The Home Buying Process
Buyer Consultation

Ed Reynolds

(http://www.edreynolds-homes.com/

-> What Customers Have Said)
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Making an offer on a home
being prequalified.

” Prpqualllu ation will make your life easier - so take the
e to speak with a lender. lhelr spor ific arts in
regard 101 you determine the

price range you can afrord It is an important step on the
path to home ownership.

Not having a home inspection:

Trying to save money today can end up costing
you tomorrow. A qualified home inspector will detect
issues that many buyers can overlook,

O Limiting your search to open houses,
ads or the internet.

Many homes listed in magazines or on the internet have
already been sold. Your best course of action is to contact
a Realtor”. They have up-to-date information that is
unavailable to the general public and are the best
resource to help you find the home you want.

O Choosing a real estate agent who is
not committed to forming a strong

business relationship with you.

Making a connection with the right Realtor is crucial.
Choose a professional who is dedicated to serving your
needs-before, during and after the sale.

e

Planning To Avoid These Mistakes

10 Deadly Mistakes buyers make Whén purchasing a home:

Thinking there is only one perfect
house out there.

Buying a home is a process of elimination, not selection.
New properties arrive on the market daily, so be open to
all possibilities. Ask your Realtor for a comparative mar-
ket analysis. This compares similar homes that have
recently sold, or are still for sale.

O Not considering long-term needs.

It is important to think ahead. Will the home suil
your needs 3-5 years from now?

O Not examining insurance issues.

Purchase adequate insurance. Advice from an
insurance agent can provide you with answers to any
concerns you may have.

This is essentially a mini insurance policy that
usually lasts one year from the close of escrow. It
uquallv covers basic repairs you may encounter and

you find the protection plan you neced.

O Not knowing total costs involved.

Early in the buying process, ask your Realtor
or lender for an estimate of closing costs. Title com-
pany and attorney fees should be considered. Pre-pay
responsibilities such as Homeowner Association fees and
insurance must also be taken into account. Remember to
examine your settlement statement prior to closing.

Not following through on due
diligence.

Buycrs should make a list of any concerns they have
refa issues such as; crime rates, schog
lines, neighbors, environmental conditions, etc. Ask the
important questions before you make an offer on a home.
Be diligent so that you can have confidence in your pur-
chase.

Oh, by the way ™... whenever you come across
people who are thinking about buying or selling a home
and who would appreciate the kind of service | offer,

I'd love to help them. So, as these people come to mind,
just give me a call with their name and business phone
number. I'll be happy to follow up and take care of them.
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AGENCY

The Connecticut licensing laws and requlations allow a
broker to enter into

—Buyer-Agency contracts with potential purchasers /
lessees

Buyer agency agreement must be in writing before the
salesperson attempts to negotiate on behalf of the buyer.

Negotiate has been defined to include showing the buyer
property and giving advice to the buyer about particular real
estate.




AGENCY RELATIONSHIPS

One person representing the interests of another personin a
realestate transaction.

The relationship formed between the agent and the client is
called a fiduciary relationship and this is what
you can expect from me:

. Loyalt
yary 5. Confidentiality
. Obedience .
6. Accountability
. Diligence

7. Reasonable Skill &

. Disclosure Care



BUYER AGENCY

*A buyer’s agent represents the interests exclusively of the buyer :

e As your buyer’s representative you can expect me to:

* Arrange property showings Assist in writing an offer
. PI_’OVIde mformatl_on Negotiate the price and terms
* Disclose any public -Maintain Confidentiality

iInformation
Prepare market analysis
Counsel on offering pricing

*Assist with the loan application

Monitor all dates, events, and
requirements.

*Attend the closing

Be resource from then on



Parties to the agreement

Property : Description/Location/Price
range

Term: From->To

Broker’s Duties : Diligent Effort To
Locate & Negotiate Purchase On
Acceptable Terms

Buyer’s Duties : Work Exclusively
With Me/ Spirit Of Cooperation

Fees : Paid by seller unless otherwise
noted




| can’t;

Make your decisions for you

Reveal confidential info about other clients
Guarantee you will buy property below market value
Take advantage of your situation

Violate law —state or federal

Hide or misrepresent materials facts

Choose your neighborhood

Tell you what school systems are better

Be certain of how P & Z will do

Tell you if a person died at the property from murder,suicide,had
HIV or is haunted

Collect rebates from other professionals



X Lender
Pre-Approwal

2

A Determine How Much Mortgage You Can Afford

/

-Establish A Lending Relationship:

Ridgefield Savings Bank
Webster Savings Bank
Wells Fargo

?

-Get Pre-Approval: A letter from a lender

Loan
Origination -
Application

that says the borrower’s credit, bank references and
employment have been verified. Shows the seller that

¥

the buyer is very serious. (Pre-Qualified)

Lean
Processing
Do cumentation

Between accepted offer and contract, inspections

¥

Property
Appraised

r

are completed and issues resolved. Finalize
financing to remove the mortgage contingency:

Loan
Underwriting -
Risk
Acceptable

Loan Origination
Loan Processing

'

Remowe
Mortgage
Contingency

Loan Underwriting

Give Lender’s Appraiser access to home as well
as pertinent pricing information 9
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The Search

Realtor & Client Create
Analyze Heeds ™ Game Plan

E Wants

¥

wth:ent *Your pre-approval will help

Reviewr

determine your budget range(reassess’

Establish
Aute-Email of
Listings Which

Meet Requirements

*We will assess (reassess)your property needs (variety of lists)

* Provide sources of accurate information on neighborhoods, schools,
and communities.

* Provide you with a list of properties that meets your requirements

e You should drive by and determine the neighborhood you prefer

» Set appointments to view the properties

» Schedule my time in advance so | can give you the attention you deserve

e Tour properties until we find the right one (then my job really starts)

» My market analysis will help determine the probable range of value

« The market value will reflect market conditions, number of buyers, inventory

*Supply and demand

Stép 3



Residential | Lots & Land | Rental |

Search Tools

Home Finder Criteria

Include residential properties in Home Finder results

Single Family - Detached
[C] Condo
[[] co-0p

Areas

Minimum Maximum

5400000 ~ 5650000

Required

Build the search area by choosing ANY COMEINATION (max 25) of Standard Areas

andior Map Search selections
Standard Areas | msp Sesrch |
Select County(s):
MNew Haven County

Litchfield County
Hartford County

Select Area Type(s):

ZIP Codes

Select Area(s)

Bethel
Bridgeport
Brookfield
Danbury
Darien
Easton
Fairfield
Greenwich

To add to your criteria, scroll
through the choices in the
window to the left and click the
"Add” button. Hold down the Cirl
key for multiple choices.

Areas from the counties where
you normally work are displayed
first.

perty Features Optional
Must Hawve featurss need to be used carefulhd A Must Have choice eliminates any property that
does not match, Likee to Hawve criteria choices do not eliminate properties, Listingbook uses Like to
Hawe features to find perfect matches [.}

Feature Like to Have Must Have

Bedrooms Mot Specified - 3 or more -
Baths Mot Specified - 2 or more -
Square Feet Not Specified Mot Specified
Parking Mot Specified - 2 ormore cars -
If you select any of the following criteria, you will have a more comprehensive ssarch by using Like
to Hawve criteriz rather than Must Hawe criteria, & Must Hawe choice eliminztes any properties that
do not match, A Don't Want choice eliminates any properties that match.
Mote: Criteria that include less than one acre also indudes listings that do not have an acreage listed.
Age Acreage

Like to Must Dont Liketo Must Dont
Have Have Want Have Have Want

Feature Like to Have Must Have Don't Want
Home Owners Association

Home Cwners
Association D I:‘ D

Appliances D l:‘ D

[o8)



Search Tools : www.edrevnolds-homes.com

Welcome to Ed Reynolds’ Homes

“For All Seasons”

About Me

* Resources

»  Sellers

Please Complete The Information Requested Below And | Will Forward Listings

To You Which Meet Your Requirements.
-=Describe Your Dream Home

What Town Would You Prefer
W Bethel W Brookfield W Danbury B New Fairfield Bl New Milford [l Newtown

B Redding M Ridgefield Ml Sherman [ Wilton M Other

What Type Of Property?
M Single Family Home B Condominium B Townhouse B Multi-Family B Land

B Rental @ Other........... Other Type? : _

Target Price Range
@ $5100to 150 K @ $150-200 K @ $200-250 K @ $250-300 K @ $300-400 K

® $5400-500 K @ $750k-1.0M @ $1.0-1.5M @ $1.5-25M @ $2.5 M +

How Many Bedrooms
®1 92 ®3 ®4 @5 or More

How Many Baths
®1® 2@® 3® 4@ 5orMore

Add Your Comments To Clarify The Above

-

» Contact

Self-Search or
request listings

[0¥)

12



{_'.; Search - RE/Xplorer - Windows Internet Explorer

R#plm-er

Contacts | Search | Listings | Tax | Statistics | Membership | Setup | Resources | Financials

Search Tools

Search > Single Family A'O > EDVWWARD REYHOLDS is Logged in

| Sawve Search || Edit Search || Reset Search ||Saar|::hbyMap|

Enter search criteria in any appropriate field(s) below and either move to the
next field or dick "Update Matches, ™ View your matches by selecting a report.

Market Code:

Status:

Off Market
Date:

Closed Date:

Property Type:

Town(s):

Price Range:
Acres:
Style:
Square Feet:

Year Built:

New
Construction:

# of Rooms:
# Bedrooms:

# of Full Baths:

# of Half Baths:

£ | Search Form -- Webpage Dialog

o o EE o »

=
(=]

Edit Search Criteria

Search for the field or select a field from the list.

Field Name: |

Advanced Search
= Common to All Types
[V # of Bedrooms
[ # of Elevators
[~ # of Employees
|v #of Fireplaces
[ # of Ful Baths
[¥ # of Half Baths
[~ #of Loading Docks
[~ #of Lots

[ # of Rest Rooms
[V # of Rooms

[ # of Stories

[~ #of Tenants

[ # of Total Baths
[~ #of Units

[V Acres
[~ Acres, Source

[ # of Overhead Doors

[~ Acceptable Financing

[ Addition Space Avail [ M)
[ Address

[~ Al Schools (Elm, Mid, HS)
[~ Aternative Listing Type

[ Amenities

Greater Fairfield County

CMLS

| can create
auto-email
campaigns

based on your
requirements

[o8)



Negotiate Terms of Offer To Purchase

Negotiating strategies

What to Offer; how to counter

Inclusions and exclusions

Your instructions will be followed

Discuss all contract paperwork

All paperwork signed

Copies provided

Inspection Process to Begin

Objective professional advice

If you choose not to,we will require you to waive your rights in
writing

Deficienncies noted on the report

Inspection report given to me

Appropriate written response- escalate the material
Attach copies of pertinent section of report

Repair addendum signed by all

If the negotiations fail- the process begins again

14



Negotiate Terms of Offer To Purchase

OFFER TO PURCHASE
BUYER(s)k offer{s) to purchase from

SELLER(s): _ _ _ _ the PROPERTY
LOCATED AT:

T
MLS &: . a5 listed in the Multiple Listing Date of this Offer
INCLUDING THE FOLLOWING EXTRA ITEMS:

The Terms and Conditions are as follows:

Sale Prica:

Imitial Deposit: Submitted to and acknowledged by

Deposit accepled by the Agent will be paid aver to the Buver's / Seller"s Attorney upon
the Sellers acceptance of said terms and conditions and collection of funds by

Balance of deposit: Payable & signing of Contract to the Buyer’s / Seller’s Attorney
Mortgage Contingency:
payable by mortgage is a sum of.,

er years.
3

shall be payable by Wire Transfer, Bank Check, or Certified Check if acceptable by
lingency date If this Offer to Purchase is rejected or the
to obtain the aforesaid mortgage, then all funds paid by the Buyer to the Seller hereunder shall be refund
Buyer. This offer will expire at midr
INSPECTIONS: This Offer to Purcha
expense, within ar days after o : d conditions of this Offer 1o Purchase by all parties,
| 1 BUILDING INSPEC | 1 PEST M | | OLTANK | | LEAD
| | WATER INSPECTION I 1 RADON I | ] UTHER
17 the above inspections or tests reveal any documented defects i that adversely affect the property or the buildings and
1 10 such property, the B 2 ide the Seller with a copy of reports that indicate such defects or conditions
ns. If the Buyer and Seller cannot come to 8 mutual agreement resolving such
matters, then Buyer / & e this Offer to Purchase all moneys paid here under shall be returmed.
PROPERTY CONDITIC er acknowledge that ifa written Residential Property Condition Report s
d Seller has not provided Buyer with the required report, Seller will eredit

15 @ residential unit built prior to 1978, the parties ag 1 each party has received, reviewed, signed
and annexed hereto a completed Disclosure and Acknowledgement Form regarding Lead-Based Paint as required by HUIVEPA.
T 3 1S NOT A CONTRACT OF S E formal written Contract of Sale to b | parties shall be executed
within calendar days by all parties to this Offer upon acceptan i
CLOSING OF SALE 10 be on or before The Buver agrees that nefther the Seller nor o representative
of the Seller / Buyer, hxs made any representation wpon which the Buyer relies except as herein expressly set forth. The parties
represent that are sole Heal Estate Brokers representing the Sefler / Buyer.
ATTACHMENTS IF APPLICABLE: | | Property Condition Disclosure Form | | Agency Disclosure Notice
[ 1 Dual / Des e v Agreement | | “Lead” Disclosure & Acknowledg Form | | Addend:
If a ; PLID Resale Certificate & Bylaws to be provided by the Seller within culendar days after acceptance.

N 1ES:

The parties acknowledge that this Agreement may be ransmitted between them by facsimile and the parties intend
that o faxed Agreement containing either th al and or copies of the parties” signntures shall i an /

REALTORS

REALTOR®
TR0

OFFER TO PURCHASE

Buyer/Seller and Property

*Terms & Conditions:
Price,Deposit,Mortgage
Contingency,Remaining
Balance,Expiration Date

elnspections & Timing & Defects

*Property Condition Report

*|_ead Based Paint

esContract To Be Executed & Date

«Closing Date

Other Attachments

Other Contingencies

eContains terms ,conditions and
contingencies to protect your
INnterests -basis for contract
*Specific concerns to be addressed

by your attorney
15



RE DISC Rev, 602

STATE OF CONNECTICUT

DEPARTMENT OF CONSUMER PROTECTION
165 Capitol Avenue + Hartford, CT 06106

P

RESIDENTIAL PROPERTY CONDITION DISCLOSURE REPORT

4

RESIDENTIAL PROPERTY DISCLOSURE:

No substitute for inspection

Seller's Name:

Property Street Address:

Property City:

The Uniform Property Condition Disclosure Act Connecti C J -327b requires the
seller of residential property to provide this disclosure to the prospectwe purd'raser pnor to the prospective
purchaser’s execution of any binder, contract to purchase, option or lease containing a purchase option.
These provisions apply to the transfer of residential real property of four dwelling units or less made with or
without the assistance of a licensed broker or salesperson. The seller will be required to credit the purchaser
_with the sum of $300.00 at closing if the seller fails to furnish this report as required by this act.

Please note that Connecticut law requires the owner of any dwelling in which children
under the age of 6 reside to abate or manage materials containing toxic levels of lead

Pursuant to the Uniform Property Condition Disclosure Act, the seller is obligated to disclose here any
ledge of any problem regarding the following:

YES NO UNKN I. GENERAL INFORMATION

1. How long have you occupied the property? Age of structure

2. Does anybody other than yourself have any right to use any part of your property
or does anybody else daim to own any part of your property? If yes, explain

3. Is the property in a flood plain area or an area containing wetlands?

4, Do you have any reason to believe that the municipality may impose any
assessment for purposes such as sewer installation, sewer improvements, water
main installation, water main improvements, sidewalks or other improvements?

5. Is the property located in an historic village or special tax district?
Explain

SELLER REQUIRED TO

PROVIDE OR PAY $300 TO
BUYER:

General Info-Years
there,age of property,flood
plain,historic district

Systems:Problems with
electric,plumbing,hot
water, sewage(septic),

underground fuel tank,
detectors

Structural: Problems with
foundation, basement, roof,
driveways,chimney,decks,as
bestos,lead,radon

May be an addendum

Signed by buyer & seller;g4



DISCLOSURE OF INFORMATION ON LEAD-BASED PAINT AND
LEAD-BASED PAINT HAZARDS (PURCHASE AND SALE)

Lead Warning Statement

a ta 1978 is notified that
[ from fead-baxed paint thar may place voung children ar risk of | loping lead poiscering,
duce permanent nevrological damage, including e clisabilities, reduced intelligence

. Lead pedton 5o pases a pearticalar risk to pregmant woms The seller of

to provide 1 J mation on lead-based paint hazards from risk
ad-based pein hazards, A risk assessment or

Seller's Disclosure
(initial)
a) Preses of lead-based paint andfor lead-hased paint hazards (check one below):
Known lead-based paint and/or lead-based paint hazards are present in the housing (explain)
Seller has no knowledge of lead-based paint and/or lead-based paint haards i the housing

(b} Records and repc nilable to the seller (check one below):

Seller has provided the purchaser with all ar ble records and reports pertaining to lead-based paint andfor lead-
based paint hazards in the housing (list documents below),

Seller has no reports ot records pertaining to lead-based paint andfor Jead-besed paint hazards in the housing

Purchaser's Acknowledgment
(Emitial)}

i¢) Purchaser has rec copies of all information listed above
i) Purchnser has recerved the pamphlet “Protect Your Family from Lead in Your Home. ™
(e} Purchaser has (check one below):

Receved a 10-day opportunity (or mutually agreed upon peniod) 1o conduct o risk assessment or inspection for the
presence of lead bosed paint andfor lead based paint hozards; or

Waived the opportunity 1o conduct a risk assessment or inspection for the presence of bead-hased paint andfor lead-
based paint hazards

Agent's Acknowledgment
(imirial}

M Agent has informed the seller of the seller’s obligations under 42 US.C. 4852d and 15 aware of hisher
responsibility 10 ensure complinnee.
Certification of Accuracy

The following parties have reviewed the information above and certify, to the bess heir knowledge, that the information provided
by the signatory is true and accurate

Purchaser Date Seller

Purchaser

LEAD DISCLOSURE

Have no knowledge

or lead based paint hazards are
present.Seller to provide buyer
with supporting documents.

Purchaser’s Acknowledgment:

has received “Protect Your Family

from Lead” pamphlet; all informatior

mentioned above.

Purchaser received an opportunity tc
conduct risk assessment or waives

this right.

Listing agent informed seller
of his obligations under the
Law.

17
See:http://www.epa.gov/lead/



MOLD AND MOLD-FORMING CONDITION DISCLOSURE

Date:

Owner(s):

Property Address:

Owner(s) certifies that to the best of Owner(s) knowledge and belief (check all that apply):

(1 Owner(s) has no knowledge of the presence of conditions that could lead to the growth of mold (such as, but
not limited to, excessive humidity, water leakage, drainage problems, flocding, etc).

[ Owner(s) has treated the Property Address above for mold growing on structural components such as beams,
studs, posts, wall cavities or penetrating (growing below the surface) of walls, ceilings or floors (“penetrating”
does not mean a small amount of mold or mildew growing on shower curtains, showers or bathtubs)

Pleass provida details- attach additional shecs if necessary
[ Owner(s) knows of the presence of conditions that could lead to the growth of mold (excessive humidity,
water leakage, drainage problems, flooding, etc). (Please provide details)

Please provide details- attach additional sheets of neccssary

The Owner(s) makes this disclosure knowing that the listing agent, the buver agent, and any potential buyer(s)
will rely on the information contained on this disclosure

Charmer’s Sigrenirs Chwner's Sigrature

Dyare

I'We have received and read this form, Completion of this form does not mean that the Owner(s) has
performed any investigation of the Property or that Owner(s) warrants that the Property is without mold

Note: Mold is present in all homes, and there are currently no standards for the presence of mold or mold
remediation. For further information see the Connecticut Department of Public Health's "Fact Sheet Mold in
the Home: Health Concerns”. The fact sheet is available at http://www.state.ct.us/dph

Huyer's signature

©2002-2003 Connecticut Assosiation of REALTORS®E, Inc
Revised Aupust 2
Revised Jaly3 1, 2003; Revised Apeil 20, 2007

REALTOR®

MOLD DISCLOSURE

Owners have no knowledge
or have treated the property
for the presence of mold. If
The later,owner to provide
detail.

Mold present in all homes;
No standards for presence of mold
Or for mold remediation.

See:http:

//www.epa.gov/mold/
moldresources.html

18
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fg . Welcome to Ed Reynolds’ Homes
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203-241-3718 [/ edreynoldsi@gmail.com / www.edreynolds-homes.com

Category [+]Name E] Number

(ally

(Top 10...)

(Custom...)

Alarms

Appliance Repair
Appraisal
CarpetiCleaners

Chimney Cleaning & Fepairs
Civil Engineer

Computer Repair

Debris Cleanup
Dumpsters

Electrician

Excavation

Fencing

iaarage Doars

Glasier

Hardwood Flooring
Heating & Air Conditioning
Housekeeping

M

Carpet,;CISarears
Carpet/Cleaners
Carpet/Cleaners
Carpet/Cleaners
Chimney Cleaning & Repairs
Chimney Cleaning & Repairs
Chimney Cleaning & Repairs

Hastey Security(Charli=)
United &Alarm

4l Bracey

Brookfield Appliance Repair
Don Troccola

Chapman &ppraisal
Domus Appraigal

Larry Eslly

Rome Appraizals
Stephen Randolf

All Clean Services
Carpets to ¥ou (Installation)
Elite Carpat Cleaning
Greg Proprowski
Kingdom Carpetrs
Miguel Rayes

Russell Carpats

Strictly Carpet Repairs
Zieglar Carpet

A-T Chimney

Firesafe Chimney Servica
Jozeph Santopolo

B8o-488-0081
zog 775-8788
Béo-g55-2123
203 7755775
203-748-6277
203-431-6338
g14-969-2890
z03-254-1838
203-2658-0637
zog-239-7807
203-324-1088
z03-746-0780
GBoo-355-2761
203-744-3236
Bé6-854-7777
203-778-3678
203-438-9202
z03-436-8061
203-743-2781
2og-701-8450
203-270-0400
zog-748-3303

VENDORS

This list is
provided as a
resource - not
an endorsement.

You are
encouraged to
request
references from
these vendors.
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Assist meeting all deadlines

Attorneys make arrangements for CLOSING
ON OR ABOUT DATE

Home owners insurance provided to lender by
buyer

Mortgage commitment letter->lift contingency
Pre-closing inspection

attend the closing

am available thereafter as needed

20



