HOME BUYER
GUIDE
A Detailed Road Map Outlining the Steps to
Buying a Home

GETARATE.COM

CONTENTS
04
		
08
		
15

STEP 1: NEEDS VS. WANTS
Is now really the right time to buy? Find out.
STEP 2: FIND A LENDER
Know about current mortgage rates & different
types of programs.
STEP 3: GET PRE-APPROVED
Get your financial game plan in check.

18
STEP 4: FIND A LOCATION
		
How does one zero in on where to live?
		
This section explains how.
20
		
		
22

STEP 5: FIND AN AGENT
Uncover why you should get a Buyer’s Real
Estate Agent.
STEP 6: HOME SHOPPING
Tips and hacks on locating the perfect palace for you.

24
STEP 7: FIND AN ATTORNEY
		
Understand why you need one - even in states where
		
they’re not required.
28

2

		

STEP 8: OFFER & CONTRACT NEGOTIATION
How to create an offer strategy & construct a contract
in your favor.

32
		

STEP 9: SUBMIT YOUR LOAN
What you need to formalize your loan application.

38
		
41

STEP 10: HOME INSPECTION
Know what the purpose is and the approximate cost.

		

STEP 11: APPRAISAL & CLEARING CONDITIONS
Get the Fair Market Value of your home. Button up
your Loan Application.

44
		

STEP 12: COMMITMENT LETTER
What this important doc is and what to do with it.

47
		
		

STEP 13: TITLE
Know what a title, deed, and a lien are and what 		
challenges could arise.

48
STEP 14: CLEAR TO CLOSE
		
The formal and final checkpoint before closing.
51
		

STEP 15: FINAL WALK THROUGH
Understand why you need to do this and what to
look out for.

52
		

STEP 16: CLOSE & MOVE IN
How to prep for the big closing day.

3

STEP 1
Needs vs Wants
Evaluating your NEEDS versus your WANTS in a home (and in life, in
general) is the first step. This might seem like an obvious step, but
you’d be surprised how many people find themselves deep in the
process and unable to decide what location to live in, what type of
home they really want, which amenities they can’t live without, or
even what their financial capabilities and boundaries are.
This is both an emotional and pragmatic exercise. What do we
mean by that? You have to consider your emotional attachment to
a certain lifestyle -- say freedom to move around, for example, or
maybe you like stability more and want to stay in one place for a
while. The pragmatic side is the cost and efforts you put in (or don’t
put in) to either renting or buying.
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The important point is to make sure that Buying makes more
financial sense and suits your lifestyle compared to Renting. It’s SO
easy to get caught up in the American Dream of owning or the social
pressure that now you’ve graduated college, your next checkbox is
buying a home. Try to shake all of that outside noise away and take a
good solid look at what you want and what you need to be happy.
Here’s how:
First, consider your lifestyle type, activities you love, neighborhood
styles you vibe with, and home qualities you can’t live without.
Dream big!
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Second, make sure you’re FULLY aware of what comes with owning a
home versus renting. The perks of both, the drawbacks of both. Like,
for example, maintenance costs, homeowners insurance, having to
maintain the house yourself - no landlord to call for repairs when
you own the home - the onus is on you. How about the simple fact
that you have to have at least a decent credit score and a good
amount of cash to put down for a down payment. Or pay closing
costs and maybe you’d rather spend that traveling or investing in a
retirement fund or your buddy’s new start-up.
Third, Don’t forget to consider the costs associated with everything
you’ve pinpointed - maybe you THINK you can’t live without a wine
refrigerator or custom closets, but when you realize the premium to
pay for those, they’re not so important anymore.
Or maybe having a doorman or game room in a building is super
important to you, but the location you want to live in makes owning
in a building like that out of the question.
Fourth, do the work. Write it down. Sort it out. Drill down and parse
out what’s really a can’t-live-without versus what you can cross off
your list and then rank them in order of priority. Not only will this
help you uncover your true desires and financial capabilities to rent
now or buy now but you’re also going to be crystal clear on what
you’re looking for and what’s important to you.
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HUGE TIPS
If you’re considering buying with someone else, you should each do
this exercise individually. Then, come together and create a Master
List that has what you’ve both compromised and agreed on for your
main list of needs and wants.
If you’re still on the fence about buying vs renting, then you NEED
to know what the buying process involves. Once you pick a home
and sign a contract, you have 45-90 days from the date you sign the
contract to learn about an entire industry and navigate through it
before making a life-altering decision - so you better be prepared!
We’ve got you covered though, just read on and see what the
process involves and then you can decide if that’s something you’re
ready to take on at this point in your life.
The more you know, the more equipped you’ll be to make a decision
you’re happy with.
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STEP 2
Find a Lender
LEARN RATES &
MORTGAGES
The next step is Finding a Lender. Yup, you read that right. Find a
Lender, not Find a Realtor, not Find a House; you need to Find a
Lender before anything else.
This might seem out of sequence because we get so excited to start
shopping for a home that we usually think searching real estate sites
and going to open houses is first. That’s perfectly okay! Who doesn’t
dream big - we check out homes (and islands we want as homes)
ALL the time!
But if you’re getting serious, you’re going to need to know how to
filter down your search results even more than your needs versus
wants. You’re going to need to know the price range.
So, finding a Lender is first before finding a home because they’ll be
able to tell you what you can TRULY afford with a mortgage today
rather than guesstimating through self-calculations and news on
rates.
First, Lenders will be able to tell you the current rates and programs.
They’ll know about any special promo’s going on where your credit
or income situation might qualify you or get you hooked up with an
awesome loan.
Sure, you can try to do all that research yourself by assessing news
sites, rate sources, keeping up on industry trends and try to put
together what would be best for you, but let’s be real: How would
you know what’s available if you’re not in the industry on a daily
basis?
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Not to mention, you surely have a job or career you’re trying to build
yourself. Plus - just living life and the other gazillion things you’ve
surely got going on. It’s simply unreasonable to expect that you can
do this alone and get all of the info you need because it changes
so frequently!
Second, Lenders will be able to consult on your personal financial
situation. They analyze your income, your assets, your debts and
they can tell you what kind of buying position you actually are in,
relative to what mortgages are available at that time. Maybe you’re a
first-time homebuyer or a Police Officer - you’d qualify for different
incentives!
Third, when it comes to trusting someone to handle the mortgage
process when it’s “Go Time” after placing an offer on a home, no one
is more clutch than your Lender. So give yourself time to build that
relationship and feel good about it. They’ll be handling your personal
financial information so you want to be sure they are thorough,
honest, timely and responsive. Wouldn’t it be nice to know they’ll do
a great job before you’re in a time crunch?
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THINGS TO CONSIDER
Bonus Advice

When it comes down to choosing a Lender, don’t feel pigeon-holed
into the first referral you receive. Referrals are great! But take them
with a grain of salt as every buyer’s situation will be different. So be
sure to interview at least three options.
Also, know that if you sign-up for information online somewhere,
you might get contacted by a bunch of different lenders who seem
like they’re drilling you for so many personal details, your privacy
has gone out the window -- we can relate! We’ve been there, too.
Here’s the thing -- You absolutely don’t have to give any information
you don’t feel comfortable with, but (this is the “thing”) you could
also give too little information, which inhibits Lenders from being
able to do their job properly.
They need to know whether or not they can actually help you get a
mortgage and in order to do that they need to know your income
and credit status. Just don’t let them rush you into giving that info
and also don’t hang-up on them or run away scared when they ask.
What you CAN do is take control, drive the conversation, interview
them and make sure you understand THEIR qualifications so you
trust them before you answer their detailed questions. And honestly
- sometimes a face-to-face meeting is the best 2nd date!
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HUGE TIPS
#one
Don’t let any of the Lenders try to scare you by saying shopping for a
Lender will hurt your credit. It actually won’t (within reason). You’ve
got a 14-day window to shop around and have your credit pulled
multiple times.
The credit bureaus are smart enough to know you’re looking for a
mortgage so they won’t ding you for doing just that.
Our main point is: if any Lender tries to push that on you, don’t trust
them, move on. How’s that for some ammo in your credit and loan
shopping arsenal?
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#two
It’s important to remember that our Nation’s banking system
is broken. Companies continue to compensate their employees
with commission and bonus style incentives, which are extrinsic
motivating factors.
This means they’re motivated to push everyone into buying a
mortgage so they get paid. This approach has been proven to fail
millions of Americans every year and it makes it almost impossible
to receive true, unbiased advice.
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STEP 3
Get Pre-Approved
FINANCIAL
REALITY CHECK
Alright, now you’ve got your Lender picked out. Good for you -- that
part is rough, we feel you! Next up is getting Pre-Approved.
Why is it important to get a Pre-Approval before house hunting? So
that you’ll have a truly analyzed understanding of how much home
you can actually afford. That’ll be super helpful in narrowing your
home shopping search down.
First off, there is a HUUUGE difference between a pre-approval and
a pre-qualification. A Pre-Approval is more thorough than a
Pre-Qualification. This is really important to remember! BE CAREFUL
of tricky gimmicks online and in commercials that say you can get
approved in a matter of seconds -- that’s false -- those are actually
Pre-Quals in sheep’s clothing.
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So, then what is a Pre-Approval exactly? It’s a formal document
produced by your Lender that states how much money a Lender has
preliminarily agreed to lend you to buy a home. What do you need to
get a Pre-Approval? You’ll have to provide proof of your identity,
assets, income, expenses, debts, and credit score. All of this is
verified by the back-office of a Mortgage Lender, which makes you
a super legit buyer.
A Pre-Qualification is just self-reported info that is NOT screened
by a Lender’s back office. This is why a “Pre-Qual” doesn’t carry any
weight with Sellers or Realtors.
Realtors and Homeowners will take your home shopping and offer
much more seriously when they know your financial situation has
been pre-screened by a Lender and you have the documentation
to prove it. If you go to place an offer on a home and you’re
competing with other buyers, the Seller and Realtor will put Offers
accompanied by a Pre-Approval on the top of the stack ahead of
Home Buyers with a Pre-Qualification and ahead of people with no
financial proof that they can actually qualify for a loan to buy the
home.
Makes sense, right? Put yourself in the Seller’s shoes: I need and
want to sell my home. I know the process of Selling and Buying takes
a lot of effort. I want to make sure to choose a buyer I know will be
able to actually close on the home rather than wasting time with
people who aren’t qualified - that would be a huge waste of time!
Another great thing about a Pre-Approval is that you’re going to get
to test-drive the Lender you chose to see how well they handle the
Pre-Approval process. Handling it well means they are quick and
thorough. You’re going to need that experience and thoroughness
when you formally submit your Loan Application after you choose
which home you want to buy.
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HUGE TIPS
Make sure you don’t do ANYTHING different or tricky with your
finances, debts or credit once you get that pre-approval in your
hands. Why? Because when you go to submit your formal Loan
Application, if anything, and we mean ANYTHING has changed, that
could affect your ability to get the loan.
We’ve seen it happen with simple Oopsies like opening a store
credit card and the credit score goes down and no longer qualifies
the borrower, or co-signing on a loan for a car or student loan or
anything for anyone else, which can also temporarily lower your
credit score.
We’ve even seen things as extreme as quitting a job without having
another one in place -- yikes! Don’t do that! You’ll have no evidence
of income to prove to the Lender you can repay the loan after they
give you the money.
Be aware and be careful - this applies to all borrowers who are going
to be on the loan, not just the primary borrower.
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STEP 4
Finding a Location
ZERO IN ON
WHERE TO LIVE
Now is the fun part! It’s time to zero in on exactly where you want
to live. Sure, you may have an idea or even a couple of towns in
mind, but it’s important to dive more deeply into the qualities of a
neighborhood that match your personality and lifestyle as well as
the costs to live there. This is an excellent time to revisit your wants
vs needs list.
Think in terms of proximity to work, family, transportation,
neighborhood, or maybe you want to be as far away from civilization
as possible - whatever floats your boat! Also, be sure to check on
the city’s stats like crime, taxes, school systems, and even consider
flood zones or other potential insurance issues. Definitely walk
around and get a feel for the community before you commit. We
recommend visiting the area at different times of the week and day maybe it’s awesome during the day and kinda sketchy at night.
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Try to stay open-minded, too -- a bordering neighborhood you
didn’t consider before might actually have the key piece of charm
you desire AND be more aligned with your budget! And if you are
thinking of having kids or already have some tots, research school
systems and taxes in that town - You’ve got to make sure you can
truly  afford living there.
You might be wondering why this step comes before finding a Real
Estate Agent. You want to find a location before a Pro because you
should find a Pro in that location. Now say that 5x’s fast! You want to
be sure and team up with an Agent that’s very familiar with the area.
This is especially true if you’re considering relocating somewhere a
decent distance from where you currently are so they can answer
any questions that are difficult to uncover in online searches.
Once you have a general vicinity in mind, then you’re ready to move
on to the next step.
19

STEP 5
Find an Agent
BUYER’S VS
SELLER’S AGENT

Eenie Meenie Miney mo - Here...we...gooo! Get a Pro. A Real Estate
Agent Pro. An excellent Agent will know the ins-and-outs of the area
you’re looking to buy in. They should know all about that area’s
home sale prices, quality of the schools, the best local restaurants,
shops and other super important things like where to get coffee and
who makes the best cakes. You know - stuff that will aid in making
the
right decisions.
An Agent has full access to all of the recently sold, currently listed,
and under contract homes in the surrounding area. Why is that
important? To come up with an appropriate Pricing Strategy when it
comes time for you to place an offer. See -- the dollars make sense
now. A Real Estate Pro has all of the stats and the skills to help you
make a solid offer and avoid overpaying.
If you choose not to have an agent represent you (we see you lone
ranger!) you should still consider consulting
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with a few Buyer’s Agents, which are totally different than Seller’s
Agents to make sure you’re protected. A Seller’s Agent represents,
yup you guessed it, the Seller. A Buyer’s Agent represents you, the
Buyer.
If you walk into an Open House without an Agent and begin working
with the Seller’s Agent, you need to know that they can’t consult
you as candidly as a Buyer’s Agent could because they have a
responsibility to the Seller, too -- that’s really tricky when it comes
to negotiating price!!
The cool thing -- if you’re a buyer, you don’t have to pay an Agent!
The Seller pays any and all Agents that work on the transaction
-- Score! So why not make sure you’re represented? A quick tip:
Interview at least two to three agents and make sure to do your
research and check their reviews!
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STEP 6
Home Shopping
FINDING YOUR
PERFECT PALACE
Put on those comfy shoes because it’s about to get real...real FUN!
This is your chance to star in your own TV show called House
Hunting LIVE where you could get to live in the house instead of just
staring at it on a screen.
Looking at pics online may seem like the way to go - but where’s the
fun in that?! Plus, everyone wants to represent the best version of
whatever they’ve got online, so pictures aren’t going to show you any
issues with the home - you gotta get out there to see for yourself.
Stretch those legs out and physically go to open houses, have your
Agent make appointments for you and explore! You’ve got to really
make sure this is the house for you. It’s kind of like the house version
of test driving a car - Live a little!
Take out that wants vs needs list again to stay focused during your
home visits.

22

G e t A R a te.co m

It’s easy to get shiny penny syndrome; like getting distracted by a
super cool fireplace when that’s not even on your list. Or maybe
there’s already a pre-finished man-cave, but the kitchen has super
old appliances that need replacing. I know it’s hard, but try to stay
focused and if you need to, take a minute to re-evaluate your list and
re-rank your priorities.
Also, be careful of teasing yourself with a home that’s way out
of your budget. So often, shoppers check out the home that
has everything they ever wanted but is way out of budget; then
they have a hard time liking anything that costs less. Don’t get
discouraged, just be realistic.
Another big tip: try to have an imagination. Maybe a home has one
less bedroom than you want, but the layout allows for a den or other
area to be converted easily. Or maybe the landscaping is subpar, but
the cost of the home would give you plenty of extra cash to put in
some flora and fauna that you like.
23

STEP 7
Find an Attorney
A MUST HAVE IN
EVERY SALE
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Okay, this is a unique step for some states in the US because legally,
not all states require the use of an Attorney. So, let’s first address
why an Attorney is important, whether or not your state requires it
and why you should find one now.
While you’re zeroing in on that home, you’re getting really close to
making an offer. When you make that offer you’ll be given a contract
to sign. These contracts are drafted with the Seller in mind, not the
Buyer. They can be upwards of 5, 7 or we’ve even seen 14 pages
long!! Who’s going to help you go through all of that? Keep in mind,
it’s not written in an easy to read style -- it’s legal jargon that can be
confusing to understand.
Now, we know that an Agent is trained to draft contracts and help
negotiate them, but they usually have a template they work from
and could overlook details that an Attorney would see.
We know all of those bad jokes about attorneys, but they really
are in existence to protect you. If people didn’t need protecting,
Attorneys wouldn’t exist!
So, even if your state doesn’t require an attorney, we recommend
you consult with one - in relation to the hundreds of thousands of
dollars you’re about to spend on a home, the cost for an Attorney is
minimal. PLUS - they’re going to make sure that if something should
go wrong later in the process, you’re not in trouble. What do we
mean by that? What if the inspection comes back and there’s mold
damage or the appraisal is way off base, what is your legal recourse?
Can you get your deposit back and get out of the deal? Well, that will
all be spelled out in the contract so if you’re not careful, you could be
locked into a bad deal with no way out (or a costly way out).
Not trying to be doom and gloom here -- just want you to be
protected and careful.

25
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HUGE TIPS
Very Important: Make sure you find an attorney who specializes
in Real Estate.
Yes, all lawyers “can” read a contract and advise you, but a Real
Estate Guru clearly understands the timely needs involved in the
buying process - PLUS, they’ll be more expedient from working
in the industry.
It’s kind of like choosing a doctor - Why have a dermatologist check
your heart? They’ll know what to do, but it’s not their specialty Make sense?

27

STEP 8
Offer & Contract
Negotiation
STRATEGIZE &
BE PROTECTED
Now the fun money part: the offer you place on a home and how to
negotiate a price. Sometimes price negotiations can involve more
than just the home’s purchase. Depending on the situation, owners,
agents, and even builders may be open to help with closing costs!
Sometimes your offer will be up against competing offers - come
from people who have mortgage approvals and some who are cash
buyers.
This is when your Real Estate Agent Pro will shine! Your offer
strategy should be discussed and decided upon by first
understanding what kind of market it is: Buyers or Sellers? What is
the competitive landscape? Your Agent will also provide comparable
reports of what homes are selling for nearby (or aren’t selling for) to
get an idea of how to make your offer appealing.

28

G e t A R a te.co m

29

Now, before you make that formal offer, you should go back to your
Lender and get an updated Pre-Approval for two reasons. One: you
want to make sure the date is current and it’s not expired. Two (and
the most important reason) is to use it as a negotiating tactic. Let’s
say the home is being offered at $250k and you want to offer $245k
but your pre-approval says $300k. Well, then the seller knows you’re
good for their full asking price. Why give away your cards like that?
Go get your Pre-Approval adjusted DOWN so that you can use this in
your arsenal of tactics.
Offers are accompanied by what’s called an Earnest Money Deposit.
This is a check for a small percentage of the purchase price (1%-3%).
This shows that your offer is a serious one and being is made in
good faith. An Earnest Money Deposit will count towards your full
down payment, but by providing some of those funds now, it shows
that you’re the real deal.
This next step is SO important - the contract is crucial! Details that
are in and out of this document could set you up in a high-style,
smooth-sailing way or come back to haunt you later.
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Throughout the rest of the process, this is the key document
everyone will refer to. What’s included in the sale? What is not
included? What happens if something goes topsy-turvy with
inspections or appraisals? What happens to your deposit if the deal
goes south?
Contracts are where your Attorney is the Superstar! Your Agent will
be able to help, too -- especially in non-Attorney states.
The key thing to remember: while the contract is super important
to make sure you’re protected, you also don’t want to overkill the
contract with so many strict terms that make the Seller feel like it will
be a complete headache trying to do a deal with you. Be reasonable
and try to always approach this phase of negotiation with a Win-Win
attitude and you’ll be golden!
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STEP 9
Submit Your Loan
MORTGAGE TYPES
Remember way back to Step #2 when you and your Lender were
getting to know each other?  Well, this is where the Lender you
trust starts batting for you! Now that you have a signed contract,
you’ll notice there are tons of deadlines inside of it. Deadlines for a
formal commitment of the funds from your Lender and deadlines
for closing on the deal. This is also when most people feel like the
process goes a little crazy because so much has to happen in a short
timeframe (usually between 45-90 days!).
So, let’s break it down. It’s time to submit your Formal Loan
Application.
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Mortgage Time -- this is when you get serious about choosing a loan
program and a mortgage interest rate.
Don’t be scared of loan programs and terms you might be unfamiliar
with like FHA, VA, USDA, Conventional, etc.
Ask questions -- lots of them!
Any Lender that won’t take the time to explain, isn’t worth your
time and money. Also, know that a great Loan Originator will have a
current pulse on what programs are being offered that could be the
best deal for you -- and those programs may have a name you never
heard of before!
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The next step is giving all of your employment and financial stats
to your Lender. Then, they’ll layout, which loan programs and rates
work best with your scenario. They’ll also define, which additional
documents you’ll need to provide and what requirements you’ll
need to fulfill in order to get approved!
What docs do you need to provide exactly? Well, it differs depending
on your financial and employment situation and what type of loan
program you end up choosing. Here is a baseline though: Two most
recent years of tax returns and W-2’s, Employment Letter if you’re
changing jobs, bank statements and proper ID (yes, obvious, but
necessary to mention).
Then, all of this is bundled up nicely and handed over to the Lender’s
back office to review for approval and funding!
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HUGE TIPS
Put together all the docs beforehand. This will make your life SO
much easier. So when your Lender calls for one or two more items
for review, it won’t be as overwhelming. Trust us on this one - there
are horror stories about needing XYZ tax form - not now, but right
now - when you’re walking into an all-day conference and your
Accountant is in St. Maarten sippin’ on piña coladas - it happens all
the time.

ANOTHER HUGE TIP
Once again, don’t do anything funky with your finances during this
time. And if there has been anything fishy going on in your accounts,
the Lender might decline you as a red flag for possible scamming
or (more likely) they’ll come back asking you for proof of where the
money came from or went to. Sometimes they’ll also come back with
Conditions, which are things you need to do before they’ll approve
you: like, for example, paying down a credit card or the like.
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STEP 10
Home Inspection
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THE HOME’S
INTEGRITY
This is a vital part of the buying process where Inspectors look
deeply into the nooks and crannies of a home’s construction to
determine quality. No one wants to discover termites chewing away
at the foundation or leaky pipes after buying the home!
This is going to happen at the same time your Lender is working
on your application. Then, after this step is the Appraisal. Lots of
exciting moving parts!
Inspectors are in your court. They’re there to report on the home’s
safety and functionality -- not comment on how stylish the master
bath is. Cosmetics aren’t their thing.
This is a time when further negotiations could occur with the Seller
if any issues come up. Your Attorney and Real Estate Agent can help
you with that. You should already have some buffers built into your
Sales Contract if both parties (you and the Seller) can’t come to
terms.
You’re responsible for selecting and paying for the Inspection.
They usually cost $500-$600 on average depending on the size and
location of your home. Make sure you choose someone you can
trust to report on the home as though they are the ones about to
live in it.
Ask your Attorney, Lender or Agent and be sure to STEER CLEAR
of referrals from the Seller or Seller’s Agent. You don’t want the
Inspector to be biased to them.
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STEP 11
Appraisal &
Clearing Conditions
TIMING IS
EVERYTHING
Once the inspection is done and any renegotiations are finalized
(if that applies to your case), an Appraiser goes through the home
and determines what is called the Fair Market Value (FMV). The FMV
influences how much a Lender will actually let you borrow to buy
a home.
Basically, an Appraiser is making sure the Lender isn’t over lending
you money for something that’s not worth it. Why is this important?
Because your collateral for borrowing money is the home itself.
That means if you default or get foreclosed on, the Lender or Bank
will now own the home and they’ll want to sell it ASAP. So they need
to be sure they’ll get their money back one way or another.
An appraisal will consider other comparable home values based
on what has sold in the neighborhood (they don’t consider what
is currently on the market or under contract). They also take into
account any upgrades the current owner has made among other
things.
Appraisers are to be objective and this is another timely opportunity
for you to renegotiate with the Seller if the appraisal comes in lower
than expected.
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Values don’t always come back at the purchase price, so if an
appraisal does come in lower than expected -- DON’T PANIC!
There are a lot of ways to handle this situation - too many to spell
out here, but one thing you can do is gracefully point out any
comparable homes the Appraiser didn’t already consider and any
upgrades they overlooked. To do this, be sure to get your hands on
the full Appraisal Report first.  
There is also an option to negotiate a lower purchase price with the
seller or even dispute the value - Your Agent can create a list of sold
homes similar to the one you’re buying and submit it to the lender to
challenge the valuation. Give it a few days to see what the appraiser
comes back with.  
Now for the Conditions. I’m sure you’re thinking what the heck are
Conditions? Conditions are terms that you’ll need to abide by for a
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Lender to believe you’re trustworthy to pay back the loan before
they hand over the money.
Expect to be asked to fulfill those terms. It’s totally normal, so don’t
get nervous or embarrassed. It’s as rare as a purple squirrel to NOT
be asked for additional docs or explanations. Usually, they are in the
form of more backup documents that answer any questions the
underwriters have and in some cases, it might include paying down
some debt. What those Conditions will be varies case-by-case.
Word to the wise: Timing is everything here. Definitely be sure to
respond to condition requests as fast as you can since you’re all
working towards nailing that closing date. You don’t want to be the
one holding the hot potato. Pass it back to the Lender as fast as you
can!
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STEP 12
Commitment
Letter

44

G e t A R a te.co m

YOU’RE ALMOST
THERE - YOU CAN
TASTE IT!
After all of the homework from finding pros, agreeing to conditions
and all of the other exhausting tasks that made you feel like
you’ve run a marathon, it comes down to this crucial letter: The
Commitment Letter.  AKA the final agreement between you and the
Bank!
May you live happily ever after in the home you’re about to snag.
Due-Dates. This Commitment Letter has a deadline that will be
stated in your Sales Contract. Why? Think of it like a checkpoint - a
milestone. The date is before the closing, so the Seller knows that
everything is copacetic with you, your Lender, and the funds you’ll
need to formally buy the home.
It’s also a great way to make sure your T’s are crossed and I’s are
dotted on all of the details of your loan. Make sure your Lender is
following through on the loan type, rate, and all of those fun details
you both agreed on with this doc.
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STEP 13
Title
THE HISTORY
OF THE HOME
This is the Title of your home - Not what you were expecting, right?
Uh...So Then...What’s Title? The title is kind of like a house’s journal.
It’s an official document with the history of who has owned your
home in the past (including many moons ago) that also ensures
the home can legitimately be yours - Free and clear of any liens. It’s
usually ordered after the commitment letter has been issued.
Liens are a formal demand placed on the property in the form of
money owed to someone. The purpose of a lien is to ensure that if
and when the home is ever sold, the people who have a lien on the
home get paid before the owner collects and takes off.
All of this is recorded on that thing called a Deed - we’re sure you’ve
heard that word before. The Deed is where the Title is recorded and
you’ll get insurance to protect it all. Why? So that in case any issues
pop up in the future that you can’t anticipate, you’ll be protected.
Here’s an example of an issue we’ve seen pop up: a descendant
from the homeowner of 100 years ago just realizes that they should
have gotten that home after being passed down generation to
generation, so they decide to take claim to their fortress. Well,
because you properly had a Title search that came up clean and
clear and now you have insurance, you’ll be protected from getting
the literal rug pulled out from under your feet. Good news, right?
And lucky you - You get to pick the Title company. Another team
member on your list of pros to hire.
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STEP 14
Clear to Close
THIS IS YOUR
FINAL CHECKPOINT
Wait a minute - this sounds like you’re one step closer ... because
you are! Once everything checks out for the home, mortgage, your
finances, your team of pros completes what they need to do and all
government requirements are met - then everything is good to go!
You’ll get the green light aka this notice: Clear! Now, you’ve passed
everything with flying colors and you’re cleared to go to closing.
Nailed it!
But don’t pull out that plastic and go furniture shopping just yet.
Know that your financials will have one more quick look over including your debt-to-income ratio and credit scores just before
closing.
Don’t muck anything up, otherwise, you risk not getting the loan on
game day (closing day!).
This is also when you’ll get what is called Closing Disclosures. The
FED requires that you have these 5 pages in-hand at least 3 days
before closing. They clearly describe all costs, fees, and loan details
you’re signing up for. It will outline what money you need to have
ready to transfer over and also what fees you got covered by others
to go towards your closing costs -- go you!
Make sure you understand this doc clearly - no repeats of 2008
naivety -- We’re so much smarter now.
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STEP 15
Final Walk Through
SCOPE OUT
THE HOME
Funny enough - this is also when you want to make sure the
seller has vacated!
Yup, you read that right. You want them gone and you want to make
sure they didn’t take things they were   supposed to leave. Accidents
happen! Like taking a ceiling fan or even a refrigerator and forgetting
that in the contract, they were supposed to leave that for you.
If anything is off-kilter at this point, you can ask to delay the closing
until corrected or even ask for cash monies instead!
*Cue Europe’s “It’s The Final Countdown”
Yes, “It’s The Final Walk-Through” - The last opportunity to be that
unscrupulous critic. Walk, stroll, or skip your way through your home
ONE last time before you sign on to be the new owner.
If you had anything that made you lift an eyebrow from your
inspection report, now is the time to see if the requests the seller
agreed to fix were completed.
It’s like one final test drive.
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STEP 16
Close & Move In
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YOU’RE A
HOMEOWNER!
Start poppin’ bottles - the Closing’s Here!!!!! And you’re invited!!!
This is when everything becomes real. This is when all the
interviewing, negotiating, inspection-ing, attorney-ing, and
mortgage-ing becomes worth it - You now have a home!
Be sure your money is ready to be transferred over. This is the
number one reason closings don’t happen.
The main purpose of the Closing is the signing of docs and the
exchange of money, which signifies the true transfer of ownership.
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Often, banks need a heads-up before sending large amounts of
funds so make sure you prime and prep yours so there aren’t any
delays.
At the closing, it’s time to be your own celebrity because there are
going to be a lot of docs that need your John Hancock.
And then - you nestle into your new home.
Kudos to you!!
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HOME BUYER
GUIDE
A Detailed Road Map Outlining the Steps to
Buying a Home
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