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Welcome to the
RealtyUSA

Home Buying
Experience
A house can be well built, constructed to withstand time and the elements. It can demonstrate distinctive architecture,
attractive landscaping, and unique accents, all of which are critical to its value. It can be bought, sold, rented, remodeled,
refurnished ...
But it is people who turn a house into a home.
A home is a feeling, a sense of belonging, a place of deep roots. It is a foundation upon which we build relationships, family,
financial security, and an expression of ourselves. Home is a gathering with family at the holidays; a party with some friends
you have not seen in years; a freshly painted room for a new baby; a quiet evening with your loved one.
Home is both great memories and great expectations.
Selling or buying a home can be a complex and challenging experience. That is why when the time comes for you to make
this important transition, you want a real estate company that appreciates great homes, understands their true value, has
intimate knowledge of neighborhoods, negotiates in your best interests and cares about you first and foremost.
We seek to earn your trust. RealtyUSA’s “Value Driven Behavior” will allow us to understand your needs, be your advocate
and assure that you achieve your goals.

Home is what we are about.

Merle Whitehead

| New York State’s Largest Independent Real Estate Company |

President & CEO

| Buyer’s Advantage Program
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93% of Buyers
Use a REALTOR®

Because they want to better understand the home buying process.
It is our goal at RealtyUSA to empower you to make good decisions
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The Name

More
People
Trust
VALUE DRIVEN BEHAVIOR
“CONSISTENT FOCUS ON THESE SIMPLE YET POWERFUL VALUES FUELS OUR DECISIONS
AS WELL AS OUR INTERACTIONS WITH OUR CLIENTS, AGENTS AND EMPLOYEES.”

- Merle Whitehead, CEO
RealtyUSA.com, 1st Priority Mortgage

ACTING WITH TRUTH
AND INTEGRITY
• Do what is Best for the Whole
• Use Timely and Effective
Communication
• Honor Your Commitments

CLIENTS... OUR
1st PRIORITY

POSITIVE WORK
ENVIRONMENT

• Make Every Contact a
Positive One
• Be a Trusted Source for
Real Estate/Mortgage
Knowledge
• Understand, Advocate
& Achieve Client Goals

• Exercise Respect for All
• Take Personal
Responsibility
• Maintain Equitable
Business Relationships

PURSUIT OF
EXCELLENCE

IMPROVING
LIVES
• Be Agent Driven
• A Life of Abundance
• Build Our Communities

| Buyer’s Advantage Program

• Realize your Unlimited Potential
• Be the Best and Accept Nothing

Less
• Life-Long Learning
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RealtyUSA

Strategically Located
to Serve All of Your
Real Estate Needs

Rochester
Syracuse

Buffalo

Albany

Binghamton

| Buyer’s Advantage Program
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Understanding

Agency

Under the State Statute, there are choices for representation.
State Law requires written disclosure of ALL licensees.
ALL real estate brokers and agents must properly inform potential buyers and sellers and obtain their written consent to any
agency relationship at first substantive contact.
In the late 1980’s, the Federal Trade Commission did a survey and found that the large majority of buyers and sellers were not
fully informed on their representation. In an effort to inform every buyer and seller, written agency disclosure forms were created.
An agency relationship may change over time, and if that happens, new agency disclosures will be presented to you.

| Buyer’s Advantage Program
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Reasons to Own

Real Estate
Put Your Dollars to Work For You...

Equity

Security of Ownership

• Building equity in your home is a
ready-made savings plan.

• You can enjoy, decorate and make
physical changes to your home as
you see fit.
• Enjoyment and pride of ownership.

• Money paid for rent is money that
you will never see again. Mortgage
payments allow you to build equity
ownership interest in your home.

Investment

Tax Savings

• Real estate has long-term, stable
growth potential. While yearto-year fluctuations are not
unusual, long term ownership
tends to be positive.

• The U.S. Tax Code currently
provides a number of tax
savings. Please consult your tax
professional for specifics.

| Buyer’s Advantage Program
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The

Real Estate
Market
Characteristics of a
Seller’s Market

Characteristics of a
Buyer’s Market

• Fewer homes are on the market
• Shorter selling time
• Multiple offers are common
• Seller’s negotiating position is stronger
• Higher offers (sometimes over asking price)
• Lender pre-approval is critical
• Stronger terms including earnest
money deposit
• More frequent communication to
facilitate quick action

• More homes are on the market
• Longer selling time
• Fewer offers are common
• Buyer’s negotiating position is stronger
• Lower prices

Where is the Pendulum in Today’s Market?

National | Regional | Local | Your Market
Buyer demand and local economic conditions establish value...
We deliver the market, we don’t control the market.
An informed buyer can benefit in any market.
| Buyer’s Advantage Program
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Service Through

Consultation
We Begin by Listening...
It is our responsibility to assist you in making good real estate decisions. In order to do that, we believe it is imperative to
understand the goals you have for real estate, become your advocate and guide you towards the achievement of those goals.
In today’s world, everything has become transparent. Data is accessible from virtually anywhere, at anytime. As convenient as
it has become to access information, not all information is based on fact. All real estate is local. It is essential that, when you
come across data concerning real estate, we discuss it so we can translate and interpret the data together.

Together we will collaborate to execute the best strategy at every stage.

| Buyer’s Advantage Program
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Understanding
Your

Needs

Name: ____________________________________________ E-mail Address: ________________________________________
_
Name: ____________________________________________ E-mail Address: ________________________________________
_
Address: ________________________________________________________________________________________________
_
Phone Day: _____________________ Other: ____________________ Best time/method to communicate: ____________________
What creates value?

Location

Curb-Appeal

Utility of Floor Plan

1. Why have you decided to move? ___________________________________________________________________________
2. Have you ever bought before? c Yes c No
3. What was the experience like?_______________________________________________________________________________
4. Do you have a home to sell?________________________________________________________________________________
5. Which should you do first? Sell or Buy _______________________________________________________________________
6. What date would you like to be in your new home? _____________________________________________________________
7. Who will be involved in the buying decision? ________________________________________________________________
8. Area Preference: _______________________________________________________________________________________
9. Style Preference: c Ranch c Cape c 2-Story c Split-Level c Raised Ranch c Condo c 2+ Family c New Build
10. What is most important to you in a house?
a. _______________________________________________________________________________________________________
b. ______________________________________________________________________________________________________
c. _______________________________________________________________________________________________________
d. ______________________________________________________________________________________________________
11. What features would you LIKE to have, but can live without? ____________________________________________________
________________________________________________________________________________________________________
12. What hobbies and activities do you participate in and/or are important to you? _____________________________________
________________________________________________________________________________________________________
If so, when and by whom? ___________________
13. Have you ever been pre-approved for a mortgage? c Yes c No
May we offer you a Second Look? c Yes c No
14. What source of funds do you have available to you? Will you need a gift or Seller’s Concessions?
________________________________________________________________________________________________________
________________________________________________________________________________________________________
15. Is buying non-contingent an option? ________________________________________________________________________
16. Are you willing to make repairs and improvements? ___________________________________________________________
Would you like to find out about how to include that in your mortgage? c Yes c No
17. If we find a home that you want, are you ready to move forward?_______________________________________________
18. Is there anything else we should discuss?_____________________________________________________________________
| Buyer’s Advantage Program
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Confirm

Home Search
Criteria
We are confident that together we will find you the right house.
To assure your desired results, it is important that our search criteria is consistent.
Counties:
_____________________
_____________________
_____________________

Desired Townships:
_____________________
_____________________
_____________________

School Districts:
_____________________
_____________________
_____________________

Price Range:
_____________________
_____________________
_____________________

Other Criteria
Exterior Features:

Interior Features:
c
c
c
c
c
c

Bedrooms ______
Baths _____
Fireplace
Garage
Dining Room
Family Room

c
c
c
c
c
c

Basement
Other
Utility of floor plan
Condition
Mechanical
Utility Costs

c
c
c
c
c
c
c
c
c

Swimming Pool
Deck
Fully Fenced Yard
Cul-de-sac Location
Waterfront Property
Water View
Beach Access
Golf Course Lot
Corner Lot

Lot With Trees
Near Bus Line
Lot size
Location
Curb appeal
Relative value of
neighboring homes
c Community amenities
c Maintenance
c
c
c
c
c
c

As we reflect, are there any areas in which you might be flexible?
________________________________________________________________________________________________________
________________________________________________________________________________________________________
________________________________________________________________________________________________________

| Buyer’s Advantage Program
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New Home

Construction
RealtyUSA professionals deal with developers, builders and contractors daily. We can find the answers to your questions and
can approach the home building process objectively. Building a new home need not be a complicated process.
It’s fun and exciting. Let RealtyUSA work with you to build your new home. We can help you prioritize your needs and desires
in a home and find you the right builder, the right location and the right terms.

An Important Segment of the Market:
Have you considered the advantages of buying new home construction?
• New Mechanical /Appliances/Plumbing/Heating Now more efficient and economical to operate
• Colors / Décor - Personally design to your
tastes & needs
• Insulation - Greater savings through modern
advances
• Quality / Codes - Home built with current high
standards
• Low Maintenance - Nothing to do but move in
• Site Development/Layout - Make provisions for
pools/patio/outdoor kitchen to your individual needs

• Appreciation - Newer homes may enjoy greater
demand
• Controlled Investment - You decide what amenities
you include
• Warranties - Up to six years or longer in some cases
• Tax Advantages - Consumers are building to take
advantage of existing tax laws
• Power Up - Design technology/video/
home entertainment needs
• Go Green - Build using eco-friendly materials for
more efficient homes

The Role Of Your Agent
• I will approach the home building process
objectively, keeping a fair eye on everything
that goes on.
• I will aid you in setting up a plan of action through
an analysis of your needs and personal finances.
• I will help you make a good decision to maximize
your return on investment when it’s time to sell.
• I am aware of preferred locations and can help
find the best neighborhood for you.

• I know who represents quality and value and will act
as a liaison between you and the builder that you select.
• I will inform you of lenders’ mortgage options, assist
you with determining your financial needs, prepare
contracts, help avoid mistakes and act as a general
negotiator throughout the entire process.
• I will address issues and concerns as they arise.
• I will coordinate the timing to minimize
inconvenience in your move.

We have the privilege of representing numerous Premier Builders. Allow us to introduce you.

| Buyer’s Advantage Program
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Expectations
I can show you all available homes, regardless of which real estate company has it listed.

We can research the entire market together including:
• All homes in the Multiple Listing System
• “For Sale By Owner” Homes
• New Home Construction
• Homes listed on the Internet
• Open Houses

• Homes you see in ads or with signs
• Auction, REO / Foreclosure properties/Government owned
• Homes soon to be listed through our extensive
network of professionals

If you are interested in inquiring about ANY home, please allow me to make the calls for you.
As you visit open houses and new construction projects, it would be beneficial to let them know we are working together.

Rest assured that your loyalty will result in the high level of service you deserve!
The Selection Process …Our goal is to find you
the right house.

Communication Expectation:
• Be honest, if you don’t like a property tell me.
The more you can tell me about your likes and dislikes,
the more effective our search will be.
• Update me with any changes to your circumstances
including finances.
• Allow me to contact For Sale By Owners before you
look at them.

| Buyer’s Advantage Program

Given the dynamics of today’s market,
communication needs to be timely. If you have
any questions whatsoever, I am always a text,
call or e-mail away.
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Award
Winning
Website

96% of Home Buyers use the internet in their home search
RealtyUSA.com keeps you connected.

Every property listed in the market is available 24/7. You will not need to look anywhere else.
The RealtyUSA.com website offers buyers and sellers the most
comprehensive tools in an extremely easy-to-use format. We offer
the tools you need to assist you with all of your real estate needs.

Mobile Search

• Search for properties from a
web enabled phone at
http:\\m.realtyusa.com

Our People make the difference.

With the latest technology at our disposal, associates generate
reports and process local and national market information
instantaneously. This means more efficient sales and service.

Property Search

• Every listing from every broker
accessible 24/7
• Multiple daily updates
• User friendly property search
featuring slide shows and virtual tours

| Buyer’s Advantage Program

Advanced Search Function

• Tailor your search to your
specific needs
• Search by payment
• Search by open house
• Search by school district

11

Community Tools

• Comprehensive school reports
• Neighborhood data
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Award
Winning
Website

Compare Properties

• Property specific mortgage calculator
• Customized comparison
• Mapping

New Home Construction

• Builders
• Subdivisions
• Quick Delivery Homes

As you navigate through our website,
I am always available to help.

Property Watch

Auto notifications to your phone, iPad, laptop and computer
• Make appointments
• Save a search
• E-mail a friend
• Add to favorites
• Price changes

Commercial

• Search by property type
• Differentiate between leasing and
purchasing
• Local and National database

• Open house alerts
• New photo alerts

| Buyer’s Advantage Program
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One-Stop

Mortgage
Shopping
Today’s home buyers appreciate the convenience of

One-Stop Shopping.

The team of RealtyUSA and 1st Priority Mortgage has been growing
together for over 25 years. We are committed to working with you to
make your home buying experience as smooth as possible.

1st Priority Mortgage is committed to delivering a
unique process that identifies the best mortgage
solution tailored to your individual needs.
Stages of the Home Loan Experience TM
The Clarity Builder™
Clarify your wants and needs.

• Home buyers who used one-stop shopping consistently reported
higher satisfaction levels than those who used multiple sources
• Our collaboration will allow for added efficiency, convenience and
ease of communication
We strongly recommend to all of our clients that they begin the home
buying process by obtaining a pre-approval; we can facilitate this quickly
and easily.

The Benefits of Pre-Approval:
•
•
•
•

Our Pledge is to Deliver the
Home Loan Experience TM

The Tailored Solution™
Finding the right fit.
The Green Light Gameplan™
You’re approved – Go
The Welcome Home Experience™
Closing Process.
The Raving Fans Report™
Your opinion matters.

Your bargaining position is greatly enhanced when making an offer
You can close quicker
Competitive advantage in multiple offer situations
Focused search within your appropriate price range

Your Expectation
+ 1st Priority Process
= Peace of Mind

1st Priority Mortgage is your trusted source for all your mortgage needs.
Already have existing mortgage arrangements in place? We suggest you get a second opinion from us.

All lending products are subject to credit and property approval. Interest rate and program terms are subject to change without notice.
Certain restrictions may apply on all programs. This is not a commitment to lend.

| Buyer’s Advantage Program
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Licensed Mortgage Banker
NYS Dept. Financial Services
Equal Housing Lender

Source: NAR, 12-2010

| Make Your Move. www.realtyusa.com |

Calculating

Your
Mortgage
Using the Factor Chart
Find the rate that matches the market. Look across for the appropriate rate and term, multiply the factor shown by the size of the loan
in 1,000’s. (For example, an $80,000 loan would be 80 times the factor, giving you the monthly principal and interest payment.)
Rate

15 years

20 years

25 years

30 years

2%
2 1/4
2 1/2
2 3/4
3%
3 1/4
3 1/2
3 3/4
4%
4 1/4
4 1/2
4 3/4
5%
5 1/4
5 1/2
5 3/4
6%
6 1/4
6 1/2
6 3/4
7%
7 1/4
7 1/2
7 3/4
8%

6.43
6.55
6.66
6.78
6.91
7.03
7.15
7.27
7.40
7.52
7.65
7.78
7.91
8.04
8.18
8.31
8.44
8.57
8.71
8.85
8.99
9.13
9.28
9.42
9.56

5.05
5.17
5.29
5.42
5.55
5.67
5.80
5.93
6.06
6.19
6.33
6.46
6.60
6.74
6.88
7.03
7.16
7.31
7.46
7.60
7.76
7.91
8.06
8.21
8.37

4.23
4.36
4.48
4.61
4.74
4.87
5.01
5.14
5.28
5.42
5.56
5.70
5.85
6.00
6.15
6.30
6.44
6.60
6.75
6.91
7.07
7.23
7.39
7.56
7.72

3.69
3.82
3.95
4.08
4.22
4.35
4.49
4.63
4.77
4.92
5.07
5.22
5.37
5.53
5.68
5.84
6.00
6.16
6.32
6.49
6.66
6.83
7.00
7.17
7.34

Objective: To obtain a 30 year mortgage at a 6% interest rate on a loan amount of $80,000.
6% Rate = 6.00 factor for a 30 year term
Loan Amount = $80,000 = 80
Example: 80 x 6.00 = $480.00 monthly principal/interest payment
| Buyer’s Advantage Program
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Please note: This calculation is for principal and
interest payments only. For total monthly payment
add real estate taxes, association fees, and insurances
as applicable. Amortization Payment Factors are for
reference only, some rates may be rounded or contain
typographical errors. Accuracy is not guaranteed.
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Powerful

Resources
More Choices

• 58 Residential Offices

As the market leader, we provide more homes
to choose from including existing homes,
new construction, foreclosures, investment
properties, 2nd homes, auction, for sale by
owner, REO and government owned.

• Commercial Offices - Expert Commercial Sales Team
• $3 Billion in Sales Annually
• Over 2,000 Professionally Trained Sales Associates

Yard Signs:

• Award Winning Marketing Department

Down every street and around every corner,
you will see more RealtyUSA yard signs.
Our eye-catching sign stands above the crowd
and is a billboard out in the marketplace.

• Unparalleled Advertising
• State-Of-The-Art Website
Make appointments on-line 24/7
Create a property watch and hotlist
Get e-mail updates on homes of interest

1st Priority Mortgage

Delivering The Home Loan ExperienceTM

• Development/New Construction Services

Your Expectation
+ 1st Priority Process
= Peace of Mind

• REALTORS® - Members of the National
Association of REALTORS®

One-Stop Shopping provides you, the buyer,
the maximum convenience.

• More Properties/More Buyers

Home Warranty

Relocation Services

Buy with confidence, knowing that
RealtyUSA’s Home Warranty is available.

Our award-winning Relocation
Department fills the needs of hundreds of
relocating individuals. Expanded global coverage with over 500 companies, 4,600 offices
and 140,000 agents consistently delivering
relocation services.

Auction Services

Our Auction Services have increasingly
become an effective way to buy real estate.
Although not for every property, real estate
auctions may generate the
best results in price, terms and time.

| Buyer’s Advantage Program

Licensed Mortgage Banker
NYS Dept. Financial Services
Equal Housing Lender

1st Priority Mortgage is an affiliate of
RealtyUSA.com
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Powerful

Resources
Building Our Communities:
Volunteerism

Advertising: Maximize Exposure

The RealtyUSA advertising
campaign dominates the market.
Just look around, we are everywhere!

From the owner and management to
the employees and agents at RealtyUSA,
we contribute to the community in
every market we serve.

Office Tour

An office tour of homes, physically or
virtually, allows us to preview newly listed
properties. One of these properties may
match your criteria.

Referrals: Satisfied Clients

Our #1 source of new clients is referrals.
Our network of agents spans across
multiple regions. Thousands of satisfied
clients each year create thousands of
potential referrals, and one of them may
have a home for you.

Internet Strategy

Our award winning website offers the most
comprehensive tools in an extremely easy
to use format.
Visit us today at www.RealtyUSA.com

Inventory of Homes: Choices

Our extensive inventory fits any budget,
style and location.

Training: Knowledge

The RealtyUSA training program offers
our agents the best training available in
the market. Agents who are skilled and
knowledgeable will better represent and
protect your interests.

Multiple Listing Service:
Cooperation

Open Houses

As an active member of many MLS’s we
have access to property information across
the regions.

Dedicated open house hours allow you to
visit potential properties. Let’s discuss the
process.

Your Trusted Source
For Information

New Construction:
More Options

Annually, our marketing department
delivers millions of targeted promotional
and informational pieces.

RealtyUSA works with many fine builders.
Your agent will introduce you to the one that
Best fits your personal needs.

| Buyer’s Advantage Program
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Buyer

Experience
The Emotional Roller Coaster
Buying a home can be one of the most exciting and meaningful times of your life. It can also be an emotional roller coaster. Just like
any good roller coaster there will be exhilarating highs and sometimes concerning lows. It is a ride that we have taken many times
before, and we can be your guide for this emotional roller coaster. We know where the dips and turns are, and we can prepare you
for what lies ahead. We also have time proven strategies for smoothing your path.

So buckle up with confidence; together we will achieve your goals.
Emotional Highs
Offer Accepted

Dreaming

Welcome
Home

Selecting
Viewing

Negotiating

Researching

Inspection

Closing

Reassessing

Emotional Lows

| Buyer’s Advantage Program
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Understanding

Offers

Prospective buyers should be informed of the following regarding offers:
• Offers and acceptances involve contract rights of the buyer and seller.
• Verbal communications do not create an enforceable obligation on the part of the seller to sell
or on the part of the buyer to buy.
• Until all material terms of an offer have been set forth in writing and signed by the proposed buyer, the offer is
not binding on the buyer. Unless and until it is countersigned by the seller, the offer does not bind either party.
• A seller is not required to accept any offer, regardless of its terms, including a “full price” offer.
• A seller is not obligated to offer a prospective buyer a “right of first refusal” or the opportunity to improve
his/her offer. Although this could occur in negotiations, it is not required.
• An offer, when signed by all parties, becomes a binding contract according to its terms, subject to any and all
contingencies contained therein.
• If contract documents are not fully understood, we recommend consulting an attorney before signing.
• In the event another buyer wants to submit an offer, even though a written offer has been accepted,
the listing agent is obligated to inform the seller of such offer.
If you need legal, tax or other advice, consult with a professional in that field.

| Buyer’s Advantage Program
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Peace of

Mind
Recommendations to Minimize Your Risk
• Fair Housing: Buyers, Sellers and REALTORS® may not discriminate in regard to reasons of race, color, religion, sex,
handicap, familial status, national origin, sexual orientation, or other protected classes.
• Communication: Communicate timely and effectively with me your willingness and ability to perform, as well as any concerns.
• Exclusive Representation: Appreciate the benefits of exclusive representation and understand all rights and
responsibilities of each party in the transaction.
• Contracts & Exhibits: Maintain copies of contracts & exhibits and maintain a file of these documents.
• Property Condition Disclosure: Review the Property Condition Disclosure statement provided by a home seller prior to
making a purchase. Go over concerns with me, your RealtyUSA.com associate.
• Home Warranty: Talk to me about the seller or yourself purchasing a warranty.
• Obtain a Written Pre-Approval: A face-to-face meeting with a trusted source, such as 1st Priority Mortgage, Inc., will give
both you and the seller the peace of mind to move forward and enhance your negotiating position.
• Mortgage Application and Commitment: To protect your contract rights as the purchaser, you are required to make timely
application consistent with the terms of your contract. You have a specific number of days to apply for your mortgage loan as
indicated on the contract under the mortgage contingency. You have until a specific date to receive approval in writing
for a mortgage loan, also known as the Mortgage Commitment Date. The appraisal and credit report will be ordered at
application. Timing is essential in delivering all documentation for your mortgage. Providing all documentation requested
will assist in meeting the dates necessary according to your contract.
• Comparative Market Analysis (CMA): We can provide a current comparative market analysis on the prospective house to
assist in determining value.
• Saleability: From time to time the saleability of a property may change due to circumstances such as, but not limited to:
storm damage, causality loss, new liens, matrimonial actions and litigation. We will approach these issues from a solution
based position and will attempt to work closely with the appropriate parties towards a resolution.
• Review of Contract: There is a benefit to reviewing and understanding the contract prior to making an offer.
• Inclusions and Exclusions: Together as we prepare your offer, we will identify items that will be or can be included or excluded.
It is imperative these items be specified in the sales contract. Verbal, advertised, or MLS representations do not constitute valid
contracts.

| Buyer’s Advantage Program
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Peace of

Mind
Recommendations to Minimize Your Risk
• Inspections: Inspections must be in accordance with the terms of the contract and are at your expense.
Buyers are encouraged to attend inspections. Such inspections may include, but are not limited to, home inspections
structure/engineer report, radon, lead based paint, pest inspections, septic, sump, well and flood maps.
• Due Diligence: Buyers are advised to consult with their attorney to investigate possible conditions such as, but not limited to:
zoning/use restrictions, code compliance, special assessments, homeowners association requirements, Megan’s Law, deed
restrictions, easements, wetlands, flood insurance, septic and well requirements and utility availability.
• Survey: Request a copy of any existing survey.
• Contingencies: Protect your interests with the appropriate contingencies and contract terms. It is important that all
contingencies are resolved by the performance date.
• Attorney Approval: The signed contract should be submitted to all attorneys involved for their approval according to the dates
noted on the contract.
• Major Purchases: Understand that any significant purchases (cars, appliances, furniture, etc.) from the time of pre-approval until
closing could have a negative impact on your ability to obtain mortgage financing. Speak to your 1st Priority Mortgage, Inc.
consultant beforehand.
• Property Taxes: In most cases taxes are approximate and, depending upon the source used to obtain the taxes, there may
be different results. It is imperative for you, as the buyer, to confirm with the appropriate municipality.
• Homeowners Insurance: Purchasers should notify their insurance agent/company after mortgage commitment (loan approval),
and prior to closing. It is customary that mortgage companies/bank attorneys will request at the closing table proof of one year
paid policy binder. Please refer to your mortgage commitment (loan approval) letter for details.
•Appraisal: A buyer may consider an independent appraisal of the property to help establish value.
• Closing Dates: Understand that closing dates serve as target dates. The attorneys are responsible for scheduling and coordinating
these dates with all parties. Confirm these closing dates with your attorney prior to scheduling movers, utilities, etc.
• Final Walk-through: Buyers should request a final walk-through of the property just prior to closing to ensure that the property
is in the same condition as it was at the time of purchase. Utilities should be on to verify working mechanics/appliances.
• Closing: You should have a good understanding of what you will need at time of closing. Consult your attorney for any closing
requirements and make arrangements for transfer of keys and garage door openers.
• Use, Codes & Zoning: Verify that your intended use of the property is consistent with municipal rules and regulations.
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Steps in the

Purchase
Process
Finding the right property for you is just the tip of the iceberg...
Understanding Your Needs
• Discuss the benefits of homeownership
• Explain current market conditions
• Discuss the buying process
• Review roles and responsibilities
• Review and sign the State Agency Disclosure Form
• Introduce buyer to 1st Priority Mortgage Consultant for pre-approval or
a second look for most favorable terms
• Review finances and options
• Assess and prioritize your needs and expectations
• Sign Exclusive Buyer Agency Representation Agreement
• Review contracts and exhibits
• Discuss Home Warranty options
• Discuss the offer process
• Discuss the negotiation process
• Create a plan for viewing properties
Searching/Viewing
• Explain the functionality of the RealtyUSA.com website
• Search entire market to match needs and wants including company, office and agent
collaboration for pre-market and just listed properties
• Present properties for consideration
• Create buyer tour plan
• Make appointments to see properties in a timely fashion
• Facilitate access to each property
• Coordinate open house visits
• Evaluate strengths and challenges of each property
• Provide comparisons and sales history for each desired property
• Discuss making an offer

| Buyer’s Advantage Program
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Steps in the

Purchase
Process
Making an Offer

Pending

• Review specific market conditions
• Review the circumstances of the seller and property
• Review “Understanding Offers” (Page #18)
• Discuss the variables in an offer
• Provide the Seller’s Property Condition Disclosure
• Request any additional information for the property
• Discuss the options for possible multiple offers
• Draft contract for a written offer
• Register a written offer

• Attorney approval
• Inspections are performed
• Collect any additional deposits or fees as required
• Mortgage application and commitment
• Appraiser inspects the property on behalf of the lender
• Appraisal issues are resolved
• Conditions, contingencies are fulfilled per the contract (i.e.
home inspection and mortgage commitment dates)
• Mortgage commitment conditions reviewed
• Mortgage commitment delivered to attorney
• Any repairs requested in the contract or resulting from
the inspections must be completed and reinspected by
lender/buyer
• Final walkthrough…this is to satisfy the buyer that the
property is in the same condition as when the offer was made

Negotiating
• Present written offer
• Negotiate the terms of the contract on behalf of the buyer
• Feedback of the offer presentation
• Seller accepts, rejects or counters the offer
• Examine areas of flexibility including price and terms:
seller concessions, closing dates, repairs, escrow deposits,
occupancy terms and buyers financial qualifications
• Re-confirm inclusions/exclusions
• Counsel acceptance and/or counter offer options
• If appropriate, prepare written counter offer
• If accepted, facilitate all required signatures
• Execute proper delivery of all documents

Closing
• Property is to be left in “broom clean” condition by
seller with all utilities on
• Buyer arranges for utility activation
• Certified funds are required
• A definite closing date is coordinated by attorneys and lender
• Brokerage fees are due and paid at closing
• Customarily, the attorney disburses settlement costs
after closing
• Possession and keys are generally received the day of
closing unless otherwise agreed upon

From Dreaming To Welcome Home, We Appreciate Your Trust
| Buyer’s Advantage Program
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Preparing
The Offer and

Negotiation
As your RealtyUSA representative, I will negotiate on your behalf – never alienating the seller
and always strengthening your position.
Review Variables
• Accurate description
• Inclusions
• Exclusions
• Determine price
• Competing offers
• Mortgage clause
• Intended use/approvals
• Review property information and disclosures

• Home inspection
• Any other inspections
• Should the offer be contingent upon the
sale of any other property
• Possession
• Closing date
• Appropriate contract addenda

My professional knowledge, reputation and skills compliment the negotiation process.
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contracts are accepted as they are written
Areas of Negotiation:
• Dates
• Closing and possession
• Personal property inclusion/exclusion
• Repairs
• Miscellaneous contingencies

• Deposit
• Price
• Financing
• Seller’s concessions and/or points
• Intended use/improvements

| Buyer’s Advantage Program
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Benefits of

Exclusive
Representation
Insuring your interests are protected...
You are about to make a major investment … one that will impact your family, your finances and your lifestyle.
You’ve chosen the right real estate company. Now choose the right representation for you.
Buyer’s agents can provide you these additional services:
• Provide information
• Explain forms
• Give you advice and counsel
• Assist with financing
• Arrange property showings
• Expose you to the entire market, including unlisted properties
• Objectively evaluate properties
• Give you reasons NOT to buy a specific property
• Write an offer to your advantage
• Keep your position confidential
• Negotiate price and terms favorable to you
• Monitor closing activities
• Be entirely committed to YOU!
We will help you avoid the most common mistakes home buyers make. Make sure that the agent you are working
with has agreed, in writing, to represent you as a “buyer’s agent.” This will mean signing an exclusive representation
agreement in which we agree to work together for a specific period of time.
State Agency Law requires real estate licensees who are acting as agents of buyers or sellers of property
to advise the potential buyers or sellers with whom they work of the nature of their agency relationship and the rights and obligations it
creates. This disclosure will help you to make informed choices about your relationship with the real estate broker
and its sales agents. Throughout the transaction you may receive more than one disclosure form. The law may require each agent
assisting in the transaction to present you with this disclosure form. A real estate agent is a person qualified to
advise about real estate. If you need legal, tax or other advice, consult with a professional in that field.
We will always make our best effort to obtain the fee from the transaction.
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In

Summary
We Began By Listening…

• We have listened to you and understand your needs
• We understand your expectations of me, your RealtyUSA.com sales associate
• We have reviewed the current market conditions
• We agree on our plan for communication with each other

We Presented Our Credentials…

• A High Performance Real Estate Company
• One of the Top 10 Real Estate Companies Nationally
• Over 2000 Professional Agents
• $3 billion in sales annually and 20,000 transaction sides
• Innovative Marketing Department
• 1st Priority Mortgage, Inc. Licensed Mortgage Banker NYS Department Financial Services
• Relocation Services: Member of the Leading Real Estate Companies of the World, the nations largest relocation network
• $3,000,000 in marketing and advertising strategies/vehicles working for you
• $1,500,000 invested in technology
• RealtyUSA.com internet web site… 400,000 visitors per month

We Have Reviewed the Buying Process…
• Understanding Your Needs
• Searching/Viewing
• Making an Offer
• Negotiating
• Pending
• Closing

We Have Discussed Disclosure Requirements…
• Agency and representation
• Property disclosures
• Various inspections

We Have Discussed Our Relationship and the Benefits of Exclusive
Representation With RealtyUSA...
• Sign required state agency disclosure
• Sign exclusive right to buy contract

We’re Excited To Go To Work For You...Let’s Get Started!
| Buyer’s Advantage Program
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Moving out

Moving In
When Moving In, Notify
Government and Public Offices Federal
c
c
c
c

Post Office
Internal Revenue Service
Veterans Affairs
Social Security Administration

State
c
c
c

Health and Hospital Insurance
Motor Vehicle Bureau
Unemployment Insurance

Local
c
c

Schools
Library

Publications
c
c
c
c

Newspapers
Magazines
Mail Order Houses
Books and Record Clubs

Business Accounts
c
c
c
c
c
c
c
c
c

Banks
Finance Companies
Credit Cards
Charge Accounts
Department Stores
Service Stations
Dry Cleaner
Pharmacy
Home Care Service Providers

(lawn, snow removal, exterminator etc.)

Utilities and Services
c
c
c
c
c
c
c
c
c
c

Electric
Gas
Water
Garbage (Special Pick-up)
Telephone
Cell Phone
Appliance Service
Cable TV/Internet
Water Treatment
Fuel

Professional Services
c
c
c
c
c
c

Doctor
Dentist
Attorney
Accountant
Financial Planner
Insurance Agencies

When Moving Out, Notify
Government and Public Offices Federal

Professional Services

c

c
c
c
c
c

Post Office

State
c
c

Vehicle Registration
Driver’s License

Local
c
c

Schools
Library

Business Accounts
c
c
c
c
c

Banks
Finance Companies
Credit Cards
Charge Accounts
Department Stores
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Utilities and Services
c
c
c
c
c
c
c
c
c

Final Moving Day Check

Doctor
Dentist
Attorney
Financial Planner
Insurance Agencies

Electric
Gas
Water
Garbage (Special Pick-up)
Telephone
Cell Phone
Appliance Service
Cable TV/Internet
Water Treatment
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All Meters Read
Furnace Turned Down or Off
Lights Turned Off
Windows and Doors
Shut and Locked
c Keys Left as Agreed
c Telephone Service
Discontinued
c
c
c
c
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Buying Process

Ongoing Notes
As we gather market knowledge and experience together, please use this page to make any specific notes during the process.
Types of notes could include questions that develop, changes to search criteria, mortgage interest rate increases and decreases,
properties viewed, properties on your watch list or noteworthy communications between you and your agent.
QUESTIONS
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
AGENT DISCUSSION NOTES
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
CHANGES TO SEARCH CRITERIA
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
SPECIFIC PROPERTY NOTES
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
FINANCING NOTES
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
MISCELLANEOUS
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
_____________________________________________________________________________________________________
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Notes

