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Thank you for the opportunity to let us represent you in the purchase of your new home. We  think 
of our clients as individuals with specific needs. With this in mind, our team will strive to  give you 
exceptional service. In response to the more challenging markets we have experienced over  the years, 
we have become more determined and assertive with marketing and technology. This has  allowed us to 
be very successful in securing results for ourclients.

This is absolutely the very best time to be a buyer. Timing is everything and here are 4 reasons to  
confirm your decision to buy:

1. Interest rates are at historic lows. Expect to get a great mortgage with an attractive rate.

2. Prices are still low and you are buying into an appreciating market.

3. Sellers are motivated to get their homes sold as more inventory is coming on the market.

4. The first step to purchasing a home is to select the right Realtor to effectively and profitably  
represent your interests.,

–DSR Realty Group

Thank You

M 630.699.9655  I  E paul@destijlhomes.com I  W www.dsrrealtygroup.com 



Step 1 - Is now the right time?
• How long are you planning on living in your next home?

• Consider the benefits/drawbacks to owning a home.

Step 2-Get pre-approved for amortgage
• How much can you afford?

• What are the different loan programs available?  (FHA, VA,
Conventional)

• Make sure your credit is in good shape.

Step 3 – Find your dreamhome
• What kind of home do you want?  (Detached, 

Attached, Condo etc.)

• How many bedrooms and bathrooms?

• Are school districtsimportant?

Step 4 – The escrowprocess
• The home inspection

• Reviewing disclosures

• Ordering the appraisal

• Secure financing

Step 5 – Closing
• The final walk-through

• Schedule the move

• Changing over utilities
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The Home Buying Process



Preparing for the Lender
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Purchases
1. Complete an application with your lender.

2. Most recent 2 years of filed tax returns with all pages, along with last 2 years w2’s.

3. Two recent paystubs.

4. Two months bank statements and any 401k, IRA, or other banking/retirement/investment  
account statements.

5. Mortgage statement for any properties currently owned (ifapplicable).

6. Two years business tax returns if applicable.



Do’s & Don’ts During the LoanProcess

DO NOT wait longer than the time frame  
given per your contract to provide all  
necessary paperwork and information to  
your lender when requested.

STOP
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There	are	certain	do’s	&	don'ts	which	may	affect	the	outcome	of	your	loan	
request.	These	remain in	effect	before,	during	and	after	the	loan	approval,	up	
until	the	time	of	settlement	when	your	loan	is funded	and	recorded.	Many	times	
credit,	income,	and	assets	are	verified	just	before	you	have	signed your	final	loan	
documents.	Here	is	a	list	you	should	comply	with:

Make	Sure	That	You:

DO	NOT	do	any	of	the	things	that	may	alter	your	credit,	it	may	risk	you	obtaining	your	loan. Also,	
these	things	may	put	you	in	default	of	your	Sales	Contract,	may	put	your	ESCROW	deposit at	risk	and	
may	put	you	at	risk	of	being	sued.

DO	NOT	quit	your	job	or	change	jobs.	If	this	is	likely,	consult	with	your	loan	officer	and	call	this office	
should	this	occur.

DO	NOT	allow	anyone	to	make	an	inquiry	on	your	credit	report	except	your	lender.

DO	NOT	apply	for	credit	anywhere	else	except	with	your	lender.	This	causes	more	“hits”	on	
your credit	rating	which	can	reduce	your	credit	score.

DO	NOT	change	bank	accounts	or	transfer	money	within	your	existing	accounts.

DO	NOT	co-sign	for	anyone,	for	any	reason,	for	anything.

DO	NOT	purchase	or	attempt	to	purchase	anything	else	on	credit	such	as	another	car,	truck,	
boat, furniture	or	other	real	estate.

DO	NOT	charge	any	abnormal	amounts	to	your	current	credit	cards	or	credit	lines.

DO	NOT	send	in	late	payments,	or	incur	late	fees	for	anything.	Do	not	go	over	your	credit	limit on	any	
of	your	cards.



Do’s & Don’ts (cont.)

GO
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Make	Sure	That	You	Do:

DO	keep	all	accounts	current,	including	mortgages,	car	loans,	credit	cards,	etc.

DO	contact	both	your	lender	and	your	sales	associates	anytime	a	question	may	arise.

DO	make	all	payments	on	or	before	due	dates	on	all	accounts,	even	if	the	account	is	being	paid off	
with	your	new	loan.

DO	have	any	lender-required	money/funds	to	your	loan	officer	within	72	hours	after	
home inspection	is	complete.

DO	return	phone	calls	from	your	agent,	loan	officer,	settlement	company,	or	anyone	else involved	in	
your	transaction	within	2	hours	of	a	message.



Buyer Plan of Action

Door Knocking —One of the best ways we find our clients a great home not yet on the market is we  constantly 
door knock through the specific area that you as the buyer would like to live. We come across many  potential 
sellers this way or a neighbor who knows of someone that would like to sell their home.

Telephone Prospecting —Similar to door knocking, once you as the buyer identify the area you want to live  in 
we will also call through those neighborhoods looking for potential sellers who are not yet on the market.

Expired and Cancelled Listings —These are homes that were on the market at some point in the past 3  years 
and for whatever reason did not sell. Often times these sellers would still like to sell their home without  having to 
go through the hassle of fully marketing their home.

Database —We have an extensive database of clients who we actively keep in communication with, and have  
many clients who with the right buyer would be happy to sell their home, without having to go through the  hassle 
of having their home on the market.
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In	this	market,	it	takes	a	proactive	and	aggressive	approach	to	find	you	the	best	home	at	
the	best	price.	Every	buyer	has	access	to	the	homes	for	sale	in	the	Multiple	Listing	Service	
through	various	free websites	such	as	Zillow,	Trulia,	or	Realtor	.com.	The	reason	why	
more	buyers	choose	to	work	with	us	is	that	we	go	above	and	beyond	the	multiple	listing	
service	to	find	our	clients	the best	deals.



What to Expect from this Market

Traditional Sales —These are sellers who have equity in their homes and are usually looking to close escrow  in 
30-45 days. When writing an offer on a traditional sale you will usually negotiate directly with the seller  through 
their agent.

Short Sales —These are sellers who owe more than what they can sell their homes for and therefore have to  
negotiate with their bank to receive a lesser amount. Typically the negotiation process with the bank can take  4-6 
months to get an offer approved and the price is subject to change during this time. It is the bank that has  the final 
say in the sale price of the home and NOT the seller. It is very common for seller or bank to not make  any repairs 
on a short sale.

Foreclosures —These are the homes which have been foreclosed on and taken back by the bank also known  as 
REO’s (Real Estate Owned) or “bank owned”. Like the traditional sale, the bank will want to close escrow  within 
30 days upon accepting your offer. The banks are motivated to sell these homes quickly and will  typically price 
them slightly below market value to get multiple offers and create a bidding war to drive the  price up. Even 
though you may pay over the asking price, these can still be a great value.
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Navigating	this	market	can	be	very	complex	at	times.	In	your	search	for	a	home	you	mostly	
come	across	three	different	types	of	sellers.	Each	one	will	have	different	escrow	
timeframes,	negotiation styles,	pricing	strategies,	and	timeframes	for	accepting	your	offer.	
Without	knowing	the	different	characteristics	of	the	different	types	of	sellers	it	can	be	
very	frustrating	out	there	as	a	buyer.



What to Expect When Writing Offers
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Here	are	some	things	to	consider	to	ensure	your	offer	gets	accepted:
What	type	of	sale	is	it?
•Foreclosure,	Short	Sale,	Traditional	Sale.
Is	it	priced	right	for	the	market?
•What	is	the	buyer	activity?
•Are	there	offers	on	the	home?
•What	other	homes	are	for	sale	in	the	neighborhood?
•What	has	sold	recently	in	the	area?
•How	long	has	it	been	on	the	market?
What	is	the	seller’s	motivation?
•Are	they	price	driven	or	are	there	other	terms	that	are	important	to	
them	such	as	a	lease	after	sale?
•How	long	of	an	escrow	period	are	they	looking	for?
Do	you	need	concessions	for	closing	costs?
•Closing	costs	such	as	title,	escrow,	and	lender	fees	usually	cost	
between	1-3%	of	the	sales	price.
Are	there	multiple	offers	on	the	property?
•This	is	not	uncommon	for	homes	priced	right	for	the	market	and	in	
great	condition.
•Oftentimes	the	seller	will	ask	you	for	your	“highest	&	best”	offer.	In	
other	words,	what	is	the	highest price	you	will	offer	that	if	another	
buyer	offered	more,	you	would	not	have	any	regrets	because	you	gave	
it your	best	shot.
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E	paul@destijlhomes.com
W	www.dsrrealtygroup.com


