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ASHLEIGH WAS INSTRUMENTAL IN
HELPING ME GET MY DREAM CONDO.

AFTER MY INITIAL CONVENTIONAL
FINANCING FELL THROUGH, SHE WAS

ABLE TO ASSIST WITH SWITCHING TO AN
FHA LOAN AND EVEN SAVED ME SOME

MONEY IN THE PROCESS. I WOULD
DEFINITELY RECOMMEND!

HAROLD ASBRIDGE
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Thank you for  choos ing to  put  your trust  in
me for  the process of  buy ing and/or se l l ing

your home.  Every  member of  my team is
committed to  ensur ing that  ALL of  your rea l
estate  needs are not  just  met ,  but  exceeded!
I ’ ve  created th is  book for  your conven ience

and we hope that  i t  wi l l  be  a  va luab le
resource .  Whi le  the ent ire  process is  out l ined

for  you here ,  p lease know that  I  w i l l  be
stay ing in  constant  contact  wi th  you

throughout  the process .  Your exper ience wi l l
be  un ique and I  w i l l  ad just  our serv ice

accord ing to  your wants  and needs .  My focus
is  on your complete  sat is fact ion .

I AM EXCITED TO
GUIDE YOU

THROUGH THIS
JOURNEY!



Ashle igh Herrera is  the broker and
owner of  Monarc Rea l ty .  With 12  years
in  the rea l  estate  industry ,  5  of  those
lead ing large loca l  of f i ces ,  she br ings

a wea l th  of  exper ience ,  knowledge ,
and serv ice  to  your home buy ing

exper ience .  

MEET THE TEAM

Jose Herrera is  an agent  owner of
Monarc Rea l ty .  With 20 years  in  the

sa les  industry  he br ings a  strong
sk i l l set  of  negot iat ion and attent ion to
deta i l .  Together ,  th is  husband & wi fe

duo wont  sett le  for  anyth ing less  than
an exce l lent  exper ience .

ASHLEIGH 

JOSE
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With over  12  years  of  exper ience as  a  l i censed rea l

estate  profess iona l ,  I  br ing deep industry

knowledge ,  proven resu lts ,  and strong leadersh ip

to  every  transact ion .  I 'm current ly  the Manag ing

Broker  and Owner of  Monarc  Rea lty  and have

proud ly  led  loca l  branches for  some of  the most

recogn ized and successfu l  rea l  estate  brands in  the

industry .
Throughout  my career ,  I 've persona l ly  so ld  over  130

homes ,  and as  a  branch manager and broker ,  I 've

oversaw thousands of  rea l  estate  contracts ,  gu id ing

agents  and c l i ents  through every  s tage of  the

buy ing and se l l ing  process  wi th  care and prec is ion .
My exper ience spans :

Residential listings and buyer representation

Agent training and contract compliance

Office leadership and operations

Marketing strategy and negotiation

As a  loca l  expert  and hands -on broker ,  I ’m fu l ly

commit ted to  de l i ver ing except iona l  serv ice ,  s trong

resu lts ,  and a  s tress - free exper ience —  whether

you ’re  se l l ing  your  f i rs t  home or  your  forever  one .



MY COMMITMENT TO YOU

We wi l l  narrow down the homes that  f i t  your un ique wants  and needs get  you
in  the door !  Look ing at  dozens of  homes every  week ,  I  can he lp  you ident i fy
potent ia l  prob lems with in  a  home.  

When repa irs  or  changes in  pr ice  need to  made ,  I  w i l l  be  your gu ide and handle
request ing any repa irs  or  changes in  pr ice  to  the se l lers .

0101
GETTING YOU IN THE DOORGETTING YOU IN THE DOOR

0202
HANDLING CHALLENGING CONVERSATIONSHANDLING CHALLENGING CONVERSATIONS

Buy ing a  home invo lves  many types of  documentat ion .  I  have the exper ience and
knowledge to  nav igate  rea l  estate  contracts .  Ensur ing that  noth ing is
over looked and that  you tru ly  understand what  a  paper means before ever
s ign ing .

03
STAYING ON TOP OF THE PAPERWORK
03

STAYING ON TOP OF THE PAPERWORK

Work ing da i l y  in  ne ighborhoods with inspectors ,  and contractors ,  and
negot iat ing wi th  se l lers ,  I  have the market  knowledge you need to  get  the best
resu l ts  from your purchase .  Understand ing the loca l  rea l  estate  market  can go a
long way when i t  comes t ime to  make an of fer  on a  house .

04

I  w i l l  work hard to  protect  a l l  o f  your interests  and take on any issues that  may
ar ise  throughout  the ent ire  process .  Hopefu l ly  mak ing buy ing a  home a  fun and
stress-free process .
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04
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NEIGHBORHOOD EXPERTNEIGHBORHOOD EXPERT

PROBLEM SOLVERPROBLEM SOLVER



DECIDE WHETHER YOU’RE READY TO BUY A HOME

CALCULATE HOW MUCH YOU CAN AFFORD ON A HOUSE

SAVE FOR A DOWN PAYMENT AND CLOSING COSTS

DECIDE WHAT TYPE OF MORTGAGE IS  R IGHT FOR YOU

GET PREAPPROVED FOR A MORTGAGE

CREATE A WISH L IST

DOCUMENTING YOUR V IS IT

START TOURING HOMES

MAKE AN OFFER

FINALIZE MORTGAGE

ATTEND THE HOME INSPECTION

NEGOTIATE ANY REPAIRS OR CREDITS

GET HOMEOWNERS INSURANCE

HAVE THE HOME APPRAISED

CLOSE ON YOUR NEW HOME!

STEPS TO BUYING A 
NEW HOME

STAGE 3 - UNDER CONTRACT & CLOSINGSTAGE 3 - UNDER CONTRACT & CLOSING

STAGE 2 - THE SEARCHSTAGE 2 - THE SEARCH

STAGE 1 - PREP WORKSTAGE 1 - PREP WORK
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STAGE ONE : PREP WORK



Sure ,  there 's  be ing f inanc ia l l y  ready
to buy a  house ,  but  are you
emot iona l ly  ready? Even i f  i t ' s  just
go ing to  be your starter  home,  you 're
mak ing a  b ig  f inanc ia l  commitment
and putt ing down some roots .

You ' l l  want  to  th ink  about  your other
goa ls  for  the next  few years .  Are you
buy ing wi th  a  partner ,  and i f  yes ,  are
you on the same page when i t  comes
to money? Is  there any chance you 'd
need to  re locate  for  work? Are you
th ink ing of  start ing a  fami ly?

These b ig-p icture quest ions can add
to the pros (or  cons)  of  whether th is
is  the r ight  t ime to  buy a  house .

Prepar ing your income is  a l l  about
pu l l ing the r ight  documentat ion
together to  show steady employment .
I f  you ’re  on the payro l l ,  you ’ l l  l i ke ly
just  need to  prov ide recent  pay stubs
and W-2s .  On the other hand ,  you ’ l l
need to  submit  your tax  returns and
other documents  the lender requests
i f  you ’re  se l f -employed .

Debt-to- income rat io  (DT I )  i s  another
f inanc ia l  instrument  mortgage
lenders use to  eva luate  your loan
appl i cat ion .  Your DTI  he lps  your
lender see how much of  your month ly
income goes to  debt  so they can
eva luate  the amount  of  mortgage
debt  you can take on .

DTI  i s  ca lcu lated by d iv id ing your
month ly  debt  by  your gross month ly
income.  For  example ,  i f  your month ly
debts  (cred i t  card min imum
payments ,  loan payments ,  etc . )  tota l
$2 ,000 per month and your gross
month ly  income is  $6 ,000 ,  your DTI  i s
$2 ,000/$6 ,000 ,  or  33%.  Your lender
wi l l  use the debts  shown on your
cred i t  report  to  ca lcu late  your DTI .

Depend ing on the type of  loan you ’re
apply ing for ,  your lender may a lso
ca lcu late  your hous ing expense rat io ,
a lso  somet imes referred to  as  front-
end DTI .  Th is  i s  a  rat io  that  looks at
your tota l  month ly  house payment
(pr inc ipa l ,  in terest ,  taxes and
insurance)  compared to  your month ly
income.  For  example ,  i f  you have a
$1 ,200 house payment  and the same
$6,000 month ly  income,  your hous ing
expense rat io  i s  $ 1 ,200/$6 ,000 ,  or
20%.

I t ’ s  smart  to  rev iew your DTI  before
you app ly  for  a  loan .  In  most  cases ,
you ’ l l  need a  back-end DTI  of  43% or
less  to  qua l i fy  for  the most  mortgage
opt ions ,  a l though th is  number var ies
based on your lender ,  loan type and
other factors .

WONDERING IF YOU
SHOULD BUY A HOUSE?
LET’S LOOK AT SOME OF

THE FACTORS THAT
LENDERS AND

HOMEOWNERS ALIKE
SHOULD CONSIDER.

DECIDE WHETHER YOU’RE READY 
TO BUY A HOME

INCOME AND EMPLOYMENT 
STATUS

Your lender won’ t  just  want  to  see
how much money you make .  They ’ l l
a lso  want  to  see a  work h istory
(usua l ly  about  2  years)  to  make sure
your income source is  stab le  and
re l iab le .



CREDIT HEALTH
Your cred i t  score p lays  a  huge
ro le  in  what  loans and interest
rates  you qua l i fy  for .  Your cred i t
score te l l s  lenders how much of  a
r isk  you are to  grant  a  loan .

Tak ing steps to  improve your
cred i t  score and reduce your debt
can pay of f  b ig  as  you prepare to
get  a  mortgage .  Better  numbers
mean better  loan opt ions wi th
lower interest  rates .

Your cred i t  score is  based on the
fo l lowing informat ion :
Your payment  h is tory
The amount  of  money you owe
The length of  your cred i t  h is tory
Types of  cred i t  you ’ve  used
Your pursu i t  of  new cred i t

What score wi l l  you need to
qua l i fy  for  a  home loan? Most
lenders requ ire  a  cred i t  score of
at  least  620 to  qua l i fy  for  the
major i ty  of  loans .  A  score above
720 wi l l  genera l ly  get  you the very
best  loan terms .

TIMING
Dec id ing whether i t ’ s  a  good t ime
to buy a  house or  not  depends on
a var iety  of  persona l  factors  (such
as f inanc ia l  read iness and l i festy le
preferences)  and market
cond i t ions (such as  economic
hea l th  and current  mortgage
rates) .

U l t imate ly ,  the r ight  t ime to  buy a
home comes down to your own
unique s i tuat ion .  Be sure to
consu l t  a  f inanc ia l  expert  before
mak ing any b ig  f inanc ia l  dec is ions
such as  buy ing a  house .



Once you dec ide you ’re  ready to  buy
a home,  i t ’ s  t ime to  set  a  budget .  A
good p lace to  beg in  i s  by  ca lcu lat ing
your DTI  rat io .  Look at  your current
debts  and income and cons ider  how
much money you can reasonably
af ford to  spend each month on a
mortgage .

Homeownersh ip  comes with  severa l
costs  you don ’ t  need to  worry about
whi le  rent ing .  You ’ l l  need to  pay
property  taxes and ma inta in  some
form of  homeowners insurance .
Factor  these expenses into  your
household  budget  when you dec ide
how much you can af ford on a  house .

Mortgage lenders cons ider  DTI  an
important  qua l i fy ing factor .  The
amount  of  debt  you have is
cons idered a  very  re l iab le  pred ictor
of  the r isk  assoc iated with  the
approva l  of  any mortgage loan .
Therefore ,  i t ’ s  important  to  know
your numbers .

You don ’ t  need to  add in :

Grocery b i l l s
Ut i l i ty  b i l l s
Taxes
Any other b i l l s  that  may vary  month
to month

Step 2 :  D iv ide Your Month ly  Debts
By Your Month ly  Gross Income

Next ,  do a  s imple  ca lcu lat ion .  For
example ,  le t ’ s  say  your debts  add
up to  $2 ,000 per month .  I f  your
month ly  gross income (your before-
tax income)  i s  $6 ,000 per month ,
then your DTI  rat io  i s  0 .33 ,  or  33%.

LET’S LOOK AT HOW DTI
IS CALCULATED.

CALCULATE HOW MUCH YOU 
CAN AFFORD

Step 1 :  Add Up A l l  Of  Your Month ly
Debts

Your debt  payments  cou ld  inc lude :

Month ly  rent  or  house payments
Month ly  ch i ld  support  payments  or
a l imony
Student  loan payments
Car payments
Month ly  cred i t  card min imum
payments
Any other debts  you might  have



There are many ways to  save for
your home purchase ,  inc lud ing
through investments  and sav ings
accounts .  I f  you have re lat ives  who
are wi l l ing  to  contr ibute money ,  you
may be ab le  to  use g i f t  money toward
your down payment  ( in  which case ,  be
sure to  prov ide your lender wi th  a
g i f t  le t ter ) .

But  how much do you need to  save
before buy ing a  home? Let ’s  look at
some of  the ma jor  expenses re lated
to the purchase ,  and how much you
might  want  to  save for  them.

There are advantages ,  however ,  to
mak ing a  larger down payment .  For
one ,  i t  typ ica l l y  means you ’ l l  have
more mortgage opt ions .  I t  a lso
usua l ly  means you ’ l l  have a  smal ler
month ly  payment  and a  lower
interest  rate .  P lus ,  i f  you put  at  least
20% down on a  convent iona l  loan ,
you won’ t  need to  pay for  pr ivate
mortgage insurance (PMI ) .

SAVE FOR A DOWN PAYMENT
AND CLOSING COSTS

DOWN PAYMENT
Your down payment  i s  a  large ,  one-
t ime payment  toward the purchase of
a  home.  Many lenders requ ire  a  down
payment  because i t  mi t igates  the loss
they might  suf fer  in  the event  that  a
borrower defau l ts  on the ir  mortgage .

Many home buyers be l ieve that  they
need a  20% down payment  to  buy a
home.  Th is  i sn ’ t  true .  P lus ,  a  down
payment  of  that  s ize  i sn ’ t  rea l i s t i c  for
many f i rst- t ime home buyers .

Fortunate ly ,  there are many opt ions
for  buyers who can ’ t  a f ford a  20%
down payment .  For  example ,  you can
get  a  convent iona l  loan for  as  l i t t le  as
3% down.  Federa l  Hous ing
Admin istrat ion (FHA)  loans have a
min imum down payment  of  3 .5%.
Department  of  Veterans Af fa irs  (VA)
loans and Un i ted States  Department
of  Agr icu l ture (USDA)  loans even
a l low e l ig ib le  and qua l i f ied  borrowers
to put  0% down.

CLOSING COSTS
You’ l l  a lso  need to  save money to
cover c los ing costs  –  the fees you pay
to get  the loan .  There are many
var iab les  that  go into  determin ing
how much you ’ l l  pay  for  c los ing costs ,
but  i t ’ s  usua l ly  smart  to  prepare for
3 –  6% of  the home va lue .  Th is
means that  i f  you ’re  buy ing a  home
worth $200,000 ,  you might  pay
$6 ,000 –  $ 12 ,000 in  c los ing costs .

The spec i f i c  c los ing costs  wi l l  depend
on your loan type ,  your lender ,  and
where you l i ve .  A lmost  a l l
homeowners wi l l  pay  for  th ings l i ke
appra isa l  fees  and t i t le  insurance .  I f
you take out  a  government-backed
loan ,  you ’ l l  typ ica l l y  need to  pay an
insurance premium or fund ing fee
upfront .

IMPORTANT!
Before you c lose on your loan ,  your
lender wi l l  g ive  you a  document
ca l led a  C los ing D isc losure ,  which
l i s ts  each of  the c los ing costs  you
need to  cover and how much you ’ l l
need to  pay at  c los ing .  Look over
your C los ing D isc losure carefu l l y
before you c lose to  know what  to
expect  and to  catch any errors .



CONVENTIONAL
LOANS
Convent iona l  loans are mortgages
made by a  pr ivate  lender and not
backed by the government .  The
most  common type of
convent iona l  loans are loans that
are backed by Fann ie  Mae or
Fredd ie  Mac ,  somet imes ca l led
conforming loans .  The ma jor i ty  of
mortgages in  the U .S .  are
convent iona l  loans .  Convent iona l
loans are a lways a  popular  opt ion
for  home buyers ,  and you can get
one with  as  l i t t le  as  3% down.

Backed by the Federa l  Hous ing
Admin istrat ion ,  FHA loans are less
of  a  r isk  for  lenders because the
government  insures them i f  you
stop mak ing payments .  As  a
resu l t ,  FHA loans have cred i t
score requ irements  that  aren ’ t  as
str ic t .  You can get  an FHA loan
with a  down payment  as  smal l  as
3 .5%.

Backed by the Federa l  Hous ing
Admin istrat ion ,  FHA loans are
less  of  a  r isk  for  lenders because
the government  insures them i f
you stop mak ing payments .  As  a
resu l t ,  FHA loans have cred i t
score requ irements  that  aren ’ t  as
str ic t .  You can get  an FHA loan
with a  down payment  as  smal l  as
3 .5%.

FHA LOANS

VA LOANS

DECIDE WHAT TYPE OF
MORTGAGE IS RIGHT FOR YOU
Before you can app ly  for  a  mortgage ,  you ’ l l  need to  dec ide what
the best  type of  loan is  for  you and which one you ’ l l  qua l i fy  for .



Work ing with  a  lender to  get
preapproved for  a  mortgage is
an important  step in  accurate ly
determin ing your budget .  A
mortgage preapprova l  wi l l  g ive
you rea l  numbers s ince the
lender wi l l  have deta i led info
about  your f inances .  That
inc ludes a  hard inqu iry ,  wh ich
wi l l  show up on your cred i t
report .  The good news :  I f  you
apply  wi th  mult ip le  lenders
around the same t ime ,  i t ' l l  on ly
count  as  one hard pu l l .

GET PREAPPROVED
FOR A  MORTGAGE

When you ’re  ready to  start  house
hunt ing ,  i t ’ s  t ime to  get
preapproved for  a  mortgage .
When you app ly ,  your lender wi l l
g ive  you a  preapprova l  le t ter  that
states  how much you ’re  approved
for  based on your cred i t ,  assets ,
and income.  You can show your
preapprova l  le t ter  to  your rea l
estate  agent  so they can he lp  you
f ind homes with in  your budget .

To get  preapproved ,  you need to
apply  wi th  your lender .  The
preapprova l  process typ ica l l y
invo lves  answer ing some
quest ions about  your income,
your assets ,  and the home you
want  to  buy .  

Pre-approva ls  are a  dress
rehearsa l  for  your mortgage and
are necessary  to  make a  ser ious
offer  on a  home.  They typ ica l l y
exp ire  af ter  90 days and can be
refreshed i f  you don ’ t  f ind the
home you ’re  look ing for  in  that
t ime .  
Know that  pre-approva ls  don ’ t
guarantee your mortgage
approva l  or  interest  rate .  Af ter
you ’re  pre-approved ,  avo id
open ing new cred i t  l ines  or
mak ing large debt  payments  that
can impact  your F ICO score .  



ASHLEIGH WAS SO HELPFUL IN
THE PROCESS OF HELPING US

FIND OUR NEW HOME. SHE
SENT NEW LISTINGS DAILY,

WAS VERY KNOWLEDGEABLE
WHEN IT CAME TO THE

PROPERTIES AND THE MARKET.
WE WILL BE RECOMMENDING
HER TO FAMILY AND FRIENDS. 

MELISSA ORCUTT
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STAGE TWO : THE SEARCH



CREATE A WISH LIST
Make a  l i s t  of  the th ings you ' l l  need to  have in  the house .  Ask  yourse l f
how many bedrooms and bathrooms you ' l l  need and get  an idea of  how
much space you des ire .  How b ig  do you want  the k i tchen to  be? Do you
need lots  of  c losets  and cab inet  space? Do you need a  b ig  yard for  your
k ids  and/or pets  to  p lay  in?

Once you 've  made a  l i s t  of  your must-haves ,  don ' t  forget  to  th ink  about
the k ind of  ne ighborhood you want ,  the types of  schoo ls  in  the area ,  the
length of  your commute to  and from work ,  and the conven ience of  loca l
shopp ing .  Take into  account  your safety  concerns as  wel l  as  how good
the rate  of  home apprec iat ion is  in  the area .

TIPS :

We wi l l  make sure to  check out  the l i t t le  deta i l s  of  each
house :

•Test  the p lumbing
•Try the e lectr ica l  system

•Open and c lose the windows & doors to  make sure they
work proper ly

We wi l l  eva luate  the ne ighborhood and surround ing areas :
•Are the surround ing homes wel l  ma inta ined? 

•How much traf f i c  i s  on the street? 
• I s  i t  conven ient ly  located to  schoo ls ,  shopp ing ,  restaurants ,  &

parks?



What pr ice  range would you cons ider? 

No less  than $______ but  no more than $______

Are schoo ls  a  factor  and ,  i f  so ,  what  do you need to  take

into cons iderat ion (e .g . ,  want  a  spec i f i c  schoo l  system,  want

k ids  to  be ab le  to  walk  to  schoo l ,  e tc . )?  

Do you want  an o lder  home or  a  newer home ( less  than 5

years o ld )?  ___Yes ___No 

How much renovat ion would you be wi l l ing  to  do? 

___A lot  ___A l i t t le  ___None!  

What  k ind of  houses would you be wi l l ing  to  see? 

___One story  ___2 story  

___Spl i t  leve l  ___B i - leve l  

___Townhouse ___Condo 

___New construct ion ___Ranch

What  sty le  house appea ls  to  you most? 

___Contemporary ___Trad i t iona l  

____Tudor ____Colon ia l  

____Modern ____No Preference 

 

Do you have any phys ica l  needs that  must  be met ,  such as

wheelcha ir  access? 

___Yes ___No 

THE BASICS



How many bedrooms must  you have? ____ would you l i ke  to

have? ____

How many bathrooms do you want? ____

How b ig  would you l i ke  your house to  be (square feet )?  

No less  than ____ But  no more than ____

What  features do you want  to  have in  your house?

CARPET

CERAMIC T ILE

HARDWOOD FLOORS

EAT- IN K ITCHEN

SEPARATE D IN ING ROOM

FORMAL L IV ING ROOM

FAMILY ROOM

BASEMENT

SEPARATE LAUNDRY ROOM

FIREPLACE

MASTER ON THE MAIN

  NEED        WANT

THE INTERIOR



LARGE YARD ( 1  ACRE OR MORE)

SMALL YARD (LESS THAN 1  ACRE)

FENCED YARD 

1  CAR GARAGE

2 CAR GARAGE

3 CAR GARAGE

4+ CAR GARAGE

EXTRA PARKING

PATIO/DECK

POOL 

OUTDOOR SPA
 

OUTDOOR K ITCHEN

OTHER BUILD INGS 
 

SPECIAL V IEW OF WHAT?

  NEED          WANT

THE LOT



When i t ’ s  t ime to  take your home tour ,  check the features aga inst
the check l i s t  you made .  Do you need to  re-eva luate  any of  your must-
haves?

Get  a  fee l  for  the home and cons ider  anyth ing you may have le f t  of f
of  your l i s t .  Remember ,  pa int  can be rep laced and staged furn i ture
wi l l  change ,  but  there are aspects  that  can ’ t  change so eas i l y .

THE MOST COMMONLY MISSED STEP...
DOCUMENTING YOUR V IS IT

IS  THERE ENOUGH SPACE OR TOO MUCH SPACE?

WHERE COULD YOU USE MORE SPACE?

HOW WOULD YOU DESCRIBE THE LAYOUT?

DO YOU L IKE THE F IXTURES AND F IN ISHES?

ARE YOU HAPPY WITH THE WINDOWS (ENOUGH NATURAL L IGHT,  WELL-

PLACED,  TOO SUNNY)?

DOES THE HOME HAVE CURB APPEAL?

DOES THE HOME HAVE ADEQUATE PARKING?

IMPORTANT QUESTIONS TO ANSWER:



START TOURING HOMES



ADDRESS:  

DATE V IEWED:                           T IME OF DAY:

HOME SCORE:  

LOCATION
The home is  in  our des ired ne ighborhood and/or area

The home is  in  our des ired schoo l  d is tr ic t

We l i ke  the parks  and recreat iona l  opt ions c lose by

The home is  wi th in  our determined work rad ius

INTERIOR DETAILS 
The home has the number of  bedrooms we want/need

The home has the number of  bathrooms we want/need

The home is  as  updated as  we want

The home has the square feet  we want/need

EXTERIOR DETAILS
The exter ior  i s  in  good cond i t ion & is  as  updated as  we
want/need

We l i ke  the look and des ign of  the exter ior  of  the home

We l i ke  the landscape and i t  i s  what  we want/need .

The backyard wi l l  work for  us  and is  what  we want/need

1 2 3 4 5 6 7 8 9 10

MAKE COPIES OF THIS TO USE AT EACH HOME YOU TOUR.



ASHLEIGH IS  NOT ONLY AN AGENT BUT ALSO A BROKER.  WE D IDN'T
REALLY UNDERSTAND HOW IMPORTANT THIS WAS IN THE BEGINNING.

BUT HER EXTRA KNOWLEDGE PROVED TO BE INVALUABLE
THROUGHOUT THE SALE OF OUR HOME AND PURCHASE OF NEW HOME.
SHE WAS ABLE (AND WILL ING)  TO EXPLAIN COMPLICATED THINGS TO

US IN LAYMAN'S TERMS.

F IRST THERE WAS THE SALE .  ASHLEIGH D ID AN OUTSTANDING JOB!
SHE HELPED US PRICE IT  COMPETIT IVELY SO WE COULD GET TOP
DOLLAR BUT ALSO NOT HAVE TO S IT WITH IT  FOR WEEKS IN THIS
SLUGGISH MARKET.  BESIDES PULLING COMPS SHE CAME AND D ID A

THOROUGH WALK THROUGH TO SEE AND DOCUMENT ALL OUR
UPGRADES.  THEN SHE BROUGHT IN A PROFESSIONAL PHOTOGRAPHER
TO DO BOTH INTERIOR AND AERIAL V IEWS.  HER STRATEGIES WORKED

BECAUSE WE HAD A CONTRACT WITHIN 4 DAYS OF L IST ING!  THEN SHE
GUIDED US THROUGH THE ENTIRE PROCESS.  I  THOUGHT WE HAD TO
SPEND MONEY TO F IX CERTAIN THINGS.  SHE GAVE US GREAT ADVICE

AND HELPED US AVOID WASTING MONEY ON THINGS THE BUYERS
WERE GOING TO CHANGE ANYWAY.  WITHIN 5 WEEKS WE WERE AT

THE CLOSING TABLE .  SHE CONSTANTLY KEPT US UPDATED EVERY STEP
OF THE WAY AND EACH T IME THERE WAS A CHANGE.  AND SHE WAS

SHOWING US HOUSES!

WE HAD ALREADY BEEN CALL ING HER THE REAL ESTATE ROCKSTAR
WITH THE SALE OF OUR HOME.  THEN SHE SHOWED US A WHOLE

OTHER S IDE WHEN SHE HELPED US NEGOTIATE FOR THE PURCHASE OF
OUR NEW HOME.  NOW WE WERE CALL ING HER OUR L ITTLE BULLDOG.

SHE CAUGHT SO MANY THINGS.  IN PARTICULAR,  THE ROOF
INSPECTION REVEALED IT  HAD HAIL  DAMAGE.  ASHLEIGH KNEW THAT IF

THE SELLER D IDN'T REPLACE THE ROOF UNDER THEIR INSURANCE -
WE COULD POTENTIALLY HAVE A DENIED FUTURE CLAIM BECAUSE THE

DAMAGE OCCURRED WHILE COVERED BY ANOTHER INSURANCE
COMPANY.  THE SELLER WAS D IFF ICULT BUT REPLACING THE ROOF
WAS THE R IGHT THING TO DO.  ASHLEIGH MADE IT  HAPPEN.  THERE

WERE SEVERAL THINGS WITH THIS SELLER THAT WERE PROBLEMATIC .
ASHLEIGH HAD TO AMEND OUR CONTRACT MULTIPLE T IMES SO WE
WOULD NOT LOSE OUR EARNEST MONEY.  SHE'S F IERCE AND D IDN'T
LET ANYTHING GET BY.  SHE MADE SURE THE DEAL WAS FAIR AND

DIDN'T ALLOW THE SELLER TO BULLY US .  WE CANNOT SAY ENOUGH
GOOD THINGS! ! ! !  I  HAD NO IDEA REAL ESTATE AGENTS WERE

SUPPOSED TO BE THIS WAY.

Natalie Grant
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CONTRACT & CLOSING



There are three key e lements  that  you ' l l  want  to  have in  p lace before you
make an of fer  on a  house .

The f i rst  i s  a  mortgage preapprova l  from at  least  one lender .  Idea l l y ,  you
should  get  preapproved before you start  look ing at  houses .  I t  can be t ime-
consuming to  pu l l  together a l l  the requ ired documents ,  but  most  important ly ,  a
preapprova l  le ts  you know how much house you can af ford .  Hav ing a
preapprova l  in  hand a lso lets  the se l ler  know that  you 're  ser ious and prov ides
reassurance that  the dea l  wi l l  c lose .  That  can be extra  he lpfu l  in  a  scenar io
where the se l ler  i s  in  a  hurry  to  move .

Second ,  know your market  to  ensure you 're  mak ing a  compet i t i ve  of fer .  Th is
can be based on comparab le  sa les ,  other market  informat ion from your own
research ,  or  a  comparat ive  market  ana lys is  prov ided by your rea l  estate  agent .
You ' l l  probab ly  want  to  make an of fer  that 's  for  s l ight ly  less  than your
preapprova l  amount ,  which leaves room to negot iate .

Last ,  ver i fy  that  the down payment  requ ired by your lender is  in  the bank and
ready to  go .  S imply  hav ing earmarked certa in  assets  as  the funds to  buy a
home ( inc lud ing the money requ ired for  the earnest  depos i t ,  down payment ,
c los ing costs ,  etc . )  i s  not  enough to  ensure a  smooth transact ion .  Hav ing d irect
and immediate  access to  the cash is  essent ia l .

WRITING AN OFFER

BEFORE YOU MAKE AN OFFER ON A HOUSEBEFORE YOU MAKE AN OFFER ON A HOUSE



A wr i t ten of fer  may conta in  these
e lements ,  among others :

Address :  The home's  lega l
address ,  and somet imes the lega l
property  descr ipt ion .

Pr ice :  Deta i l s  regard ing the
purchase pr ice  and terms .

Earnest  money :  The amount  and
terms regard ing the earnest
money ,  inc lud ing i ts  d ispos i t ion
upon the acceptance of  the of fer .

T i t le :  A  st ipu lat ion that  the se l ler
wi l l  prov ide c lear  t i t le  to  the
property .

C los ing costs :  Deta i l s  regard ing
which party  wi l l  pay  c los ing costs
or  other fees ,  as  wel l  as  how
certa in  taxes and expenses wi l l
be  prorated between the buyer
and the se l ler  at  c los ing .  

The date  and t ime of  the of fer ’s
exp irat ion :  In  hot  markets ,  th is
can be mere hours ,  but  in  most
cases ,  i t ’ s  one or  two days .

A  pro jected loan c los ing date :
Th is  i s  typ ica l l y  30 to  60 days ,
though how long your lender 's
underwr i t ing process takes can
be the dec id ing factor  here .

Cont ingenc ies :  Any cont ingenc ies
that  the dea l  i s  sub ject  to .

D isc losures :  Other state-requ ired
prov is ions or  d isc losures .

Your wr i t ten of fer  wi l l  l i ke ly  inc lude
a least  a  couple  of  standard
cont ingenc ies .  These are th ings that
need to  happen before the sa le  can
move forward .  Common
cont ingenc ies  inc lude :

F ina l  loan approva l :  In  other
words ,  you get  the mortgage ,
of ten with in  a  spec i f ied amount
of  t ime .

Home inspect ion :  In  add i t ion to
requ ir ing that  the property
undergo a  home inspect ion ,  th is
cont ingency may a lso spec i fy  how
issues revea led dur ing the
inspect ion wi l l  be  addressed ( for
example ,  i f  the se l ler  wi l l  repa ir
or  prov ide a  cred i t  at  c los ing) ,  or
i f  the inspect ion is  for
informat iona l  purposes on ly .

Appra isa l :  Lenders genera l ly
ins is t  on ver i f i cat ion of  the
home's  va lue v ia  an appra isa l ,  as
they don ' t  want  to  lend you more
than the property  i s  worth .

Home sa le :  Th is  i s  a  less  common
cont ingency that  means the
purchase re l ies  on the
complet ion of  another ,  separate
transact ion .  Th is  i s  usua l ly  e i ther
the sa le  of  your current  home or
the se l ler  f ind ing a  new home.

A l though you have to  protect  your
interests  and gather enough
informat ion to  make a  wise
purchase ,  cont ingenc ies  may act  as
roadblocks  to  gett ing a  dea l  done —
espec ia l l y  in  hot  markets .  I t ’ s  best
for  both the buyer and the se l ler  to
put  on ly  enough st ipu lat ions in  the
contract  to  cover the necessary
bases ;  no more .

WHAT’S INCLUDED
IN AN OFFER:
WHAT’S INCLUDED
IN AN OFFER:

COMMON
CONTINGENCIES:
COMMON
CONTINGENCIES:



Write  In i t ia l  Of fer  and
submit  to  Se l ler 's  Agent

In i t i a l  Of fer  i s  rev iewed ,
se l ler  can e i ther :

Congrats  you 're  under
contract

Counter  Offer  i s
rev iewed ,  buyer can

e i ther :

Accept  the of fer

Dec l ine  the of fer  &
Counter  wi th  new terms

OR

THE OFFER PROCESS

REPEAT

You can negot iate  back and forth as  many t imes as  needed unt i l
you reach an agreement  or  someone chooses to  walk  away .

ACCEPT THE OFFER ACCEPT THE OFFER

CONGRATS YOU'RE

UNDER CONTRACT

BUYER'S AGENTBUYER'S AGENT SELLER'S AGENTSELLER'S AGENT



Though some i tems ,  l i ke
prorat ing property  taxes or  HOA
fees ,  wi l l  a l ready have been
addressed in  your of fer  let ter ,
you may st i l l  have some i tems to
negot iate  before c los ing .

Your ab i l i ty  to  negot iate  can
h inge on what  k ind of  market
you 're  fac ing .  In  a  strong se l ler 's
market ,  i t  can be d i f f i cu l t  to  get
concess ions ,  s ince the se l ler  can
s imply  go to  the ir  next  of fer .  But
i f  i t ' s  an issue that  wi l l  come up
with any buyer —  for  example ,  a
necessary  repa ir  that  wi l l  get
f lagged by any home inspector  —
you may st i l l  have leverage .

NEGOTIATE ANY REPAIRS OR
CREDITS WITH THE SELLER

ASKING FOR A CREDIT AT
CLOSING RATHER THAN FOR
THE SELLER TO COMPLETE

NEEDED REPAIRS CAN HELP KEEP
THE TRANSACTION MOVING. THE
SELLER SIMPLY REBATES YOU AN

AGREED-UPON AMOUNT FOR
SPECIFIC IMPROVEMENTS. THAT
CAN SAVE YOU A BIT OF CASH
AT CLOSING, PLUS HANDLING

THE REPAIRS YOURSELF
(WHETHER DIY OR WITH A PRO)
ENSURES THE WORK WILL BE

DONE TO YOUR SATISFACTION.

ASKING FOR A CREDIT AT
CLOSING RATHER THAN FOR
THE SELLER TO COMPLETE

NEEDED REPAIRS CAN HELP KEEP
THE TRANSACTION MOVING. THE
SELLER SIMPLY REBATES YOU AN

AGREED-UPON AMOUNT FOR
SPECIFIC IMPROVEMENTS. THAT
CAN SAVE YOU A BIT OF CASH
AT CLOSING, PLUS HANDLING

THE REPAIRS YOURSELF
(WHETHER DIY OR WITH A PRO)
ENSURES THE WORK WILL BE

DONE TO YOUR SATISFACTION.



You know the property  you want  to
buy and how much you ' l l  have to  pay
for  i t .  Now you ' l l  choose a  lender to
get  a  mortgage from (you can go
with a  lender that  preapproved you
or start  fresh with  a  d i f ferent  one) .  

Even with  an on l ine-f i rst  lender ,
you ' l l  o f ten work c lose ly  wi th  a  loan
off i cer  to  complete  the actua l
app l i cat ion .

Th is  i s  a  paperwork-heavy process ,
so  get  ready to  do a  lot  of
up load ing .  Here 's  what  you 're  l i ke ly
to  need :
W-2 forms from the past  two years
(poss ib ly  more ,  i f  you 've  changed
employers) .
Pay  stubs from the past  30 to  60
days .
Proof  of  other sources of  income
( inc lud ing documentat ion of  any g i f t
money) .
Federa l  income tax returns from the
past  two years .
Recent  bank statements  (usua l ly  for
the last  couple  of  months) .
Deta i l s  on long-term debts  l i ke  car
or student  loans .
ID  and Soc ia l  Secur i ty  number .

Once your mortgage app l i cat ion is
complete ,  you ' l l  go into
underwr i t ing .  Dur ing th is  process ,
the lender makes a  f ina l  dec is ion on
whether to  g ive  you the loan —  i t ' s
mak ing sure there 's  not  anyth ing
about  the dea l  that 's  just  too r isky .

Underwr i t ing inc ludes d igg ing deep
into your f inances ,  so  you may need
to come up with  even more
documents .  The lender wi l l  a lso  look
at  the home you 've  chosen v ia  an
appra isa l  and request  a  t i t le  search .

FINALIZE YOUR MORTGAGE



I t  might  fee l  a  l i t t le  strange to
take out  an insurance po l i cy  on
a home you don ' t  actua l l y  own
yet ,  but  most  lenders make
secur ing homeowners
insurance a  cond i t ion of  g iv ing
you a  mortgage .  You ' l l  want
enough coverage to  fu l l y
rep lace the home (which might
not  be the same as  your
purchase pr ice  or  the appra ised
va lue) ,  and typ ica l l y  the po l i cy
should  become ef fect ive  on
your c los ing date .

A  bas ic  home inspect ion can
ra ise  i ssues you might  face
down the road and po int  out
any necessary  repa irs .  Th is
v isua l  assessment  covers a l l
aspects  of  the house and i ts
systems ,  from the foundat ion to
the roof .  I f  you have a
part icu lar  concern ,  l i ke  mold or
radon ,  you may want  to  get  one
of  the more spec ia l i zed types of
home inspect ions in  add i t ion to
a standard inspect ion .

You choose the home inspector
and pay for  the home
inspect ion .  I f  i t  uncovers
prob lems that  weren ' t  inc luded
in  the se l ler 's  d isc losures ,  you
may be ab le  to  negot iate  wi th
the se l ler .

FINALIZE HOME
INSURANCE
FINALIZE HOME
INSURANCE

ORDER AND ATTEND
INSPECTION
ORDER AND ATTEND
INSPECTION



When your home is  under contract ,  you can ’ t  move forward with  the
sa le  unt i l  an appra isa l  i s  done on your home.  

The outcome can af fect  whether or  not  you make i t  to  c los ing and
whether the pr ice  in  the of fer  i s  the pr ice  you ’ l l  end up with  on
sett lement  day .  

We go the extra  mi le  dur ing th is  phase of  be ing under contract ,  meet ing
the appra iser  at  your home,  and creat ing an informat ion packet  that
he lps  the appra iser  have a l l  the informat ion he or  she needs for  a
favorab le  outcome.  

You don ’ t  want  the appra ised va lue of  your home to  come in  be low the
pr ice  you ’ve  negot iated with  the buyer ,  so  we have a  very  spec i f i c
process for  mak ing sure that  doesn ’ t  happen!

ORDER AN APPRAISAL



Dec lutter !  Sort  through every  drawer ,  c loset ,  cupboard & she l f ,
remov ing i tems you no longer need or  l i ke .  

Donate or  se l l  i tems that  are in  good cond i t ion .

Get  cop ies  of  med ica l  records and store them with your other
important  documents

Create an inventory  of  anyth ing va luab le  that  you p lan to  move

Get  est imates from mov ing compan ies

SCHEDULING YOUR MOVE
AFTER SIGNING

Give 30 days '  not ice  i f  you are current ly  rent ing

Schedule  movers/mov ing truck 

Buy/f ind pack ing mater ia ls

Start  pack ing

4 WEEKS TO MOVE

Contact  ut i l i ty  compan ies  (water ,  e lectr ic ,  cab le )

Change address :  ma i l ing ,  subscr ipt ions ,  etc .

M in imize grocery shopp ing

Keep on pack ing

2 WEEKS TO MOVE

Obta in  a  cert i f ied check for  c los ing

Complete  f ina l  wa lkthrough 

F in ish pack ing

Clean

Pack essent ia ls  for  a  few n ights  in  the new home

Conf irm de l i very  date  wi th  the mov ing company .  Wri te  d irect ions
to the new home,  a long with  your ce l l  phone number 

1 WEEK TO MOVE



CLOSING DAY
Clos ing is  when you s ign ownersh ip

and insurance paperwork and you
rece ive  your new home’s  keys !

Typ ica l l y ,  c los ing takes four to  s ix
weeks .  Dur ing th is  t ime ,  purchase

funds are he ld  in  escrow,  where your
money is  he ld  safe  unt i l  the

transact ion is  complete .

F INAL WALK-THROUGH  
We wi l l  do a  f ina l  wa lk  of  the home
with in  24 hours of  c los ing to  check
the property ’s  cond i t ion .  Th is  f ina l

inspect ion takes about  an hour .  We
wi l l  make sure any repa ir  work that

the se l ler  agreed to  do has been done .

WE WILL BE SURE TO:  
 •  Make sure a l l  app l iances are

work ing proper ly
 •  Run the water  in  a l l  the faucets  and

check for  any poss ib le  leaks
 •  Open and c lose garage doors wi th

an opener
 •  F lush to i le ts

 •  Run the garbage d isposa l  and
exhaust  fans

CLOSING TABLE
Who wi l l  be  there :

 •  Your agent
 •  The se l ler

 •  The se l ler ’s  agent
 •  Your loan of f i cer

 

BRING TO CLOSING
 •  Government- issued photo ID

  

RECEIVE YOUR KEYS
Congratu lat ions !  I t  was a  lot  of  hard

work but  you are now off i c ia l l y
homeowners ! !  T ime to  throw a party

and get  to  know your new ne ighbors !

CLOSING DAY



THANK YOU!
WE WOULD LOVE TO WORK WITH YOU, PLEASE

REACH OUT IF YOU HAVE ANY QUESTIONS.

Direct :  2 14-663-2063  
Ash le igh .Herrera@MonarcRea l ty .com

MonarcRea l ty .com  
PO Box 1987 ,  Rockwal l  TX 75032


