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Our Goal

• Help you define your ownership objectives and how to achieve them

• Demonstrate how you can buy a home for the best price with the most 
favorable terms

• Review the benefits of home ownership

• Guide you through the home buying process

• Assist you in understanding the financing choices

• Acquaint you with the documents required for purchasing your home

• Explain the tax breaks of home ownership



The Steps to Successful Home Ownership

1. Educate Yourself About Home Buying

2. Apply for a Mortgage

3. Summarize Your Costs

4. How to Work with a Professional Real Estate Agent

5. Establish Your Requirements and Desires

6. Find a Home

7. Make an Offer



Each element below is used by your lender to determine your purchasing power 

Consult with your lender to begin the pre-approval process

 Income:

Salary, Bonuses, 
Commissions, Interest 

Income

 Debt:

Credit Cards, Auto Loan(s),
Student Loan(s) Personal
Lines of Credit

Pre-Approval Process

 Credit:

New Accounts, Closed 
Accounts, Derogatory 

Accounts, Mechanic & Tax 
Liens

 Assets:

Savings; Checking Stocks,
Bonds, Mutual Funds, 401K,
Pension, Profit Sharing,
Equity from Property



Potential Sources of Down Payment

Gifts Savings

Stocks, Bonds 

Investments
Overseas 

Accounts



Meet With Lender Complete Loan Application

Sign & Mail Release of 
Information

The Loan Process

or



Types of Mortgages

Adjustable Rate Mortgage (ARM)

A Mortgage that permits the lender to 

adjust the rate periodically, based on 

changes on a particular index.

Fixed Rate Mortgage

A mortgage in which the interest rate 

does not change during the entire 

term of the loan

Other Types

Lenders have different loan 

programs.  Ask your lender what loan 

best suits your needs.



Sales Prices $500,000 Mortgage $400,000

Estimate of Closing Costs

Loan Application Fee 0

Loan Origination Fee (1 pts) optional

Tax service Fee $95.00

Credit Report $50.00

Appraisal Fee $600.00

Hazard/Fire Insurance (SFR) $750.00

P.M.I. (only if loan to value is >80%)

Impound Accounts $2000

CLTA Insurance (Buyer Policy)      $1600.00

ALTA Title Insurance $600.00

Escrow Fee $1,000.00

Recording/Notary  Fees $160.00

Documentation Prep &

Underwriting Fee $600.00

Inspection:

Termite $200.00

Roof $200.00

Property $500.00

Misc. Charges: differ in each county

City Transfer Tax $1650.00

County transfer tax $550.00

Other   $

Grand Total $10,555



Benefits of Home Ownership

Loan Amount 400,000

Times

Interest Rate 5.5%

Equals

Annual Interest $22,000

Plus

Annual Property Taxes $6,250
(1.25% of sales price)

Total Deductions $28,250

Times

Marginal Tax Bracket X 37%

(28% Fed + 9% State)

Actual Tax Savings $10,453

Tax Savings

Sales Prices $500,000 Mortgage $400,000

We do not provide tax or legal advice. Investors should always seek the advice of their 

tax and/or legal advisors regarding their specific situation



Requirements or Desires
Number of years you occupy home 

ROOM Require Desire Neutral Don't Want

Bedrooms

Baths

Separate Family Room

Separate Dining Room

Garage / Carport

APPLIANCE /SYSTEMS

Ovens/Range

Refrigerator

Garbage Disposal/

Trash Compactor

Dishwasher

Washer / Dryer

Heating / Air Conditioning

Gas / Oil / Electric

City Sewer / Septic Tank

Miscellaneous
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Requirements or Desires
Number of years you occupy home 

EXTERIOR Require Desire Neutral Don't Want

Type of Roof

Type of Siding

Fenced Yard

Frontages

Fireplace(s)

Pool

Hot tub / Spa

Deck / Patio

NEIGHBORHOOD

Architectural Style

Price Range

Home Owner Association

Access to Parks / Open Space

COMMUTING TIME

Work

School

Shopping

Churches
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A Single Family Home: 
Townhouses & Condos 

(Common Interest Developments)

 Shares no common walls

 Generally includes front & rear yards

 Owner responsible for maintenance 

of  property inside and outside

 Owner pays all insurance costs

 Share common walls

 Associate pays exterior grounds & 

building maintenance 

 Association generally pays for 

insurance coverage

Types of Homes 



Types of Inventory

Foreclosures

 Lender owned property

 Special forms

Probates

 Executor(s)

 Court approval

Corporate Transfer

 Relocation company 

 Special forms & mandates

For sale by owner

 Sellers real estate knowledge

 Debt and expectations

Conventional listing

 Market forces

 Negotiable terms



Short Sales
Seller owes more than value of the property

 Experience of listing agent

 Evidence of completed short sale package

 Sellers are motivated, involved and cooperative

 Extended close of escrow

 Buyers beware – No concessions – As is

Foreclosure
Notice of 

Default

Notice of 

Trustee Sale Filed

120 days minimum 25 Days

Pre-Foreclosure
Stage

Possible Cure
Collections

Stage
Possible 

Extension



E-mail Home Tour



Be Cautious of: Look for:

 TLC (Tender Loving 

Care)

 Great for first time 

homebuyer or investor

 Cute

 Contractor Special

 Fixer-upper

 Value in land

 Updated

 Recently remodeled

 New

 Renovated

 Move-in condition

 No need to preview

Listing Comments



Please Do:

• Remove shoes before entering a home

• Look at home 24 hours  a day 7 days a week

• View listings ASAP

• Try to meet the owners of homes you view

• Look in-under-over when viewing a home

• Make positive comments as you view homes



Please Do NOT:

Make Negative comments about the 

home you are viewing

Bring a crowd when viewing homes

Use the bathroom in any home you are viewing



Comparative Market Analysis (CMA)

Focus on sold properties - 90 days back

 List and pending prices are fictitious

Use data from same geographic area



California Purchase Agreement

 CAR or PRDS contracts

 Most recent revision date

 Broker review

 Inspection contingency

 Financing contingency



Offer Process

Identify the property You & your Realtor 

decide what to offer Your Realtor will 

present offer

Sellers will respond, accepting, 

rejecting or countering your 

offer

You can accept, reject or 

counter the sellers response



Finding the Right Real Estate Agent

Questions to ask:

 Years of experience

 Number of transactions in previous year

 Buyer/seller representations in previous year

 First time home buyer knowledge

During your meeting:

Establish goals 

Determine strategy

Develop timeline



Know Your Team

You are the CEO



Now the work begins
Escrow Task List







Moving Day



Personal Consultation

www.mjmhouses.com


