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Your first and most important step in the home buying process is interviewing 
and selecting your Realtor or real estate team to be your Buyers Agent.  

Choose someone you trust and establish a relationship with them. 

Your Village Properties agent will be your advocate throughout the entire home 
buying process. The agent you choose should have a vast knowledge about the 
neighborhoods you are considering, as well as home values.

They will discuss your goals, timeline, and home criteria to better understand 
your needs.

Your agent will actively search out properties for you and stay in communication 
throughout the purchasing experience - and after.  They will advise you, negotiate 
for you, and guide you through the entire process. 

1
Select Your Agent



Before beginning your search, speak with a lender and get pre-approved for a loan 
(unless you will be paying all cash). 

The pre-approval process is vital to your ability to purchase a home. In today’s 
market, a seller generally will not look at an offer if it is not accompanied by a pre-
approval letter from a trusted lender.

Based on your income and credit history, the lender will determine how much the 
bank will lend you, which will help you determine the price range for your search. 

The lender will generally need the following documentation from you: 
Paystubs covering the most recent 30 days. 

 • Last 2 years W2s
 • Last 2 years Personal Tax Returns. All pages & schedules.
 • Bank Statements covering the most recent 2 months    
  (Checking, savings, brokerage etc. All pages.)

Before making a decision on who you will use for your home loan, we recommend 
contacting more than one lender so as to compare the products they can offer 
you. Not all loans are the same.  Should you need it, we can recommend a few local 
lenders that are trusted and well-respected in the Santa Barbara community.

After you have determined who is the right lender for you, the home price that 
you are comfortable with and qualified to spend, it is time to begin the search 
with your agent.

2
Get Pre-Approved



Now that you have all of your ducks in a row and you know 
what price range to look in, it’s time to find your dream home!

Sit down with your Realtor to discuss your perfect home. 
What are your favorite neighborhoods? Do you have a 
preferred school district? What is your ideal home size? How 
many bedrooms and baths? Square footage? Ideal floor plan?

Your Village Properties agent will set you up on a property 
subscription service, an online portal, as well as our 
neighborhood newsfeed, so that you get listings tailored to 
your needs sent straight to your email.

They will preview homes for you and seek out off-market 
properties in neighborhoods that you are interested in. Our 
agents use their strong connections with other Santa Barbara 
real estate professionals to find pocket and coming soon 
listings for you.

Village Properties agents are well educated on market 
trends and pricing and will share their knowledge with you, 
especially as it pertains to the properties that interest you.

You will want to visit open houses on the weekends and 
broker tour days. It is important to always mention to the 
agent hosting an open house which Village Properties agent 
you are working with. This way you will not be bombarded 
with questions and you can look at the home in peace.

Your agent will schedule showings and accompany you to 
see properties.

3
 Find Your New Home



CONGRATULATIONS  - you’ve found the right home 
for you! Now it’s time to strategize and present a  
compelling offer that the sellers cannot refuse.

Your Village Properties agent will help you evaluate 
the property’s value and discuss terms in order to 
put your best foot forward when submitting your 
offer. 

They will compare and discuss comparable 
properties with you so that you can decide on the 
amount that you would like to offer.  

Your agent will discuss offer terms, including price, 
inspection periods, loan and appraisal contingencies 
and length of Escrow, so that you can structure a 
competitive offer. 

They will write a customized cover letter to include 
with the offer.

Finally your agent will present your offer package 
to the seller’s agents.

You’ve Found the Perfect Home and 
it’s Time to Make an Offer!
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It’s time to reach an agreement with the Seller on price 
and terms and your Village Properties agent is well 
trained to represent you in any negotiations that result 
from your offer. 

If your offer is lower than list price, or the Seller has 
multiple offers, then the Seller may return with a “counter 
offer” for price and/or terms. When confronted with a 
multiple offer situation it is important to consult with 
your agent regarding your strategy

You can choose to accept, reject, or make another 
counter offer. Your Realtor will provide advice on pricing, 
terms and negotiating strategy throughout. 

5
Negotiate



Going into Escrow & 
Completing the Loan Application 
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Once you have an accepted offer, your Realtor will open 
an escrow. 

Escrow is a neutral third party who works with you, your 
agents, your loan officer, the sellers, and the seller’s 
agents to facilitate the transaction.

It’s time for you to complete the loan application with 
your lender. Processing will likely take 30-45 days. 

You will deliver your deposit (generally 3% of purchase 
price) within 3 days of opening escrow.

Escrow will create your “Timeline of Events”, using the 
time periods agreed upon in the contract. 

You will receive your Preliminary Title Report on the home.



It is the duty of the Buyer to determine the condition 
of the property. Your due diligence period is your time 
to do this by hiring inspectors and learning more about 
your prospective home. The inspection time period is 
specified in your purchase contract (generally 17 days 
unless otherwise agreed upon).

At Village Properties we have a large network of home 
inspection and construction professionals and are 
happy to give you our recommendations.

Your agent will coordinate the inspection appointments 
with all parties and review the inspection reports with you.

You will also receive many disclosures during this 
time period to review with your agent and add to 
your knowledge about the home. Read carefully all 
documents your receive and ask questions.

Your agent will negotiate credits/repairs with the Seller, 
if any, and finally release inspection contingencies. 

7
Due Diligence 



All of your i’s are dotted and your t’s have been crossed with 
the bank - it’s time for your loan to fund!

You and your lender will work together to get the necessary 
paperwork signed and proper funds wired to escrow.

This generally happens a day or two before your closing date.

Mortgage Funding
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Your contingencies have been released and you’re ready 
to make your new home officially yours.

The final walk through will occur within 5 days of closing

We will coordinate a time for you to visit the home and 
walk through it to verify that it is in the same condition as 
when you made your offer and that the repairs that had 
been negotiated have been completed.

9
Final Walk-Through 

with your Realtor



10
The Closing

CONGRATULATIONS!!! You just bought a house!

Your agent will get a call (usually mid-morning) on the 
date of closing that the documents have been recorded.

It is time for them to give you the keys for you to celebrate 
and to enjoy your new home.



The process can seem daunting, but we promise to hold your 
hand the whole way through it.

You have questions? Ask!

You need an explanation? That's what we're here for!

Are you ready to get going? Let's get you that dream home.

We hope you’re as excited 
as we are to help you get 
into your new home! 



STEP BY STEP
BUYER CHART



ADJUSTABLE RATE MORTGAGE (ARM) — The interest rate 
is tied to a financial index making the monthly mortgage 
payment go up or down over time. 

ANNUAL PERCENTAGE RATE (APR) — The percent of 
interest that will be charged on a home loan. 

APPRAISAL — A report highlighting the estimated market 
value of the property based on local market data and the 
recent sales price of similar properties, completed by a 
professional appraiser.

ASSESSED VALUE — Value placed upon property for 
property tax purposes by the Tax Collector. 

ASSOCIATION FEE/HOA FEE — In addition to a mortgage, 
certain housing communities such as townhomes have a 
monthly fee associated with maintaining the common 
areas and ameni- ties. 

CLOSING — This is the final step in the transfer of property 
ownership. Buyers sign all the documents relating to the 
transaction and the final disbursements are paid.

CLOSING COSTS — The buyer and seller have expenses 
associated with the transaction other than that of the 
actual cost of the home. For example, the buyer has a 
variety of fees due for obtaining a new loan and the seller 
must pay commission to both agents. 

CLOSING STATEMENT — The statement which lists the 
financial settlement between Buyer and Seller, and the 
costs each must pay. 

COMMISSION — A percent of the sale price of the home 
that is paid to agents. The seller pays commission to both 
the buyer and listing agent. 

COMPARABLES — Homes in the area of interest that have 
recently sold that have similar fea- tures. 

CONTINGENCIES — Conditions which must be met in 
order to close. Contingencies are typically tied to a date, 
referred to as a deadline. If the contingency is not satisfied 
the contract may be canceled. 

CONVENTIONAL MORTGAGE — A mortgage or Deed of 
Trust not obtained under a government insured program 
such as FHA or VA. 

COUNTEROFFER — An offer, made in response to a 
previous offer, that rejects all or part of it while enabling 
negotiations to continue towards mutually-acceptable 
sales contract. 

DEBT TO INCOME RATIO — A lender will look at a 
borrowers debt versus income to determine 
the amount of loan they are eligible for and if they can 
repay their debt plus the home loan. 

DOWN PAYMENT — A percent of the cost of the property 
that is paid up front as a part of the mortgage. 

EARNEST MONEY DEPOSIT — The deposit made from the 
buyer to the seller when submitting an offer. The deposit 
given by a Buyer in California is usually 3% of the purchase 
price to a Seller to show that the buyer is serious about 
purchasing the home. Earnest money is usually refundable 
to a homebuyer in the event a contingency in the sales 
contract cannot be met. 

FHA — A mortgage that is financed through a private 
lender and insured by the Federal 
Housing Administration, often requiring a lower down 
payment and income to qualify. 

FIXED RATE — A loan on which the interest rate and 
monthly payment do not change. 

HOME INSPECTION — Professional inspection of a home, 
paid for by the buyer, to evaluate the quality and safety of 
its plumbing, heating, wiring, appliances, roof, foundation 
etc

HOME WARRANTY — A policy that covers certain repairs 
(e.g. plumbing or heating) of a newly purchased home for 
a certain period of time, typically one-year. 

HOMEOWNERS INSURANCE — A policy that protects the 
homeowner and the lender from fire or flood, a liability such 
as a visitor injury, or damage to your personal property.

INTEREST RATE — The percentage of an amount of money 
which is paid in order to borrow money for a specified 
amount of time. 

LOAN — A sum of borrowed money (principal) that is 
generally repaid with interest. 

Key Real Estate Terminology 



Key Real Estate Terminology 

MARKET VALUE —The highest price a willing buyer would 
pay and a willing seller would accept, both being fully 
informed, and the property being exposed for sale for a 
reasonable period of time. 

MORTGAGE INSURANCE — Insurance written in 
connection with a mortgage loan that protects the lender 
in the event the borrower cannot repay their loan. This is 
usually not required if the borrower has 20% or more for 
the down payment. 

MULTIPLE LISTING SERVICE (MLS) — The national list 
of real estate properties that are available for sale. These 
are the most reliable sources to receive up-to-date listing 
information. 

PRE-APPROVAL LETTER — A letter from a mortgage 
lender indicating that a buyer qualifies for a mortgage of a 
specific amount. It also shows a home seller that they are 
a serious buyer

PRELIMINARY TITLE REPORT — A report showing the 
condition of title before a sale or loan transaction. After 
completion of the transaction, a new title insurance policy 
will be issued. 

PRINCIPAL — The underlying amount of the loan which is 
actually borrowed. 

PROPERTY TAXES — These are the taxes that are enforced 
by the city, town, county, and state government entities. 
These taxes are included in the total monthly mortgage 
payment and are held in escrow by the lender. 

TITLE — A legal document proving current and proper 
ownership of the property. Also referred to as a Title Deed, 
this document highlights the history of property ownership 
and transfers. 

TITLE INSURANCE — Insurance policy that guarantees the 
accuracy of the title search and protects lenders and the 
homeowners against legal problems with the title. 

RECORDING FEES— Money paid to the lender for 
recording a home sale with the local authorities, thereby 
making it part of the public records. 

UNDERWRITING — The process in which the potential 
home buyer is evaluated for their financial ability to obtain 
and repay a loan. This normally consist of a credit check 
and appraisal of the property. 

VA LOAN — Loans that are given to Americans who have 
served in the armed forces. They are administered by the 
Department of Veteran Affairs. 



When you enter into a discussion with a real estate 
agent regarding a real estate transaction, you 
should from the outset understand what types of 
agency relationship or representation you wish to 
have with the agent in the transaction.

In real estate practice, the duties of an agent 
are clearly defined. The agent (a term generally 
applied to both broker and salesperson) represents 
the interests of the principal (also known as the 
client) in a real estate transaction. 

The relationship that exists between the principal 
and the agent representing them is called agency. 

An agency relationship is a fiduciary relationship 
of trust between the broker and the principal 
created by contractual agreement. As a fiduciary 
or person of trust, the agent owes the principal 
the specific duties of diligent care, obedience 
to lawful instructions, accounting for all funds 
received or dispersed, loyalty to the interests of 
the principal, and disclosure that is informative 
and influential to the decision-making process. 

In seller agency, the agent represents solely the 
seller in a real estate transaction. The agent will 
negotiate on behalf of and act as an advocate for 
the seller

In buyer agency, the agent represents solely the 
buyer in a real estate transaction. The agent will 
negotiate on behalf of and act as an advocate for 
the buyer.

A situation in which both buyer and seller are 
represented by the same agent is called a dual 
agency transaction. After this relationship has 
been fully disclosed and accepted by both parties, 
a dual agent represents both sides in a transaction 
and is responsible for providing all of the duties 
described above in the transaction.

In dealing with third parties, the agent must obey 
the principal’s instruction, act in good faith, and 
use professional judgement and ethical practice. 
They must also promote and protect the interests 
of the principal, avoid misrepresentations, and 
comply with federal housing regulations. 

UNDERSTANDING  AGENCY



Your Home Buyer’s Comparative Shopping List: Needs vs. Desires

My Needs In A Home What do I absolutely need in my next home...

1.  _____________________________________________________________________

2.  _____________________________________________________________________

3.  _____________________________________________________________________

4.  _____________________________________________________________________

5.  _____________________________________________________________________

6.  _____________________________________________________________________

7.  _____________________________________________________________________

8.  _____________________________________________________________________

9.   _____________________________________________________________________

10.  _____________________________________________________________________

My Desires In A Home What do I absolutely love in my next home...

1.  _____________________________________________________________________

2.  _____________________________________________________________________

3.  _____________________________________________________________________

4.  _____________________________________________________________________

5.  _____________________________________________________________________

6.  _____________________________________________________________________

7.  _____________________________________________________________________

8.  _____________________________________________________________________

9.   _____________________________________________________________________

10.  _____________________________________________________________________



Finding the perfect home rarely happens, as compromises are inherent in the home purchase process. But 
with our help, I’ll work to get you as close as I can to your ideal home. Please take a minute and help me by 
answering the following questions. Your feedback will provide information I can use to simplify your property 
search and save you time. If there are any de tails that aren’t addressed in the questions, feel free to add them. 

Buyer Questionnaire

GENERAL QUESTIONS 

Where do you want to buy property?  _________________________________________________________

Is there any specific part of the city/area that you prefer?  _________________________________________

Is there a specific school or school district you’d prefer to live in/near?  ______________________________

If yes, which school district(s)  _______________________________________________________________

Do you have pets?  YES       NO  What kind, and how many?  ____________________________

Have you bought or sold a home in the past?      YES NO

If yes, how long ago and where?   _____________________________________________________________

Do you need to sell a property before you can purchase another?      YES           NO           ON MARKET 

Are you currently in a lease?      YES  NO       If yes, when does it expire?  ___________________

How soon do you want/need to be in a new home?   _____________________________________________

Are you interested in a new home, a resale home or both? NEW          RESALE  BOTH

Do you or any members of your family have any disabilities, conditions, or other circumstances that would 
require specific home features?     YES NO

If yes, which features do you or your family members require?  _____________________________________



FINANCING & PRICING

What style of home would you prefer?  _______________________________________________________

Are stairs acceptable?  ____________________________________________________________________

Is a master bathroom important to you?  YES  NO

What square footage do you prefer?   UNDER 100 1,000-2,000 2,000-3,000 OVER 3,000

Is air conditioning important to you?   YES  NO

Open floor plan?   YES  NO  An office or study?    YES     NO

Formal dining room?  YES        NO     Patio/deck?     YES      NO 
Sprinkler system?  YES  NO

Do you want a garage?  YES   NO          NO PREFERENCE

If yes, how many garage spaces? 1 2 3 4+ NO PREFERENCE

YOUR NEW HOME

Have you arranged financing yet?  YES  NO

Do you need assistance in locating financing?  YES  NO

Have you been pre-qualified, pre-approved, or otherwise informed as to what your maximum purchase 
amount is?  YES  NO

If yes, what amount have you been pre-qualified/pre-approved for? ________________________________

If yes, will your lender issue a pre-qualified/pre-approval letter stating this amount?    YES  NO

Do you have enough funds in your account to cover earnest money? YES  NO

What monthly payment range would you feel comfortable with?   _________________________________

Would you require down payment assistance?  YES  NO         



CONTACT INFORMATION

What size lot would you prefer? SMALL  MEDIUM  LARGE  SPECIFIC ACREAGE  __________

Is a master bathroom important to you?  YES  NO

Are there any other specific features that were not addressed in this questionnaire that you would like to 
be factored into your property search?

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

_______________________________________________________________________________________

Phone:  ___________________________________________________________________________________

Email Address:   ____________________________________________________________________________

Thank you for taking the time to complete this questionnaire!
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