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I  B E L I E V E  I N  H O M E  B U Y I N G  M A D E  S I M P L E .

You're about to embark on the exci t ing
journey of  f inding your new home, and I ’m
thr i l led to be part  of  i t .  Whether th is is your
f i rst  home, your tenth,  a ret i rement retreat,  or
an investment property,  I ’m here to ensure
your home-buying exper ience is both smooth
and enjoyable.

Purchasing a home is one of  the most
signi f icant decis ions you’ l l  make, and I ’m
dedicated to equipping you with the
knowledge and support  you need to make
informed choices.  This guide is designed to be
your companion throughout the process,
of fer ing valuable insights and t ips to help you
before,  dur ing,  and af ter  your t ransact ion.

I  understand that buying a home is more than
just  f inding the r ight  number of  bedrooms or a
speci f ic  neighborhood. My real  estate
approach revolves around YOU, and I ’m
commit ted to understanding your unique
needs and aspirat ions.

Together,  we’ l l  navigate each step of  the
journey, f rom searching for the perfect
property to c losing the deal ,  ensur ing that
your exper ience is as stress-free and
rewarding as possible.

Hello
I’M VENESHA

Ve n e s h a  An g u s



We cannot recommend Venesha highly
enough. If you're looking for a dedicated,
knowledgeable, and trustworthy realtor who
wil l  go above and beyond for you, Venesha is
the one to call.

Raul H.

Our journey to purchasing a new place to l ive
involved several visits to many different
dwell ings. When we first met Venesha she
proved to be fr iendly, confident and open to
hearing what our needs were.

Kelly B.

FROM MY CLIENTS!



Complete Pre-approval  to determine budget .

Find a real  estate agent  in order to have access to homes
for  sale.  

Star t  house hunt ing.

Make an of fer .

Final ize f inancing wi th your mortgage broker or  bank.

Complete home inspect ion.

Complete status cer t i f icate review wi th a lawyer i f
purchasing a condo.  

Remove condi t ions before end of  condi t ional  per iod ( th is
is  done by your real  estate agent) .

Complete your walkthrough before c losing (you are
usual ly  g iven two walk throughs before c losing.  I
recommend complet ing one a week before c losing,  and
the f inal  a day or  two before c losing to ensure everyth ing
is done).

Review and s ign c losing documents wi th lawyer and
mortgage broker.  

Complete f inal  c los ing walkthrough before end of  day
(take th is t ime to ensure a l l  f ix tures and chat te ls are in
good working order) .  

Change over ut i l i t ies to your name. 

BUYER
CHECKLIST



FIND A REAL
ESTATE
AGENT

MAKE AN
OFFER

CONDITIONAL
PERIOD

CONDITION
REMOVAL
PERIOD

CLOSE ON THE
HOUSE (AND
CELEBRATE)

BUYING

I  want  to emphasize the importance
of  fo l lowing each step in the home-
buying process.  From get t ing pre-
approved for  a mortgage to c los ing
the deal ,  every step is  designed to
ensure a smooth and successful
t ransact ion.

Fol lowing these steps di l igent ly
helps prevent  any surpr ises and
keeps everyth ing on t rack.  I t ’s  a l l
about  making sure you’re fu l ly
informed and prepared so that  you
can make the best  decis ions every
step of  the way.

I ’m here to guide you through each
phase,  answer your quest ions,  and
provide you wi th the support  you
need.

START HOME
SEARCH

MORTGAGE
PRE-

APPROVAL

P r o c e s s
T H E  H O M E



FUNDING YOUR HOME PURCHASE

Three factors determine how much you can af ford:

1.  Qualif ication for the Mortgage  – Lenders wi l l  let  you know your

monthly payments as a percent of  your monthly income. The

percentage wi l l  depend on your credi t  rat ing and debt to income

rat io.

2.  Down Payment – Home loans require a down payment between 5-

20% of the purchase pr ice.  I f  you are able to pay more upfront,  you

may be el ig ib le for  lower interest  rate loans, shorter loan per iods,

and avoiding some insurance fees.

3. Closing Costs  – Addi t ional  fees and costs associated with loan

processing and closing are required to be paid at  the f inal  c losing.

Typical ly,  c losing costs are between 1.5-2% of the purchase pr ice

(not the loan amount) .

S T E P  1 :  P R E - A P P R O V A L
Gett ing pre-approved for a mortgage is a crucial  f i rst  step in the

home-buying process. I t  a l lows you to understand your budget and

shows sel lers that  you're a ser ious buyer wi th f inancing in place. I

can provide you with a referral  to qual i f ied lenders for  f inancing pre-

approval  and/or rate shopping. I f  you’re funding your purchase with

cash, you wi l l  need to secure proof of  funds.



D o n ’ t  c h a n g e  j o b s ,  b e c o m e  s e l f - e m p l o y e d  o r  q u i t  y o u r  j o b .

D o n ’ t  o m i t  d e b t s  o r  l i a b i l i t i e s  f r o m  y o u r  l o a n  a p p l i c a t i o n .

D o n ’ t  a c q u i r e  a n y  n e w  d e b t .

D o n ’ t  o r i g i n a t e  a n y  i n q u i r i e s  i n t o  y o u r  c r e d i t .

D o n ’ t  m a k e  l a r g e  d e p o s i t s  w i t h o u t  f i r s t  c h e c k i n g  w i t h  y o u r

m o r t g a g e  b r o k e r .

D o n ’ t  c h a n g e  b a n k  a c c o u n t s .

D o n ’ t  s p e n d  m o n e y  y o u  h a v e  s e t  a s i d e  f o r  c l o s i n g .

D o n ’ t  u s e  c r e d i t  c a r d s  e x c e s s i v e l y  o r  m i s s  a n y  p a y m e n t s .

D o n ’ t  b u y  a  c a r ,  t r u c k  o r  f u r n i t u r e — n o  l a r g e  p u r c h a s e s !

D o n ’ t  c o - s i g n  a  l o a n  f o r  a n y o n e .

M A J O R                     W H E N
A P P L Y I N G  F O R  A  L O A N

D O N T ’ S  



ANCILLARY COSTS

Land Transfer Tax

Land transfer tax is payable on the closing
date of your purchase and is based on the
selling price of the property.

PST on Mortgage Insurance

Mortgage insurance (2.8% to 4% of the
mortgage amount) is required for down
payments under 20% and protects the lender in
case of default. If Mortgage Default Insurance
is required on your loan, then the PST of its
premium will be due on the closing day.

Legal Fees

Real estate lawyers will take care of
registration and submit your final payment
on close. Approximate costs are
$1,250-$2,500.

Home Inspection

The cost of a home inspection can vary, but are
approximately $400-$1000 depending on the
package you choose and the homes size.

Appraisal
If your down payment is 20% or more, lenders will usually require an
appraisal on the home. The cost of an appraisal can vary, but the
approximate cost would be $400-$700.

Final Adjustments

Final Adjustments are any expenses that the
seller needs to be reimbursed for after the date
of closing (maintenance fees, heat, etc.) This
amount is calculated by your lawyer.

Deposit

A deposit (1% to 2% of the purchase price)
shows the buyer's commitment and acts as
security for the seller. If the buyer backs
out without reason, the seller may keep it.



S T E P  2 :  D E F I N I N G  Y O U R
H O M E  N E E D S  &  W A N T S

I  wi l l  bui ld your auto search and portal  account based on pr ice,
locat ion and house-speci f ic  cr i ter ia provided by you.

You provide feedback about the search resul ts and tel l  me which
homes are of  interest  to you.

Let me know i f  there is a home you would l ike to see and when i t
might be convenient for  you to go for a v is i t .

I  wi l l  set  up showings and begin v iewing your top home choices.

We wi l l  work together to narrow down your preferred l is t  unt i l  you
f ind the home you want to buy!

U n d e r s t a n d i n g  w h a t  y o u  n e e d  a n d  w a n t  i n  a  h o m e  w i l l  h e l p  m e   
f o c u s  o u r  s e a r c h  a n d  f i n d  t h e  p e r f e c t  m a t c h  f o r  y o u .

With your budget and preferences clear,  we can begin the exci t ing
process of  f inding your new home in Ottawa.

I ' l l  provide you with a curated l is t  of  homes that match your cr i ter ia,
and we' l l  schedule v iewings at  your convenience. Dur ing our tours,
I ' l l  point  out the pros and cons of  each property,  helping you make
informed decis ions. Together,  we' l l  narrow down the opt ions unt i l  we
f ind the home that feels just  r ight .

STEP 3: START HOUSE HUNTING



Ownership Structure: You own your uni t  and share common areas
(e.g. ,  hal lways, amenit ies) wi th others.  Must fo l low condo bylaws. 

Condo Corporation: Managed by a board,  handles common area
maintenance and enforces rules.  You maintain your uni t 's  inter ior .  

Costs: Monthly condo fees are paid to the condo corporat ion to
cover the cost of  maintenance, amenit ies,  insurance for common
areas, and other expenses. In addi t ion to regular fees,  owners may
occasional ly be required to pay special  assessments for  major
repairs or upgrades that are not covered by the reserve fund.

T Y P E S  O F  
O w n e r s h i p

F R E E H O L D  O W N E R S H I P
O w n e r s h i p  S t r u c t u r e :  Y o u  o w n  t h e  p r o p e r t y  a n d  l a n d ,
i n c l u d i n g  a l l  m a i n t e n a n c e  a n d  r e p a i r s ,  i n s i d e  a n d  o u t .  

I n d e p e n d e n c e :  N o  s h a r e d  o w n e r s h i p  o r  t h i r d - p a r t y
m a n a g e m e n t .  F e w e r  r e s t r i c t i o n s ,  m o r e  f r e e d o m  t o  m o d i f y  y o u r
p r o p e r t y .  

C o s t s :  N o  c o n d o  f e e s ,  b u t  y o u  c o v e r  a l l  m a i n t e n a n c e ,  r e p a i r s ,
t a x e s ,  a n d  u t i l i t i e s .

I t ’ s  i m p o r t a n t  t o  u n d e r s t a n d  t h e  d i f f e r e n c e  b e t w e e n  c o n d o  a n d
f r e e h o l d  o w n e r s h i p  i n  o r d e r  t o  m a k e  a  s o u n d  d e c i s i o n  a s  t o
w h i c h  h o m e  o w n e r s h i p  t y p e  i s  b e s t  f o r  y o u .  

C O N D O  O W N E R S H I P



We wi l l  prepare an analysis of  comparable sales for  the current and past
year to assist  in determining appropr iate and fair  pr ice for  the home.

We wi l l  wr i te an of fer  and discuss al l  the terms and quest ions you may have
before submit t ing i t  to the l is t ing agent.  As your agent,  we wi l l  handle al l
negot iat ions to obtain the best possible pr ice and terms for you.

We provide a secure electronic document storage software cal led
Authent is ign.  This enables you to s ign of fers and other documents
electronical ly,  a l lowing for a convenient and easy way to communicate.  I t
wi l l  a lso save al l  documents and signatures for seven years.

You’ l l  need to provide a Deposi t  at  the t ime of  an accepted of fer .  This is
typical ly 1-2% of the of fer  pr ice (a large deposi t  is  typical ly considered part
of  a strong of fer) .  Your check should be made payable to the l is t ing
brokerage and wi l l  be deposi ted when the of fer  is fu l ly  accepted. This
amount wi l l  be appl ied to your down payment.

STEP 4: MAKING AN OFFER
& NEGOTIATING

Additional Property
Often, the sel ler  p lans on leaving
major appl iances in the home.
Anything at tached (considered a
f ixture) stays wi th the property.  Other
appl iances, such as refr igerators,
stoves, washers and dryers,  must be
requested with the of fer .

NEGOTIABLE TERMS OF YOUR OFFER

Price
What you of fer  on a property
depends on a number of  factors,
including i ts current market value,
condi t ion,  length of  t ime on the
market,  buyer act iv i ty,  and the
urgency of   the sel ler .  Whi le some
buyers want to make a low of fer
just  to see i f  the sel ler  accepts,  th is
of ten isn’ t  a smart  choice because
the sel ler  may be insul ted and
decide not to negot iate at  a l l .  Also,
in many cases, you may be
compet ing with mult ip le of fers.

Move-In Date
I f  you can be f lexible on the
possession date,  the sel ler  may be
more apt to choose your of fer  over
others.  We check with the agent to
see what is best for  the sel ler .



W O R K I N G  T O W A R D S  A N
A C C E P T E D  O F F E R

We wi l l  present your of fer  to the l is t ing agent and/or
sel ler .  The sel ler  wi l l  then do one of  the fo l lowing:

Y O U  M A K E  
A N  O F F E R

S E L L E R  A C C E P T S  
T H E  O F F E R

S E L L E R  C O U N T E R S
 T H E  O F F E R

By far,  the most common is the counterof fer in response to
strong of fers.  In these cases, our exper ience and negot iat ing
ski l ls  become powerful  in represent ing your best interests.
When a counterof fer is received, we wi l l  work together to
review each speci f ic area, making sure that we move forward
with your goals in mind and ensur ing that we negot iate the
best possible pr ice and terms on your behal f .

S E L L E R  R E J E C T S
T H E  O F F E R



01
Buyers of ten include a
condit ion that al lows them to
have a professional home
inspect ion. This condit ion
enables them to assess the
property 's condit ion and
request repairs or negot iate
on the sale pr ice based on
the inspect ion f indings.

INSPECTION
CONDITION 02FINANCING

CONDITION

03
In some cases, buyers make
their  of fer cont ingent on
sel l ing their  current home.
This condit ion can introduce
uncertainty and potent ial ly
prolong the sale process.

FIRST REFUSAL
CONDITION 04

Ensures the property 's
appraised value al igns with the
purchase pr ice. I f  the appraisal
comes in lower,  the buyer may
negot iate for a pr ice reduct ion,
or the sale may be adjusted.

APPRAISAL
CONDITION

Many buyers include a
f inancing condit ion that gives
them t ime to secure a
mortgage. I f  the buyer cannot
obtain f inancing within the
speci f ied per iod, the sale may
be terminated without f inancial
penalty.

C O M M O N  C O N D I T I O N S

W h e n  a  c o n d i t i o n a l  o f f e r  i s  a c c e p t e d ,  w e  a r e  g i v e n  a  s p e c i f i c
p e r i o d ,  t y p i c a l l y  5 - 7  b u s i n e s s  d a y s ,  t o  f u l f i l l  t h e  c o n d i t i o n s
o u t l i n e d  i n  t h e  o f f e r ,  s u c h  a s  s e c u r i n g  f i n a n c i n g  o r
c o m p l e t i n g  a  h o m e  i n s p e c t i o n .

05
Examines a condo's f inancial  heal th,  bylaws, and legal  issues
to ensure there are no hidden l iabi l i t ies or restr ict ions,
protect ing the buyer 's interests.

STATUS
CERTIFICATE
REVIEW



H O M E  I N S P E C T I O N  O V E R V I E W

We highly recommend that you have a professional  home inspector
conduct a thorough inspect ion.  The inspect ion wi l l  include the fol lowing:

Appl iances
Plumbing
Electr ical
Air  condi t ioning and heat ing

Vent i lat ion
Roof and at t ic
Foundat ion
General  structure

The inspect ion is designed to report  on major damage or ser ious
problems that require repair .  The sel ler  may be wi l l ing to negot iate
complet ion of  recommended repairs at  their  expense, or they may of fer
you a credi t  to make the repairs.  You may also decide that the home wi l l
take too much work and money. In addi t ion to the overal l  inspect ion,  you
may wish to have separate tests conducted for termites or the presence
of radon gas.

We recommend being present at  the inspect ion so that you wi l l  be able to
clear ly understand the report  and know exact ly which areas need
attent ion.  Plus,  you can get answers to many quest ions,  t ips for
maintenance, and general  informat ion that wi l l  help you once you move
into your new home. Most important,  you wi l l  see the home through the
eyes of  an object ive th i rd party.



Our job does not stop at  c losing – we wi l l  be in touch to
see i f  you need anything! I  wi l l  a lso cont inue to reach out
regular ly to check- in.  

Signing your loan documents marks the end of  your home-
buying process and the beginning of  your new l i fe!  To
make sure your c losing goes smoothly,  you should br ing
the fol lowing to the s igning appointment:

Cert i f ied check for c losing costs and down payment.
Make the check payable to the List ing Brokerage or
you may wire the funds. Wir ing instruct ions can be
provided by the  company ( l is t ing brokerage).
Photo ID’s
Social  insurance number
Any other informat ion requested by your lender

Transfer of  t i t le moves ownership of  the property f rom the
sel ler  to you. The two events that  make this happen are:

1. Delivery of buyer’s funds: This is the check or wire
funds provided by your lender in the amount of  the
loan.

2. Delivery of the deed:  A deed is the document that
t ransfers ownership of  real  estate.  I t  wi l l  be sent to
you af ter  processing.

S T E P  5 :  C L O S I N G  +
B E Y O N D

PREPARING TO CLOSE 

We can at tend the closing with you to provide
addi t ional  support  and ensure a smooth t ransi t ion of
possession. Please remember to br ing your dr iver ’s
l icense.
Don’t  forget,  you wi l l  need to cal l  the ut i l i ty  companies
to t ransfer them into your name on the date of  c losing. 
I f  you are responsible to br ing funds to c losing, they
wi l l  need to be in the form of a cert i f ied check or wire
transfer.



L E T ’ S  F I N D  H o m e

“ H o m e  i s n ’ t  j u s t  f o u r  w a l l s ;  i t ’ s
w h e r e  y o u r  s o u l  f i n d s  i t s  g r o o v e
a n d  y o u r  h e a r t  f e e l s  a t  p e a c e . ”

T h a n k  y o u  s o  m u c h  f o r  c h o o s i n g  m e  a s  y o u r  r e a l t o r !  I ' m  t h r i l l e d  t o
b e  p a r t  o f  t h i s  e x c i t i n g  j o u r n e y  w i t h  y o u .  Y o u r  t r u s t  m e a n s  t h e  w o r l d
t o  m e ,  a n d  I  c a n ’ t  w a i t  t o  g u i d e  y o u  t h r o u g h  t h e  n e x t  s t e p s .  W h e t h e r
y o u ’ r e  f i n d i n g  t h e  p e r f e c t  h o m e  o r  n a v i g a t i n g  t h e  b u y i n g  p r o c e s s ,
I ’ m  h e r e  t o  m a k e  t h i s  e x p e r i e n c e  a s  s m o o t h  a n d  e n j o y a b l e  a s
p o s s i b l e .  L e t ’ s  m a k e  y o u r  r e a l  e s t a t e  d r e a m s  a  r e a l i t y !

HAVE MORE QUESTIONS?
PHONE
613 . 218 .9940

E -MAIL
i n fo@veneshaangus . com

INSTAGRAM
@veneshaangus


