
YOUR MUST HAVE 
GUIDE  
TO BUYING A HOME 



Let's Start with You
Purpose of This Guide

The Los Angeles housing market is competitive, and
for serious buyers I know how to guide you in
realizing your dream of home ownership.  
 
In this guide, I’ll cover:  
 
Part One:  What You’re Looking for in a Home  
Part Two:  The Realities of Buying a Home  
Part Three:  Making the Offer and Buying the Home
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Get set for an adventure known as the Los Angeles
housing market. Searching for a home to call your
own creates memories for a lifetime, and I count it
a privilege to assist you every step of the way.  
 
I’ll use my expertise to match your unique needs
with a home that’s right for you. Your journey will
have some topsy-turvy moments but you can rely
on me to listen carefully to what you want and
need. I’ll guide you with care.  
 
Few agents know the varied neighborhoods of the
greater Los Angeles area like I do, and my
commitment to you remains even after the sale is
completed.  
 
Take a few moments to learn about me, and then
use the rest of this guide to help me learn about
you.
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About Me
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I set my standards high to represent your real estate needs in
buying a home in the diverse neighborhoods of Los Angeles.  
 
My journey in this profession started while selling ads in the
classified section of the Chicago Tribune. My clients were real
estate agents listing open houses. I got to know their different
personalities and I learned this important truth: who you work
with matters.    
 
Every interaction is important, so clients remember me as a
knowledgeable guide, problem solver, and top-notch negotiator. 
  
I balance my competitive nature with my patience and
understanding that buying and selling a home isn’t just a snap-
of-the-fingers process. 
   
A successful real estate transaction takes a massive amount of
communication, teamwork, and time yet your phone calls and
emails are always promptly returned. Managing the process is
key so my clients stay informed and know what’s happening at
all times. 
 
A home is the single largest purchase most of us make in our
lifetimes. I will ensure that your experience remains positive and
that your needs are my top priority. 



PART ONE
Your needs, dreams and what you want from a 

home drive the buying process. You are the 

starting point. In Los Angeles, so many choices 

are available to us, but don’t get lost in your 

options.

• Who you are 

• What features are important for your home 

• How you envision your neighborhood 

 

As your real estate agent, here’s how I benefit 

you using nearly 10 years of experience: 

 

 

 • I only work with a small number of great 

clients so we ensure a personal touch 

• Count on me to preview homes for you weekly 

and daily 

• I contact other great agents for their “coming 

soon” and “off-market’’ listings to put you ahead 

of the pack. 

• I’ll door-knock in neighborhoods where you 

want to find a home.  
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Instead, reflect on:



Just like no two buyers are alike, I know and 

appreciate that your search is unique. You 

have certain desires for a house and knowing 

those will enable me to help you find your new 

home. 

 

This next section will clarify what attracts 

you to a property.

• I’ll only show you properties that match 

your preferences 

• Expect me to negotiate aggressively on your 

behalf 

• I will work with your lender and our 

affiliates to ensure a smooth transaction and 

closing

"I only work with a small

number of great clients so

we ensure a personal

touch"
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• Describe your ideal location. 

 • What’s important to you 

about the location/community 

you want to live in?

Location: 

 • What is prompting your new home search? 

 • When do you need to be in your new home? 

 • Are you pre-approved for a mortgage? 

 • What is your price range? 

 • If we find a home that meets all of your needs, 

and as many of your wants as possible, when 

would you be prepared to make an offer? 

Basic Information
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 • What are the three things you can’t live 

without? 

 • What should we avoid with your new 

home? 

• What’s most important to you in buying a 

new home? 

• Describe your ideal new home. 

• How many Bedrooms? 

• How many Bathrooms? 

• Kitchen amenities 

• What additional rooms do you need?

H o m e :

LIFESTYLE:
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We recommend to all of our clients that they 

have a pre-approval letter in hand before 

they start the home buying process. 

 

A home is a major investment, and knowing 

the mortgage you can qualify for before you 

start your home search can save you a great 

deal of time and emotional energy. 

 

Credit scores, down payments, and loan 

options are tools you can use to get the right 

loan package, and they’re also important for 

making an offer that has a strong potential 

for being accepted. 

 

Sellers want to know how you will be paying 

for their home when you submit the offer. 

 

Having your financing in place is key. 

 

Locate a lender who knows how to work with 

your situation and can customize a loan 

package for you. 

 

We would be happy to connect you with a 

lender who can work with your situation and 

customize a loan package for you.  

Financing 
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You want to jump online or in to the car to scout 

out homes, but before you do that let’s tackle 

some truths about buying a home in Los 

Angeles. 

 

Popular Beliefs: All lenders are the same; the 

rate is all that matters. 

 

Reality: Who you work with matters.  Rate is 

important, but good lenders provide outstanding 

customer service and they meet deadlines. If 

your loan is delayed or, even worse, not 

approved, it could be the difference between 

buying your dream home or fighting major 

headaches in escrow. 

 

If you're shopping for a lender ask us 

which lender might be a good fit for you.   

 

Popular Beliefs: I’ll get a better deal if I work 

with the listing agent. 

 

Reality: Working with the listing agent does not 

necessarily mean you will get a price reduction 

or get the house.  

Realities of Home Buying 

Part Two
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The listing agent is working for the seller to get 

them the most money possible.  Having a 

buyer’s agent who is a skilled negotiator 

represent you, while looking out for your best 

interests, is far more valuable. 

 

Popular Beliefs: It’s easy to buy a home.  I 

watch HGTV all the time and everyone looks so 

happy. 

 

Reality: Buying a home is nothing like what you 

see on TV.  The process doesn’t have to be 

difficult but challenges pop up.  Focusing on the 

big picture and being comfortable with the 

home you're buying can alleviate some of the 

stressful situations that can occur. 

 

Another home buying reality is that when 

you're ready to submit an offer on a home, time 

is of the essence. Other buyers are usually 

submitting their price and terms so we want to 

make as strong an offer as possible. We’ll cover 

that in Part 3. 

 

Popular Beliefs:  There's a secret inventory of 

foreclosures that I’m missing out on and those 

listings that no one else sees could have the 

home that’s right for me. 
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Yard signs, knowing the seller directly, and 

referrals from friends and relatives account for a 

small percentage of homes bought and sold. 

 

Remember, this is why using the right agent 

matters. Los Angeles and the surrounding cities 

comprise a vast market, but Jay has the 

experience and professional network to find a 

home that matches your buyer profile. 

 

 

 

  

Reality:  Check these “Quick Stats” from the 

National Association of Realtors and you’ll 

realize that the market is open and transparent: 

 

89% of sellers used an agent to list and sell their 

home while 88% of buyers used an agent.  
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"Why Using the Right 
Agent Matters."



You may feel like you've outgrown 

your current home and you're ready to 

upgrade to your dream home.   

 

You may be looking for your first property and 

need advice on neighborhoods that will work 

for you. 

 

Perhaps you have a large home where you 

raised the kids, and now it’s time to downsize 

into something more urban.  

Ready, set, let's look!
Start online. You can view homes for sale in 

neighborhoods that you like to get an idea of the 

amenities and what attracts you to the property.
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Here’s how I’ll match your dreams, needs, and 

goals from Part 1 with a home that’s right for 

you.  

NOW LET THE MATCH MAKING BEGIN



 

 

Then let’s take a ride and visit several 

properties. 

 

Remember, there is a home to match your 

budget and style. In some cases, our clients find 

their dream homes on the first day out. In other 

cases it takes more time to find a home.   

 

 

Take note of the properties that interest you 

the most. 

Now, it’s time to go inside and look around.  So 

make time for Sunday Open House tours and 

private showings.
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How to Attend an Open House

Step inside with your eyes open, taking in the 

surroundings.  It’s important to stay focused 

at this point so you know what you do and 

don’t like about your potential home.

Entering the Home:

Notice what grabs your attention – does the 

home seem welcoming? Is it the floor plan? The 

paint?

The Kitchen: 

 

Will the layout work for you? 

Do you like the existing counters or will you 

need to upgrade?

Bedrooms and Bathrooms: 

 

Are they well situated? 

 

Roomy enough?
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Roofing, plumbing, and electrical systems will be 

inspected once you make an offer. 

 

Costs:

The cost of the home itself is the price tag, 

that’s obvious. But as you continue in the 

process be aware of other costs to budget for- 

like moving costs and upkeep. All homes need 

maintenance as the years go by and I’ll be glad 

to share about this further.

Keep in Mind: 

 

The Home’s Structure 

 

As you move forward in the process and narrow 

homes down to a few that you’d like to 

potentially make offers on, keep in mind the 

home’s structure.
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P A R T  T H R E E
Do you know how fees work 

for the Buyer and Seller?

Knowing is helpful because it also reveals why 

buyer’s agents become complacent. The buyer 

doesn’t pay directly for the agent’s time and 

efforts. 

 

It seems like there’s no money coming out of 

your pocket, so many real estate agents don’t 

understand how to negotiate with sellers. 

 

I'm different. A savvy agent can save a 

homebuyer time and even money by 

negotiating and by connecting the buyer with 

top professionals.

page 17



Making the Offer and Buying 

 the Home

You’re ready to make an offer on a home when:

1. You’ve found one that captures your attention – 

and affection. 

 

2. A lender has prequalified you. 

 

Now, I'm going to make sure you look good to the 

seller. 

 

That’s why it’s important to understand—

THE OFFER SUBMITTING PROCESS

To submit an offer you will need to do 3 things:

1. Meet with me to review and sign your 

Residential Purchase Agreement (RPA), your 

offer.

2. Contact your lender. Provide a pre-approval 

letter from your lender for the amount of your 

offer price.
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3. Send me your Proof of Funds statement that 

reflects funds for your down payment or states 

if you are paying all cash for the purchase 

price amount.  A letter from your bank may 

also serve as proof of funds.



I will review the RPA, page by page.

It is here where the buyer constructs an offer 

and all major terms are laid out prior to entering 

escrow.  As your agent, I want to make certain 

you understand all the points of this contract 

prior to submitting it.  

Some of the RPA major points include:

What you offer on a property depends on a 

number of factors, including its condition, length 

of time on the market, buyer activity, and the 

seller’s urgency. 

 

I will provide you with the information you need 

to make the best offer possible on each specific 

property.
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• Accept the offer 

• Reject the offer 

• Counter the offer

The most common is the counteroffer. In these 

cases, my experience and negotiating skills 

become powerful in representing your best 

interests.

When a counteroffer is presented, we will work 

together to review each specific area of it, 

making sure that we move forward with your 

goals in mind, and ensuring that we negotiate 

the best possible price and terms on your behalf.

Typically, your offer is submitted via email 

from the buyer’s agent to the seller’s agent. 

Once submitted the seller will then do one of 

the following:

Page 20

Please keep in mind in this low inventory market 

there is a lot of competition.  The first offer we 

write might not get accepted.  Be patient. The 

perfect home for you is out there and we will help 

you find it. 



What Happens when my 
OFFER IS ACCEPTED

Your offer is accepted and escrow opens. 

 

Congratulations!

Time Frame: The typical escrow process that 

includes lender financing from your accepted 

offer to closing on your new home and getting 

the keys in your hand is 30 to 45 days. Cash 

transactions may move more quickly.

First 1-3 days

You will receive wire instructions from 

the agreed upon Escrow Company and 

you will send your initial deposit to 

escrow. 
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Days 3-21 (or otherwise agreed 
upon contingency periods)

Escrow will send you a package of 

opening paperwork.  Complete and return 

these documents to escrow within 5 days 

of receipt.

Seller Disclosures: A seller disclosure 

statement is provided by a home seller 

to a home buyer to outline known issues 

with the property.  Review all seller 

disclosures during your physical 

inspection period.

Contingencies: When the contingencies 

expire, the Buyer shall deliver to the Seller 

in writing a removal of any applicable 

contingencies or cancellation of agreement. 

Physical Inspections:  We recommend that 

you have a home inspector check the 

physical condition of the property.

Page 22



You will be sent a list of inspectors to choose 

from. Or you may select your own inspector. 

 

Please let me know what inspections you 

would like to perform. Typically we start with 

a general inspection. There are separate 

inspections for termites, the sewer, and the 

chimney, if applicable. 

 

Let me know which inspectors you would like 

to use and we will take care of scheduling.  

I will then notify you of the appointment 

times.  Inspections can take several hours so 

we recommend you be on site for some or all of 

your inspections.  This time at the house can 

also be used for taking measurements, looking 

at paint options, checking out storage 

possibilities and more.

My general rule of thumb when requesting 

repair items is sticking to those that fall under 

safety, either structural or systematic. 
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Appraisal: We will notify you of the scheduled 

appraisal date if you are obtaining financing. 

Appraisal of the property usually takes under 

an hour and you do not need to be present.

Loan: Once your offer is accepted, we will provide 

a copy of the purchase agreement to your lender. 

 You should also contact your lender to begin 

loan processing.  You may need to provide 

additional documentation or verify certain 

information (these items are generally referred 

to as ‘conditions’) in order to get full loan 

approval.  

Underwriting Loan package is submitted to 

underwriter for approval.

Once all the inspections are complete, we will 

discuss any requests for credits or repairs and 

then negotiate those requests on your behalf. 

Once the request for repairs/credits is finalized 

and agreed to by all parties the inspection 

contingency can be removed.
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CLOSING: 

 

If you are getting a loan prior to the close of 

escrow you will schedule an appointment with 

your escrow officer to sign your loan docs. 

Please note loan docs must be signed in person 

and notarized. 

 

Typically this is 3 to 4 days before the scheduled 

close date. 

 

The next day after signing you will be given 

wire instructions to wire your remaining down 

payment. 

 

    

Funding: 

 

Lender reviews the loan package. 

Funds are transferred by wire.

Borrowers meet with Escrow to sign loan 

documents.

Loan approved Parties are notified of approval. 

With lenders authorization loan contingency is 

removed. Loan documents are then completed 

and sent to escrow.
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A deed is the document that transfers ownership 

of real estate. The deed names the seller and 

buyer, gives a legal description of the property, 

and contains the notarized signatures of the 

seller and witnesses. 

 

At the end of closing, the deed will be taken and 

recorded at the county clerk’s office. It will be 

sent to you after processing.

Delivery of the deed – (call escrow to confirm)

5. Once you have signed your loan docs, those 

documents will be returned to the Lender for 

review. Loan must fund at least one day prior to 

close of escrow. 

 

Once your loan has funded, documents will be 

sent to the county recording office and closing 

will be set for the next business day. 

 

You do not need to be present at closing.
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The amount of your wire will be provided by 

escrow.  That number will include your 

remaining down payment, closing costs and 

fees.  



Who They Are and What They Do

THE PROFESSIONALS INVOLVED
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As you get used to the surroundings and put 

your personal touch on the home, you may 

notice little items here and there that need 

attention. 

 

I do recommend you use the home warranty 

that either the seller has provided or you 

have purchased. That’s your first point of 

contact.

I want to enjoy this proud moment with you—a 

moment that motivates us to maintain a high 

standard of service in the real estate industry. 

 

Open the door, turn on the lights, and settle in 

to your new home.
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CONGRATULATIONS!  
You’ve made it from homebuyer to homeowner.



Again, congratulations and may this 

experience be a high point for you and your 

loved ones.

Do you know others who are considering 

purchasing a home or listing their home for 

sale? Referrals you provide are one sign 

to me that you're satisfied with the help 

we’ve given you. 

 

My contact information is included in the 

Reference section that follows.
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A handyman, plumber or electrician can be 

useful, too, and good to have for the months 

and years ahead. Let me know if you would 

like recommendations. 

 

I respect the decision that you’ve made and 

the effort that you’ve put in to take this 

step in your life—whether as a first-time 

homebuyer or a seasoned real estate 

investor.



Providing outstanding service and ensuring every client is 

completely satisfied. 

 

 “Jay made the process extremely easy and user friendly for 

us to have an offered made and accepted by the seller.” 

 

 “There is no rushed feeling, [Jay] truly cares that you find 

your dream home.”

M y  T o p  P r i o r i t y  –   
 W h a t  O t h e r s  S a y
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You can see that I set a high standard for client 

care and service, far higher than the average 

agent. Now that you know more about me, I’d 

like to know how we can serve you best.


