
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



The Home Buying Process: An Overview 
                        
 When you want to buy a home, you are faced with many decisions.  The 
first is whether you are actually ready to buy a house.  Finding the right home is 
not always easy, and getting a mortgage loan can be complicated and time 
consuming.  However, once you have made the decision to put forth the effort 
necessary to obtain your home purchasing goal, the rewards are undeniable.   
 

Where Do I Start? 
 
 The first step to buying a home is to first ask yourself why you want to 
buy a home: To stop paying rent?  To start building equity?  To have a place of 
your own?  To raise a family?  To entertain business associates?  To move up to a 
bigger house?  Next, list what kind of home you'd like and where you would like 
to be.  Be specific.  Separate the "must haves" from the "want to haves." 

     Think of yourself as zeroing in 
on a target, going from the general to 
the specific.  Consider area (city, 
suburban neighborhood, country); 
community (north, south, east, or west 
side); neighborhood (older and settled 
or sparkling new); a particular school 
zone; recreational facilities; and other 
community services such as 
transportation, daycare, library, stores, 
entertainment).  Ask yourself how 

many minutes you are willing to commute to work. 
 Think about home styles.  How much space do you need?  Does your 
situation require a one-level home, or are stairs acceptable?  Consider size and 
kind of property.  Do you want a newer home, or maybe an older one to fix up?  
Someday you or your heirs will want to sell.  Consider how long you expect to 
live in this particular home.   
 Once you have addressed these needs, the first step in the purchasing 
process is to get pre-qualified with a mortgage company.  This can be done over 
the phone in a matter of minutes.  Call us and we will refer you to a mortgage 
professional who has an excellent reputation and track record for successfully 
acquiring loan approval for their clients.  Once you've been pre-qualified and 
know what price range you want to stay in, call us back and we will set up an 
appointment for you to come into the office to re-examine your needs, determine 
which properties fit these needs and schedule showings to view the homes! 

 



 

Exactly How Can a Realtor Help Me? 
 
 Good Realtors make it their business to provide every service connected 
with your home search, from expert advice in the early stages through careful 
monitoring of your settlement (also called "closing").  The more closely you work 
with one agent, the better your needs are known and the more effectively you 
can be served – saving time and often grief. 
 In today's market and legal atmosphere, it is in the best interest of the 
buyer to choose to work with a "Buyer's Agent," whose legal obligation is to 
represent the interests of the buyer only, irrespective of the interests of the seller.  
A "Buyer's Agent" is able to negotiate sale price and terms on behalf of the buyer.   
 
You benefit from an agent's services in many ways, such as: 
 

 helping you set up a plan of action through an analysis of your 
needs and your finances, the current housing market, homes 
available in your price range, and respectable lenders. 

 personally conducting your search to find neighborhoods and 
homes that fit your requirements. 

 guiding you through the intricacies of making an offer, deciding 
on a reasonable price, addressing such items as home inspection 
and appraisal contingencies, repair limits, title insurance, and 
presenting your offer to the seller.   

 Assisting you through the pre-settlement process (such as 
ordering home inspections, informing title attorneys as to closing 
instructions, etc.) 

 Assisting you through the closing process (final walk through, 
closing issues, etc.) 

 

Is Pre-Qualification Really 
Necessary? 

 
 In a word, YES.  You will need to be pre-
qualified by a reputable mortgage lender before 
our first appointment, as this is the only way to 
ensure the price range in which we are looking is 
accurate.  Pre-qualification basically consists of 
the prospective lender asking questions 
regarding your annual income, monthly debts, 
past credit and current financial situation.  This 



process will require approximately five to ten minutes of your time.  The benefit 
of pre-qualification is two-fold.  First, it helps you determine which price range 
you must stay within as well as which price range you want stay within.  Second, 
pre qualification dramatically increases your chances of a seller's acceptance of 
your offer to purchase.  In situations in which we are representing a seller, our 
perspective on pre-qualification is that only offers from pre-qualified buyers will 
be considered.  This is for the seller's protection; if an offer is accepted from an 
unqualified buyer, the seller may miss a legitimate offer, plus he will definitely 
lose valuable marketing time. 

 

Pre-Approval 
 
 A step beyond pre-qualification is to obtain pre-approved status.  While 
not necessary to pursue a home purchase, pre-approval does certainly provide 
greater credibility and bargaining power.  In cases where a seller receives two 
almost identical offers, he will most certainly choose the pre-approved buyer 
over the pre-qualified buyer. 
 
 In order to reach a pre-approved status, the buyer will need to file an 
application for mortgage loan with his chosen financial institution.  In order to 
process that application, the lender will require information such as your last 
two annual tax returns, your last payroll check stubs, your most recent bank 
statements, and all account numbers for credit cards, loans, and other monthly 
debts. 
 
  A credit report will also be ordered for a nominal fee. The pre-approval process 
can be instigated at any time during the home search.  Once the desired home is 
located, the length of time until full approval will be greatly reduced. 

 

Beginning the Home Search 
 
 There's no way around it: the fact of the matter is that in today's market a 
Buyer Agent is a necessity.  If you have ever called on a home you saw online, in 
a magazine, newspaper, or from driving by the yard sign, chances are that the 
property has already been snatched up by another purchaser.  The reason lies in 
the fact that we are in the midst of an enormously strong market combined with 
very good interest rates.  These low rates and low inventory result in more 
competitors for properties.  Also, since we are turning into a seller’s market, 
homes often have a contract on it before the listing agent publishes it online. 
 
 The only way to ensure that you have firsthand knowledge of these 
properties is to contract to work with a Buyer Agent who will do the leg work to 



provide new properties for your review on a daily basis.  Here's how it works 
with The DeSelms Team: 
 

 

Step 1.  The Initial Interview: 
 
 The first step in accurately determining what your needs are is to meet 
with you one-on-one at our office.  Here we can give you the overview on what 
to expect during the home buying process and talk about what your necessities 
and ideals are for your new home.  Once we have determined what area of town 
you would like to live in, the number of bedrooms and baths and the 
approximately square footage desired to fit your lifestyle, etc., we then can sit 
down and pull up MLS together to search for properties that meet your criteria.   
 Also at this initial interview, you will be asked to sign what is referred to 
as a "Buyer Representation Agreement."  This is an agreement between our 
Broker and the Buyer stating our obligations to each other.  In essence, we agree 
to use our knowledge, expertise, and diligence in not only locating the ideal 
property for the buyer, but also in negotiating the contract and seeing the details 
through to closing.  In the return, all that we ask is that the buyer agrees to work 
with us exclusively in the location and purchase of property, and that he notifies 
us in the event that any aspect of his situation changes that would affect his 
ability to purchase a home.  We can aid a buyer in buying existing homes listed 
with any agent, new construction,  short sales, HUD, REO’s, or VA properties, 
and even For Sale By Owners.   

 

Step 2.  Getting to Know the Neighborhoods: 
 
 We call this simply "driving by."  Once we have met at the office and 
narrowed down a list of available properties that meet your needs, we ask that 
you drive by them to see how the neighborhood and the home appeal to you.  
The reason for this is, you can rule out a large percentage of homes simply by the 
exterior color of the house, the location, the landscaping, and the lot, etc.  Once 
you have found a home in a neighborhood that you feel comfortable with, it is 
time to take a look at the interior.  Regardless of how wonderful the home is on 
the inside, if you simply don't like the neighborhood, lot, location, or exterior of 
the home, then the home just won't work for you. 
 

Step 3.  Getting the Inside Story: 
 
  Now that you have driven by the properties that fit your requirements 
and you have eliminated those that you do not like, it's time to take a look at the 
interior.  You need to determine if the floor                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                        
plan will work for your lifestyle.  One thought to keep in mind: if you can find a 



home that has 85% of what you consider ideal, you have performed a small 
miracle.  Even custom-built homes can't fulfill all of a person's desires.  The best 
strategy to implement is to list the features that are most important to you in 
your new home, and then pick the home that best accommodates those features.  
 
 For example, if you have children and simply cannot manage without two 
bathrooms, there is simply no reason to look at or consider a home with only 1 or 
1 & 1/2 baths. 
 
 A precaution: don't let the interior decorating of the home influence your 
decision, whether it is positive or negative.  The decorating of the home does not 
increase or decrease its value, and almost every new homeowner changes the 
paint or flooring anyway.  If you have very large furniture but choose a home 
with small rooms that is decorated immaculately over a home with larger rooms 
and purple-painted walls, chances are that later down the road you will regret 
your decision.  Also remember that the seller will be removing all of his furniture 
and decor, so try to envision each room as empty.  This way, you are basing your 
decision to purchase entirely upon whether the home's floor plan works for you 
instead of whether its "aura" is appealing. 

 

Step 4.  Deciding What to Offer: 
 
 Once you have narrowed your possibilities down to the best choice, the 
next step is to make an offer to purchase the house. Another word of precaution 
here: although you should certainly not rush into a purchase you are not 
prepared for, we are often in the position of the "early bird getting the worm."  If 
you know the home works for you, it is extremely important to make the best 
possible offer you can as quickly as you can, or someone else will certainly beat 
you to it. 
 
The wording of the offer will vary depending upon the house, its list 
price and condition, and your situation.  Don't be afraid of offering full 
price for a home that is well priced and in the right location for you. 
This is a sign of strength, not weakness. You will undoubtedly receive 
all sorts of advice from well-intending friends, relatives, and 
acquaintances who will tell you to always offer low and get a "good 
deal."  Unfortunately, we see this happen all of the time, and after the 
buyer's offer is turned down for a better offer, the buyer generally 
realizes that he got a "bad deal" in that he simply lost the house completely.  

 
At the same time, we will certainly advise you to make a lower offer on a home 
that is overpriced.  There are circumstances in which you may lose a home to 
someone else because another buyer was willing to pay too much for a home.  



We would rather see you lose that particular home than to see you pay more 
than it is worth.  After all, when you decide to sell, you will be looking to us to 
make a profit.  And if you have paid too much, you won't.  Thus, feel confident 
that we will advise you with our expertise and knowledge as to might be an 
appropriate offer. 

 

The Written Offer 
 
 There are several items that we feel are required for a respectable contract.  

Once the property has been chosen, these 
provisions will be addressed in the written offer to 
purchase. 

1. Loan contingency: The offer must be 

considered contingent upon your ability to 
obtain financing from an institution of your 
choosing.  If application has not already 
been made, we will need to promise the 
seller in writing that the application will be 
made by a specific date.  If you are refused 
financing for no fault of your own, you are 

then released from the obligation to purchase. 

 

2. Home inspection contingency:  It is every buyer's right to have a 

professional home inspection performed.  Further, it is our belief that the 
contract should be contingent, or subject to, the buyers acceptable review of 
the home inspection results.  This resolves the possibility of a seller 
requiring performance of the contract on a home that you do not feel 
inspected adequately, regardless of anyone else's interpretation of the 
home inspection results.  There will also be a time frame called a 
“Resolution Period” where you and the seller can negotiate repair items. 

 

3. Appraisal:  We always include the requirement that the home must 

appraise for sales price or greater.  This is not a requirement of non 
government issued or insured loans or cash transactions unless written 
into the agreement.  We feel that this should be included in all contracts as 
another protective measure for the buyer. 

 

4. Seller representations:  In our contracts a section is devoted to seller 

representations as to the main dwelling and property.  Here, the seller 
must disclose to the best of his knowledge if the property is in a flood 
zone, if it has been affected by storm, flood, or run off, if it has a septic 
tank or sewer hook-up, and if the property is in violation of building, 



zoning, or fire codes as well as if there are any encroachments, easements, 

or violations of setback lines.   
 

5. Title insurance:  We typically request the seller to provide the title 

insurance for the buyer at closing.  Title insurance is a policy issued to 
protect the buyer in the event that someone makes a claim against his 
property.  For example, if Jane Doe approaches you one day saying that 
her grandfather willed the property your house is on to her 30 years ago, 
she may take you to court to reclaim the land.  (Worst Case Scenario) In 
the event that a judge finds her to be in the right, your title insurance will 
cover the cost of what you paid for the home as well as, usually, the court 
costs due from you.  This scenario very seldom happens, but it is certainly 
better to be safe than sorry.  The sellers in most counties are used to 
providing this title insurance, and most of the time they will not object.  
However, we do sometimes find that the seller has countered this clause.  
Additionally, most of the time we find that builders absolutely do not 
provide the title insurance for the buyer but the buyer can purchase it for 
themselves.  

 

6. Items included:  Unless otherwise specified in the contract, any item 

that is nailed, stapled, glued, screwed, or in any other way permanently 
attached to the house of land, will automatically remain with the 
property.  This includes but is not limited to: light fixtures and bulbs, 
permanently attached mirrors, permanently installed fireplace screens, 
gas fireplace logs, interior and exterior  hardware, all heating and air 
units, fire alarm systems and equipment, drapery brackets, fastened 
carpets, ceiling fans and attic fans, mail boxes, built-in appliances, TV 
antennae and satellite dishes, fences, clothes lines, trees, shrubs, flowers 
and other plants set in the ground, and all items intended to be used with 
the structure such as keys, garage door openers, remote controls, storm 
windows, and screens whether attached or not, and all equipment to be 
used with satellite dishes.  Anything not permanently attached to the 
dwelling will not remain unless additionally written into the contract.  It’s 
important to read this pre-printed section and request other specific items 
not listed here, for example: Refrigerators, washer, dryer, etc.  

 

7.  Default:   Also prewritten into our contracts, the default clause that protects 

both the buyer and seller.  In the event that the buyer     defaults on the 
contract, the seller has the right to keep his earnest money, sue for damages, 
or sue for specific performance (meaning that the buyer must go through 
with the contract).  Default is considered backing out of the agreement by 
choice or negligence.  If the contract is contingent upon financing, home 
inspection, seller representations, or appraisal, and one of these contingencies 



cannot be satisfied, then the buyer is not considered to have defaulted and 
can receive full return of earnest money.  The seller also is ruled by the 
default clause.  If the seller refuses to sell his property to the buyer even 
though the buyer has met all obligations set forth by the contract, the buyer 
has the option for litigating for damages of specific performance.   

 

8. Entire agreement:  It is extremely important to remember that the sale 

only includes provisions made in writing on the contract.  Any verbal 
agreements, as well as written agreements not attached to the original 
contract as addenda, are considered invalid and unenforceable. 

 
9. Miscellaneous: There are several other items that can be negotiated such 

as having the seller help pay your closing costs, ordering a home 
warranty, closing and possession dates, etc.  A Realtor can help you 
decide what to offer based on the specific home and situation. 

 

The Counter-Offer 
 
 There is no limit as to how many times an offer can be countered.  
However, it is always best to present an offer with the least likelihood of being 
countered, because you never know when someone else might submit a more 
desirable offer to the seller.  Once the original offer has been submitted to the 
seller’s agent, the seller will then decide if he wants to accept the offer in full or if 
he needs to change some items that he feels are not acceptable.  If the offer is 
extremely low, often the seller will not counter at all . . . instead he will simply 
reject the offer completely.  The most frequently countered items in an offer to 
purchase are the sales price, closing date, date of possession, closing costs, title 
insurance and items requested (such as window treatments and refrigerator).  
 
After this counter has been made, the seller may at any time rescind his counter-
offer, thus it is important to come to an agreement as quickly as possible so as 
not to lose the property to another buyer. 
  

The Accepted Contract 
 

 Once the offer has been agreed upon, signed, and initialed by all parties, 
and the Binding Agreement Date signed by the last agent to receive the signed 
contract, it is considered a finalized contract.  The only way any part of the 
contract may be changed at this point is if it is in writing and signed by all parties 
on an amendment.  Scheduling is very important from this point on, as there are 
several deadlines that must be met.  These deadlines include delivering the 
earnest money, making loan application, performing the home inspection and 



negotiating repair items by the specified dates.  If loan application is not made as 
promised, the seller can consider that default on the buyer’s part.  If the home 
inspection is not performed within the specified period, the seller has the right to 
decline an inspection.  Thus, it is very important to be aware of the date 
requirements of the agreement. 

 
 

The Loan Process 

 
 The immediate step following full contractual acceptance is to make 
physical loan application, unless the pre-approval process has already been 
instigated.  At this meeting, you will have the option of locking into a specific 
interest rate or “floating” until you decide to lock in or until the file is sent to 
underwriting, whichever comes first.  Most companies lock in at no charge for 
45-60 days.  Your lender can advise you as to which loan package is best for you 
and whether it would be to your benefit to lock in or float.  Also, at this time you 
will need to plan on paying for two items: your credit report (approx. $50.00) and 
the property appraisal (usually $300-$500).  All of your other costs related to the 
loan will be paid at closing, but credit companies and appraisers generally 
require their payment upon receipt of the order.  The only other outside-of-
closing cost you might incur is the amount charged by the home inspector if you 
choose to hire a professional, as the home inspection is considered an option and 
not necessary to obtaining financing. 
 
 Your lender will need several pieces of information on your application 
before he can submit it to his underwriter, including but not limited to: debts, 
verification of current and previous employment, deposits, two years W2 forms 
(or 1099 forms), pay stubs providing year-to-date earnings, two years tax returns 
if the borrower is self-employed or has dividend, interest, or rental income; social 
security numbers; proof of child support or alimony paid/received; proof of 
pensions, retirement, disability, or social security benefits; and addresses for two 
full years.   
 
Once the credit report has been received and approved, the appraisal will 
ordered.  The appraisal is an inspection of the house and neighborhood review of 



sales prices of comparable houses to determine the value of a property.  Often, an 
appraiser will find that necessary repairs are needed to ensure that the home 
meets codes’ requirements and appraises for full sales price.  If the appraiser 
requires repairs, the listing or seller’s agent will be notified.  The seller must 
agree to make these repairs. If the buyer and seller cannot come to terms, then 
the contract can be terminated. 
 
Once the appraisal is completed and the required documentation is obtained, the 
loan is then sent to underwriting.  This is where the hard part comes in:  The 
waiting!  Underwriting can take a couple days or a couple weeks and is basically 
the process of the investor (the institution providing the cash for the mortgage) 

determining to its satisfaction that the 
borrowers can and will meet the pay-
back requirements, as well as that the 
home is worthy of the amount of 
money necessary to purchase it.  Once 
the underwriting conditions have been 
deemed satisfactory, loan approval 
will be granted; the paperwork will 
then proceed to the closing 
department.  The closing department 

is responsible for assembling the necessary mortgage documents needed at the 
closing with the proper instructions for the closing attorneys.  Once these 
documents are compiled, the closing department will then forward the package 
to the closing attorney’s office. 
 

In the Meantime 
 

While your loan company is processing your loan information, there are some 
other items to be taken care of simultaneously. 
 
As mentioned previously, if a home inspection is desired, it must be performed 
by the deadline written in the contract.  Our suggestion is to have a qualified 
professional do the inspection, especially if the home is more than a couple years 
old.  Once the home has been inspected, the inspector will report his findings.  
The report he issues usually outlines his recommendations of items needing 
attention to restore the home to perfect condition.  Some of these items may be 
very minor while some may be of serious concern. 
 
Always remember that the only required repairs to be made by the seller are 
structural or system oriented repairs unless otherwise stated in the contract; no 
repairs shall be required that are cosmetic in nature.  Further, repairs required by 



the appraiser always takes priority over home inspection repairs.  Thus, the 
purpose of the inspection is to help you determine if you want to buy the house 
in the condition that it is in regardless of what the appraiser finds.  If you find its 
condition to be unacceptable, then you may rescind your obligation to fulfill the 
terms of the contract.  Otherwise, you may agree to remove the home inspection 
contingency only if the seller agrees to correct the item that would otherwise 
keep you from buying the home.  In most cases, we address the home inspection 
upon completion by itemizing and prioritizing the list of repairs we would prefer 
to be made. 
 
Another decision you will need to make within two weeks of your closing is who 
will be handling your home owners insurance.  Your mortgage company will 
require that the policy be ready and enforceable at closing, so make certain to 
give the agent you choose at least a couple weeks to prepare the policy and have 
it available at closing.  Your premium for the first year will be added to your 
closing costs, and, in most cases, the mortgage company will require that you 
allow them to escrow money each month (add your monthly premium to your 
mortgage payment) into an account so that they can pay your policy for you 
when it becomes due the following year.  Unless you are closing on your home at 
the beginning of the year the mortgage company can require up to four months 
of that escrow amount to be escrowed at closing to ensure they have sufficient 
funds when the premium comes due.  Another portion of your monthly escrow 
will be allotted for property taxes, which your mortgage company will handle 
the same way as they do your insurance. 
 
While the mortgage company, appraiser, and home inspectors are working hard 
to perform their functions on schedule, the title attorneys or title company is also 
working to make the transaction a success.  First, they order a title search 
necessary to issue the title policy.  This title search will assure the lender that 
there are no claims on the title, and that it can be delivered appropriately to the 
buyer.  Second, the title company makes sure that all necessary legal documents 
are in order, assembles the closing papers, and works hand-in-hand with the 
seller’s title company (if different), the insurance company, the termite letter 
provider, and the mortgage company.  Usually within one day of closing, the 
title company will have the information necessary to work up your settlement 
charges (the itemization of funds necessary for closing.)  You will need to pay 
these settlement charges with a cashier’s check, or wire transfer, so if you need 
special notice of what those charges will be, you can get an estimate from your 
mortgage company.  If the estimate is over or short, you can pay the difference 
by personal check or will receive the difference in the form of a check from the 
title company. 

What Have We Been Doing? 
 



Good question!  The answer?  Negotiating, organizing, and overseeing.  Each 
situation is different, but the answer is basically the same.  We find that we make 
anywhere from 75-95 phones calls per transaction to make sure it gets to closing. 
A good agent will do whatever it takes to bring the transaction to a successful 
closing by keeping tabs on the loan process and troubleshooting when necessary.  
Other things an agent coordinates ate the home inspection, appraisal, final walk-
thru, termite inspection, and closing date.  Another responsibility an agent has is 
negotiating repairs, changes in closing dates or time, and anything else that may 
become an issue during the process.  It is never a good idea to negotiate directly 
with the sellers.  This is one reason you hired your agent in the first place! 
 
Even when a transaction is “cut and dry”, it is amazing how many things can go 
wrong if not monitored closely and correctly.  It’s best always to have a 
professional handle the issues so that they do not get out of control.   
 

Closing (Or Settlement) 
 
This is the moment you’ve been waiting for!  You have your loan approval, the 
documents are in order, home insurance is in place, all repairs to the home have 
been made and inspected, and the title has been cleared.  Now it’s just a matter of 
making the home officially yours.  At the closing you will sign what seems like 
an endless flow of paperwork.  The documents you will be signing outline your 
intent to occupy the property, the payment requirements of the mortgage 
company, verifications of your legal name and social security number, 
confirmation for the title insurance order, application for the actual deed 
transfer, etc.  The actual closing process takes approximately an hour—about 40 
minutes for the buyer, then 20 minutes for the seller.  Make sure to bring your 
valid driver’s license with you as the title company will need a copy for their 
files.  Once closing is over, all parties have signed and the money has been 
transferred, the house officially becomes your property.  Unless you have agreed 
to allow the sellers to have possession until a specified date after closing, you can 
now feel free to move into your new home! 

 

Have You Forgotten Something? 
 

Important reminder: don’t forget to put in your requests for shut-off of your 
current utilities and switch-on of service at your new home.  Make certain to tell 
the utility companies that you want the utilities transferred from the current 
owners’ name to your name; this is easier than actually physically shutting the 
service off then turning them right back on—and may save you money. 
 
Also, give yourself ample time to plan your move.  If you wait until the  



last minute, you may find yourself without the necessary equipment to transfer 
your belongings from one home to the next.  If you are arranging for the rental of 
a moving truck or moving service, you will need to give the company plenty of 
notice to ensure they will have a truck or team available.  Further, if you will 
pack your belongings over a period of time, you will be able to do a more 
organized job and unpacking will be much easier. 
 

The Final Stage 
 

Congratulations! If you have completed the above steps you are now a new 
home owner! Your task will never be complete as a homeowner, but it will be 
one you can take pride in daily.  Home maintenance is a must for the health and 
enjoyment of your new home as well as to make a good profit down the road 
when you sell. Common sense can take you a long way; if it breaks, fix it; if it 
needs painting, paint it; if it’s loose, tighten it; if it leaks, repair it; and if it cannot 
be fixed, replace it.  Attending to your home’s needs as they arise is much easier 
than letting them go and having to address them all at once. We hope you enjoy 
making this new house your home!  

 
Have any other questions and need help finding your next home? 

 Just simply fill out the form below: 

 
 


