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Before You Meet With Me 
 

1. Gather these documents for your mortgage application 
 

When you apply for a mortgage, you will need to furnish information regarding your 
income, expenses, and obligations.  It will save time if you have the following items 
available: 
 

• Copy of identification including driver’s license or passport 
• Two most recent pay stubs 
• W-2s for the last two years 
• Federal tax returns for the last two years 
• Last two months’ bank statements 
• Long-term debt information (e.g., credit cards, child support, auto loans, 

installment debt, etc.) 
• Most recent savings/retirement/investment account statement(s) 
 

2. Repair past credit problems 
 
Have you had situations in the past that have put blemishes on your credit?  There are 
many reasons why credit problems occur.  Some explanations are: 

 

• You were a co-signer on a loan that wasn’t paid on time 
• You allowed someone else to use your credit cards 
• You thought your spouse paid the bill 
• You thought your insurance company was going to handle the payment 
• You are divorced but your former spouse had credit problems 
 
Some lenders will work with you to find a credit solution.  They have special programs 
and financing options that allow you to get a mortgage even with minor credit 
blemishes.  However, it is in your best interest to keep your credit report in good 
standing.  Here are some helpful hints for your credit report: 

 

• Never go over 90 days past due on any accounts 
• Keep your credit card debt below 50% of your monthly obligations 
• If paying bills after the due date, always pay within the grace period  
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3. Find a mortgage lender and loan program 
 

It is important that you find a mortgage lender and loan program prior to meeting with 
me in order to determine your qualified price point and to establish pre-approval of 
your loan amount.  I encourage you to select the lender whose personality and loan 
programs best suit you and your goals.  I have a list of mortgage lenders that I highly 
recommend at mrrorgersneighborhoods.net/mrrogersrecommendations. 

 
 
 

 
 
When You Meet With Me 
 
There are several phases in searching for a home.  As your real estate broker, I will be right 
there with you through all of them.  Here’s what you can expect: 
 

1. Consultation 
 
At our first meeting, we will discuss your lifestyle wants and needs and preferred living 
locations so I can design a property profile for you.  My objective is to help you find the 
home that will realistically meet your needs and budget; now and in the future. 
 

2. Personalized Search 
 
I will search for homes that meet your property profile and email, fax, or call you with 
information about those properties. 
 

3. Preview & Touring 
 
I will preview homes and determine which homes you might want to tour.  We will 
establish the date(s) to tour, and I will call sellers to schedule the showings. 
 

4. Neighborhood Research 
 
In addition to my knowledge of Seattle metro neighborhoods, I encourage you to 
conduct your own research about each of the neighborhoods that you are considering 

http://mrrogersneighborhoods.wordpress.com/resources/mr-rogers-recommendations/
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moving into.  I have compiled a list of neighborhood blogs and community websites 
(mrrogersneighborhoods.net/neighborhoods) to help you with this research, along with 
links to statewide and local resources for safety, utilities, and more on my website at 
mrrogersneighborhoods.net/mrrogersresources.  

 
 
 

 
 
When You Are Ready to Make an Offer 
 
After we have found the home that you want to make an offer on, it is critical that we offer the 
appropriate amount for the home.  Offering too little could mean losing your home to another 
buyer, while offering too much warrants a bad investment. 
 
Deciding the value of a property is not an exact science.  Real estate appraisers spend many 
months in training, and still will tell you an appraisal is an educated but subjective value.  I am 
not an appraiser, but if the situation warrants it, I will prepare a Comparative Market Analysis 
so you can see what similar homes have recently sold for in that neighborhood.  I will also look 
at how long the home has been on the market to try to determine the seller’s motivation.  All of 
these factors will help you decide on the offer to make.  Once you have decided on the amount, 
I will present the offer on your behalf, emphasizing specific negotiating points. 
 
The offer is written and presented on a Purchase & Sale Agreement form.  In addition to the 
Purchase & Sale Agreement, addenda are included that are appropriate for your particular 
offer. Each document should be read carefully so you understand the content.  I will be happy 
to answer any questions you may have about the contracts; you may also wish to consult with 
an attorney if you have any further questions. 
 
The offer will consist of but not be limited to: 
• The offer price 
• The time frame of the escrow (e.g., 30, 45, or 60 days until closing) 
• The contingencies to the offer (explained in next section) 
• Special requests (e.g., washer and dryer to remain in the home, seller to repair air 

conditioning system, etc.) 
• Date of possession of the property (e.g., at closing, closing plus three days, etc.) 

http://mrrogersneighborhoods.net/neighborhoods/
http://mrrogersneighborhoods.net/resources/mr-rogers-resources/
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• The amount of earnest money1. 
 
An offer may be accepted immediately.  The Seller may choose to counter your offer (e.g., 
asking for a higher sales price, request different closing dates, change the length of time to 
complete the inspection, etc.)  Once all parties have agreed to all terms (and all the documents 
have been signed with any changes initialed and dated), we have Mutual Acceptance.  The date 
of Mutual Acceptance is important as it becomes the date from which all other deadlines will 
be dated.   
 
 
 

 
 
After Mutual Acceptance 
 
When all parties have agreed to Mutual Acceptance, you will receive a letter from me outlining 
these deadlines that are crucial to the transaction.  There are strict timeframes to which we 
must adhere (and have agreed to contractually) to assure escrow closes on time.  In most cases, 
no action from you within the contractual time frames means, by default, you are waiving that 
contingency.  For this reason, it is critical that we closely monitor all deadlines.  I will be there 
with you to navigate the steps to closing your home purchasing process. 
 

1. Contingencies 
 

The Purchase & Sale Agreement makes provisions for you to have time to review 
information previously unavailable.  The offer to purchase a home is often contingent 
upon the review of and to the satisfaction of the Buyer regarding the following: 

 
a. Home Inspection 

 
You have the option to request an inspection as a contingency of sale.  I strongly 
recommend you have a professional inspector investigate the systems of the home 

                                                 
1 The earnest money will ultimately go toward your down payment and closing costs.  In the Seattle metro area, 
the amount of earnest money is traditionally three to five percent of the total purchase price.  Sellers view the 
amount of earnest money offered as an insight into your sincerity.  It is your opportunity to say you have the 
means to purchase the property and intend to go through with the contract unless something unacceptable is 
found during the property review period. 
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(roof, plumbing, heating, electrical, etc.) even on new construction.  If you are 
purchasing a condominium, the inspector will also investigate the central systems 
and common areas of the entire condominium complex.  Typically, the cost of an 
inspection will be $300 - $500.  I suggest you ask friends or co-workers for 
recommendations for an inspector.  I also have a list of inspectors that you can 
interview before making your final choice. 

 
It is important that you attend your inspection.  It is a unique time for you to spend a 
few hours at the home you are purchasing.  During the inspection, your inspector 
will show you the location and point out the importance of many of the homes 
systems.  They usually suggest maintenance schedules, etc.  Your inspector will 
provide a report.  You should review it carefully and investigate any condition that 
may alter the value of the property to you or that you find unacceptable.  The 
Inspection Report also may identify a condition that might require the advice of an 
expert in a particular field.  

 
b. Neighborhood Review 

 
If you haven’t done so already, this is your opportunity to make sure the 
neighborhood is acceptable to you – when you can spend the time to investigate 
potential new projects that will affect the neighborhood and value of your property 
(e.g., new school, blocked view, new construction, etc.). Check out the City of 
Seattle’s Department of Planning & Development for an interactive map that shows 
applications for construction by neighborhood. 

 
c. Review of Title Report 

 
Title Insurance is an important part of a real estate transaction.  The Seller will buy a 
homeowner’s title insurance policy for you to protect against any encumbrances 
(e.g., ownership, lien-holders, easements, etc.) that are not included on the original 
policy.  This is your opportunity to review these exceptions.  There is an extended 
title insurance policy available when circumstances warrant it, usually for waterfront 
or acreage purchases. 

 
d. Financing  

 
The final contingency to the sale is usually financing.  This process actually starts 
when you provide the loan officer with information and documentation they request 
for pre-approval.  This should be done prior to beginning the home search.  In 
today’s market, it is essential to be “pre-approved” by a lender.  Your loan officer or 
mortgage representative will find a loan program that best suits your needs for rates 
and recommend the type of loan most appropriate for you. 

 
e. Appraisal 

http://mrrogersneighborhoods.net/resources/mr-rogers-recommendations/
http://web1.seattle.gov/dpd/maps/
http://web1.seattle.gov/dpd/maps/
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The lender will order an appraisal of the property.  The appraisal fee is one of the 
closing expenses.  In the event the appraisal comes in less than the sale price (and 
the offer is contingent on financing), you will have three days to resolve the issue or 
back out of the sale per your Financing Addendum. 

 
2. Escrow 

 
Escrow officially opens the first business day after the date of mutual acceptance. 

 
Escrow is the process in which money and documents are held by a neutral third party 
(Escrow Officer) on behalf of both the Buyer and the Seller.  The Escrow Officer receives 
written instructions (which are detailed within the Purchase & Sale Agreement).  These 
determine under what conditions and at what time the Escrow Officer will distribute the 
money and documents to the proper parties.  The purpose of Escrow is to ensure that 
the Seller receives the purchase price, the Buyer receives title to the property, and that 
the lender’s security interest in the property is protected. 

 
You may only see the Escrow Officer once during the period of time—usually a day or 
two before closing when you sign the loan documents and settlement statements.  
However, they are working behind the scenes to perform a wide variety of services to 
prepare your transaction for closing. 

 
3. Closing 

 
Once everything comes together, it is time to finish (close) the transaction.  Hopefully, 
there have not been any delays along the way that would force us to change the closing 
date. 
 
Several days before closing, your lender will deliver loan documents to the Escrow 
Officer.  From these instructions, your Escrow Officer will provide a Settlement 
Statement outlining the amount of additional funds (beyond your Earnest Money) 
needed to close your transaction. 
 
You will generally meet with your Escrow Officer a few days prior to the actual closing 
date to sign closing paperwork, including your loan documents.  Escrow Officers are very 
good at their jobs, part of which is to make sure you fully understand each and every 
document you are asked to sign. 
 
By the closing date, the lender must fund the loan and deliver the funds to Escrow.  The 
final step on the day of closing, the Escrow Officer will record the Deed in the County 
Auditor’s Office.  Once this is done—CONGRATULATIONS—you are a homeowner! 
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Glossary of Real Estate Terms 
 
Acceptance: The date when both seller and buyer have agreed to and signed and/or initialed the 
Purchase & Sale Agreement. 
 
Adjustable Rate Mortgage:  A mortgage permitting the lender to adjust the mortgage’s interest 
rate periodically on the basis of changes in a specified index.  Interest rates may move up or down, 
as market conditions change. 
 
Adjustment Period:  The length of time between interest rate changes on an ARM.  For example, a 
loan with an adjustment period of one year is called a one-year ARM, which means that the 
interest rate can change once a year. 
 
Amortized Loan:  A loan that is paid in equal installments of principal and interest, during its term. 
 
Annual Percentage Rate (APR):  The total finance charge (interest, loan fee, points) expressed as a 
percentage of the loan amount. 
 
Appraisal:  An estimate of real estate value, usually issued to standards of FHA, VA and FHMA.  
Recent comparable sales in the neighborhood are the most important factors in determining value. 
 
Appreciation:  An increase in the value of a property due to changes in market conditions or other 
causes.  The opposite of depreciation. 
 
Assumable Mortgage:  Purchaser takes ownership to real estate encumbered by an existing 
mortgage and assumes responsibility as the guarantor for the unpaid balance of the mortgage.  The 
lender must approve the buyer in order to release the original borrower (usually the seller) from 
liability. 
 
Balloon Payment:  A lump sum principal payment due at the end of some mortgages or other long-
term loans. 
 
Bill of Sale:  A document used to transfer title (ownership) of PERSONAL property. 
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Binder:  Sometimes known as an offer to purchase or an earnest money receipt.  A binder is the 
acknowledgement of a deposit along with a brief written agreement to enter into a contract for the 
sale of real estate. 
 
Buydown:  Permanent-prepaid interest that brings the note rate on the loan down to a lower, 
permanent rate.  Temporary-prepaid interest that lowers the note rate temporarily on the loan, 
allowing the buyer to more readily qualify and to increase payments as income grows. 
 
Cap:  The limit on how much an interest rate or monthly payment can change, either at each 
adjustment or over the life of the mortgage. 
 
Cash Reserves:  The amount of the buyer’s liquid cash remaining after making the down payment 
and paying all closing costs. 
 
CC&Rs:  Covenants, conditions, and restrictions.  A document that controls the use, requirements, 
and restrictions of a property. 
 
Certificate of Commitment:  The lender’s approval of a VA loan, which is usually good for up to six 
months. 
 
Certificate of Reasonable Value (CRV):  A document that establishes the maximum value and loan 
amount for a VA mortgage. 
 
Chattel:  Personal property other than real estate. 
 
Closing:  The end of the transaction when the title is transferred to the buyer in exchange for 
payment. 
 
Closing Statement:  The financial disclosure statement that accounts for all of the funds received 
and expected at the closing, including deposits for taxes, hazard insurance, and mortgage 
insurance. 
 
Cloud on Title: Any condition that affects the clear title of real property. 
 
Commitment Period:  The period during which a loan approval is valid. 
 
Condominium:  A form of real estate ownership where the owner receives title to a particular unit 
and has a proportionate interest in certain common areas.  The unit itself is generally a separately 
owned space whose interior surface (walls, floors, and ceilings) serve as its boundaries. 
 
Consideration: Anything of value to induce another to enter into a contract, i.e., money, service, a 
promise. 
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Contingency:  A condition that must be satisfied before a contract is binding.  For instance, a 
Purchase & Sale Agreement may be contingent upon the buyer obtaining financing.  
 
Conversion Clause:  A provision in some ARMs that enables home buyers to change an ARM to a 
fixed rate loan, usually after the first adjustment period.  The new fixed rate is generally set at the 
prevailing interest rate for fixed rate mortgages.  This conversion feature may cost extra. 
 
Cooperative:  A form of multiple ownership in which a corporation or business trust entity holds 
title to a property and grants occupancy rights to shareholders by means of proprietary leases or 
similar arrangements. 
 
CRB:  Certified Residential Broker.  To be certified, a broker must be a member of the National 
Association of Realtors®, have five years of experience as a licensed broker and have completed 
required Residential Division courses. 
 
CRS:  Certified Residential Specialist.   
 
Deed:  A written instrument, which when properly executed and delivered, conveys title to real 
property. 
 
Debt Ratio:  The comparison of a buyer’s housing costs to his or her gross or net effective income, 
and the comparison of a buyer’s total long-term debt to his or her gross or net effective income.  
The first ratio is housing ratio; the second ratio is total debt ratio. 
 
Discount Points:  A loan fee charged by a lender of FHA, VA, or conventional loans to increase the 
yield on the investment.  One point = 1% of the loan amount. 
 
Down Payment:  The percentage of the purchase price that the buyer must pay in cash and may 
not borrow from the lender. 
 
Due-On-Sale Clause:  A clause that requires a full payment of a mortgage or deed of trust when the 
secured property changes ownership. 
 
Earnest Money:  The portion of the down payment delivered to the seller or escrow agent by the 
purchaser with a written offer as evidence of good faith. 
 
Easement:  The right to use the land owned by another. 
 
Encumbrance:  Anything that burdens (limits) the title to property, such as a lien, easement, or 
restriction of any kind. 
 
Equity:  The value of real estate over and above the liens against it.  It is obtained by subtracting 
the total liens from the value. 
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Escrow:  Money or other valuables given to a third party with directions to deliver them to another 
party upon the fulfillment of a specific act or condition. 
 
Escrow Payment:  That portion of a mortgagor’s monthly payment held in trust by the lender to 
pay for taxes, hazards insurance, and other items as they become due. 
 
Fannie Mae:  Nickname for Federal National Mortgage Corporation (FNMA), a tax-paying 
corporation created by congress to support the secondary mortgages insured by FHA or 
guaranteed by VA, as well as conventional loans. 
 
Federal Housing Administration (FHA): An agency of the U.S. Department of Housing and Urban 
Development (HUD). Its main activity is the insuring of residential mortgage loans made by private 
lenders.  The FHA sets standards for construction and underwriting but does not lend money or 
plan or construct housing. 
 
FHA Insured Mortgage:  A mortgage under which the Federal Housing Administration insures loans 
made, according to its regulations. 
 
Fee Simple:  An estate in which the owner has unrestricted power to dispose of the property as he 
wishes, including leaving by will or inheritance.  It is the greatest interest a person can have in real 
estate. 
 
Finance Charge:  The total cost a borrower must pay, directly or indirectly, to obtain credit 
according to Regulation Z. 
 
Fixed Rate Mortgage:  A loan that fixes the interest rate at a prescribed rate for the duration of the 
loan. 
 
Foreclosure:  Procedure whereby property pledged as security for a debt is sold to pay the debt in 
the event of default. 
 
Freddie Mac:  Nickname for Federal Home Loan Mortgage Corporation (FHLMC), a federally 
controlled and operated corporation to support the secondary mortgage market.  It purchases and 
sells residential conventional home mortgages. 
 
Fully Indexed Rate:  The maximum interest rate on an ARM that can be reached at the first 
adjustment. 
 
Gift Letter:  A letter from a relative stating that an amount will be gifted to the buyer and that said 
amount is not to be repaid. 
 
Government National Mortgage Association (GNMA):  Called “Ginnie Mae”, a governmental part 
of the secondary market that deals primarily in recycling VA and FHA mortgages, particularly those 
that are highly leveraged. 
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Graduated Payment Mortgage:  Any loan where the borrower pays only a portion of the interest 
due each month during the first few years of the loan.  The payment increases gradually during the 
first few years to the amount necessary to fully amortize the loan during its life. 
 
GRI:  Graduate, Realtors Institute.  A professional designation granted to a member of the National 
Association of Realtors® who has successfully completed courses covering Law, Finance, and 
Principles of Real Estate. 
 
Home Warranty Plan:  Protection against failure of mechanical systems within the property.  
Usually includes plumbing, electrical, heating systems, and installed appliances. 
 
Index:  A measure of interest rate changes used to determine changes in an ARM’s interest rate 
over the term of the loan. 
 
Initial Interest Rate:  The introductory interest rate on a loan; signals that there may be rate 
adjustments over the term of the loan. 
 
Inspection (Home or Property):  A detailed inspection of, the plumbing, electrical, and heating 
systems; physical structure; and overall condition of the home. 

 
Joint Tenancy:  An equal undivided ownership of property by two or more persons.  Upon the 
death of any owner, the survivors take the decedent’s interest in the property. 
 
Jumbo Loans:  Mortgage loans that exceed the loan amounts acceptable for sale in the secondary 
market; these jumbos must be packaged and sold differently to investors and therefore have 
separate underwriting guidelines. 
 
Lease Purchase Agreement:  Buyer makes a deposit for future purchases of a property with the 
right to lease property in the interim. 
 
Lease with Option:  A contract, which gives one the right to lease property at a certain sum with 
the option to purchase at a future date. 
 
Lien:  A legal hold or claim on property as security for a debt or charge. 
 
Listing Contract:  An agreement between a homeowner and a real estate specialist that authorizes 
the specialist to market the property for sale during a given time period. 
 
Loan Commitment:  A written promise to make a loan for a specified amount on specified terms. 
 
Loan to Value Ratio (LTV):  The ratio of the mortgage loan principal (amount borrowed) to the 
property’s appraised value (selling price).  Example – on a $100,000 home, with a mortgage loan 
principal of $80,000 the loan to value ratio is 80%. 
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Lock-in:  The fixing of an interest rate or points at a certain level, usually during the loan application 
process.  It is usually done for a certain period of time, such as 60 days, and may require a fee or 
premium in the form of a higher interest rate. 
 
Margin:  The number of percentage points the lender adds to the index rate to calculate the ARM 
interest rate at each adjustment. 
 
Mortgage:  A legal document that pledges a property to the lender as security for payment of a 
debt. 
 
Mortgage Insurance Premium (MIP):  The amount paid by a mortgagor for mortgage insurance.  
This insurance protects the investor from possible loss in the event of a borrower’s default on a 
loan. 
 
Negative Amortization:  Occurs when monthly payments fail to cover the interest cost.  The 
interest that isn’t covered is added to the unpaid principal balance, which means that even after 
several payments the borrowers could owe more than they did at the beginning of the loan.  
Negative amortization can occur when an ARM has a payment cap that results in monthly 
payments that aren’t high enough to cover the interest. 
 
Note:  A written promise to pay a certain amount of money. 
 
Offer:  A proposal to purchase real estate at a particular price, subject to other specified terms and 
conditions. 
 
Origination Fee:  A fee paid to a lender for services provided when granting a loan, usually a 
percentage of the face amount of the loan. 
 
Payment Cap:  The maximum amount the payment can adjust in any given time frame. 
 
PITI:  Principal, Interest, Taxes, and Insurance. 
 
Planned Unit Development (PUD):  A zoning designation for property development at the same or 
slightly greater overall density than conventional development, sometimes with improvements 
clustered between open, common areas.  Use may be residential, commercial, or industrial. 
 
Point:  An amount equal to one percent of the principal amount of the investment of note.  Lender 
assesses loan discount points at closing to increase the yield on the mortgage to a position 
competitive with other types of investments. 
 
Possession:  The day you can move in. It is the date you agreed to in the Purchase & Sale 
Agreement. 
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Prepayment Penalty:  A fee charged to a borrower who pays a loan before it is due.  Not allowed 
for FHA or VA loans. 
 
Private Mortgage Insurance (PMI): A Mortgage Insurance Premium protecting the lender against 
loss if the borrower defaults on the mortgage. 
 
Purchase & Sale Agreement:  A written contract in which the seller agrees to sell and the buyer 
agrees to buy under specific terms and conditions. 
 
Realtor®:  A real estate agent or broker active in a local real estate board affiliated with the 
National Association of Realtors®. 
 
Second Mortgage / Second Deed of Trust / Junior Mortgage / Junior Lien:  An additional loan 
imposed on a property with a first mortgage; generally, a higher interest rate and shorter term 
than a “first” mortgage. 
 
Settlement Statement (HUD-1):  A financial statement rendered to the buyer and the seller at the 
time of transfer of ownership, giving an account of all funds received or expended. 
 
Severalty Ownership:  Ownership by one person only. Sole ownership. 
 
Tenancy In Common:  Ownership by two or more persons who hold an undivided interest without 
right of survivorship.  In the event of the death of one owner, his/her share will pass to his/her 
heirs. 
 
Title Insurance:  An insurance policy that protects the insured (buyer or lender) against loss arising 
from defects in the title. 
 
VA Loan:  A loan made by a private lender that is partially guaranteed by the Veterans 
Administration. 


