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I integrate design strategically with luxury real estate services to enhance property
marketability and appeal to protentional buyers. My holistic approach combines expert
market insights with sophisticated design-driven solutions, ensuring properties are
optimized visually. With trifecta expertise in design, marketing and real estate, I can help
you standout and command the attention necessary to get your home sold. 

Through a streamlined process and efficacy of working with a dedicated agent from
design concept to closed, each project reflects your unique preferences and property
objectives. Transparent communication and a commitment to providing client-centric
services are priorities because the goal is to deliver results that enhance property value
and client satisfaction.  With a focus is on creating spaces that inspire and captivate, I
can help sellers and investors elevate their real estate portfolio. 



the Buyer’s Roadmap

D I SCLA IMER :  U s e  t h i s  r o a d m a p  a s  a  q u i c k  o v e r v i e w  o f  t h e  b u y i n g  p r o c e s s .  I f  y o u

h a v e  a n y  q u e s t i o n s ,  p l e a s e  r e a c h  o u t  t o  m e  a t  4 0 5 - 2 1 9 - 1 8 5 7 !

321

F I N D  A G E N T F I N A N C I A L S
D e t e r m i n e  w h a t  y o u  c a n

a f f o r d ,  g e t  a  c r e d i t

c h e c k  a n d  p r e - a p p r o v e d

f o r  a  l o a n

S E A R C H

O F F E RI N S P E C T I O N

F i n d  a  g r e a t  a g e n t  t h a t

y o u ' r e  c o m f o r t a b l e

w o r k i n g  w i t h

S t a r t  s e a r c h i n g  f o r

a n d  t o u r i n g  h o m e s

S e t  u p  a n

i n s p e c t i o n  a n d  p l a n

t o  a t t e n d

M a k e  a n  o f f e r  a n d

n e g o t i a t e  w i t h

s e l l e r

A P P R A I S A L

S e t  u p  f o r  a n

a p p r a i s a l  t o  b e

d o n e  o n  t h e  n e w

h o m e

S C H E D U L E  M O V E

C a l l  a n d  s e t  u p

y o u r  m o v i n g  d a t e

w i t h  m o v e r s

C L O S I N G

A t t e n d  t h e  c l o s i n g

m e e t i n g ,  g e t  k e y s

a n d  c e l e b r a t e !
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Tina Curtis

I 'M HERE TO HELP YOU

A real estate agent hired to market a property 
and manage the detai ls for the Sel ler,  represents the Sel ler and acts in
their best interest. As a buyer, who represents you?  It 's important to hire
a professional agent to advocate for YOUR best interests and represents
you throughout the process. 

LISTEN to your wants and needs.

SPEND TIME AND EFFORT  to f ind a home that meets
your specif ic criteria.

REPRESENT YOUR BEST INTERESTS when
negotiating the contract.

PROVIDE COST ESTIMATES  based
on purchase price and contract terms.

CREATE A MARKET ANAYLYSIS  of 
your potential home and comparable homes to
determine the true market value.

KEEP YOU INFORMED so you are aware of t imelines
& expectations throughout the buying process.

COMMUNICATE with your lender and other industry
professionals to make sure deadlines and
documents for the contract are met, and closing
happens on t ime.

COORDINATE AND ARRANGE inspections,
communications, and contract documents
throughout the buying process

CALL OR TEXT ME  when you want to look at a
property.

ARRIVE ON TIME  to appointments, or let me know in
advance if your schedule changes.

ALLOW ME  to submit al l  offers on your behalf.

TRUST MY EXPERTISE .  Please defer any questions
to me before going to Google.

COOPERATE WITH THE LENDER  to
provide any necessary documents promptly to avoid
delays.

NOT WORK WITH OTHER REALTORS
during our brokerage relationship t ime period.

LET ME KNOW  if  you have any concerns about the
home buying process, my service to you, or anything
else that might come up.

RESPOND TO MESSAGES  in a reasonable amount of
time.  Communicating is a key component to
streamlining the process to be as smooth and stress-
free as possible

I WILL..... YOU WILL.....

tina.curtis@exprealty.com www.tinacurtis.exprealty.com405-219-1857

BUYER AGENT LOYALTY

REALTOR    |  DESIGNER



How much does a
REALTOR cost?

T h e  f e e  c a n  v a r y  d e p e n d i n g  o n  t h e  c l i e n t ,  t h e i r  o b j e c t i v e s  a n d  t h e  t y p e  o f

p r o p e r t y  t h e y  p u r c h a s e .   W e  w i l l  r e v i e w  t h e  B u y e r  B r o k e r  A g r e e m e n t ,  d i s c u s s

y o u r  p u r c h a s i n g  o b j e c t i v e  ( o w n e r / o c c u p a n t ,  r e n t a l  o r  f l i p  i n v e s t o r ,

d e v e l o p m e n t ,  e t c ) .   O n c e  y o u r  o b j e c t i v e  i s  d e t e r m i n e d ,  w e  w i l l  e s t a b l i s h

p a y m e n t  t e r m s .  

D o e s n ' t  t h e  s e l l e r  p a y  y o u r  f e e s ?  A s k i n g  t h e  s e l l e r  t o  p a y  m y  f e e s  i s  p a r t  o f

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

o f  m y  f e e s ,  i t ’ s  n o t  a  g u a r a n t e e .   

F O R  S A L E  B Y  O W N E R

I f  y o u  f i n d  a  h o m e  t h a t  i s  F o r  S a l e  b y  O w n e r  ( F S B O ) ,  I  a m  a b l e  t o  r e p r e s e n t

y o u  a n d  p r o t e c t  y o u r  b e s t  i n t e r e s t s  i n  t h e  t r a n s a c t i o n .   H o w e v e r ,  b e c a u s e

t h e  s e l l e r  i s  u n r e p r e s e n t e d  b y  a  p r o f e s s i o n a l ,  t h e  b u y e r  w i l l  b e  r e s p o n s i b l e

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

As a licensed professional, I charge a fee.

T i n a ’ s  T i p
I f  I  a m  t h e  f i r s t  p o i n t  o f  c o n t a c t
w i t h  t h e  F S B O  s e l l e r ,  I  c a n  a l m o s t
a l w a y s  n e g o t i a t e  f o r  t h e  F S B O
s e l l e r  t o  p a y  m y  c o m m i s s i o n .



01
CONNECT YOU WITH THE PERFECT HOME

NEIGHBORHOOD KNOWLEDGE

ATTENTION TO DETAIL

PROFESSIONAL NEGOTIATOR

EXPERT GUIDE

Agents often have access to information about homes going on the market before the public.
They can also arrange open houses and tours of homes that match your criteria. 

Agents wil l  be able to offer insightful detai ls about the neighborhoods you are considering. 

The process of buying a home requires a good deal of paperwork. Your real estate agent wil l
help you fi l l  out al l  documents and get them submitted properly.

Agents deal with any diff icult conversations that need to happen. They wil l  also help you submit a
strong offer and negotiate with the sel ler on your behalf.

Realtors are there to help you with any questions you have along the way. They offer an objective
opinion when you're analyzing the features you're looking for. 

FINDING A
GREAT AGENT

A  q u a l i f i e d  r e a l  e s t a t e  a g e n t  s h o u l d  b e  a n  a s s e t  t o  y o u  a s

y o u  g o  t h r o u g h  t h e  h o m e - b u y i n g  p r o c e s s .  T h i s  i s  o n e  o f  t h e

b i g g e s t  d e c i s i o n s  o f  y o u r  l i f e ,  a n d  f o r  m a n y ,  t h e  l a r g e s t

i n v e s t m e n t  y o u  w i l l  m a k e .   

H i r i n g  a  s k i l l e d  p r o f e s s i o n a l  w h o  w i l l  b e  w o r k i n g  w i t h  y o u r

b e s t  i n t e r e s t s  i n  m i n d  a n d  c a n  h e l p  g u i d e  y o u  t h r o u g h  a l l

t h e  s t a g e s  o f  h o m e  b u y i n g  i s  k e y !



M a n y  t i m e s  t h e s e  t e r m s  c a n  b e  u s e d  i n t e r c h a n g e a b l y ,  b u t  e i t h e r  w a y ,  b e i n g  p r e -

q u a l i f i e d  o r  p r e - a p p r o v e d  s h o w s  t h e  s e l l e r  t h a t  y o u ' r e  s e r i o u s  a n d  t h a t  y o u  m o s t

l i k e l y  h a v e  t h e  f u n d s  t o  p u r c h a s e  t h e  h o m e  s h o u l d  y o u  c h o o s e  t o  p l a c e  a n  o f f e r .  

A  p r e - a p p r o v a l  c a n  a l s o  h e l p  y o u  b u d g e t  a s  y o u  w i l l  k n o w  i f  w h a t  y o u  w a n t  t o

a f f o r d  a l i g n s  w i t h  w h a t  y o u  c a n  a f f o r d .  T h i s  p r e - a p p r o v a l  d o e s  n o t  g u a r a n t e e  a

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

t i m e .  

PRE-QUALIFIED & PRE-APPROVED

FINANCING

CREDIT CHECK

a home
I t  i s  i m p o r t a n t  t o  h a v e  a  c r e d i t  c h e c k

d o n e  a s  t h i s  w i l l  b e  a n  i m p o r t a n t  f a c t o r

i n  d e t e r m i n i n g  w h a t  m o r t g a g e  a n d

i n t e r e s t  r a t e  f o r  w h i c h  y o u  q u a l i f y .  

Y o u r  m o r t g a g e  l e n d e r  w i l l  d i s c u s s  y o u r

o p t i o n s  i n  m o r e  d e t a i l  b u t  g e n e r a l l y ,  a

h i g h e r  c r e d i t  s c o r e  r e c e i v e s  p r e f e r r e d

i n t e r e s t  r a t e s .   

tina.curtis@exprealty.com www.tinacurtis.exprealty.com405-219-1857

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



a home
I n  m y  e x p e r i e n c e ,  n o t  a l l  l e n d e r s  a r e  t h e

s a m e .  A  t r u s t e d  l o c a l  l e n d e r  m e a n s  t h e y

w i l l  g u i d e  y o u  t h r o u g h  t h e  f i n a n c i n g   

p r o c e s s  a n d  s h o u l d  b e  c l o s e  b y  w h e n

y o u  h a v e  q u e s t i o n s  o r  i s s u e s  a r i s e .   

I  a m  h a p p y  t o  p r o v i d e  n a m e s  o f  t r u s t e d

l o c a l  l e n d e r s .  S e l e c t i n g  t h e  r i g h t  l e n d e r

c a n  h a v e  a  s i g n i f i c a n t  i m p a c t   o n  t h o s e

w h o  o n l y  m a k e  i t  t o  t h e  c l o s i n g  t a b l e

a n d  t h o s e  w h o  c l o s e .  

USE SOMEONE LOCAL

T h e  m o n t h l y  p a y m e n t s  s h o w n  w i t h  o n l i n e

c a l c u l a t o r s  d o  n o t  t y p i c a l l y  i n c l u d e  A L L  o f  t h e

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

T a x e s ,  h a z a r d  i n s u r a n c e ,  P r i v a t e  M o r t g a g e

I n s u r a n c e  ( P M I )  a r e  e x a m p l e s  o f  t y p i c a l

e x c l u s i o n s .  A  l e n d e r  w i l l  r e v i e w  y o u r  c r e d i t

h i s t o r y  a n d  a r e  r e q u i r e d  b y  l a w  t o  p r o v i d e  a n

e s t i m a t e d  c o s t s  s h e e t  w i t h  e a c h  l i n e  i t e m

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

l o a n  o p t i o n s .   

ESTIMATED COSTS TO BUYER

FINANCING



FHA

VETERANS (VA)

3.5% minimum down payment
First-t ime home buyers
Lower credit score requirements
PMI for l ife of the loan
Down payment assistance available

0% minimum down payment
Minimum credit score requirements
PMI drops after 20% loan to value paid
Interest & PMI can be lower with highter
credit score

HUD 184 NATIVE AMERICAN
2.25% Minimum down payment
Lower credit score requirements
Lower PMI
Lower Interest Rates available

203K FHA RENOVATION

For experienced fl ippers/remodelers
Must quality for the final loan amount =
sales price + budget amount for
renovations
Ask your mortgage lender for more
information

DETERINE CREDIT STATUS

USE SOMEONE LOCAL

CONVETIONAL

Even if you're certain you have an excellent
report,  it 's wise to verify your credit before
beginning your home search. If  there are
blemishes you don't know about, identifying
and resolving them up front to improve your
rating can quality you for preferred rates
from lenders and insurance companies.  

Mortgage companies offer different loans,
interest rates and special program to assist
with your down payment.  Selecting the r ight
lender to match your needs could be the
difference between the transaction going
smoothly or experiencing a lot more bumps
in the road along the way.  Make sure they
provide an pre-approval letter and an
estimated cost sheet detai l ing your costs
l ine by l ine. 

3-5% down payment
Minimum credit score requirements
PMI drops after 20% loan value paid
Interest & PMI could be lower with higher
credit score
Down payment assistance available

Standard Loan Types
Tina’s  Tips

GET PRE-APPROVED
Knowing what you could qualify for at the
beginning could help the process go
smoother and quicker. Getting pre-approved
could also ensure you are receiving and
viewing only homes that are affordable to
you  because your REALTOR knows which
homes match your criteria and are a
comfortable monthly payment for you.
Sel lers expect buyers touring their home to
be able to afford it  should they make an
offer.  Imagine, fal l ing in love with the home
and being one step ahead of your
competit ion because you are already
prepared to make an offer. 

tina.curtis@exprealty.com www.tinacurtis.exprealty.com405-219-1857



Finding a Home



Where to start?

O n l i n e
A  c u s t o m  p r o p e r t y  s e a r c h  t h a t
l i n k s  d i r e c t l y  t o  o u r  l o c a l  M L S  w i l l
b e  c r e a t e d  s p e c i f i c a l l y  f o r  y o u .
T h e  r e s u l t s  w i l l  b e  i n  r e a l - t i m e
a n d  c l o s e l y  m a t c h  y o u r  c r i t e r i a .   

D r i v e  N e i g h b o r h o o d s
I f  y o u  f i n d  s o m e t h i n g  y o u  l i k e ,
t a k e  a  p h o t o  o f  t h e  s i g n  a n d  t e x t
m e  t h e  a d d r e s s .   I f  i t  i s  c o m i n g
s o o n ,  I  m i g h t  b e  a b l e  t o  g e t  y o u  i n
b e f o r e  i t ' s  a c t i v e  o n  t h e  m a r k e t .
I f  i t  i s  a  F o r  S a l e  B y  O w n e r ,  I
m u s t  b e  t h e  f i r s t  p o i n t  o f
c o n t a c t  a s  y o u r  r e p r e s e n t a t i v e .  

A t t e n d  O p e n  H o u s e s
I f  y o u  v i s i t  o p e n  h o u s e s  i n  y o u r
f r e e  t i m e ,  g i v e  t h e  o t h e r  a g e n t  m y
c a r d  a n d  l e t  t h e m  k n o w  I  a m
r e p r e s e n t i n g  y o u .   I f  y o u  f i n d
s o m e t h i n g  y o u  l i k e ,  c a l l  o r  t e x t  m e
t o  s c h e d u l e  a  p r i v a t e  v i e w i n g .  

N E W  C O N S T R U C T I O N
R e g i s t e r  w i t h  m e  B E F O R E  v i s i t i n g  m o d e l  h o m e s .  J u s t  l i k e  a  F o r  S a l e  B y
O w n e r ,  I  m u s t  b e  y o u r  f i r s t  p o i n t  o f  c o n t a c t .   M a n y  b u i l d e r s  w i l l  n o t  w o r k
w i t h  a  R e a l t o r  o n c e  y o u  h a v e  v i s i t e d  t h e i r  p r o p e r t y  a n d  w i l l  n o t  a l l o w
t h e m  t o  r e p r e s e n t  y o u  i f  y o u  a r e  n o t  p r e - r e g i s t e r e d .  

Z I L L O W
Z i l l o w  a n d  o t h e r  o n l i n e  r e s o u r c e s  d o  n o t  h a v e  t h e  m o s t  r e l i a b l e  d a t a  l i k e
o u r  l o c a l  M L S .   A  h o m e  s h o w n  a s  " f o r  s a l e "  m a y  n o t  s t i l l  b e  a v a i l a b l e  o r
s o l d  m o n t h s  a g o .   S c a m m e r s  o f t e n  u s e  Z i l l o w  a n d  o t h e r  o n l i n e  r e s o u r c e s
t o  t r i c k  p e o p l e  i n t o  w i r i n g  m o n e y .   I f  i t  s o u n d s  t o o  g o o d  t o  b e  t r u e ,  i t
p r o b a b l y  i s .  Y o u r  a g e n t  c a n  h e l p  a n d  u s u a l l y  h a s  t h e  m o s t  r e l i a b l e
i n f o r m a t i o n .  

HOME SEARCHING TIPS



TOUR HOMES
M a k e  a  l i s t  o f  n o n -
n e g o t i a b l e s  a n d  l i k e  t o
h a v e  s o  y o u  k n o w  w h a t
y o u  n e e d  v s  w a n t .  A s k
y o u r s e l f ,  h o w  m a n y
b e d r o o m s  &  b a t h r o o m s  d o
I  w a n t ?  W i l l  e x t r a
b e d r o o m s  b e  u s e d  a s  a n
o f f i c e ,  m o v i e  o r  p l a y
r o o m ?   I s  a  b i g  k i t c h e n  o r
a  f e n c e d - i n  y a r d  m o r e
i m p o r t a n t ?  D e c i d e  w h a t
i s  i m p o r t a n t  f o r  y o u r
n e e d s  a n d  g o a l s .  

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

W h e n  y o u  f i n d  t h e
h o u s e ,  y o u r  n e x t  s t e p
w i l l  b e  t o  m a k e  a n
o f f e r  a n d  g o  t h r o u g h
a n y  n e g o t i a t i o n s .  

T a k e  p h o t o s  w i t h  y o u r  p h o n e  w h i l e  v i s i t i n g  e a c h  h o u s e .
O r g a n i z e  t h e  p h o t o s  a t  h o m e  w i t h  t h e  a d d r e s s  o f  t h e
p r o p e r t y  s o  y o u  c a n  r e m e m b e r  d e t a i l s  l a t e r .  

F o c u s  o n  t h e  t h i n g s  y o u  c a n ' t  c h a n g e  l i k e  t h e
n e i g h b o r h o o d ,  l o t  o r  s i z e  o f  b e d r o o m s .  

HOME SEARCHING TIPS

tina.curtis@exprealty.com www.tinacurtis.exprealty.com405-219-1857

Tina’s  Tips



THE OFFER

O n c e  y o u ' v e
f o u n d  t h e  h o m e
y o u  w a n t ,  t h e
n e x t  s t e p  i s  t o
m a k e  a n  o f f e r .  

I  w i l l  g u i d e  y o u
t h r o u g h  t h e
p r o c e s s  a n d
h a n d l e  a l l  o f  t h e
p a p e r w o r k  f o r
t h e  o f f e r ,
c o n t r a c t  a n d
c l o s i n g .   

WRITING AN OFFER

I  wi l l  create a comparable market analysis of properties
in the area and we wil l  go over 

it  together .   I  wi l l  provide guidance on 
making a strong first offer. 



E A R N E S T  M O N E Y
E a r n e s t  m o n e y  i s  a  g o o d  f a i t h  d e p o s i t  t h a t
s h o w s  t h e  s e l l e r  y o u  a r e  m a k i n g  t h e  o f f e r  i n
g o o d  f a i t h  a n d  i n t e n d  t o  f o l l o w  t h r o u g h  o n
t h e  c o n t r a c t  t e r m s .   

S e l l e r ' s  u s u a l l y  a n t i c i p a t e  a t  l e a s t  1 %  o f  t h e
s a l e s  p r i c e  a s  e a r n e s t  m o n e y .   T h e  e a r n e s t
m o n e y  i s  h e l d  i n  e s c r o w  u n t i l  t h e  c o n t r a c t
e i t h e r  c l o s e s  o r  i s  c a n c e l e d .   D e p e n d i n g  o n
t h e  c i r c u m s t a n c e s  o f  a  c a n c e l e d  c o n t r a c t ,
t h e  e a r n e s t  c o u l d  b e  r e f u n d a b l e  o r  n o t .   

A t  c l o s i n g ,  a  c r e d i t  f o r  t h e  e a r n e s t  m o n e y  i s
g i v e n  t o  t h e  b u y e r .   I f  t h e  c o n t r a c t  i s
c a n c e l e d ,  t h e r e  a r e  p r o c e d u r e s  f o r  r e l e a s i n g
t h e  e a r n e s t  m o n e y .   I f  t h e  b u y e r  b r e a c h e d
t h e  c o n t r a c t ,  t h e  e a r n e s t  m o n e y  u s u a l l y
d e f a u l t s  t o  t h e  s e l l e r .   A s  y o u r  a g e n t ,  I  a m
h e r e  t o  g u i d e  y o u  t h r o u g h  t h e  p r o c e s s  a n d
e n s u r e  d e a d l i n e s  a r e  m e t  s o  y o u  d o  n o t
u n n e c e s s a r i l y  l o o s e  y o u r  e a r n e s t  m o n e y .   

C O N T I G E N C I E S   
C o n t i n g e n c i e s  a r e  o n e  o r  m o r e  c o n d i t i o n s
t h a t  m u s t  b e  m e t  i n  o r d e r  f o r  t h e  c o n t r a c t  t o
b e  f u l f i l l e d .   N e e d i n g  t o  s e l l  y o u r  h o m e  t o
p u r c h a s e  a n o t h e r  h o m e  i s  a n  e x a m p l e  o f  a
c o n t i n g e n c y .   U s u a l l y  c o n t i n g e n c i e s  m u s t  b e
i n c l u d e d  u p  f r o n t  i n  t h e  o f f e r  a n d  a r e  n o t
s t a n d a r d  c o n d i t i o n s  o f  t h e  c o n t r a c t .    

NEGOTIATE AN
OFFER

B E  R E A D Y  T O  M O V E  F A S T
i f  y o u  l o v e  i t ,  c h a n c e s  a r e  a n o t h e r  b u y e r
d o e s  t o o !   G r e a t  h o m e s  t e n d  t o  m o v e
q u i c k l y .   I f  i t  i s  w e l l - b u i l t ,  w e l l  m a i n t a i n e d
a n d  w e l l  p r i c e d ,  i t  c o u l d  g o  u n d e r  c o n t r a c t
w i t h i n  h o u r s  o f  h i t t i n g  t h e  m a r k e t .   

I f  a  h o m e  i s  p r i c e d  r i g h t  f o r  t h e  m a r k e t ,  i t
c o u l d  r e c e i v e  m u l t i p l e  o f f e r s .  T o  w i n
t h e s e ,  y o u  n e e d  t o  b e  p r e p a r e d  a n d  r e a d y
t o  s u b m i t  a  s t r o n g  o f f e r .   

C O M P A R A B L E  M A R K E T  A N A L Y S I S
T o  d e t e r m i n e  t h e  f a i r  m a r k e t  v a l u e  a n d
b e f o r e  m a k i n g  a n  o f f e r ,  I  r e s e a r c h  a n d
c r e a t e  a  m a r k e t  a n a l y s i s  o f  c o m p a r a b l e
s o l d  h o m e s .   T h i s  h e l p s  u s  d e c i d e  t h e  b e s t
s t r a t e g y  w h e n  p r e p a r i n g  t h e  o f f e r .  

L O W - B A L L  C O U L D  B E  N O - B A L L
I n  m y  e x p e r i e n c e ,  s e l l e r s  a r e  t y p i c a l l y
a w a r e  o f  t h e i r  h o m e ' s  v a l u e ,  e s p e c i a l l y  i f
t h e y  a r e  w o r k i n g  w i t h  a  q u a l i f i e d  a g e n t .  

L o w - b a l l  o f f e r s  d o  n o t  u s u a l l y  w o r k
b e c a u s e  m o s t  s e l l e r s  d o  n o t  w a n t  t o  s e l l
t h e i r  h o m e  u n d e r  v a l u e .   I f  a  s e l l e r  f e e l
i n s u l t e d  o r  p u t  o f f  b y  t h e  o f f e r ,  t h e y  c o u l d
r e f u s e  o r  b e  l e s s  l i k e l y  t o  n e g o t i a t e .  T h e
g o a l  i s  t o  r e a c h  a  m u t u a l  a g r e e m e n t  t h a t
i s  s a t i s f a c t o r y  t o  b o t h  t h e  b u y e r  a n d  t h e
s e l l e r  f o r  a  w i n - w i n !  

C O S T  E S T I M A T E
Y o u  w i l l  r e c e i v e  a  b u y e r ' s  c o s t  e s t i m a t e  t o
d e t e r m i n e  t h e  e s t i m a t e d  m o n t h l y  p a y m e n t
a n d  c l o s i n g  c o s t s  b e f o r e  s u b m i t t i n g  y o u r
o f f e r .  

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

T h i s  e s t i m a t e  i s  n o t  e x a c t  b u t  w i l l  b e  c l o s e
t o  t h e  f i n a l  n u m b e r s .  Y o u r  m o r t g a g e  l e n d e r
w i l l  p r o v i d e  a  m o r e  d e t a i l e d  e s t i m a t e
w i t h i n  a  f e w  d a y s  o f  c l o s i n g  a n d  o n c e  t h e
c o n t r a c t  i s  e x e c u t e d .   

tina.curtis@exprealty.com www.tinacurtis.exprealty.com405-219-1857

Listing your home before house hunting can
help increase the chances of closing on

both around the same time!

Tina’s  Tip



H O M E  I N S P E C T I O N
I t ' s  r e c o m m e n d e d  t o  h a v e  t h e  p r o p e r t y  i n s p e c t e d  b y  a
l i c e n s e d  p r o f e s s i o n a l .   T h e y  w i l l  e v a l u a t e  i t e m s  i n  t h e
m e c h a n i c a l  a n d  s t r u c t u r a l  s y s t e m s  o f  t h e  h o m e  s u c h  a s  t h e
r o o f ,  p l u m b i n g ,  A C  u n i t ,  f o u n d a t i o n ,  f u r n a c e ,  w i n d o w s ,
a p p l i a n c e s ,  l i g h t  f i x t u r e s ,  a n d  e l e c t r i c a l .   T h i s  i n s p e c t i o n
p r o v i d e s  a  s n a p s h o t  o f  t h e  c u r r e n t  c o n d i t i o n  a n d  i s  n o t
m e a n t  t o  p r e d i c t  w h a t  m i g h t  h a p p e n  i n  t h e  f u t u r e .  

T h e  h o m e b u y e r  i s  r e s p o n s i b l e  f o r  p a y i n g  f o r  t h e  i n s p e c t i o n s
r e g a r d l e s s  i f  t h e  p r o p e r t y  c l o s e s  o r  n o t .   T h i s  s e r v i c e  i s
t y p i c a l l y  p a i d  o u t  o f  p o c k e t  b e f o r e  c l o s i n g .   

INSPECTIONS

T E R M I N T E  I N S P E C T I O N S
t e r m i t e  t r e a t m e n t  i s  c o m m o n  w i t h  h o m e  o w n e r s h i p .   I t  i s  n o t  a  m a t t e r  I F ,
b u t  W H E N  a  h o u s e  w i l l  g e t  t e r m i t e s .   H a v i n g  t h e  h o m e  i n s p e c t e d  d u r i n g  t h e
i n s p e c t i o n s  p e r i o d  b y  a  l i c e n s e d  p e s t  c o n t r o l  c o m p a n y  i s  r e c o m m e n d e d .
T h i s  w i l l  l e t  y o u  k n o w  i f  t h e  t h e  p r o p e r t y  h a s  t e r m i t e s  o r  o t h e r  w o o d -
d e s t r o y i n g  o r g a n i s m s .   I f  t h e  h o m e  h a s  a c t i v e  t e r m i t e s ,  t h e  h o m e  w i l l  n e e d
t o  b e  t r e a t e d .   I f  t h e r e  i s  n o t  a n y  a c t i v i t y  f o u n d ,  n o  t r e a t m e n t  i s  r e q u i r e d .  

A D D I T I O N A L  I N S P E C T I O N S
B u y e r ' s  h a v e  t h e  r i g h t  t o  p e r f o r m  a d d i t i o n a l  i n s p e c t i o n s  w i t h i n  t h e
i n s p e c t i o n  p e r i o d  i n  t h e  c o n t r a c t .   T h e y  c o u l d  i n c l u d e  o n e  o r  m o r e  o f  t h e
f o l l o w i n g :  p l u m b i n g ,  e l e c t r i c a l ,  H V A C ,  D u c t s ,  R o o f ,  S t r u c t u r a l ,  P o o l / S p a ,
E n v i r o n m e n t a l ,  I n s u r a b i l i t y  ( H a z a r d  I n s u r a n c e ) ,  a n d  P s y c h o l o g i c a l l y
I m p a c t e d  P r o p e r t y  &  M e g a n ' s  L a w

T R R  ( T r e a t m e n t s ,  R e p a i r s  &  R e p l a c e m e n t s )
I t  i s  u p  t o  t h e  b u y e r  t o  d e t e r m i n e  w h a t  i s  o r  i s  n o t  i m p o r t a n t  b a s e d  o n  t h e
i n s p e c t i o n  r e p o r t .   M o s t  r e p a i r s  c a n  b e  n e g o t i a t e d  b e t w e e n  t h e  b u y e r  a n d
t h e  s e l l e r  o n  a  f o r m  w e  c a l l  a  T R R .  T h e  r e q u e s t e d  r e p a i r s  m u s t  b e  o n  t h e
T R R  f o r m  a n d  s u b m i t t e d  b e f o r e  t h e  T i m e  R e f e r e n c e  d e a d l i n e .  O n c e  i t  i s
s u b m i t t e d ,  t h e  s e l l e r  w i l l  h a v e  a n  o p p o r t u n i t y  t o  g e t  e s t i m a t e s .   T h i s  i s  a
n e g o t i a t i n g  p e r i o d  f o r  t h e  b u y e r  a n d  s e l l e r  t o  a g r e e  o n  w h i c h  r e p a i r s  w i l l
b e  m a d e ,  i f  a n y .  

C o s m e t i c  i t e m s  s h o u l d  b e  t a k e n  i n t o  a c c o u n t  w h e n  m a k i n g  t h e  i n i t i a l  o f f e r .
S o m e  h o m e s  a r e  s o l d  A S - I S ,  m e a n i n g  y o u  h a v e  a  r i g h t  t o  i n s p e c t  t h e  h o m e
b u t  t h e  s e l l e r  i s  n o t  w i l l i n g  t o  m a k e  r e p a i r s .  

C O N T R A C T  O P T - O U T
T h e r e  a r e  2  o p p o r t u n i t i e s  f o r  t h e  b u y e r  t o  o p t - o u t  o f  t h e  c o n t r a c t .   I n
t h e s e  s c e n a r i o s ,  t h e  b u y e r  i s  e n t i t l e d  t o  g e t  t h e i r  e a r n e s t  m o n e y  b a c k .   T h e
b u y e r  c o u l d  b e  h e l d  l i a b l e  f o r  b r e a c h  o f  c o n t r a c t  i f  t h e y  c a n c e l  a f t e r  t h e
R i m e  R e f e r e n c e  d e a d l i n e .   T h e y  r i s k  l o s i n g  t h e i r  e a r n e s t  m o n e y  i n  t h i s
s c e n a r i o .  

Plan to attend the
inspection! Be prepared

to ask any questions
you have. You will
receive a report of

findings, but it 's
sometimes better to see

the issue and hear the
information directly
from the inspector. 

Tina’s  Tip



Final Steps



Y o u r  l e n d e r  w i l l  r e q u i r e  a n  a p p r a i s a l  o f  t h e
h o m e  b e f o r e  f i n a l i z i n g  t h e  l o a n .   T h e
a p p r a i s a l  i s  d i f f e r e n t  f r o m  t h e  h o m e
i n s p e c t i o n .   T h i s  s t e p  i s  t o  d e t e r m i n e  t h e
a c t u a l  v a l u e  o f  t h e  h o m e  a n d  i n s p e c t  f o r
a n y  s a f e t y  r e p a i r s  t h e  a p p r a i s e r  r e q u i r e s .   

T h e  h o m e  a p p r a i s e r  w i l l  t a k e  i n t o  a c c o u n t
t h e  n e i g h b o r h o o d ,  h o u s i n g  m a r k e t ,  a g e  a n d
c o n d i t i o n  o f  t h e  h o m e ,  e t c .  T h i s  r e p o r t
p r o v i d e s  r e a s s u r a n c e  t o  t h e  l e n d e r  t h e y  a r e
n o t  l e n d i n g  m o r e  t h a n  t h e  h o m e  i s  w o r t h .
F i n a n c e d  p u r c h a s e s  r e q u i r e  a n  a p p r a i s a l .

T h e  c o n t r a c t  f r o m  O R E C  a l l o w s  t h e  b u y e r
t o  c a n c e l  a n d  g e t  t h e i r  e a r n e s t  m o n e y  b a c k
I F  t h e  a p p r a i s a l  c o m e s  i n  b e l o w  t h e
c o n t r a c t  p u r c h a s e  p r i c e .  I f  i t  c o m e s  i n
h i g h e r ,  t h a t  i s  i n s t a n t  e q u i t y  f o r  t h e  b u y e r .   

T h e  l o a n  i s  o n l y  f u l l y  c o m p l e t e  a f t e r  t h e  l e n d e r  a p p r o v e s  t h e  l o a n .
Y o u  w i l l  r e c e i v e  a  f i n a l  a p p r o v a l  l e t t e r  a f t e r  t h e y  r e v i e w  y o u r
i n c o m e ,  c r e d i t  r e p o r t  a n d  e m p l o y m e n t  s t a t u s  o n c e  m o r e .  

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

APPRAISAL

& LOAN APPROVAL

Call around for at least two quotes on homeowner’s insurance once your offer is received,
usually within a few days of acceptance is best practice. This helps ensure 

insurance is in place at closing.

Tina’s  Tip



Closi
ng & Moving



SCHEDULE
YOUR MOVE

Y o u  w i l l  w a n t  t o  g e t  m o v e r s

s c h e d u l e d  a s  s o o n  a s  p o s s i b l e .

M a k e  s u r e  t o  a v o i d  s c h e d u l i n g  t h e

m o v e  a n d  c l o s i n g  o n  t h e  s a m e  d a y

i f  p o s s i b l e .  I f  y o u  w i l l  b e  d o i n g

r e n o v a t i o n s ,  s t a r t  g e t t i n g  q u o t e s

f r o m  c o n t r a c t o r s .

M a k e  s u r e  y o u  s e t  u p  t h e

t r a n s f e r  o f  u t i l i t i e s  f o r  c l o s i n g

d a y .  

Tip



CLOSING
F I N A L  W A L K - T H R O U G H
W e  w i l l  d o  a  f i n a l  w a l k - t h r o u g h  o f  t h e  p r o p e r t y  t o  c h e c k  t h a t  r e p a i r s  h a v e
b e e n  m a d e ,  t h e  s e l l e r  h a s  m o v e d  o u t  a n d  t h e  h o m e  i s  i n  t h e  s a m e  c o n d i t i o n
i t  w a s  w h e n  y o u  t o u r e d  i t .   T h i s  i s  t h e  l a s t  o p p o r t u n i t y  t o  s e e  t h e  h o m e
b e f o r e  s i g n i n g  t h e  c l o s i n g  d o c u m e n t s  a n d  t a k i n g  p o s s e s s i o n  a s  t h e  n e w
o w n e r .  

C L O S I N G  D I S C L O S U R E  &  S E T T L E M E N T  S T A T E M E N T
T h e  c l o s i n g  w i l l  i n v o l v e  a  l o t  o f  p a p e r w o r k  a n d  p a t i e n c e .  T h e  l e n d e r  i s
r e q u i r e d  t o  p r o v i d e  a  c l o s i n g  d i s c l o s u r e  ( C D )  w i t h i n  3  b u s i n e s s  d a y s  o f
c l o s i n g .   T h i s  w i l l  i n c l u d e  a  b r e a k d o w n  o f  y o u r  m o n t h l y  p a y m e n t  a n d  h o w
m u c h  y o u  n e e d  t o  h a v e  a t  c l o s i n g .   B r i n g  y o u r  g o v e r n m e n t  i s s u e d  p h o t o  I D ,
c a s h i e r ' s  c h e c k  ( o r  b a n k  i n f o r m a t i o n  f o r  a  w i r e  t r a n s f e r )  a n d  a n y  o t h e r
d o c u m e n t s  r e q u i r e d  b y  t h e  t i t l e  c o m p a n y  a n d  l o a n  o f f i c e r .  

C o n g r a t u l a t i o n s  o n  y o u r  n e w  h o m e !

Tip
Re-key the locks and change the garage door opener code 

when the property is official ly yours. 



-Carrie

T i n a  r e a l l y  u n d e r s t o o d  w h a t  w e  n e e d e d  a n d
h e l p e d  u s  g e t  i n t o  t h e  p e r f e c t  p l a c e !  S h e  h a d
a m a z i n g  a d v i s e ,  w a s  g r e a t  a t  c o m m u n i c a t i n g
a n d  m a d e  s u r e  a l l  o u r  q u e s t i o n s  w e r e
a n s w e r e d ! !  -Armaan 

T i n a  m a d e  u s  f e e l  c o m f o r t a b l e  a n d  c o n f i d e n t  i n  o u r
d e c i s i o n  t o  p u r c h a s e  a  h o m e  f r o m  t h e  f i r s t  t i m e  w e  s a t
d o w n  w i t h  h e r .  S h e  w a s  q u i c k  t o  r e s p o n d  t o  t e x t s  o r
e m a i l s  a n d  s c h e d u l e d  v i e w i n g s  a s  q u i c k l y  a s  w e  w a n t e d .
S h e  e v e n  s c h e d u l e d  a n d  s h o w e d  u s  h o u s e s  w i t h  v e r y  s h o r t
n o t i c e  t h e  d a y  w e  f o u n d  t h e  h o u s e  w e  h a v e  n o w
p u r c h a s e d .  S h e  w a s  a b l e  t o  t e l l  u s  a b o u t  t h e  d i f f e r e n t
a r e a s  i n  w h i c h  w e  l o o k e d ,  i n c l u d i n g  f e a t u r e s  o f  t h e
c o m m u n i t i e s  a s  w e l l  a s  m a r k e t  t r e n d s  i n  t h o s e  a r e a s .
W h e n  w e  n e e d e d  t o  m a k e  d e c i s i o n s  o n  s e r v i c e  p r o v i d e r s ,
s h e  a l w a y s  p r e s e n t e d  u s  w i t h  m u l t i p l e  r e c o m m e n d a t i o n s
b u t  a l s o  m a d e  i t  c l e a r  t h a t  w e  c o u l d  u s e  a n y b o d y  w e
w a n t e d ,  a n d  e n c o u r a g e d  u s  t o  d o  o u r  o w n  r e s e a r c h .
H a v i n g  a  l i s t  o f  r e c o m m e n d a t i o n s  m a d e  t h e  p r o c e s s  l e s s
d a u n t i n g  b e c a u s e  i t  g a v e  u s  a  p l a c e  t o  s t a r t .  W e
e x p e c t e d  t h e  h o m e  b u y i n g  p r o c e s s  t o  b e  s t r e s s f u l ,  b u t  i t
w a s  q u i c k  a n d  T i n a  m a d e  i t  a l l  f e e l  s o  s m o o t h  a n d  e a s y .
W e  a r e  s o  g r a t e f u l  w e  r e a c h e d  o u t  t o  h e r  t o  a s s i s t  u s ,
a n d  w e  a r e  t h r i l l e d  w i t h  o u r  n e w  h o m e !

-Melissa

Testimonials
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Verif ied by RateMyAgent

W e  w o r k e d  w i t h  T i n a  t o  s e l l  a n d  b u y  a  h o m e .
S h e  w a s  v e r y  t h o r o u g h  a n d  t o o k  t h e  t i m e  t o
a n s w e r  a l l  o f  o u r  q u e s t i o n s .  S h e  w a s  a l w a y s
a v a i l a b l e  t o  m e e t  u s  w h e n e v e r  w e  r e q u e s t e d .
W e  w o u l d  u s e  T i n a  a g a i n !



OFFER

CONTINGENCY

An agreement between a buyer and a sel ler
to purchase a piece of real estate. This is
sometimes referred to as a sales contract. 

When an offer is accepted by the sel ler,
but there are certain condit ions that must
be met before the sale is f inal.

CLOSING COST

The fees that are paid at the end of the
purchase by either the buyer, sel ler or both.
These include taxes, insurance and lender
expenses.

EARNEST MONEY

Also known as "good faith" money, this is
money put up by the buyer into a trust or
escrow account. This action shows the buyer
is serious about purchasing the home.

HOME INSPECTION

An inspection is a professional examination
of the property 's condit ion. Your agent can
recommend a qualif ied home inspector for
you.

TITLE SEARCH

APPRAISAL

DISCLOSURES

CLOSING

PRE-APPROVAL

A tit le search proves that the property is ,  in
fact, owned by the sel ler.  You can also
purchase tit le insurance to make that no
issues that arise later.

The appraisal is the value given to a
property based on comparable properties
that have recently sold. This is typical ly
required by the lender in order to decide if
the requested loan amount is in al ignment
with the value of the property.

Al l  sel ler 's are required to f i l l  out a property
disclosure stating what they know about the
property - good or bad. 

This is the final step of your real estate
transaction. At closing the funds from the
buyer are provided to the sel ler and the buyer
receives the keys. This process typical ly takes
an hour.

A pre-approval is a prel iminary evaluation
conducted by the lender to show that the
buyer has the funds to purchase up to a
certain amount. This is extremely helpful when
you find a home you're ready to put an offer
on.

Real Estate Terminology
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The Loan Application

FHA/VA/BOND
Current original pay stubs for the last ful l  month; previous 2 years W2’s.1 .
Current original bank statements for the past 2 months.2.
Current statement for investments, retirement, thrift plans. 3.
Copy of Un-expired driver’s l icense.4.
 Landlord information (name, address, phone) for the past 2 years for f irst
buyer programs, Rural Development and Native American Loans.

5.

2 years signed tax returns & W2’s for self-employed or commission6.
income. (Personal and Business) Note: 3 years for Bond.7.
Award letter for social security,  disabil ity or retirement .8.
Divorce decree for recent divorce; chi ld support documentation.9.
Bankruptcy discharge and l ist of creditors (Al l  pages including release
date).

10.

VA Certif icate of El igibi l i ty for VA loans (or DD214 or Statement of
Service).

11 .

Appraisal Fee: Approximately $675.00 when processing begins.12.

CONVENTIONAL LOANS
Last current pay stub with year to date showing at least 30 days. 1 .
Last Bank statement for each account (Al l  pages).2.
Current statements for Investments, retirement, thrift plans.3.
Self-employed or commissioned income - 2 yrs tax returns (personal) Note:
3 years for bond.

4.

Appraisal fee: up to $ 425.00-$475.00 when processing begins.5.

REFINANCE (ALL TYPES OF LOANS)
Loan balance amount (current mortgage statement).  1 .
Tax information.2.
Insurance information including renewal date.3.
Closing Papers from last sett lement.4.

INFORMATION TO BRING
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Do's & Dont's
THINGS YOU MUST KNOW WHEN PURCHASING/REFINANCING A HOME 

THE DONT'S

THE DO'S
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ADDRESS OF PROPERTY: __________________________________________________

CURB APPEAL

DISLIKE LOVENEUTRAL

INTERIOR

DISLIKE LOVENEUTRAL

EXTERIOR

DISLIKE LOVENEUTRAL

PRICE

DISLIKE LOVENEUTRAL

LOCATION

DISLIKE LOVENEUTRAL

NEIGHBORHOOD

DISLIKE LOVENEUTRAL

ADDITIONAL COMMENTS: __________________________________________________

______________________________________________________________________

______________________________________________________________________

___________________________________________________________________________________

DATE VISITED: _________________________ PRICE: ____________________________

BEDROOMS: __________ BATHROOMS: __________ SQUARE FOOT: _____________

LOT SIZE: __________________________ YEAR BUILT: ______________________

SCHOOL DISTRICT: ___________________________________________________

tina.curtis@exprealty.com www.tinacurtis.exprealty.com405-219-1857

Home Tour Checklist
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Notes
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