Graham Matthews

(License: 00882121)

RE/MAX Hillside Realty

9795 Cabrini Dr., #101

Burbank, CA  91504

818-846-6500 OFF

818-841-8032 FAX

818-846-4700 Cell / Text

www.gram4re.com  Website

gram4re@sbcglobal.net  Email

STEPS TO BUYING A HOME / CONDO:

1) Review the basics with Graham Matthews.

a. Types of Sellers in the market.

b. Typical closing costs in your estimated price range.

c. How to search available properties:

i. www.gram4re.com
(Search the MLS HERE)

ii. www.reogram.com
(for REOs)

iii. www.realtor.com
iv. www.redfin.com
v. www.zillow.com
(for ballpark evaluation, etc.)

Remember, Graham can represent you on any property you find in these databases.  Any property listed in the MLS, the Seller pays the fee for the Buyer’s agent.  You deserve your own representation to negotiate in your best interest.

2) Get pre-approved for your loan.

a. Contact a lender to do a FREE pre-approval.  This will allow you to
i. Know your current FICO score.

ii. Know exactly “How much home you can afford.”

iii. Know the current interest rate options.

iv. Know what costs the lender charges for the loan.

b. Here are a few recommendations:

Kaiser Chowdhury
Lockheed Federal Credit Union
Financial Services Officer
2340 Hollywood Way
P.O. Box 6759
Burbank, CA  91510
818-565-2368
800-328-LFCU  Ext. 2368
818-566-8494    FAX
kchowdhury@lockheedfcu.org    Email
Michael De Francisco
Coast Funding Group, Inc.
1401 N. Tustin Ave., Suite 155
Santa Ana, CA  92705
714-547-3444
818-216-9827  Cell
626-605-5059  FAX
michael@coastfundinggroup.com    Email
Robert Bartolomea
Strategic Home Loans
30423 Canwood St., Suite 204
Agoura Hills, CA  91301
818-865-2500    Direct (Ext. 210)
805-371-7614
818-865-2477    FAX
www.strategichomeloans.com    Website

John Yang
Skyline Financial Corp.
Certified Mortgage Planner - By Referral Only
The John Yang Team
28008A Harrison Pkwy.
Valencia, CA  91355
skype: mortgagemd
Blog: http://www.MortgageVideoBlog.com
Website: http://www.eMortgagePlanner.com
Facebook: http://profile.to/johnyang 
Follow me at Twitter: http://www.twitter.com/johnyang
3) Select 10 or so properties that you would like to see that are in your price range and preferred area.
a. If you have multiple areas, select properties only in one area at a time.

b. Do that for each potential area.

This will begin to educate you on the market values; what you want in your property and what area you specifically want to purchase in.

4) Once you know what and where you want, begin to write offers.
a. The first offer will educate you more on the purchase agreement.

b. If you don’t get the first place you offer on, you will become more and more comfortable in submitting the offers after you go through the first offer.

5) The right Seller selects your offer and you open escrow.

a. You will be asked to deposit 3% of the purchase price within 3 business days of acceptance of the offer.

b. You will normally have 17 days to get your loan approved on that property.

i. If the loan is not approved, you can cancel the purchase.

ii. If the property does not appraise high enough for the purchase price, you can ask the Seller to reduce the price (all or a portion of the difference) and if the Seller does not do that, you can cancel the purchase.

1. The Seller is not obligated to reduce the price if the appraisal comes in low, but most will try to negotiate something that is workable for both parties.

c. You will have 10-17 days to do your due diligence of the property.

i. Physical Inspection.

ii. Review of the Seller’s TDS (Transfer Disclosure Statement) if applicable.

iii. Review of the HOA documentation & budget.

iv. Review of City permits (if you desire).

v. Prior to the end of this timeframe, you will either accept the condition of the property or have Graham draft up what is called a “Request For Repair” which can be a request for the Seller to either make repairs to items that are not working properly OR a request for a credit for those same items.

1. The Seller is not obligated to make repairs or give credits, but normally they are reasonable with these requests.

2. If the Seller does not agree, this is one contingency you the Buyer have to cancel the purchase … based on these items.

3. If the Request for Repair is negotiated and agreed upon by both parties, the transaction continues.  If it is not, the transaction is cancelled.

6) Prior to closing escrow, you:

a. Sign your new loan documents.

b. Bring in the balance of your funds to close escrow.

c. Do your final walk through (within 5 days of closing).

7) You are a new homeowner.
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