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Wealth Properties & Investment WP| is an award-winning team of real estate professionals providing home
sellers and buyers throughout Maryland and Pennsylvania with extraordinary experience for over o years

With our in-depth market knowledge, time-saving technology, extensive marketing strateqies, progressive
& forward thinking you can count on WPl in partnership with Taylor Properties to guide you through one of
life's most important decisions,

Let's Connect

Yemi Ajao
MD Lic:67al50
PA Reciprocal License

L 202-427-2630

aajao@Wealthproi.com



mailto:aajao@Wealthproi.com

Committed to bringing you the
most professional, informative,

trustworthy & dedicated

service.

Our responsibility is to protect
the interests of our clients in
every transaction
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FIND THE RIGHT AGENT

PREPARE FINANCES

GET PRE-APPROVED

START HOME SHOPPING

MAKE AN OFFER

ORDER AN INSPECTION

NEGOTIATE FINAL OFFER

APPRAISAL ORDERED

SCHEDULE THE MOVE

CLOSING DAY WeaLTH

PROPERTIES &
INVESTMENT




FIND THE RIGHT AGENT B - —

Buying a hama is ore af the most significant purchases
in a lifetime. It is essential to hawve an experienced agent
i your carner, always looking out for your best interess
& buyer agent’s iduciary responsibility is to represent
the buyer and to ensure that they are protected.

After all, a seller has someocne in their cormer. A listing
agent has an alleglance 1o the seller. Their goal =to get
the seller top dellar for their home. There is incredible
walue in having sarmeocns working for YOUR best
interests wihen buying a home.

GETTING YOU IN THE DOOR
W will narrowy doswn thee bormes that fit yvour unigue wants and needs and get you in the door! We look at
dozens of homes evany weel, and we can help you identify potential problems within a home.

HANDLING CHALLENGING CONVERSATIONS

When repairs or changes in price need to be made, we will be your guide and handle reguesting amy repairs
ar changes in price ta the sellers,

STAYING ON TOP OF THE PAPERWORK

Bunying a home imsobses miany types of doourmentation. We hawve the expernence and knowledge o navigate
real estate contracts. Ensuring that nothing s overlooked, and that you truly understand what a paper
means before ever signing on the dotted line.

OMNYOUR SIDE

A buyer's agent will represenit your best interests. With a pulse on the local market and a sound enderstarding
of hotes variocus amenities effect the value of a home, we will ma ke sure we submit a competitive offer on the
right hause for youw

MEIGHBORHOOD EXPERT
We work daily in neighbor hoods wath inspeciors, contractors, and negotiating with sellers. We bavwe the rmar ket

knowledge you need to get you the home of your dreams at the best price! Understanding the local real estate
rmarket s essential when it comes tirme o make an aoffer on a ouse

PROBLEM SOLVER

We will weork hard to protect all of your interests and take on any issues that may arse throughout the entine
process, | weark tirelesshy to make sure buying a horme S a fun and stress-Tree process.

AFFORDABILITY
Tz seller ypically pays the carmmission for bath the sellers agent and the buyer's agent.

W E HELP YOU OWN YOUR DREAM HOME

FULFILL YOUR RETIREMENT GOALS




PREPARE FINANCES F-ial iR
L
HOW MUCH HOUSE CANYOU AFFORD? e Eattl Sl

hMaortgage lenders recornmend you do not buy a horme that is more than 3 to S tirmes your annual
household incorme. IFyou are not purchasing a home with casin, yvou will nesd a mortgage pre-
approval provided by your morgage lender. A lender will weork with you to get a kan that meets
WO meeds, Sornie buyers are concerned with kesping their monthily payrnents a5 low &5 possible,
athers want to make sure that their monthly payments never increase.

CHECK YOUR CREDIT

A rmortgage requines & good credit score. You can immp rove your scone by
“Payirg down credit cord balanoes

<Zantinuing to make payrments on time

Swticl appling Tor & re cradit card oF car kaan urtil youl bive been approved
sfvnid making big purchases until you have been approved

If possible, evold job changes wntil you heve been appsrowved

SAVE CASH FOR ADOWN PAYMENT & OTHER EXPENSES
In erder to rmake your drearn of Budng a home a reality, vou will need to sase cash for your dowm
payrment, earmest money, closing costs & horme inspectar.

A, Do Payrmient is typically bebween 315% & 200 of the purchase price
-Earmest Money is money you put down to show you're sericus about purchasing a home. It's also
kmiramn &5 a good faith deposit.

<Chosing Coste fior the buyer run bebaeen 2% & 5% of the loan amaount

-A Home Inspection costs $500 1o $1000

GET PRE-APPROVED

Being pre-approved, unlike being pre-qualified,
migans you've actually been approved by a lender
for a specific loan amount. You will nesd Lo
provide documented financial infarmation
[income, statements, assels, debt & credit repaorts
erc ) to be reviewed & verified by the lender.
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EXAMPLE

TYPE OF LOAN CREDIT SCORE DOWN PAYMENT

WA LOAN 580 NO DOWN PAYMEMT
USDA LOAN 80 NO DOWN PAYMENT
FHA LOAN =80 3.5%

580 T0%%

203K LOAN B40 2.9%

CONVENTIONAL 97 B&0 3%

CONVENTIONAL LOAMN 620 5-20%

INCOME QW‘&{!WVP

QUALIFYING INCOME

W-2 IncomeSalany Imncome from the lotteny
Income from part-time jobs Cambling

Income from a second Job Unemploymeant pay
Owertime & Bonuses Single bonuses

Seasonal jobs
Self-gmplayed Income
Alimany & child support (Decumentation required)

Han-occupying ca-signer income
Urnverifiable incame
Incorme fram rental properties

W2's FROM THE PAST 2 YEARS
3 MONTHS WORTH OF PAY-5TUBS
BANK STATEMENTS (PAST 3 MONTH3)
PREVIOUS 2 YEARS OF TAX RETURNS
LIST OF YOUR DEBTS & AS5ETS
DIVORCE DECREE
ADDITIONAL INCOME DOCUMENTS
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START HOME SHOPPING

START TOURING HOMES IN YOUR PRICE RANGCE

Time to start shopping! We will take notes on all the homes we visit. It
can be hard to rernember all the details of @ach home, so take pictures
or videos to help you remember each home, and review the notes you
have written. Once we hawe found THE house for you, we will present an
appropriate offer based on recent sales and current buyer activity in the
area, as well as the value of the property in its current condition.
MNegotiations may take place after the offer is presented.

TIP
We will make sure to check every little detail of each house
Test the plumbing

-Test the electrical system
Open and close the windows & doors to make sure they work properly

Evaluate the neighborhood and surrounding areas
JAre the surrounding homes well maintained?
How much traffic is on the streat?

|5 it conveniently located to schools, shopping, restaurants, & parks

WE HELP YOU OWN YOUR DREAM HOME
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MAKE AN OFFER

WHEN TO MAKE AN OFFER:

So you have faund THE house! Cangrats! In today's
market when the demand |5 higher than the
amount of homes available it is iImportant to act
fast!

HOMW MUCH TO OFFER:

We will sit down and look at recent sales and
current buyer activity in the area, as well as the
value of the property in its presant conditicn.

Putting all this information ther, we will
deterrmine the price that you would like to offer

SUBMITTING AN OFFER

Thers are some companents to an offer that
makes it more appealing ta the sallars

=Put Your Best Foot Forward
W will work together to discuss your options

and create ry best offer. Depen:
tk y ik :

«Put Down a Healthy Earnest Deposit

A large earnest money deposit shows the sallar
YU Ere Sericus

«Cach Talks
A transaction that 1S nol dependent on recelving

loan approval is more attractive to a seller

«Shorter Inspection Periods

Ty shortening the inspection period to 10 days

«Oiffer to Close Quickly

Many sellers prefer to close within 30 days.

This happens If the seller thinks yvour offer [snt
close enough to their expectations to further
negotiate.

A counter-offer is when the seller offers you
diffgrent terms. If this happens, you can:

-ACCEFT THE SELLER'S COUNTER-OFTER

You can negotiate back and forth as many times
as neaded untll you reach an agresment aF
samecns chogses to walk away.

You will sign the purchase agreement and you
ane now ially under contract! This period of
timie is called the contingency iodl. Mo
inspections, appraisals, or anyvthing else built inte
your purchase agreerment will

take place,
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ORDER AN INSPECTION

Dwring the inspection period, we will schedule an
inspection with a reputable home inspector to do a
thorough investigation of the hame. Once this is
complete, the inspector will provide us with a list of
their findings. You can take the issues as-is or
request the seller to address some or all of the
findings. We will be mindful and reasocnable on
smialler iterms while being very cautious and
vigilant of potentially significant issues.

APPRAISAL ORDERED

Your kender will arrange for a third party appraiser
to provide an independent estimate of the value
of the house you are buying, The appraisal lets all
parties invoheed know that the price is fair. The
lcan file them moves on to the mortgage
undenaTiter.

Iif approved you will receive your final
cormrmitrment ketter that includes the final loan
tarms & percentage rates.

NEGOTIATE FINAL OFFER

Issues typically arise after the home inspection, and those
issues tend to result in another round of negotiations for
cradits or fixes.

1. Ask for credit for the work that needs to be done.
Likely, the last thing the seller wants to Jdo is repair work,

2. Think "big picture” and don't sweat the small stuff.

A tile that needs some caulking or a leaky faucet can easily
be fixed. Repairs are still up for negotiation and perhaps a
srmall credit would help with closing costs.

3. Keep yvour poker face.

The listing agent will be present during inspactions and
renvealing your comfort level with the home could come
back to haunt you in further discussions or negatiations.
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AFTER SIGNING
-Finalize Home Mortgage
Schedule Home Inspection
Declutter! Sort through every drawer, cleset, cupboard
& shelf, rermoving iterns you no longer need or like,
Donate or sell iterms that are in good condition
Cet copies of medical records and store them with
your other important docurments
-Create an inventory of anything valuable that yvou plan
Lo mova
-Cet estimates from moving cormpanies

4 WEEKS TO MOVE
(Give 30 days notice If you are currently renting
Schedule moversmoving truck
-Buyffind packing matenals
START PACKING

WEEKS TO MOVE

Arrange appraisal

-Complete title search (Title company will do this)
WEEKS TO MOVE

-Cet guotes for home insurance

Schedule time for closing

-Contact utility companies [water, electric, cable]
-Change address mailing, subscriptions, etc,
Minimize grocery shopping

-Keep on packing

s |
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1 WEEKS TO MOVE
-Obtain certified checks far closing
Schedule and attend a final walkthrough
sFinish packing
Clean
-Pack essentials for a few nights in new home
Confirm delivery date with the moving company.
Write directions to the new home, along with your cell
phone numiber







Closing is when you sign ownership and insurance paperwork and you
recelve your new home's keys! Typically, closing takes four to six weeks.
During this time, purchase funds are held in escrow, Wiheng your monaey is
held safe until the transaction is complete.

CLOSING DISCLOSURE

Lenders are reqguired to provide you with a elesing disclesure, at least three
days before closing. This will show you what your final loan terms and
closing costs will be, You will have three days to review the statement. This
is done to ensure that there are no surprises at the closing table. If there is
a significant dizerepancy batwesn the loan estimate and the closing
disclosura, we must notify your lender and title company immediately.

FIHAL WALKTHROUGH
We will do a final walk through the home within 24 hours of closing to
check the property’s conditian, This final inspection takes about an hour,
W welll rsakie sures any repalr waork that the seller agreed to make has
been done,
We will be sure ta:
« Make sure all appliances are working pru-E-urI_'.l
Run the water in all the faucets and check for any possible leaks
- Gp&n and close garage doors with opener
Flush tollets
= Run the garbage disposal and exhaust fans

CLOSING TABLE
Whao will be thare:
= Your agent
= The saller
= The seller's agent
- A title compamy representative
= Your loan officer
= Any real estate attorneys invalved in the transaction

The closing typleal ly happens at the title company. You will be slgning lots

of paperwork so get your writing hand warmed upl Some of the papers

E‘nu will be signing Include: the deed of trust, promissory note, and other
ocuments

CLOSING COSTS

Closing costs can wary depending on your home's purchase price and
whera you are locatad. You can genarally expact your closing costs to ba
around 3% to 4% of the home's sales price. These closing costs can
somatimes be shared with the seller,

BRING TO CLOSING

» Gowvarnment-issued photo 1D

- Copy of the sales contract

» Homeowner's insurance certificate

= Proof af funds to cover the remainder of the down payment and  your
closing costs

RECEIVE YOUR KEYS
Congratulations! It was a lot of hard work but you are niow officially
homeowners!! Time to throw a party and get to know your new neghbors|
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