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WHERE WE ARE NOW

                    a  home as a
f i rst-t ime buyer is  a lways an
excit ing journey ,  but i t
could get overwhelming at
t imes,  especial ly  i f  you are
not prepared for  each step
of  the process .  

Purchasing

Home Buyer Guide

Since most properties sell  within 2-3 weeks 
depending on market conditions,  it ’s  

important to be ready and take the r ight 
actions at appropriate t imes.

   Real estate is  the most expensive purchase of most 

people.  Even though you may see different trends in the 

market ,  i t  is  important to stay focused and have a clear 

plan.  You might be tempted to make an irrational 

decision when purchasing your dream home, and that 

could hurt your f inancial  goals in the future.  Yes,  being 

t ied down to a monthly mortgage payment may sound 

scary at f i rst .  This is  why I ’ve put together 8 t ips for 

f i rst-t ime home buyers .  Fol low these 9 t ips ,  and you wil l  

be able to enjoy your home-buying journey with peace 

of mind.
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PAY OFF YOUR DEBTS AND START SAVING#1
Owning a home is quite expensive,  so it ’s  important to

understand what you’d be responsible to pay beforehand.

To save up for your down payment,  a goal of  20% is

considered very healthy,  given that you’ l l  be avoiding a

private mortgage insurance (PMI) i f  you have at least 20%

down. I f  that percentage sounds too high,  don’t  worry .

There are MANY different loan programs that al low for

much smaller down-payment,as low as 0%. Your loan

off icer wil l  be able to provide you with the best lending

options,  and trust me when I  say that there are hundreds

of options.

Pay off  your debt as much as possible,  and keep track of

your saving goals ,  as well  as ensuring that your credit

score/report is  looking healthy,  Having low debt would

help you get the the pre-quali f ication letter that you're

seeking.



Along with your down payment,  you’ l l  also need to save 

up for closing costs ,  which are between 2-4% of the 

purchase price,  on average.  Such closing costs include 

appraisal  fees,  loan/credit fees,  insurance,  as well  as any 

related real estate fees depending on which county the 

property is  located at .Be sure to ask your lender about 

their  f i rst-t ime buyer closing incentives.  We wil l  talk about 

al l  of  these in more detai ls  in the fol lowing pages.

Asides from your monthly mortgage payments,  you’re 

responsible for regular maintenance on the property .  In 

addition,  your property taxes are collected in two equal 

payments each year .  You could pay your taxes twice a 

year ;  however ,  you may be able to take advantage of an 

impound account through your lender.  Such account is  

set up by your mortgage broker to pay certain expenses,  

such as property taxes.  The money that enters this 

account comes from a portion of your mortgage 

payments.  Think of it  l ike a piggy bank.  Since you are 

responsible for the up-keep costs ,  i t ’s  important to have 

an emergency fund of 3-9 months and pay off  as much of 

your debt as possible before purchasing your home. Often,  

your lender would require such emergency funds in the 

form of reserves.  It ’s  also a good idea to do some research 

and talk to a tax accountant regarding al l  the tax benefits 

that you would be entit led to.



FIND THE RIGHT BUYER’S AGENT/INITIAL
CONSULTATION

#2
Choosing a good real estate agent to help you with your

purchase is  probably the most important step of home-

buying process.  L ist ing agents represent sel lers ,  and

sell ing agents represent buyers .  We often meet buyers at

our open houses,  who are solely relying on the l ist ing

agents to help them with their  most expensive purchase

of l i fetime. 

This is  usually a terr ible idea. . . .

Why?
Because the l ist ing agent has already signed an 

agreement to get sel lers the highest amount of 

money.They have a f iduciary duty to represent the sel lers 

to the best of their  abil ity .  How would you expect them to 

negotiate and get you a great price,  i f  their  main task is  to 

get sel ler ’s  the most money? Having the r ight agent can 

indeed save you thousands of dollars ,  so it ’s  important to 

pick the one that wil l  guide you through each step.  Find 

yourself  a buyer ’s  agent who wil l  help you f ind your dream 

home and negotiate on your behalf .  The best part is  that 

they’re 100% free of charge to YOUR pocket.  Realtor 

commissions are paid by sel lers ,  which means that it  costs 

you ZERO dollars to work with a buyer ’s  agent.  



Another t ip when selecting your agent is  to work with one

who is constantly active in the market .  They wil l  be able

to give you a better insight of the market ,  go over the

buying process with you in detai ls  during the init ial

meeting,  and wil l  even help you f ind you homes that are

not even on the market .  I  wil l  explain these Off-Market

l ist ings on t ip #6

Schedule a consultation with me, the author of
this book!

Contact me: 000-000-0000

I specialize in the 
[your area] 
Market

LET'S DO THIS TOGETHER



It  is  EXTREMELY important that you get your pre-

quali f ication letter before you start your search.  After al l ,

nothing is  worse wasting t ime seeing homes that are over

your quali f ied budget.  So,  you should f irst  f ind out how

much loan you can quali fy for ,  and work on your

savings/debt,  as needed. Your loan off icer wil l  be able to

give you better insight on your f inancials .

GET PRE-QUALIFIED FOR A LOAN BY A
TRUSTED LENDER

#3
This is  another big step.  Once you are more famil iar with

the real estate market in your area,  and are confident

about your savings/debt,  you should get ready to meet

with a professional loan off icer .  Your agent wil l  be able to

recommend you a trusted lender,  though you are free to

apply with any lender of your choice.  A loan off icer can

help you determine your purchasing power and go over

the monthly costs with you.  I f  you have not found your

agent,  ask your loan off icer for recommendation.  A good

loan off icer can also help you f ind a great buyer ’s  agent.  

It  is  EXTREMELY important that you get your pre-

quali f ication letter before you start your search.  After al l ,

nothing is  worse than wasting t ime seeing homes that are

over your quali f ied budget.  So,  you should f irst  f ind out

how much loan you can quali fy for ,  and work on your

savings/debt,  as needed. Your loan off icer wil l  be able to

give you better insight on your f inancials .



RESEARCH NEIGHBORHOOD#4
                                                 After you’ve found some 

homes for sale in your price range,  be careful not to make 

a decision based on the property alone.  According to a 

NAR survey,  home buyers are more wil l ing to compromise 

on a home’s condition (20%) and size (17%) than on the 

quality of  its  neighborhood (6%) and distance from a 

school (2%).So make sure you factor neighborhood quality 

and location into your decision.  Ask your real  estate agent 

for information the neighborhood amenities and the 

quality of  schools around your prospective neighborhoods.  

Calculate your new commute t imes to see i f  they seem 

manageable.  School ratings often play a major role in 

buyers ’  decisions in [your area] ,  and a particular home can 

sel l  for much higher than another home in the same area,  

s imply because of school ratings.Visit  the neighborhood at 

different t imes,  such as morning and late evening,  and to 

check for traff ic conditions and noise levels and to see i f  

people are comfortable being outdoors .Only choose a 

neighborhood that you and your family feel  good about.

LOCATION, LOCATION, LOCATION.



START SEARCHING FOR HOMES WITHIN
YOUR BUDGET#5

Once you’ve narrowed down the neighborhoods,  attend a 

few open houses.  Looking at homes that are for sale— 

even i f  they’re not a perfect f it  for you—is a great way to 

learn more about the area.  When you do eventually f ind a 

house you love,  you’ l l  know how your place compares to 

better or worse homes in that neighborhood. When it  

comes to buying,  a good strategy is  to f ind the most 

affordable house in the best neighborhood. I f  you buy at 

the bottom of the price range in a good neighborhood, 

you’ l l  have more room to build home value through 

property appreciation.  For instance,  let ’s  say you f ind a 

home that ’s  the only one on the block without wood 

f loors and granite countertops.  I f  you have the extra cash

to make those upgrades,  you’ l l  be able to add instant 

value to your home! Another thing to consider is  the 

market condition.  In slower markets ,  there is  a lower 

demand for f ixer uppers ,  which typically means that 

there is  a noticeable price difference between a f ixer and 

a move-in ready property .  Be sure to ask your agent 

about their  contractor referrals .  You may be able to build

your instant equity that way.



KNOW THE CLOSING COSTS AND YOUR
MONTHLY PAYMENTS#6

This is  your f inal  chance to know the costs for everything.  

Ask your loan off icer about the loan closing costs .  Be 

sure to understand your monthly mortgage payments,  

your property taxes,  insurance,  etc.  Ask your real  estate 

agent about the closing costs associated with the 

purchase of your selected home. Such costs include 

escrow & t it le fees,  county transfer fees,  city transfer fees,  

HOA transfer fee ( i f  any) ,  and more.  Ask your agent who 

pays for what.  Each county has their  own set of customs. 

Total  closing costs are typically between 2-4% of the 

purchase price,  though they can be more or less ,  

depending on the exact case.  Find out how much of the 

costs are your responsibil ity to pay.  Your real  estate 

agent and your loan off icer can help you determine 

those costs .



MAKE A COMPETITIVE OFFER WITHIN YOUR
BUDGET

#7

Let ’s  assume that you’ve f inally found your dream home

that’s  within your budget,  and you are ready for the next

step.  Since you already have your pre-quali f ication letter ,

you are now ready to make an offer .  For most f irst-t ime

home buyers ,  i t  is  quite diff icult  to know how much you

should offer .  This is  where your trusted realtor wil l  step in

to help.  Through their  expertise,  they wil l  be able to f ind

the most recent comparable sales and adjust the prices to

determine the fair  market value of the home you’re

looking for ,  based on what has already sold in the area.

The terms of the offer are just as important as the price.

Contingencies are meant to protect buyers in the case

that something goes wrong and you can no longer fulf i l l

your purchase contract .  In most scenarios ,  having minimal

contingencies can make your offer stronger.  

feeling confident yet?
 



        You can choose how long your contingency period 

is .  Average day for contingencies in Bay Area is  typically 

between 5-17 days,  though it  quite common to see non- 

contingent offers .  Make sure to ask your agent about 

these contingencies ,  and whether you should include 

them with your offer .  Another t ip is  to f ind out i f  the 

sel lers need any rent-back.  A rent-back means that 

sel lers can stay at the property ,  after the close of escrow, 

for an agreed period,  for an agreed amount of money.  

For instance,  let ’s  assume your offer is  accepted,  and the 

expected close of escrow is set for August 15th,  but the 

sel lers are not moving into their  replacement property 

unti l  August 30th.  This means that they need a place to 

stay between August 15-30.  Often,  i f  you al low the sel lers 

to keep possession for a short period,  it  could make your 

offer to stand out stronger.  Writ ing a letter to sel lers 

could also play a helpful role.  That ’s  why you should 

always include a nice,  personal letter to the sel lers ,  

sharing a bit  about your story and why you would l ike to 

buy their  home. During a home sale,  i t ’s  common to see 

emotions running high.  Use this to your advantage and 

separate yourself  from the rest of  the offers .

The     most common contingencies are:  

1    Inspection

2  Loan

3  Appraisal

4  Sale of current residence

4



GET READY FOR CLOSING#8

                                  Your offer is  now accepted by the

sellers ,  and you are now in escrow. Now, there is  a binding

contract between you and the sel lers .  Within 1-3 business

days of offer acceptance,  you are expected to make the

earnest money deposit .  This amount is  typically 3% of the

purchase price.  Once you deposit  the funds to the t it le

company,  the funds wil l  stay in a neutral  escrow account,

unti l  the close date.  It ’s  also important to note that the

earnest money deposit  is  included as part of  your down

payment.  The average days during escrow process are

between 21-30 days,  i f  you are purchasing with a loan.  I f

you are buying a home all-cash,  then you can expect the

escrow period to be between 5-7 days on average.  During

this period,  your loan off icer ,  and more specif ical ly the

underwriter ,  wil l  demand further documents from you to

help generate the f inal  loan acceptance.  

It  is  important to provide any required docs to your loan

off icer/agent as soon as possible.  Typically ,  within 3-14

days of acceptance,  an appraiser wil l  inspect the property

to determine their  opinion on the value.  Lenders rely on

appraisers to determine the market value of the property

(the collateral) .  Appraisal  is  ordered by the loan off icer ,

and are commonly paid by buyers ,  though there are some

lenders that pay upfront for the appraisal .  

CONGRATULATIONS!



This is  important for buyers ,  because depending on how 

much the property appraises ,  the circumstances can 

change drastical ly .  Let ’s  say you are buying a property for 

$1 ,000,000, and your required down-payment is  10%= 

$100,000. I f  the property appraises over $1M, you could 

get instant equity on the property for the difference.  I f  

you appraise below $1M, say $975,000, then you would be 

required to come up with the difference.  That means that 

you wil l  need 10% of the appraised value ($97,500) ,  plus 

the $25,000 difference in the appraisal .

This means that now you wil l  need to have $122,500

($97,500+25,000).  At last ,  i f  you appraise at the sales price,

then you should just expect to give the same down

payment that you’ve discussed with your loan off icer .

That ’s  why it ’s  important to make sure that you are writ ing

an offer based on the recent comparable sales .  Your agent

wil l  help you with that .  An appraiser wil l  review the most

recent comparable sales and wil l  generate a report that

states their  suggestion on the home value.  During the

escrow period,  you wil l  be also required to remove your

contingencies at the date specif ied in the contract ,  i f  any.

I f  you are completely non-contingent,  i t  wil l  be very

diff icult  to back out of the contract at this point .  I f  you

fai l  to obey as the purchase contract states,  the sel lers

might be able to take your earnest money deposit  as a

form of damages.  Therefore,  you should exactly

understand what you’re getting yourself  into,  before

submitting any offers .  In the last few days of the escrow

period,  both you and the sel lers wil l  be going to the t it le

company for your sign offs .  



Thank you for reading through all  the way.  
I  hope you found my book useful and 

gained confidence in your abil ity to start 
the home buying process.

 
 
 
 
 

As a buyer ,  you wil l  be signing the loan docs,  the grant 

deed, and more.  On the last day of escrow, you wil l  get 

the keys to the property ,  unless you’re providing a rent

back to the sel lers .  Depending on how your contract is  

written,  you wil l  also be given a chance to do your f inal  

walk-through, to ensure that the property is  in the same 

condition that you originally saw. I f  something is  missing,  

or i f  you notice any new damages,  be sure to bring them 

to your agent’s  attention.  The general  rule is  that you 

must get the keys to the property in the same condition 

as you f irst  saw.

YOU DID IT!

Let 's  do this together:  
Contact me for a consultation.

 

000-000-0000
youremail@here.com

Mikayla Smith


