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Pre-Qualification or

One sure way to
reduce stress dur-
ing the process of
home buying is to
seek pre-approval.
Buyers who are
pre-approved are
taken more seri-
ously than their
pre-qualified coun-
terparts.

Pre-qualification
is not a loan com-

Pre-Approval?

mitment from a
lending institution;
itisonly aloan

agent ' s
that you will be
able to obtain fi-
nancing. Virtually
anyone can
achieve pre-
qualification
status. Pre-
approval, on the
other hand, signi-
fies that the appli-
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cation has been
taken through a
rigorous proce-
dure. Pre-
approved buyers

. enjoy these bene-

fits:

1. If you make an
offer on a home
and then apply for
aloan, you are at
t he
mercy. He sets the
interest rate and

op ROIRtS, ayware that

you do not have
time to shop
around.
Pre-approval
saves time spent
looking at houses
you can

2. If you rely on your
lender to tell you
what you can af-
ford, you may end

3.

up with a high mort-
gage payment. Most
people can qualify for
more than they feel
comfortable paying.

Having a pre-approval
letter from a lender
gives you an edge
when multiple offers
have been made on a
house.

| e n d @& Pre-approved buyers

can generally close
escrow more quickly.
Once you submit your

credit package, most of

the legwork has al-
ready been done.
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Why You Need a Real Estate Professional!

Lenor e Smi

A real estate trans-
action is compli-
cated. In most cases,
buying or selling a
home requires dis-
closure forms, in-
spection reports,
mortgage docu-
ments, insurance
policies, deeds and
multi-page govern-
ment mandated con-

tracts. Asyour
REALTOR®, | am a
knowledgeable
guide to help you
avoid delays or
costly mistakes. Hav-
ing an expert on
your side is critical.

A REALTOR® pro-
vides objectivity.
Since a home often

symbolizes family,
rest, and security,
not just four walls
and a roof, home
selling or buying is
often a very emo-
tional undertaking.
For most people, a
home is the biggest
purchase
make. Having a con-
cerned, but objec-

tive, third party helps
you keep focused on
both the business and
emotional issues most
important to you.




Where Do Buyers Come From?

Builder (9%)

Previous Owner (9%)

Foreclosures (1%)

Real Estate Agent (81%)

When it is time to sell your home, the real estate agent continues to play a key role in
bringing buyers and sellers together. As shown, more than eight in ten home purchases are
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