
So you’re ready to m
ake your m

ove? 

ELIZABETH FARAFONOV
THE AGENC� �RE�ENT

W
e’ll roll out the red carpet.



The Buying II

Process



Being a real estate agent encom
passes m

any roles—
each

essential in helping you find your dream
 hom

e. From
handling m

ulti-offer scenarios and navigating challenging
sellers to providing em

otional support and keeping you
updated on the current m

arket m
om

ent, I’m
 right by your

side. From
 curating industry relationships to give you a

com
petitive edge to know

ing the levers in our contracts
that accom

plish your goals, from
 studying the latest m

arket
trends to flexing m

y negotiation pow
er on your behalf, I’m

here to guide you through the entire transaction !ourney
so you have the best experience every step of the w

ay.

"bove all, the thing that m
ost excites m

e in m
y role is

helping you reach your goals. #
hether you’re a first-

tim
e hom

ebuyer or a seasoned investor, w
e’ll craft a

personali$ed strategy tailored to your uni%ue needs.

M
y job is to execute your real estate

�� B��ER �ERVICE�

transaction so
sm

oothly and
efficiently

that it feels sim
ple and easy.
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THE HO�EB��ING �ROCE��
AT A GLANCE



GETTING FINANCING �RE�A��ROVAL

W
hen it com

es to real estate!
&

nless you’re purchasing in cash, determ
ining the loan am

ount you %ualify for is im
portant. #

e’ll connect
you w

ith a m
ortgage broker, w

ho’ll determ
ine how

 m
uch a bank w

ill lend you. Banks have different w
ords

for it' (pre-%ualified,) (pre-approval) or (a fully underw
ritten pre-approval.) *hey’ll help you understand

financing options, w
hat your dow

n paym
ent and additional closing costs w

ill be, and place you in a better
negotiating position.

+nce you have your price range, you need to take into account closing costs, m
oving costs, taxes, and

possible ,
+" fees.

W
e’ll walk you through it�

m
oney talks.



��ALIF�ING FOR A LOAN
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U
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IT
-stablishing a good credit score w

ill help you secure m
ore favorable financing term

s.
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" consistent !ob history w
ithin the sam

e com
pany.industry is ideal, but career advancem

ent m
ay also be acceptable.

D
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*his is a crucial factor the lender uses to determ
ine how

 m
uch you can afford to spend on housing. *he lender looks at all aspects

of your incom
e and debt, as w

ell as factors in your anticipated new
 principal and interest loan paym

ents, your property taxes, your
insurance costs, and any other relevant housing costs.
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*his is w
here the lender verifies your funds for your dow

n paym
ent, your closing costs and your cash reserves.
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*he lender w

ill re%uire an appraisal by a certified fee appraiser to verify the property’s m
arketability, condition, and value, ensuring

sufficient collateral for the loan.

"on’t #
orry if you don’t m

eet all of the guidelines. $enders #
ork through a variety of

circum
stances and different loan products.  %nd #

e’re here to help.

Here’s what m
atters to lenders.
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" large paym
ent or other significant purchase, such as a car, furniture, and appliances, can im

pact your debt-to-incom
e ratio

and prevent you from
 %ualifying for a loan.

D
O

N
�T �AY O

FF D
E�

T
*alk to your loan officer about your best strategy. *hey m

ay prefer you keep the debt and m
aintain higher cash reserves vs. deplete

your cash reserves to pay dow
n debt balances.
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ill show
 up on your lender’s credit report and need to be explained in w

riting.
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*ransfers from

 one back to another appear as new
 deposits, w

hich can com
plicate the application process.

If you do need to m
ove m

oney around or ad!ust your finances, speak to your lender first.
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S
/our lender w

ill do one last em
ploym

ent verification !ust before funding your loan—
any undisclosed changes to your em

ploym
ent

can !eopardi$e your loan, your deposit and your ability to buy a hom
e.

LET�� �ET �O� �� FOR ��CCE��

Applying for a hom
e loan can be a sensitive process.
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I’ll leverage m

y connections w
ith fellow

 agents to actively
identify potential sellers in your desired location.
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e shop around and get clearer on your w
ants and needs,

w
e’ll further refine the search.
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+nce w
e’ve found the one for you, w

e prepare an offer.

�HO��ING FOR �O�R HO�E
$et the hom

e toursbegin.



�A�ING AN OFFER
W

e provide expert advice. You pick the offer price.
Not too high. Not too low. Just right.

0ongratulations1 /ou are officially in
contract to buy a hom

e. *here is still a lot
to accom

plish, but you are one very large
step closer to achieving your goal.

#
hen you subm

it an offer to a seller for consideration, here’s how
 they can respond'

2ellers m
ay push back on the price

and.or other specific term
s of your offer.

If you accept their counter, see 34. If you
counter back, sit tight right here in 35,
as there is som

e negotiating left to do.
If you re!ect their counter and m

ove on,
skip to 36.

#
hen an offer or counteroffer is re!ected,

they’re saying (thanks, but no thanks.) +f
course, after an official (no) is given, there
is alw

ays the possibility that the re!ected
party m

ay try to reopen negotiations
and reenter the conversation w

ith m
ore

favorable term
s.

ACCE�T
CO�NTER

RE�ECT
1

&
'
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"s a respected professional w

ith trusted realtor relationships, the rapport I build during early conversations w
ill go a long w

ay to
tipping the scales in your favor. "nd w

hen the tim
e com

es, I’ll represent you at the negotiating table to reach an agreem
ent w

ith the
seller on the final price and contract term

s. In m
ultiple-offer situations, our experience, know

ledge and strategic thinking are huge
assets in understanding the current m

arket, rate conditions and the potential of your buying pow
er.

FINALIZING THE AGREE�ENT
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ork w
ith your entire team

, from
 your attorney to your m

ortgage broker, to w
alk you through the contract, disclosures

and other agreem
ents to protect your interests.
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+nce the seller approves, you’re one step closer to being a hom
eow

ner. ,
ere w

e go.



�O��RE NO� IN CONTRACT

IN
S�ECTIO

N
S A

N
D

 IN
�

ESTIG
ATIO

N
S

/ou w
ill be provided w

ith pages of advisories, disclosures and reports covering the various aspects of the hom
e and

com
m

unity that you should consider investigating. /ou are strongly encouraged to investigate all m
atters that are

im
portant to you.

+nce you are satisfied w
ith all aspects of the hom

e, you w
ill be asked to rem

ove your contractual investigation
contingency by the deadline outlined in your offer.

�O
A

N
 U

N
D

ER
�

R
ITIN

G
*he lender underw

riting phase begins. *he lender m
ay ask for m

ore docum
ents along the w

ay
and order an appraisal of the property.
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-scrow
 is the process w

hereby parties to the real estate transaction deposit docum
ents, funds, or other item

s of value
w

ith a neutral, disinterested third party 7the escrow
 agent8. *hese are held in trust until a specific event or condition

occurs according to specific, m
utual w

ritten instructions from
 the parties. In other w

ords, escrow
 is essentially a

clearinghouse for the receipt, exchange and distribution of the item
s needed to transfer or finance real estate. #

hen all
conditions are m

et, a distribution or transfer takes place, the transaction occurs, and the escrow
 is (closed.)



Buying #ith IIIThe Agency



THE AGENC� �IFFERENCE

�
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The w

ay w
e see it is this: N

o agent is an island, and no one should go it alone. The Agency’s culture of collaboration m
eans you benefit from

our strength as a w
hole. W

e consistently engage in organized and organic conversations about the industry and its im
pact on our clients, as

w
ell as new

 listings and other inform
ation that directly benefits our buyers and sellers.
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#

eekend w
arriors need not apply. #

e are a team
 of full-tim

e, com
m

itted real estate professionals. #
e are highly selective about w

ho w
e bring

to the team
 because every single person is a vital part of the overall vision.
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It’s all in our w

heelhouse. *he "gency offers the engine in-house to cater to all of your real estate needs, w
hether searching for a hom

e,
com

m
ercial space for your business, an investm

ent property, a vacation hom
e in 9

exico, or a ski chalet for the holidays. #
herever you’re

going, w
e can take you there.
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#

e don’t !ust enter a m
arket. #

e con%uer it. In each location, w
e seek out the very best real estate professionals—

the agents w
ho understand

the nuances of each neighborhood. *hen, w
e back them

 up w
ith our vast global reach and resources.
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ur "lobal Presence

W
e’re the industry’s leading boutique

global luxury brokerage.
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eone in your corner,

in every corner of the w
orld.

140+ OFFICES
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Ready to find your dream
 hom

e?
�E CAN TA�E �O� THERE�

TheAgencyR!.com
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