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The Home Buying Process
Buyer Consultation

Ed Reynolds

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

-> What Customers Have Said)
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Planning To Avoid These Mistakes
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HOME BUYING PROCESSRealtor & Client 
Analyze Needs 

& Wants

Review 
Market & 
Properties

Lender 
Pre-Approval

Create 
Game Plan 
With Agent

Establish 
Auto-Email of 

Listings Which 
Meet Requirements

Negotiate 
Counter Offer

Select Home / 
Review 

Disclosures / 
Write Offer 

Acceptance 
Of Purchase 

Offer

Contracts 
Drawn / Deposit 
Earnest Money

Title 
Search

Transfer Utilities Into 
Buyer's Name 

Effective Day Of 
Closing

Remove 
Inspection 

Contingency

Review Reports 
& Request 

Repairs

Schedule 
Inspections

Buyer arranges 
Homeowner 

Insurance

Final Walk 
Through

Loan 
Underwriting - 

Risk 
Acceptable

Loan 
Processing 

Documentation

Loan 
Origination - 
Application

Property 
Appraised

Remove 
Mortgage 

Contingency

Deposit Balance Of 
Downpayment / 
Sign Loan and 

Closing Documents

Loan Funding 
& Record 

Title

Get 
Keys

Five Major Steps

1-Buyer Agency

2-Financial

3-Search

4-Offer

5-Contract

An Overview Of The Process
& What I will Do For You
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AGENCY

The Connecticut licensing laws and regulations 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.

1
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AGENCY RELATIONSHIPS

One person representing the interests of another person in 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:

1

5. Confidentiality  

6. Accountability  

7. Reasonable Skill & 
Care

1. Loyalty          

2. Obedience 

3. Diligence  

4. Disclosure
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BUYER AGENCY

• Arrange property showings 
• Provide information 
• Disclose any public 

information 
• Prepare market analysis 
• Counsel on offering pricing

1

•Assist in writing an offer 
•Negotiate the price and terms
•Maintain Confidentiality
•Assist with the loan application 
•Monitor all dates, events, and        

requirements.
•Attend the closing
•Be resource from then on

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

• As your buyer’s representative you can expect me to:
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BUYER AGENCY AGREEMENT
1

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
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• I 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
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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 

that says the borrower’s credit, bank references and 
employment have been verified. Shows the seller that 
the buyer is very serious.         (Pre-Qualified)

Between accepted offer and contract, inspections 
are completed and issues resolved. Finalize 
financing to remove the mortgage contingency:

Loan Origination
Loan Processing 
Loan Underwriting

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

2

A

B
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Step 3

•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
• You should drive by and determine the neighborhood you prefer
• Set appointments to view the properties
• Schedule my time in advance so I can give you the attention you deserve
• 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

The Search

•Your pre-approval will help 
determine your budget range(reassess)
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Search Tools

3



12

3
Search Tools : www.edreynolds-homes.com

Self-Search or
request listings
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I can create 
auto-email
campaigns

based on your 
requirements 

Search Tools
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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

4Negotiate Terms of Offer To Purchase
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OFFER TO PURCHASE

•Buyer/Seller and Property
•Terms & Conditions:

Price,Deposit,Mortgage
Contingency,Remaining
Balance,Expiration Date

•Inspections & Timing & Defects
•Property Condition Report
•Lead Based Paint
•Contract To Be Executed & Date
•Closing Date
•Other Attachments
•Other Contingencies

•Contains terms ,conditions and
contingencies to protect your 
interests -basis for contract
•Specific concerns to be addressed
by your attorney

4Negotiate Terms of Offer To Purchase
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RESIDENTIAL PROPERTY DISCLOSURE:
No substitute for inspection

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

4
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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 information
mentioned above.

Purchaser received an opportunity to
conduct risk assessment or waives 
this right.

Listing agent informed seller
of his obligations under the
Law.

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

4
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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

MOLD DISCLOSURE

4
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VENDORS

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

You are 
encouraged to 
request 
references from 
these vendors.

4
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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
• I attend the closing
• I am available thereafter as needed


