inslbec*ions are olmtiono:/ but h/gh/_(j recommended to make sure that the home is in
the condition for which it appears. /nspec*ions are *ylpica//_(j comp/e*eo/ within 1-10 days

after signing the sales agreemenf

RENEGOTIATE, IF NECESSARY

The home inspec*ion will fell you if there are any dangerous or COSH_Lj defects in the home
that need 1o be addressed You can then choose fo either back out of the deal comlu/e*e/y,

as/e 7[0"' Hve se//er 7L0 ma/ee reluairs, renego*ia*e a new/amena/ COH')LFGC* WI?% se//er, or

pig"!“' purchase the Iprolper*y As-Is
i COMPLETE YOUR MORTGAGE APPLICATION

Once you have an executed Purchase contract it's fime o finalize your loan aIDID/icmLion

and lock in your inferest rate, if you haven't done so a/reaa’y. You may need o Prow'a’e

additional documentation o your lender upon realuesf

ORDER AN HOME APPRAISAL
An alnlaraisa/ will be reoluired by your lender o confirm that the home is indeed worth the

loan amount- The aplamisa/ fakes info account factors such as similar lorolaerfy values, the

home's age, /oca*ion, size and condition to determine the current value of the Inropemty.

el
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WHATNOT TO DO
DURING THE HOME BUYING PROCESS

I+'s ex*reme/y imluor*amt not do any of the fo//owing

until after the home buying process IS comp/e*e-’

Buy or Lease a COII"

Change Jobs

Miss a Bill Payment
Open a Line of Credit
Move Money Around
Make a Major Purchase

X[ X][X][X]]X] | X

e Any of these fylpes of chomges could J'eopardize your loan a/oprova/. [+'s
standard Procea’ure for lenders to also do a final credit check before

c/osing.
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HOMEOWNERS INSURANCE

WHY DO YOU NEED HOMEOWNERS INSURANCE?

Homeowners insurance Prm‘ec*s your home and Ipossessions agains* o/amage and theft
and is reziuired by lenders before ﬁna/izing your loan. Policies vary and are com/o/e*e/y r
customizable, so it's recommended fo 9e7l quo*es from mu/*i/o/e comlbanies fo compare

Iprice, coverage and limits. s

WHAT DOES THIS INSURANCE COVER?

Homeowners insurance *ylpica//g covers destruction and damage fo the inferior and
exterior of a home due fo H}ings like fire, hurricanes, /ianing, or vandalism. I+ also
covers loss or theft of Fossessions, and Persom/ /iabi/i?ty for harm fo others.

=

WHAT DOESN'T IT COVER?
MOS?L po/icies 6/0 V)O?L cover 'F/OOG/ or earﬂlqua/ee damage, and -LjOM ma_tj need 7L0 Purchase i

an additional /oo/icy for this f%pe of coverage.

WHAT ARE POLICY RATES BASED ON?
Rates are mosv‘/y determined by the insurer's risk that You will file a claim. The risk is

based on your Ipersona/ hisfory of claims, freoluenc_(] and severhty of claims, Fasf
his*ory of claims on the home, as well as the ne/ghborhooo/ statistics and the home's

condition.

HOW CAN YOU QUALIFY FOR DISCOUNTS?

Mam_(j Insurance companies offer discounts to seniors, and also to customers who
have mu/fip/e Po//cies with them, like auto or health insurance. /'/aving a securif_(j

system, smoke alarms and carbon monoxide detectors can also lower annual Inremium
rates. When geHing quo*es, be sure to ask each company about their discounts and

cost savings olu*ions.

AGENCY



TITLE INSURANCE
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WHAT IS TITLE INSURANCE?

TIHe Insurance PFO?LQC*S *he /eno/er 0"’10//0"' homeowner from 'HHOIV)CiG/ /OSS againsf

claims regarding the /ega/ ownership of a home.
HOW DOES TITLE INSURANCE COVERAGE WORK?

There are two fypes of fitle insurance: one for lenders and another for homeowners.
Lender's fitle insurance is requireo/ by lenders but it does not cover you. A selparmte
homeowners Ino/icy is needed to Iprmtecf yourse/f from a claim on your home, and from
being held financia//y resloonsib/e for Possib/e un/oaio/ loroluerfy faxes from Previous

owners.

IS A TITLE SEARCH SUFFICIENT?
While most lenders realuire a title search, the #itle insurance ensures that if omyﬂying Is

missed during the search, those insured will be Profec*ed if any /ega/ Issues arise.

HOW MUCH DOES TITLE INSURANCE COST?

[itle insurance is a one-time fee that is /901[0/ at c/osing, which costs between
$500-$3,500 a/elneno/ing on the state, insurance Provic/er and the Purchase Iorice of
the home. Some comlmnies will offer a discount if you bundle the lender's and owner's
Ino/icies, but 7tylnica//y the buger Purchases the lender's loo/icy and the seller pays for
the owner's loo/icy.
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FINAL STEPS BEFORE CLOSING

-

Insurance R ecluiremenfs

Most lenders recluire both homeowner's insurance and title insurance. See fo//owing

pages for more detailed information on each of these.

C /osing Disclosure

At least 3 a/a_(js before c/osing, lenders are requirec/ fo lorovide you with a C/osing
Disclosure with your final loan terms and c/osing costs for you fo review. C/osing costs
for the buger 7Lylpica//y range from 2-5% of the Iburchase Iprice, which can include
lender fees, lender's title insurance, and HOA dues if app/icab/e.

———— Final Walk H)rough

Within 2L hours of c/osing we will do a final walk H)rough of the home before signing

__ the final Ipaluerwor/e. This last sfelu is fo veri@ that no a/amage has been done to the
Iprolper*y since the inslpecvtion, that any agreec/ upon repairs have been comlp/evtea/, and
that noH)ing from the Ipurchase agreemenf has been removed from the home. [t is

B Very impor*an* for you fo conduct a final walk *hrough./

Next Step: Closing)!
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CLEARED TO CLOSE

-\

C/osing is the final s*elo of the buying process.

On the alay of c/osing, both Far*ies sign alocumenfs,

\ funds are olislaersea/, and ’prolpem[y ownership IS forma//y
transferred from the seller o the buyer.

You'll *yloica//y bring your down Faymeml and

c/osing costs to the c/osing table




CLOSING DAY

Congratulations, yvou made it to closing!

OV) 7%@ day 07[ /OSIﬂg yOM // be gOIﬂg over and srgnmg 7%2 'I(IVIOI/
IDOIIDQFWOF/Q ana/ SUbVVIIﬁLIHg a COIShleFS chec/e (OI" PF@VIOMS/-Lj arrangea/

wire 7LI"GHS7[€F) 7LO IDGH H)e remammg CIOWV) Paymeml OH’)d C/OSIV)g COS7LS

[TEMS T0O BRING TO CLOSING:

C_)/ Government [ssued Photo ID

@ Certified Funds or Cashier's Check
inal Furchase Agreemen

& Final Purchase Agreement

& A bright smil!

WELCOME HOMLE!




BUY WITH CONFIDENCE

BLU ] AGENCY PLEDGE OF PERFORMANCE

* Keep your personal information confidential at all times

* Provide ready access to all Canopy MLS-listed properties

* Keep you aware of frends, property values, and neighborhoods in order for you fo make
informed decisions.

* Assist you in finding suitable properties that match your criteria, such as location, size,
budget, and specific features

* Arrange and accompany you to property showings, offering insights and answering
questions about each property

* Provide a comparative market analysis (C(MA) fo help you determine a fair offer price
for the properties you're inferested in.

* Manage and organize the extensive paperwork involved in a real estate fransaction,
ensuring all REALTOR documents and contracts are completed accurately and on fime

* Provide you a list of qualified real estate vendors (attorneys, home inspectors,
contractors, efc)

* Provide quidance on mortgage options, connect you with lenders, and help you understand
your financing choices.

* Communicate with you from day one until c/osing

Bl
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