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MEET YOUR AGENT
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| have a passion for real estate, and helping clients achieve

their goal of homeownership. | have been a licensed
REALTOR® for 7 years along with experience in the
insurance industry before real estate. | have extensive

knowledge and experience helping clients navigate
purchasing a home, whether it is their first transaction or
their 10th, | work just as hard. My expertise of Metro Atlanta,
specifically Cherokee, Bartow, and Gordon counties, make
me a valuable asset in the home buying and listing process.

Each year, | attend additional continuing education courses
on topics such as: tax & law changes, relocation, technology &
financing. | consistently remain up to date with the dynamic
and ever changing Real Estate Industry.

| pride myself in being a veteran's wife and mom to two
amazing kids. Helping veterans is near and dear to my heart.
| am proud to partner with lenders who offer programs
specifically for our community and nation’s hero’s.
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7 REASONS TO WORK WITH A
REALTOR®
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A REALTOR® GETS THE INSIDE SCOOP

Real estate professionals have access to exclusive neighborhood and property
information to make you a smarter buyer or seller

A REALTOR® HELPS NAVIGATE A COMPLEX PROCESS

A real estate professional can guide you on forms, disclosures, and the lending
process to help you avoid costly mistakes and delays.

A REALTOR® SIMPLIFIES YOUR SEARCH

An agent can educate you on current market conditions and help you find
homes that match your criteria using local broker marketplaces—known in
the business as multiple listing services.

A REALTOR® NEGOTIATES LIKE A PRO

An agent has the expertise to negotiate terms, from price to repairs, on your
behalf.

A REALTOR® IS UP TO DATE

You may have bought or sold a home before, but markets and transaction
processes are always changing.

A REALTOR® IS YOUR TRUSTED ALLY

Your agent can talk you through the pros and cons behind big decisions and
share their network of trusted home inspectors, lenders, remodelers, and
more.

A REALTOR® DOES THE RIGHT THING

Make sure your agent is a REALTOR®. REALTORS® are bound by a strict Code
of Ethics based on professionalism, consumer protection, and the golden rule.
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THE HOME BUYING PROCESS
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Get Your Meet with
Keys! Agent

Inspection Get Pre-
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Under House
Contract Shopping

Make an
Offer
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"> DETERMINE HOW MUCH YOU CAN SPEND
':ffiff?* SAVE FOR A DOWN PAYMENT
" CHECK YOUR CREDIT

" GET PRE-APPROVED FOR A HOME LOAN
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BUT IST, GET PRE-APPROVED!
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PRE-QUALIFIED VS PRE-APPROVED
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In order to be pre-qualified, a lender may or may not check your
credit score and won't require documentation, only going off

what you tell them. This will give you an idea of what you could
qualify for, but when you're serious about buying, you'll need to

get pre-approved.
qu- %M

To be pre-approved, the lender will pull your credit and ask you
for documentation to verify your finances. Before making an
offer on a house, it is best to get pre-approved to show sellers
your offer is serious and that a lender has already approved you
for enough money to purchase the home.
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MORTGAGE GUIDE
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CONVENTIONAL LOAN

The most common type of home loan, which is offered through private lenders.

FHA LOAN

Loans designed for those with high debt-to-income ratios and low credit scores,
and most commonly issued to first-time homebuyers. Offered by FHA-approved
lenders only and backed by the Federal Housing Administration.

VA LOAN

Loans designated for veterans, spouses, and reservists, offered through private
lenders and guaranteed by the U.S. Department of Veteran Affairs.

USDA LOAN

Loans for homebuyers in designated rural areas, backed by the U.S. Department
of Agriculture.

DOWN MORTGAGE MINIMUM
TYPEOFLOAN | pAvMENT | TERMS | \NSURANCE |CREDIT SCORE

On down

CONVENTIONAL 3-20% 15-30 Years payments 620
under 20%

For 11 years or

FHA 35-20% 15-30 Years life of the loan 500

VA None 15-30 Years None 640

USDA None 15-30 Years None 640
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QUESTIONS TO ASK
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Not all Lenders are the Same.
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QUESTIONS TO ASK LENDERS

"% Which types of home loans do you offer?

i What will my interest and annual percentage rates be?
""::3':3:::- Do | qualify for any special programs or discounts?

4% What estimated closing costs can | expect to pay?

=+ What is your average loan processing time?

TRUSTED LENDERS

FAIRWAY MORTGAGE / ERIN STEPP

770.356.6405

erin.stepp@fairwaymc.com
Fairwayindependentmc.com/lo/erin-stepp

650 Henderson Dr. Ste 401 Cartersville GA 30120

SUPREME LENDING/ RYAN LYNG

770.895.8428

Ryan.Lyng@supremelending.com
ryanlyng.supremelendinglo.com/

1000 Mansell Exchange West Ste 310, Alpharetta GA 30022

MOVEMENT MORTGAGE /JOHNNY MCCOLLUM

770.546.8491
johnny.mcCollum@movement.com
movement.com/lo/johnny-mccollum
199 S Erwin St, Cartersville GA 30120



HOUSE WANTS & NEEDS LIST
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Determine the features you are looking for in your ideal home and prioritize
which items are most important to you. No house is perfect, but this will
help us find the best match for you.

TYPE OF HOME

(JSingle Family Home (JTownhouse [(JCondo (] Other

CONDITION OF HOME
([ JMove-In Ready () Some Work Needed is OK (] Fixer Upper

DESIRED FEATURES (Circle)
_ Bedrooms ____ Bathrooms ____ CarGarage Small or Large Yard

Ideal Square Footage:
Desired Location/Neighborhood/School District:

Pl oot Yl [l
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HOUSE HUNTING TIPS
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Drive around neighborhoods that interest you to get a feel of the area,
how the homes are cared for, what traffic is like, etc.

Talk to family, friends and co-workers to see if anyone might know of
a house for sale in an area you're interested in. One of them may even

know of someone that's thinking about selling but hasn't put the
house on the market yet.
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Finding your dream home isn't always an easy task! Have a priorities
list but keep an open mind when viewing houses.
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When you visit multiple houses it gets difficult to remember specific
details about each one. Take photos and notes while touring houses
so that you can reference them later when comparing the properties
that you've seen.
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When you find a home you want to buy, keep in mind there may be
others interested in it as well. Be ready to make a solid offer quickly in
order to have the best chance at getting that home.
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MAKING AN OFFER

Fepgaea ke (s b Ty

J e e g o i Tl g e i
b e il gkl cad slelgiselly ploce oo e

PUT IN A COMPETITIVE OFFER

We will decide on a reasonable offer price based on:
» Current market conditions

> Comparable properties recently sold in the area
> The property value of the house

Y The current condition of the house

PAY IN CASH VS. LOAN

Paying in cash versus taking out a loan offers a faster closing timeline
and less chances of issues arising, making it more appealing to sellers.

PUT DOWN A LARGER DEPOSIT

An offer that includes a larger earnest money deposit presents a more
serious and competitive offer.

ADD A PERSONAL TOUCH

Include a letter to the sellers with your offer, letting them know what
you love about their home. Adding this personal touch can give you an
advantage over other offers by making yours stand out from the rest.

OFFER A SHORTER CLOSING TIMELINE

An offer with a shorter timeframe for closing is generally more attractive
to sellers over one with an extended time period with a house sale
contingency. A typical closing timeframe is 30-45 days.
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OFFER ACCEPTED!
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PUT YOUR DEPOSIT INTO AN ESCROW ACCOUNT

Your earnest money deposit will be put into an escrow account that is
managed by a neutral third party (typically a title company or bank) who
holds the money for the duration of the escrow period. They will manage
all the funds and documents required for closing, and your deposit will
go towards your down payment which is paid at closing.

SCHEDULE A HOME INSPECTION

Home inspections are optional but highly recommended to make sure
that the home is in the condition for which it appears. Inspections are
typically completed within 10-14 days after signing the sales agreement.

RENEGOTIATE IF NECESSARY

The home inspection will tell you if there are any dangerous or costly
defects in the home that need to be addressed. You can then choose to
either back out of the deal completely, ask for the seller to make repairs,
or negotiate a lower price and handle the repairs yourself.

COMPLETE YOUR MORTGAGE APPLICATION

Once you've come to an agreement on the final offer, it's time to finalize
your loan application and lock in your interest rate if you haven't done so
already. You may need to provide additional documentation to your
lender upon request.

ORDER AN APPRAISAL

An appraisal will be required by your lender to confirm that the home is
indeed worth the loan amount. The appraisal takes into account factors
such as similar property values, the home's age, location, size and
condition to determine the current value of the property.

770.810.5213 | Leslie@LeslieSwain.com | LeslieSwain.com



WHAT NOT TO DO
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Q BUY OR LEASE A CAR

lgﬂcﬁ CHANGE JOBS

MISS A BILL PAYMENT

OPEN A LINE OF CREDIT

MOVE MONEY AROUND

MAKE A MAJOR PURCHASE
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loan approval. It's standard procedure for lenders to

Any of these types of changes could jeopardize your
g also do a final credit check before closing.
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FINAL STEPS BEFORE CLOSING
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Most lenders require both homeowner's insurance and title insurance.
Homeowners insurance protects your home and possessions against
damage and theft, while title insurance protects the lender and/or
homeowner from financial loss against claims regarding the legal
ownership of a home. Policies vary so it's recommended to get quotes
from multiple companies to compare price, coverage and limits.

(osing (L Doglugene

At least 3 days before closing, lenders are required to provide you with a
Closing Disclosure with your final loan terms and closing costs for you
to review. Closing costs for the buyer typically range from 2-5% of the
purchase price, which can include lender fees, lender's title insurance,
and HOA dues if applicable.
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Within 24 hours of closing we will do a final walk through of the home
before signing the final paperwork. This last step is to verify that no
damage has been done to the property since the inspection, that any
agreed upon repairs have been completed, and that nothing from the
purchase agreement has been removed from the home.

N\ G- Ching!
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CLOSING DAY

Crpiions: G Pt T Uy
(Voging: i oo ginely ey o o boping. process

On the day of closing you'll be going over and signing the final
paperwork, and submitting a cashier's check (or previously

arranged wire transfer) to pay the remaining down payment
and closing costs.
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ITEMS NEEDED FOR CLOSING:

& Government Issued Photo ID
@ Homeowner's Insurance Certificate

@/ Wire Transfer of Remaining Closing
Funds
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