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YOUR SEARCH BEGINS

Buying a homa is one of life's biggest investmeants and most exciting advantures, Your Coldwell Banker”
indapendent agent is your partner in the process, guiding you along the way 1o make your expenence
smooth and successtul.

This Home Buyer Guide includes helpful information 1o gat you starled:
= Purchasing Process

¢ The Power of Pre-Approval

= Your Home Search

* Full-Sarvice Support
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| STEP BY STEP

Obtaln mortgage (B 3T
nre-approval o] (P o aao

Conduct inspactions Obtain martgage financing Cihtain homeacwnars insurance
Resolve any issues Crder apprassal Obtain bte nsurance
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YOUR PARTNER
IN THE PROCESS

When you choose a Coldwell Banker™ agent
to represant you, you'll have someone by

your side every step of the way, giving you
the insights and infarmation you nead to have
confidence in your decision,

Your sales associale will:

+  Meet with you to discuss your needs and
goals, and to plan your property search

= Help you gel pre-approved and establish
your Budget

+  Show you properties that meet your criteria

¢ [eep vou informed of new properties
that come on the market

= Work with you until you find the right home
¢ Help you determing your offer

s Negotiate the offer and contract In your
best interests

= Facilitate the home inspection and
resolution process

= Frepare you for closing and the
associated costs

« Keep you updated on the progress of
your transachion
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WHY PRE-APPROVAL MATTERS

The first step in any home saearch is finding out exactly how much homea you can afford and securing the
financing o make the purchase. While you can get a rough estimate through prequalification, taking the
extra step o obtain pre-approval will give you some addsd acdvantages.

Pre-approval Delps you:

e LUncerstand your financial condition

* Krow exactly how much home you can afford before you begin your home search
= Strengthen your purchasing powear when making an offer

Whan you lind & home you love and are ready to make an offer, your morlgage pre-approval [Bts the
salier know thatl you're senous and fully preparad 1o buy their home, putting you in 8 stronger position
than other potential buyers,




THE PRE-APPROVAL
PROCESS

Here are some of the documents that you
will need to provide your lender to get the
pre-approval process started;

Income

« Current pay stubs, usually for last
bwio months

« W-25 or 1099s, usually for last two years

=« Tax returns, usually for iast two years

Assets
s Bank statemants
+ [nvestments/orokerage firm statements

s  Matworth of businesses owned
{if applicabis)

Debts
s Credil card statements
« Lpan statements

o Almonyichild support payments
(if applicable)
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YOUR AGENT’S WEBSITE

The first stop on your home search? Your agent's waebsite, Not only is it an easy way o chack out all the
availabie properties in your praferred araa, it's also another way for your agent 1o gat (o know the types
of proparties that you like, Simply registar on the site; and your agant will receive updates about your
activity. Pius, you can save your search for lulure access, save and share homes you like, and sign up 1o
receive amail alerts when new homes that match your critena comae on the market.

And thanks 1o its responsive design, you can da it all from your mobile davice, ablet or deskionp!




COLDWELLBANKER.COM

Makea your onling home ssarch sasy with one websile thal gives you access o everything home
D yers nsead

With coldwellbanker.com, you Gan:

s Search all avallable MLS listings in your preferred location, based on preferences you spacify
» See the results of your search in map or list view

» ook al multiple images and read full details about properties that interast you

* Save your search 0 you can easlly return to it each time you come back o the site

Sign up for email alerts on new properties or opan housas thal mest your search crilena

« Share your favorite properties with your friends via email or social media

« [Discover nformation about the community and ares schools

+ |garm more about the home-buyling process

« Easily conduct your search from your mobile devica, lablet or desklop through the site's
responsive design




HOME PREFERENCES

The more your Coldwell Banker” agant knows about the typs of homa you want, the batter. Take a
miniits to think about the features your new home must have, as well as what you would ideally like
it 1o have, and talk it over with your agent.
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MAKING AN OFFER

Thare are many factors that influence thie market valua of 8 home. Your Coldwell Bankar® agent will give
your the insight and information you need to make an offer you're comioriable with. Somea of the faciors o
consider melude:

How long the home has been on the market
If the price has been reduced

How much the homa is warth — your agent will provide a comparabla market analysis (CMA)
showing 1he st and sale prices lor similar homes in your area

If there are multiple offers

Other items that rmight be included in the sale (fumiture, hot b, ete)

The “list-to-sale-price ratio,” an indication of how competitive the market is for homes in this area
Why the seller is selling

Whether the seller is offering an assumable loan or financing

Onee the offer is written, your agent will present it to the saller's agent. At that point the seller can accept
your offer, reject it or counter it 1o start the negotiation process. Your agent will work with you to plan a
strategy to ensure the most advantageous terms and acceptable pricing for you and your budget.




CLOSING ON
YOUR HOME

Onee your offer has been accepted, the
closing process bagins, Here are somea of
the typical steps involved.

Home inspection — Most property sales
are contingent on the results of a homa
inspection, which is paid for by the buyer.
The inspection typically occurs within 10
days of offer acceptance, and includes

a review of the home’s exterior elements
like the roof, siding, tim and windows, as
well as kitchen and bathroom fixtures and
appliancas, and major systems like haating
and cooling, plumbing and elecrical.

I defects are discoverad during tha
inspection, you may exercise tha remedy
dhescribed in your offer or negotiate with
thie zefler to determing what rapairs will
ba made,

Title search — This i3 & hislorical reviaw of
all legal documents relating to ownership

of the property to ensure that there are no
claims againat the title of the property. It is
also recommended that you purchase title
insurance in case the records contain emors
or there are mistakes in the review process,




Appraisal = As a standard part of the
morigags process, your lendar will order an
appraisal report to enaura that the loan will
be guaranteed by the home's value.

Final walk-through - If it's requested in
the contract, you'll be given the chance to
look at the home to make sure it's In the
same condition as when you signed the
sales agraement

Closing costs - In addition o your deposit
and down payment, there are a variety of
othar costs invoived in closing, including:

+ Loan origination fees, appraisals and
reports

o Surveys and inspactions

* Mortgage insurance

* Hazard insurance

¢ Taxes

= Agzpssments

s Titie Insurance, notary and escrow fees

* Racording feaes and stamps
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TRANSACTION MANAGEMENT

Your Coldwell Banker™ agent has tha training, knowladge and expeanencs o halp you through sach step
of tha process. All transaction forms and documaents required for the purchase of your new home will ba
gatherad, revenwed and caretully orgameed by your agent in order to ensura that from start to firmsh, youo
have a successiul and stress-lrea home-buying expearence.




START TO FINISH

Coldwall Banker” is your partner in all aspects of the home-tuying process. Our industry affiliations
Bnsura youl receaive complate assistance from beginning o end, giving you ong-stop-shop comveniance.

Maortgage Services

We will assist with your martgage, so you gal
incredioly low rates, fantastic customer service
and a fast, simple process.

Warranty Services

A Coldwell Banker Home Protection Plan provides
an extra measure of security that makes you feel
more comfortable and confident in the purchase
of your homa,

Insurance Services

We will halp you secure compatitive rates on
homeownars, condominium, rentars, automabila,
second home, vacan! hame and umbrella coveragea.

Title Services

We will assist in getting title issues researched and
resolved before the closing to help ensure your
transaction closes smoothly and on time.

Concierge Services

Cur unigue concierge offerings can provide
assistance before, during and after the purchase
of your home = from moving to home repairs,
maintenance and rencvation,




GLOSSARY

Adjustable Rate Mortgage (ARM): A marigage
with an Interest rate that changas over time in line with
movements in a financial index. ARMS can also be
rafarred o as AMLS (adustabla mortgage loans) or
VRMSs (variable rate mortgages),

Adjustment Period: The length of time balween
interast rate changes on an ARM. For exampls, a
loan with an adjustment period of one year is called
a ona-year ARM, meaning that tha interast rate can
change once a year,

Amaortization: Repayment of a loan in instaliments of
pringipal and inerest, rather than interast-only payments.

Appraisal: An estimate of the property's valug,

Assessed Valua: The value placed on a proparty for
purpases of taxaton.

Assumplion of Mortgage: A buyer's agreement

1o assume the Kability under an existing nole that i
secured by a mortgage or deed of trust. The lender
must approve he buyer in order 10 rélease the onginal
bormower (typlcally the saliar) from liability,

Balloon Payment: A lump sum principal payment due
at the end of some mortpages or other long-term ioans.

Buy-Down: A permanant buy-down is prapaid

intarest that brings the note rate on he loan down (o

8 lower parmaneni rate. A lemporary buy-down s
prepaid intares] that lowers tha note rale lemporanly on
the lean, allowing the buyer to mare readily quakify and
WICTEase payments as mcome grows.

Cap: The hmit on how much an inerast rate or manthly
paymeant can change, aither at each adjustment or over
the fife of a mortgage.

Cash Reserves: The amount of ine buyer's liquid
cash remaining atter making he down payment and
paying afl closing costs.

CCARs or Covenants, Conditions and
Restrictions: A rmcorded documant that controls tha
use, requirements and restrictions of a property.

Commission: An amount paid by the sellar to the Esting
and buyer's agant for handling the real estate transaction.

Commitment Period: The perod of time during which
& loan approval is valid.

Condominium: A form of real estate ownership in
which the ownar recehes axclusive title to a particular
Lnit and shares ownership in Certain COmmon aras
with other unit owners. Tha unit itsell is generally a
saparataly owned space whose intenor surface
(walls, Noors and ceiling) serve as ils boundaries,

GContingency: A condition that must be satisfigd
before a contract 1s binding, For example, a sales
agreameant or affer may be contingent upon the Duyer

obtaining financing.

Conversion Clausea: A provision in some ARMS that
enables home buyers to change an ARM to & lixed rate
martgage, usualy after the first adustment period, The
nenw fixed rate is generally set at the prevailing Interest
rade for feead rate morigages. This conversion fealure
may irvolve an axtra charge.



Cooperative: A form of multiple cwnership in which

a corporation or business trust entity holds titletoa
property and grants ooccupancy rights 1o sharehoiders
by means ol proprietary leases or similar erangements.

CHB or Certified Residantial Broker: To be
certified, & broker must be a member of the National
Association of REALTORS', have five years of
expenence as a lcensed broker and have complaled
required Hesidential Division courses.

Debl Ratios: The comparnson of a buyer's housing
Costs o his or her gross or nat affective incomes and
the comparison of a buyer's tatal long-term dabt 1o his
or her gross o nel effective ncoms, The first ratio is
the housing ratio.and the second is tha total debt ratio.

Dead: A document which, when proparly execited
and daliverad, conveys title of real proparty.

Disclosure: To make known or public. By law, a sellar
of real property must disclose facts which affect the
valug or chesirability of the property.

Discount Points: A negoliable fee paid to the lender
1o sacure financing 10 the buyer, Discount paints are
nterest charges paid up-front 10 reduce the interast
rate cn the knan owvar the life or a portion of the term.

Due-on-Sale Clause: A clause thet requires a full
payment of a morigage or dead of frust when the
secured property changes ownership.

Earmest Money: Tha portion of the down payment
detvared to the selier or escrow agent by the purchaser
with & written offer as evidenca of good faith,

Easemeant: A night 1o use all or part of the land owned
by another for a speciiic purmose, For axample, an
easement may entitie the holder to Install and maintain
sawear or utility hnes.

Encumbrance: Anything that affects or limits the
awmership of resl property, such as mortgages, fens,
pasaments or resticlions of any kind,

Escrow: A procedura in which a third party acis

a5 a slakaholder for both the buyer and the salior,
carrying out both parties’ instroctions and assuming
responsibiiity for handling all of the paperwork and
distribution of funds, An escrow Tee, typically paid by
the buyer, s charged by [ha fitle compsany (o service
the transaction and to escrow monay and documents,

Equity: Tha differance baltwean what iz owed and tha
amaount far which the proparty could be sold.

FHA Loan: A lpan insured by the Federal Housing
Adminkstration {of the Department of Housing and
Lirban Development),

Federal Home Loan Mortgage Corporation
{FHLMC): Often referred to as “Freddie Mac,” it
purchases loans from savings and loan lenders
within the Faderal Homa Loan Bank Board,

Federal National Mortgage Association (FNMA):
Popularly known as “Fannie Mae,” It purchases and salls
residential morlgages msured by the FHA or guaraniaed
vy the Va4, as weall a5 comventional home morigages.

Fee Simple: An estale in wiich the ownar has
unrastrictad power 1o disposa of the property as he or
she wishes, ncluding keaving by will or nheritance.

Fixod Rate Mortgage: A corventional loan with the
same intares] rale for tha e of the loan.

Fixtures: Personal property that is attached 1o real
progerty and Is legally trealed as read property wiile i
Is attached - such as light fixtures, window treatmeants
and madicing cabingts.



Foreclosure: The legal process in which mortgaged
proparty is soid fo pay the loan of the detauting bormower,

Fully Indexed Rate: The maximum interest rate on an
ARM that can be reached at the first adjustment.

Gitt Latter; A letter from a relative stafing that an
amaunt will be gifted 10 the buyer and that said amount
5 ol o be repakd.

Government National Morigage Assaciation
(GNMA): Known as "Ginme Mae,” a governmental
part of the secondary market thal deals primarily with
recyoling VA and FHA mortgages. particularly those
thel are highly leveraged.

Graduated Payment Mortgage: A residential

martgaga with monthly payments that star at a kw
level and increase at a predetermined rate,

Home Warranty Plan: Protection against fallure of
mechanical systems within the property and usually
includes plumbing, slecirical, heating and cooling
systems and installed appllances.

Index: A measure of interest rate changes used to
determing changes in an ARM's interest rate over the
tarm of the locan.

Initial Interest Rate: The introductory mierest rate
on a loan, which signals that there may be rate
adjustments kater in the loan.

Joint Tenangoy: An equadl, undivided ownership af
property by two or more persons. Upon the death of
any owner, the survivors take the decedant’s interast in
tha property,

Jumbo Loans: Mortgage lnans that excesn the loan
amounts acceptable for sake in the secondary market,
Jdumbios are packaged and sold ditterantly o investors
and have separate underwriting guidelines.

Lien: A legal hold or claim on a property as socurity for
a debt or charga.

List-to-Sale Ratio: The ratio belween 1he price at
which a property s listed and the amoont for which it is
actually sold,

Loan Commitment: A written promise 1o make a lban
for & specified amount on speciiied terms,

Loan-te-Value Ratio: The relationship between the
amount of the morigage and the appransed value of ihe
proparty, typically expressed 55 a parcentaga of the
appraisod value.

Lock-In: The fixing of an interest rate or points at
acertain level, usually during the loan application
process. It is typically fixed for a specifisd amaoumt of
time, such as 20 to 30 days or soma other pariod of
tirme datermined by tha landar,

Margin: The number of percentage poinis the lender
arids to the indax rate o calculate the ARM intarest mita

at each adjustmant.

Mortgage (Deed of Trust)l: A legal documeant that
provides security for repayment of a promissary note,

Mortgaae Insurance Premium (MIP); The mortgage
insurance required on FHA loans for the e of said
Ioan. The MIP is either paid in cash at the time of
closing or financed over the course of the loan,

Multiple Listing Service (MLS): Tha pooling in a
central bureau of all properties for sale. The listings are
held individually by members al 8 group of resl estats
brokers, with the agreement that any mamber of the
group may sell the properties and he commmigsion will
he divider betwean the broker that soid the proparty
and the broker who filed the Esting.



Megative Amortization: Occurs when monthly
payments fail to cover the cost of the nterast on a loan,
The imerest that is not coverad is added to the unpaid
principal batance, meaning et even after making
several payments the horrower coukd cwe mora than
at the beginning of the kban. Negative amortization may
oeeur whan an ARM has & payment cap that resulis in
manthly payments that are not high encugh 1o cover
the interest,

Origination Fee: A fea or charge for work involved In

evaluating, preparnng and submitting a propased mortgage
loan. The fee is limited to 1% for FHA and VA loans,

PITI: The term lor a morigage payment thal includes
principal (F). interast (1), taxes (T) and insurance: (1),

Planned Unit Development (PUD): A zoning
designation for proparty developed at the same or
slightly graster overall density than comventional
development, often with improvements clustered
belween open o common areas. Use may be
rasiiential, commarcial or industrial,

Point: An amount equal to 1% of the principal amount
of tha invesimant or note,

Pre-Approval: Whan a bormower has completed

2 lpan appcation and providad debt, Income and
aavings documentation which an underwriter has
reviawed and approved. A pre-approval is usually dona
at @ certain loan amount and making assumplions
aboul what iha interest rate will actually be st the fima
i Ioan is made, as well a5 estimates for the amaount
Tt will be peid for property laxes, insurance, el

Prepayment Panalty or Clause; A fee charged to a
borrower who pays a koan in ull before the stated
due date.

Private Mortgage Insurance (PMI): Insurance wiitten by
private companias to protecd the Bnder sganst loss if the
bomower defauits on the morigage. PMI is often required on
mortgege oarns in which less than 20% has been pul lorth
for the down payment. Depending on the conditions of the
morigage, the borawer may reauest canceliation of PM|

whan squity in the proparty reaches 20%.

Furghase Agroemaent; A written documeant in which
ihe purchaser agrees to buy certain real estate and the
saller agrees 1o sell under stated terms and conditions,
Alzo called a sales contract, eamest monay contract o
agreement for sale,

Rate Gap: The differsnce batwesan the cumen rate
and the rate to which it could adjust on an ARM,

REALTOR': A real estate broker or sales associale
active in 3 Incal raal astate hoard affiliated with the
Mational Association of REALTORS",

Recording Fee: Charged by iha County Claerk to
regord documants in the pullic records,

Refinance: A new loan with new lerms, Inlerest rates

and monthly payments that complately replaces your
oufrent morlgage,

Regulation Z: The set of rules governing consuemer
lending issued by the Federal Reserve Board of
Governors m accordance with the Consumer
Praotection Act.

Short Sale: The sale of a home for less than the
batance ramaining on tha homamaner's mortgage.

Tenancy in Camman: A type af joint awnarship
of property by two or more parsons with no right of

SUrVVINShIE.

Titla: Tha rights of ownerehip recognized and
protected by law. It is a combmation of all elements that
canstitute tha highast legal right to own, possess, use,
control, enjoy. Wanster and dspose of real estate.



GETTING STARTED

Your home-buying needs are one of a kind. Lising the unmatched rescurcas of
Coldwall Bankar”, your agent will develop a custom plan to

= Proviche you with proven, powerful and parscoal sarvica
=  Halp you find the right homea and negotiate he best possible price and terms for it
» Close the sale in a smooth, timely manner

We are committed to your complete satisfaction, and will represent your interests with
the utmost care, honesty, integrity and discretion. Let's get started!
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