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Listen to your needs

Be a Trusted Advisor

Track the market for you

Advise you regarding market changes

Assist with loan approval & financing

Provide meaningful disclosures

Make appointments & view properties

Help you prepare & position your offer

for acceptance

Be a strong negotiator on your behalf

Facilitate entire process to ensure

transaction goes smoothly

Orchestrate all post-sale activities

Work diligently toward a successful

close

*When you notice a home advertised

anywhere by any company, please

contact me to view that home. Also,

visiting open houses or new contraction

without me may preclude us from working

together. Please advise them you are

working with me and give them my

information. I hope to earn your loyalty

through hard work, superior service and

personal care.

Purchasing a home is a big decision and it's important to know up front what

services your real estate professional is providing. Outlined below are a few of the

more important services I will be providing you. My word is my bond, but I go a step

further and put it in writing.

M y  C o m m i t m e n t  t o  Y o u

M y  C o m m i t m e n t  t o  Y o u B u y e r  C o m m i t m e n t

Loyalty*

Timely communication & feedback

Our relationship begins with a mutual commitment.

Please let me know if ever you have a concern.

REALTOR® Date

BUYER(S) Date



Buying a home should be fun, not stressful. As you look for your dream home, keep in

mind these tips for making the process as peaceful as possible
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Find a real estate agent who you connect with. home buying is not only a big

financial commitment, but also en emotional one. It's critical that the REALTOR®

you choose is both highly skilled and a good fit.

Remember, there's no "right" time to buy, just as there's no perfect time to

sell. If you find a home now, don't try to second-guess interest rates or the

housing market by waiting longer – you risk losing out on the home of your dreams.

The housing market usually doesn't change fast enough to make that much

difference in price, and a good home won't stay on the market long.

Don't ask for too many opinions. It's natural to want reassurance for such a big

decision, but too many ideas from too many people will make it much harder to

make a decision. Focus on the wants and needs of your immediate family – the

people who will be living in the home.

Accept that no house is ever perfect. If it's in the right location, the yard may

be a bit smaller than you had hoped. The kitchen may be perfect, but the roof

needs repair. Make a list of your top priorities and focus in on things that are

most important to you. Let the minor things go. 

Don't try to be a killer negotiator. Negotiation is definitely a part of the real

estate process. But trying to "win" by getting an extra-low price or by refusing to

budge on your offer may cost you the home you love. Negotiation is always a give

and take.

Remember your home doesn't exist in a vacuum. Don't get so caught up in the

physical aspects of the house itself – room size, kitchen, etc. – that you forget

about important issues such as noise level, location to amenities, and other

aspects that also have a big impact on your quality of life.

Plan ahead. Don't wait until you've found a home and made an offer to get

approved for a mortgage, investigate home insurance, and consider a schedule

for moving. Presenting an offer contingent on a lot of unresolved issues will make

your offer much less attractive to sellers.
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Factor in maintenance and repair costs in your post-home buying budget.

Even if you buy a new home, there will be costs. Don't leave yourself short and let

your home deteriorate.

Accept that a little buyer's remorse is inevitable and will probably pass.

Buying a home, especially for the first time, is a big fianncial commitment. But it

also yields big benefits. Don't lose sight of why you wanted to buy a home and

what made you fall in love with the oprerty you purchased.

Choose a home first because you love it; then think about appreciation.

While U.S. homes have appreciated an average of 5.4% annually over from 1998

to 2002, a home's most important role is to serve as a comfortable , safe place to

live.
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Your neighborhood has a big impact on your lifestyle. Follow these steps to find

teh perfect community to call home.

Is it close to your favorite spots? Make a list of the activities – movies, health club,

church, etc. – you engage in regularly and stores you visit frequently. See how far you

would have to travel from each neighborhood you're considering to engage in your

most common activities.

Check out the school district. This is especially important if you have children, but

it also can affect resale value. The Department of Education in your town can

probably provide information on test scores, class size, percentage of students who

attend college, and special enrichment programs. If you have school-age children,

visit schools in the neighborhoods you're considering. Also, check out

www.greatschools.org

Find out if the neighborhood is safe. Ask the police department for neighborhood

crime statistics. Consider not only the number of crimes but also the type – such as

burglaries or armed robberies – and the trend of increasing or decreasing crime.

Also, is crime centered in only one part of the neighborhood, such as near a retail

area?

Determine if the neighborhood is economically stable. Check with your local city

economic development office to see if income and property values in the

neighborhood are stable or rising. What is the percentage of homes to apartments?

Apartments don't necessarily diminish value, but do mean a more transient

population. Do you see vacant businesses or homes that have been for sale for

months?

See if you'll make money. Ask a local REALTOR® or call the local REALTOR®

association to get information about price appreciation in the neighborhood.

Although past performance is no guarantee of future results, this information may

give you a sense of how good an investment your home will be. A REALTOR® or the

government planning agency also may be able to tell you about planned

developments or other changes in the neighborhood – like a new school or highway –

that might affect value.

Make personal observations. Once you've narrowed your focus to two or three

neighborhoods, go there and walk around. Are homes tiday and well maintained? Are

streets quiet? How does it feel?Pick a warm day if you can and chat with people

working or playing outside. 



Research before you look. Decide what features you most want to

have in a home, what neighborhoods you prefer, and how much

you'd be willing to spend each month for housing.

Be realistic. It's OK to be picky, but don't be unrealistic with your

expectations. There's no such thing as a perfect home. Use your list

of priorities as a guide to evaluate each property.

Get your finances in order. Review your credit report and be sure

you have enough money to cover your down payment and closing

costs. Then, talk to a lender and get prequalified for a mortgage.

This will save you the heartache later of falling in love with a house

you can't afford.

Don't ask too many people for opinions. This will drive you crazy.

Select one or two people to turn to if you feel you need a second

opinion, but be ready to make the final decision on your own. You

will be the one that will be ultimately living in the home and paying

the mortgage payment. #adulting

Decide your moving timeline. When is your lease up? Are you

allowed to sublet? How tight is the rental market in your area? All

of these factors will help you determine when you should move. 

Think long term. Are you looking for a starter house with plans to

move up in a few years, or do you hope to stay in this home for a

longer period? This decision may dictate what type of home you'll

buy, as well as the type of mortgage terms that will best suit you.

Insist on a home inspection. If possible, get a warranty from the

seller to cover defects for one year.

Get help from a REALTOR®. Home buying is not only a big

financial commitment, but also an emotional one. It's critical that

the REALTOR® you choose is both highly skilled and a good fit with

your personality.

1.

2.

3.

4.

5.

6.

7.

8.
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It's time to go shopping! Now that you are ready to hit

the streets, here are a few tips to ensure smooth

showings when we view homes. 
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H o m e  S h o w i n g s

Try to give as much notice as possible. Letting me schedule in

advance with sellers allows them to prep their home for your

arrival. It also shows respect for the seller and will go a long

way towards goodwill with the seller and the seller's

REALTOR®. 

Take notes on homes you may be interested in. However you

do not need to take notes on every home. If you have a home

this is not in the running, limit your time looking at the home

and discard the listing sheet. Keeping homes you may not be

interested in is confusing later. Limiting your time in a home

you are not going to consider will allow you to spend more

time in homes that are high on the contender list.

When touring a home, pay attention to lot size, layout, and

neighborhood. These items are usually unchangeable but

items such as wall paper, paint, flooring, and cabinetry are

items you can change.

Please do not bring any pets with you during the showings.

Also limit additional friends and family members until you

have narrowed down to one or two homes in the running.

1.

2.

3.

4.
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Y o u r  H o m e  W i s h  L i s t

What does your future home look like? Where is it located? As

you hunt down your dream home, consult this list to evaluate

properties and keep your priorities top of mind.

Neighborhoods

Schools

Transportation

What neighborhoods do you prefer?

What schools do you want to be near?

How close must the home be to these amenities:

Beaches and parks

Airport

Base

Neighborhood shopping

Schools

Other

 



What does your future home look like? Where is it located? As

you hunt down your dream home, consult this list to evaluate

properties and keep your priorities top of mind.
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Y o u r  H o m e  W i s h  L i s t

Home Styles

What architectural style(s) of homes do you prefer?

Do you want to buy a home, condominium or townhome?

Would you like a one-story or two-story home?

How many bedrooms must your new home have?

How many bathrooms must your new home have?

How many square feet do you want?

 

 

Home Condition

Do you prefer a new home or existing home?

If you're looking for an existing home, how old of a home would you

consider?

How much repair or renovation would you be willing to do?

Do you have special needs that your home just meet?
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Y o u r  H o m e  W i s h  L i s t

Front Yard

Back Yard

Garage (_ cars)

Patio/Deck

Pool

Family Room

Formal Living 

Formal Dining

Eat-in Kitchen

Laundry Room

Finished B-ment

Attic

Fireplace

Spa in Bath

Air Conditioning

W2W Carpet

Wood Floors

Great View

Other 

Home Features

Must Have.             Would Like.         Willing to Compromise.    Not Important



 Get prequalified for a mortgage. You'll be able to make a firm

commitment to buy and your offer will be more desirable to the

seller. I have a list of recommendations included in this packet.

 Stay in close contact with me to find out about the newest

listings. Be ready to see a house as soon as it goes on the market –

if it's a great home, it will go fast. I will check "hot sheet" listings

daily after we have narrowed down your preferences. So when it

comes available, let's be ready to roll.

 Scout out new listings yourself. Look at websites like

REALTOR.com and check out your portal. If you drive through the

neighborhood and spot a FOR SALE sign, send me a text or call and

I can check it out. If you see a home you like, write down the

address and the name of the listing agent. This helps me find it

faster. I will schedule a showing and make sure it is still available.

Keep in mind some websites are not always accurate. Please

understand that although some sites will show a home as available,

it may not be.

Be ready to make a decision. Spend a lot of time in advance

deciding what you must have in a home so you won't be unsure when

you have the chance to make an offer. Keep in mind if a great house

is new on the market, you may have a situation where a faster

response ensures the deal. Talk about your preferences and budget

before the offer and know where you can budge. 

 

Increase your chances of getting your dream house in a competitive

housing market, and lower your chances of losing out to another buyer.
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https://georgiacoasthomes.com/home-value-analysis/


Bid competitively. You may not want to start out offering the

absolute highest price you can afford, but don't go too low to get a

"deal." In a tight market, you'll lose out. Seller's will not play their

"lowest possible" hand to you just as you won't play your "highest

possible" hand. Keep this in mind when you are deciding your offer

price. Generally speaking, consider if the seller counters your offer

at full price, where would you come back at in your purchase price

offer? That number is where I recommend starting the offer process

for purchase price.

Keep contingencies to a minimum. Restrictions such as needing to

sell your home before you move or wanting to delay the closing until

a certain date can make your offer unappealing. In a tight market,

you'll probably be able to sell your house rapidly. Try to be flexible if

possible on closings.

Don't get caught in a buying frenzy. Just because there's

competition doesn't mean you should just buy it. And even though

you want to make your offer attractive, don't neglect inspections

that help ensure that your house is sound.

Be prepared to deposit more EMD. EMD stands for Ernest Money

Deposit. The standard in this area is $1.000. An offer with additional

EMD shows a seller that you are a more qualified buyer and are

serious.
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https://georgiacoasthomes.com/home-value-analysis/


Credit  Do 's  and
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Do continue making your rent payments.

Do stay current on all your existing credit cards and other

accounts.

Do keep working at your current employer. Do not quit your

job!

Do keep the same insurance company.

Do continue using credit as usual and make payments on

time.

Do call your lender if you have questions or want to change

your finances in any way.

Don't make any major purchases (car, furniture, refrigerator,

etc.) until after you have the loan.

Don't apply for a new credit card.

Don't transfer credit card balances.

Don't pay charge offs (unless your lender tells you to.)

Don't pay off any collections (again, unless your lender tells

you to do so.)

Don't close any credit card accounts

Don't increase your credit card debt.

Don't change bank accounts.

Don't consolidate debt or credit cards.

Don't take out a new loan!

Don't open a new cell phone account – or any new accounts.

Dont' pay off loans or credit cards unless your lender says

it's OK to do so.

C r e d i t  D o ' s  a n d  D o n ' t s
D u r i n g  t h e  

M o r t g a g e  P r o c e s s
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5  T h i n g s  t o  K n o w  A b o u t
H o m e o w n e r ' s  I n s u r a n c e

Know about exclusions to coverage. For example, most

insurance policies do not cover flood or eqrthquake damage

as a standard item. These types of coverage must be bought

separately.

Know about dollar limitations on claims. Even if you are

covered for a risk, there may be a limit on how much the

insurer will pay. For example, many policies limit the amount

paid for stolen jewelry unless items are insured separately.

 Know the replacement cost. If your home is destroyed you'll

receive money to replace it only to the maximum of your

coverage, so be sure your insurance is sufficient. This means

that if your home is insured for $150,000 and it costs $180,000

to replace it, you'll only receive $150,000. 

 Know the actual cash value. If you choose not to replace

your home when it's destroyed, you'll receive the replacement

cost, less depreciation. This is called actual cash value.

Know the liability. Generally, your homeowner's insurance

covers you for accidents that happen to other people on your

property, including medical care, court costs, and awards by

the court. However, there is usually an upper limit to the

amount of coverage provided. Be sure that it's sufficient if

you have significant assets.

1.

2.

3.

4.

5.
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What are closing costs? These are taxes, fees and items needed to transfer a

property in our area. These are some of the most common items along with a

detailed description of each. Upon a pre-qualification or writing of an offer, I

will run an estimate of closing costs for you to review.

C o m m o n  C l o s i n g
C o s t s  f o r  B u y e r s

Down payment: this is the amount of the purchase price that is not being

financed with your loan. It's usually a percentage of the purchase price and

will need to be paid at closing. Most down payments range from 3%-20%

depending on the type of loan you are using. VA and USDA (rural housing)

loans do not have down payments but usually have funding fees that can be

added to your loan.

Loan origination: This can be lender fees or charges the lender may ask for

at closing to offer your loan.

Points, or loan discount fees: This is a fee to receive a lower interest rate on

your loan. These types of fees are usually optional.

Home inspection: This is the fee for someone to come and inspect the

property you are buying. This fee is usually required to be paid at the time of

service, which means before closing. It is important to pay with your funds and

get a receipt so you can show it as Paid Outside of Closing at the time the

home closes.

Appraisal: This is usually required by the Lender and is paid at the time of

ordering, once again, before closing This item will be shown as Paid Outside

of Closing at the time your home closes.

Credit report: A credit report ordered by the lender.

Private mortgage insurance (PMI): Also known as PMI, this may be require

on some loan types.

Insurance escrow for homeowner's insurance, if being paid as part of

the mortgage: This is also sometimes called Hazard Insurance and is paid at

the time of closing. This amount is typically one whole year of costs PLUS an

additional 3 months. These funds go into your escrow account, held by the

lender, and upon sale, the account balance is refunded to you.
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f o r  B u y e r s ( c o n t )

Property tax escrow, if being paid as part of the mortgage: Lenders keep

funds for taxes and insurance in escrow accounts as they are paid with the

mortgage, then pay the insurance or taxes for you. This amount is typically 3

months estimated unless you are closing in October or November, during

which time it may be require to put a larger sum in the account.

Deed recording: The cost to record the deed with the courthouse.

Underwriting and doc preparation: A typical lender cost.

Survey: This is the cost for a new survey of your property. Sometimes, if the

seller has a survey that was done in the past and no changes were made it

can be used. There is sometimes a nominal charge to reuse a survey and re-

certify the survey to the new buyer.

Owners Title: The cost for a title policy for you, the new owner. This is

insurance to insure that if any issue arises with your ownership in the property

due to a mistake on title, you are covered for the purchase price. This is not

required but HIGHLY recommended.

Lenders title: The same principle as the owners title, however this policy is

covering the lender. The lender requires this policy to be purchased at the

time of closing.

Closing/title fees: These are the costs to pay for closing services. The entail

running owners and lenders policies, notary services, and closing on your

home.

Municipal lien search: This is to check for any city and county liens and

possible open permits.

Septic inspection: This is recommended if you have a septic system. This

item is usually required to be paid at the time of service, before closing.

Pest inspection: This is referred to as WDO. This inspection checks for wood

damaging organisms. They can include wood rot and termites.

Doc stamps on deed: This is a state tax and is charged on the purchase

price.

Doc stamps on mortgage: An additional state tax on the amount of the

mortgage when purchasing.
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Intangible tax: Another state tax on the amount of the mortgage for the

property.

Prorations: Your share of costs, such as utility bills and property taxes.

A note about prorations: Because such costs are usually paid on either a

monthly or yearly basis, you might have to pay a bill for services used by the

sellers before they moved. Proration is a way for the sellers to pay you back or

for you to pay them for bills they may have paid in advance. For example, the

gas company usually send a bill each month for the gas used during the previous

month. But assume you buy the home on the 6th of the month. You would owe

the gas company for only the days from the 6th to the end of the month. The

seller would owe for the first five days. The bill would be prorated for the number

of days in the month, and the each person would be responsible for the days of

his or her ownership.

C o m m o n  C l o s i n g  C o s t s
f o r  B u y e r s ( c o n t )
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Summary of items that are based on purchase price rather than a fixed cost: 

Property tax

Lenders/owners title

Home inspection can vary slightly if home is large or has unique items to

inspect

Down payment, points, and sometimes loan origination and PMI

Doc stamps on deed

Doc stamps on mortgage

Intangible tax

S u m m a r y

Summary of items POC (Paid Outside of Closing – usually upfront) 

Appraisal

Home inspection

Septic inspection

Pest inspection

EMD – This is your initial deposit to bind the contract. These funds will be

applied to the purchase price at closing.
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Things to Remember 

Now that you won your home, the stacks of paperwork seem insignificant to

moving and settling in. However, you may need them again! This is just a brief list

of some of the papers to put into a safe place where you know where they are.

A n d  F i n a l l y . . .

Appraisal – Make sure you receive an original from the lender. You paid for

it, and you never know when you might need it again. You should receive it in

the mail in about a week. If not, call your lender.

Survey – This should be in your closing packet. If you ever need to know

property lines, this is where you find it. Make sure it has a raised seal, which

means it is an original. Do not write on it! Make a copy before you mark it up.

Deed and Title – These should be sent in the mail about a week after clsoing.

Make sure the names are correct on them. If you do not receive them call the

title company.

Homestead Exemption – You may file anytime between now and Feb 28th.

Do not miss the deadline. They do not give extensions!!!

Insurance – You should receive a policy from your insurance provider at

closing orin the mail within a week of closing. This will outline what you are

covered for and the costs. 

Home Warranty – The name and number of the company should be with your

closing documents. Call them and ask to receive a copy of the policy. It will

outline what is covered and who to call for service.

Things to note – Your loan may be sold to another company. This is very

typical. The new company can not change the terms of the loan, and the

payments of principal and interest will stay the same. The only adjustment in

payment that can be made in a fixed rate loan is in the escrow account. And

of course, that is always your money.
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In Escrow

Closing Day!

The Buyer's Roadmap



Spence Properties

 

919 W. James Lee Blvd

Crestview, FL 32536

 

M: 850.329.8050

 

jodiecordellrealtor@gmail.com

 

www.JodieTheSavvyAgent.com
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