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Links and References 

 

bit.ly/3GqlFxo  REALTOR® Magazine Article: Most Americans Struggle    
   with Real Estate Terminology  
 

competition.realtor  Information on lawsuits and value proposition 

 

 

 



BUYER QUALIFICATION WORKSHEET 
 

Name                          

Current Address                        

Phone Numbers                        

E‐Mail Addresses                        

Family size      

Pets     

 

Current Living Situation:  

□  Own  □ Rent  □ Must sell to purchase   

Desired possession date       

 

Ideal Price     
 
Ideal Monthly Payment     

□ Preapproved    With whom    
 
Ideal Location     
 

Special requirements     □ day care facilities      □ sports/recreation programs   

□ cultural activities     □ school requirements    □ other 

Notes:     

 
# of Bedrooms                     Minimum           

# of Bathrooms                    Minimum    

Garage      

Lot Size    

Age of home    

Style     

 

 
   



 
□ Eat-in kitchen                               □ Fenced yard                           □ Boat parking      

□ Separate dining room                  □ Deck/patio                               □ Camper      

□ Fireplace                                     □ Pool                                         □ Bus/truck      

□ Family room                                 □ Waterfront                              □ Additional vehicles 

□ Finished basement                 □ Home office                            □   
□                                     □                                      □   

 
 

How long have you been looking for a home?   

How have you been doing that?     

Have any agents shown you homes?    

What was your relationship with them?    

What did you sign with them?    

Did you see anything you liked?    

What kept you from buying it?    

Describe your ideal home    

 
If we weren’t able to find everything in the price range and location you want, what would you 
consider compromising on?     
 

Are there some items that are ‘deal breakers’ – things you won’t compromise on?    
 

Tell me a little about your lifestyle, how you entertain    
 

Is there anything else I need to know  - any other requirements or needs?    

   



 

What We Do 

 
 

Find suitable property 

 

 
 

 

 

Show property 

 

 

 
 

Analyze the market 

 

 

 

 

Write the offer  

 

 

 

 
 

Negotiate on your behalf 

 

 
 

Follow‐through to closing 

   

 

 

 

 

 

How We Do It 

 

Use PLN. Contact sellers who are 

not ready yet. Other offices. 

Previous clients. Agents in our 

office have sellers. Private office 

listings.  
 

Point out features. Remind you of 

what you wanted. Help you 

compare. 

 

 

 

Utilize MLS (InfoSparks) data. 

Trained on how to analyze the data. 

Will do CMA. 

 
 

 

 

Go through the contract to 

determine how to structure it to 

your benefit. 

 

 

 

Trained in negotiating best price, 

terms and conditions for my buyers. 
 

 
 

Monitor all due‐diligence dates. 

Work with home inspector and assist 

in home inspection issues. Work 

with other agent and appraiser if 

needed. Coordinate activities with 

attorneys, title company and all 

parties. 

 Benefit to Client 
The Value – The WHY 

 

Not all the properties you see on the 

internet are available and not all the 

available properties are on the 

internet. 
 

 

Sellers ‘stage’ their homes for a 

reason. We need to look at things 

that don’t change – how difficult to 

change others.  
 

 

You want to buy a home – not just 

make an offer. Buyers or sellers’ 

market? Help you get the property at 

the best price and terms for the 

market. 
 

We need to be the ‘chosen’ one! A 

poorly written contract can be totally 

rejected. Must be sure it meets your 

needs. Changing it during attorney 

review can cause you to lose the 

house. 
 

 

We don’t want to leave anything on 

the table. Working with a trained 

negotiating expert assures you will 

get your needs met. 
 

Offer acceptance is only the 

beginning. Getting to the closing with 

all the players moving in the right 

direction is much like a well‐run 

football team. It’s the quarterback’s 

job to get the ball in the endzone and 

I will be your quarterback. 

 



The Buying Process 

The Buying Process has many different steps.  It is not simply a matter of finding a house, 
writing an offer on it, taking money to closing and moving in.  There are many important steps 
that must be followed to ensure we have a successful transaction. These are the major steps 
(there are plenty more!).  It is my job to orchestrate the successful execution of each of these 
steps. 

 Getting pre-approved for your mortgage 

 Determining your wants and needs 

 The Search begins! 

 Reanalyzing your wants and needs 

 The Search continues 

 Proactive search for new listings 

 Determining your offer price – doing a price analysis 

 Writing an offer that has the highest odds of being accepted 

 Negotiating for the best price and terms 

 Coordinating the home inspection 

 Resolution of any home inspection issues 

 Coordinating survey, termite, well & septic and other issues 

 Resolving appraisal issues – if any 

 Coordinating other issues to get to a successful closing! 

 

List of possible expenses  
 
 Earnest money – contract - varies 

 Origination Fee – lender – can be 1 – 3% 

 Application Fee – lender – for credit check and appraisal – can be $400+ 

 Inspections – depends – but may be $300 - $500 (radon, pest inspections will add $$) 

 Attorney  - can be $500 to $1,000+ 

 Insurance – you will need a prepaid homeowners insurance policy at closing 

 Title company – fees vary – please check with your attorney  

 

   



Buyers Pledge of Performance 
    

Because I am committed to preparing you to be an educated buyer, I will:    

. . . give you the most vital information on available homes    

. . . keep you aware of changes in the real estate market    

. . . arrange a tour of areas, schools and key points of interest    

. . . provide neighborhood information on municipal services, schools, churches, etc.    

. . . check applicable zoning and building restrictions    

. . . disclose all known facts about properties I show you   

. . . collect pertinent data on values, taxes, utility costs, etc.    

. . . point out strengths and weaknesses of all properties you choose to view    

. . . explain forms, contracts, escrow and settlement procedures 

     . . . discuss loan qualification and processing    

    

Because I am committed to helping you save time, I will:    

. . . provide ready access to all MLS listed properties    

. . . assist you as requested on all unlisted properties    

. . . help you select for viewing only those homes that fit your needs     

. . . show you homes only in the price range most suited to your finances    

. . . provide you a list of qualified attorneys, home inspectors or other service providers  

. . . arrange for necessary property inspections     

    

Because I am committed to helping you find the best value, I will:    

. . . prepare studies of property values in chosen areas    

. . . perform a market analysis on chosen properties    

. . . discuss financing alternatives    

. . . see that you get a complete estimate of all costs involved    

. . . advise on offers on properties    

. . . write and present your purchase agreement to the seller 

. . . negotiate on your behalf    

    

Because I am committed to you – my buyer – I will do all of this – plus:    

. . . keep your personal information confidential at all times    

. . . stay in touch with you from the day you start your search until the day you move in    

. . . coordinate all aspects of the sale and closing    

. . . receive compensation only when we have a successfully closed transaction    

    

    

   Agent Signature                                   



 

 

 

 


