The 13 basic steps of buying a home.
1. Set up your buyer’s profile.  In this step we set up a profile of your housing wants and needs and incorporate the criteria into a search program that automatically notifies us as soon as a home matching your criteria shows up on the market.  Then while you’re working on step two, I’ll be previewing the properties that show up in your search so that we can analyze the market “inventory” together before actually physically driving you out to the homes.
2. Letter of pre-approval and good faith estimate.  One of the most important parts of an offer to purchase real estate is good solid proof from the bank that you can get a loan to purchase the property.  Without this proof, you are literally asking the sellers to take their property off the market while not providing them with anything that says you have the ability to buy their house.  The type of proof we are looking for is a letter of “pre-approval”, not a letter of “pre-qualification”.  The letter of pre-approval means that the bank has actually taken a formal loan application with you and has looked at the necessary financial information to establish how much money they will loan you.  Also getting a “good faith estimate” at this time will allow you to see approximately how much your future mortgage will cost you.  
3. Create Buyer’s agency.  Now, if you decide that you want to work with me, what we create is called “buyer’s agency”.  This means that all of my work with you is done on your behalf and that I‘m always working with your best interests in mind.  Even though my services to you are free, and paid for by the seller, all my loyalties will lie with you.  
4. Home search.  From here we start the search in earnest.  Pre-viewing and/or showing all homes that meet your criteria as they show up on the market.  When we find the right one for you, I contact the listing agent and confirm its availability and inform them of our intent to submit an offer. At this time I’ll research and evaluate as much data on the house as possible.  I’ll do a market comparison in order to discover what the market shows is the homes fair market value.  I’ll provide you with the property’s complete market history, as well as information such as its last sale, sale price, and current mortgage if available. This way you will be well informed, with all the information available, as to what would be a fair price for the home.  Then we discuss some of the options open to you, and you tell me how you want to structure the offer.

5. New letter of loan approval.  Once you have decided how much to offer the seller, I’ll call up your lender and request a letter of pre-approval.

6. Present offer.  Now I’ll contact the listing agent and present the offer to them and their clients in person if at all possible.  If it is not possible to personally present the offer to the sellers, I’ll then write up a cover letter explaining the intent of our offer in a way that persuades the seller to accept our offer.
7. Mutual acceptance/ Counter offer.  There are three possible likely outcomes after the offer is made. 
A) Mutual acceptance where the sellers accept all the terms of your purchase and sale agreement.  At this time you and the seller are legally bound to the contract by the terms that you set forth.  Your earnest money will be deposited into a trust account within 2 days of mutual acceptance.
B) The sellers counter your offer by changing the terms of your contract.  Now it is up to you to decide whether to accept their offer, no contract is entered into at this point.  
C) The sellers do not respond to your offer, and your offer expires.  If the sellers sign your offer after it expires, it would be treated the same as a counter offer.
8. Contingency period.  This is the time you have to cancel the agreement and still retain refundable earnest money, as long as you follow the rules of your agreement.

A) Inspection addendum form 35a.  This addendum (if unchanged) is set to expire ten days after mutual acceptance.  It is a subjective inspection.  If for any reason you are not happy with your decision to purchase the property before your inspection contingency expires, you can give proper notice and terminate the contract.

1)  Professional Inspector.  It is recommended that a home buyer pay a professional inspector to check the home for existing problems, so that any problems can be addressed and dealt with prior to your purchase of the home. 

B) Form 17.  This is the sellers’ property disclosure statement.  You have 3 days after receiving this form to cancel the agreement if the disclosure has any information on it that you are not comfortable with.
C) Financing addendum.  This form protects you from the bank failing to finance the loan, as long as the loan is applied for within 5 days of mutual acceptance.  Unless you waive this contingency, you will be protected by it until closing.
C1) Appraisal.  Your lender will now have the house appraised to make sure that the house is worth what you’re willing to pay for it and that there are no existing conditions with the property that the bank won’t finance. 


9. Contingency period expires.  At this point the purchase has your full approval, and other than the financing addendum there is no other agreed to way to terminate the contract and retain your earnest money.

10. Last walk through.  Just prior to signing the closing papers we take one last walk through so you can make sure that everything in your soon to be new home is in proper order as per the purchase and sale agreement.
11. Sign closing documents.  The Escrow Company has prepared all the legal documents for your transaction based off of the purchase and sales agreement.  After you and the seller sign the paperwork, the escrow company asks the bank to send them the funds required to complete the purchase.

12. Title records.  After receiving the funds sufficient to buy the property, the escrow company instructs the county to record the title into your ownership.
13. Keys to buyer.  At 9:00 pm on the day of closing the home is officially yours to move into.

