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GETTING STARTED
Finding and buying the right home begins with identifying 
your financing needs. The first step in this highly personalized 
process is determining how much house you can afford to buy. 
Unless you are in a position to pay all cash for your home, you 
will need to obtain a home loan (mortgage) to finance your 
purchase. Once you have been pre-approved by your chosen 
Loan Officer, you will have the buying power you need in 
today’s competitive housing market.

Various financing options may be available to you including 
a fixed rate mortgage, adjustable rate mortgage (ARM), 
Government-assisted (FHA or VA) financing or seller-assisted 
financing.

Even though there are many ways to qualify to buy a home, be 
sure the monthly payment makes sense for you. The payment 
you qualify for will depend upon a variety of factors. These 
factors include credit history, size of down payment, and length 
of employment. Everyone’s circumstances are different. You 
can expect the loan officer to ask for standard information 
regarding your income, expenses and obligations.

InsURAncE
Protects you against loss 

resulting from certain hazards, 
such as theft or fire. Policy 

coverages differ. You will need to 
consult your insurance company 
to be sure lender requirements 

and your needs are met. 

PRIVATE MORTGAGE InsURAncE (PMI)
Usually a requirement when there is less than a 

20% down payment on a loan. Loans with smaller 
down payments involve a greater risk for the lender. 

consequently, the lender requires protection in case the 
loan goes into foreclosure. Without PMI, lenders would 
be reluctant to offer loans with lower down payments.

PRIncIPAL
The original balance of money 
loaned. As long as the loan is 
paid over time, the principal is 

the remaining loan balance.

InTEREsT
The charge for the use (loan) 
of money. The interest rate 

remains constant in a Fixed Rate 
Mortgage. The rate can vary 

according to specified guidelines 
over the life of an Adjustable 

Rate Mortgage (ARM).

A MOnTHLY MORTGAGE 
PAYMEnT cAn cOnTAIn 
sEVERAL cOMPOnEnTs:

PROPERTY TAxEs
Assessed by the county and/
or city in which you live and 

are based on the value of your 
home. Two installments are 

due each year.
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WHAT IS YOUR
HOME BUYING POWER?
Realistically assessing your finances up front will streamline the home finding process. This worksheet 
provides a guideline for assessing your home buying Power. seek the guidance of your chosen Loan 
Officer who has access to many innovative loan programs to further define your home buying power.

Step 1 - Household Gross Monthly Income
Wages, salaries, business income after expenses    _________________________
Interest, dividends, or rental income      _________________________
Other income         _________________________
                 
                                                                        Total Monthly Income (step 1)  $_________________________

Step 2 - Monthly Non-Housing Expenses
Food/clothing         _________________________
Medical (include insurance premiums and prescriptions)   _________________________
Life insurance         _________________________
child care/Elder care        _________________________
Automobile expenses (loan, insurance, maintenance)    _________________________
Education/student loans        _________________________
Travel/recreation        _________________________
Monthly credit card payments       _________________________
Monthly bank loan payments (other than a mortgage)    _________________________
Any court ordered amount you owe      _________________________
savings and investments        _________________________
                                                         
            Total Monthly non-Housing Expenses (step 2)   $_________________________

Step 3 - Amount Available for Monthly Housing Expenses
Total Gross Monthly Income (step 1)      _________________________
minus total non-Housing Expenses (step 2)     _________________________
   Equals Amount Available for Monthly Housing Expenses (step 3)  $_________________________
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UNDERSTANDING YOUR 
CREDIT SCORE
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How do I improve my credit score?
• Paying your bills on time is the single most important contributor to a good credit score. Even if the debt you owe is a 
small amount, it is crucial that you make payments on time.
• Minimize outstanding debt, avoid overextending yourself and applying for credit needlessly.
• Use the credit you already have to prove your ongoing ability to manage credit responsibly. Applications for credit 
show up as inquiries on your credit report, indicating to lenders that you may be taking new debt.
• If you do have negative information on your credit report, such as late payments, a bankruptcy, public record item or 
too many inquiries, your best strategy is to pay your bills and wait. Time is often your best ally in improving credit.

What is a credit score?
A credit score is a number that reflects your credit risk 
level, typically with a higher number indicating lower 
risk. Your credit score is a fluid number, and it changes 
as the elements in your credit report change. For 
example, payment updates or a new account could 
cause your score to fluctuate.

FIcO® scores are your credit rating. scores can range 
from 300-850, higher is better. Your FIcO® score 
is calculated based on your rating in five general 
categories:

• Payment History  • Amount Owed
• Length of Credit History • New Credit
• Types of Credit Used

What information impacts my credit score?
Generally, credit scores are affected by elements in your 
credit report, such as:
• Number and severity of late payments
• Type, number and age of accounts
• Total debt
• Recent inquiries

What are score factors?
score factors are the elements from your credit report that 
drive your credit score. For example, such elements as your 
total debt, types of accounts, number of late payments and 
age of accounts are what determine the outcome of your 
credit score. score factors can have a positive or negative 
effect on your credit score.

Disclaimer: credit bureau-based scores cannot use demographics prohibited under the Equal credit Opportunity Act, such as race, color, religion, 
national origin, gender, age, marital status, receipt of public assistance or exercise of rights under consumer credit Protection Act. scores used by 
individual lenders may use such elements as income, occupation, and type of residence in determining their own custom credit score.



LOAN APPLICATION CHECKLIST
The following information is typically needed when applying for a mortgage.

Purchase contract and Property Information
m  copy of the sales contract
m  contact information of listing agent for access to the property
m  Plans and specifications (new construction only)

Personal Information
m  social security number
m  Birth Date
m  Years of schooling
m  Marital status
m  number and ages of dependents
m  current address and telephone numbers
m  current housing expenses (rent, mortgage, insurance, taxes)
m  name and address of landlord or mortgage holder for past 2 years
m  copy of valid photo I.D.

Employment History and Income
m  2 years of employment history, with complete details of each job
m  Recent pay stubs and 2 years of W-2 forms
m  complete tax returns and financial statements if self-employed
m  Proof of other income

Assets
m  2 months of asset statements
m  Value of vested interest in retirement funds
m  Information on vehicles you own
m  Information on real estate you own

Liabilities and Debts
m  Itemized list of all current debts (loans, credit cards and other bills)
m  Written explanation of past credit problems
m  Full details of bankruptcy during the last seven years

Fees
m  credit report and appraisal fees
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DEFINING YOUR IDEAL HOME
Once you’ve identified what you like in your present community, you will have a better idea of what 
you are looking for in your new home. Your Berkshire Hathaway Homeservices PenFed Realty sales 
professional will assist you in selecting homes to view based on the needs you have discussed. The 
following questions are important to think about when defining your ideal home.

How do you commute to work?
Do you walk? Drive? car pool? Taxi? Bus? Train? 

Where do you do your shopping? central commercial 
districts? shopping malls? community shopping centers?

Do you have special educational needs? Grade school to 
graduate school, and from day care needs to specialized 
training, what will you require in the next few years? Are 
there any special needs or plans?

What are your recreational needs? Music? Movies or live 
stage? sports arenas? Museums? nightlife? Are there 
public parks, country clubs, athletic clubs?

What type of community appeals to you? condominiums, 
multi-family structures, single-family houses, mobile 
homes? Are there any community amenities that are 
important such as swimming pool, club house, golf course?
 

What style of home are you looking for? cape cod, 
contemporary, colonial, hi-rise/low-rise condominium, 
rancher, townhouse, split level, split foyer? Is a large or 
small yard important to you? How much maintenance do 
you want to be responsible for?

How many bedrooms and bathrooms do you require? Will 
your needs increase or decrease in the future?  

What features did you value most about your previous 
residence? This may include style, floor plan, yard, 
neighborhood, view, etc. 

What did you dislike about your previous home? What 
would you like to avoid? 

What are the most important “must have” features of your 
ideal home and neighborhood? Why are they important?

What is your time frame? Is there a definite time when you 
must be settled in your new home?



LOOKING AHEAD
Your answers to the following questions will help your Berkshire Hathaway 
HomeServices PenFed Realty sales professional identify how finding and buying a 
home can be an enjoyable experience for you.

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________  

  _________________________________________

nOTEs
How far along are you in the home finding process (just thinking 
about the possibility of buying a home, or definitely committed 
to making a move)? How long have you been looking for a 
home?

Why are you contemplating the purchase of a home at this 
time?

Who will be included in the home finding and buying decisions?

Have you ever purchased a home before? If so, how many, and 
how recently and where?

Thinking of previous home finding experiences, what were the 
most positive features of those experiences? If you have never 
bought a home before, what are you looking forward to most in 
the experience?

Were there any unpleasant previous homefinding experiences 
that you hope to avoid this time? If you are buying your first 
home, are there any problems or concerns you are worried 
about?

What are your expectations of me as your real estate 
professional? What specific services and support do you 
expect?
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HOW THE PROCESS WORKS
The process of buying a home can be daunting even if it isn’t your first time. The process 
outlined below is designed to help you better understand the many steps involved and how we work to 
tie them all together.

STEP 1

Acquire a
pre-approval

letter

STEP 6STEP 5

You home loan
is approved

choose
a home

inspector

STEP 2

search for
your perfect

home

STEP 7

Enjoy your
new home

STEP 3

submit
an offer

STEP 8

settlement
Day!

STEP 4

Your offer is
accepted

Obtain the required 
homeowner’s insurance. 
You take one last walk-
through of the house 

before settlement.

You should then choose 
a qualified home 

inspector to do your 
home inspection.

The house is yours. Rest 
assured that I will continue 
to provide support for all 
of your future real estate 

needs. 

Receive information 
on available 

properties that 
meet your needs in 
searching for your 

perfect home. 

Make an appointment 
with an experienced 

loan officer to get 
qualified and see how 
much you can afford.

submit an offer and relax 
while I present your offer 

to the seller’s agent. 
select a settlement 

company to assist you in 
the transaction. 

Once your offer has been 
accepted and signed, 

your chosen loan officer 
initiates the loan approval 

process and orders a 
home value appraisal. 

settlement day arrives. 
I will be by your side 

while all documents are 
signed. The transaction is 
finalized and proceeds are 

distributed. 
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USING THE INTERNET
TO FIND A HOME
The internet can be a useful tool in helping you identify your new home.

Sales Professional Web Sites
Your Berkshire Hathaway Homeservices PenFed Realty sales Professional 
keeps you plugged into a world of real estate information through his 
or her sales Professional’s web site. Your sales Professional’s web site 
features include numerous on-line tools such as Property search, My 
24/7 HomeWatch, and Finance center, as well as useful links and area 
information including schools, shopping and entertainment to assist in your 
search for your new home.

My 24/7 HomeWatch 
We want to work 24 hours, 7 days a week to assist you in buying a new home, 
selling your existing one or simply monitoring the real estate conditions in 
your current neighborhood. Using technology and the power of the internet 
to bring you up to date information, the My 24/7 experience offers the 
following tools to assist you:

Other benefits of registering for My 24/7 include saved searches, an Add to Favorites Feature, the 
My Account Page and Pre-Filled Forms.

The Homefinding
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HomeWatch
24/7 HomeWatch provides access for buyers, owners 
and sellers to search all brokers listings throughout the 
market area.  Each day your search will run and whenever a 
property is placed on the market, receives a price reduction 
or has sold, you’ll receive an email with the details. Want to 
search in multiple areas? no problem. You may save several 
searches, each with different criteria, to meet your needs.

Quarterly summary
When you have active searches running in My 24/7 
HomeWatch, you will receive a Quarterly summary for the 
activity of the current quarter as compared to the previous 
quarter. This valuable report will help keep you up-to-date 
with the trends in the market areas you are searching.  If 
you do not wish to receive the My 24/7 HomeWatch daily 
e-mails, you may choose to receive the Quarterly summary 
only.



Is the asking price 
comparable to 

other houses in the 
neighborhood? Your 
Berkshire Hathaway 

Homeservices 
PenFed Realty 

sales Professional 
can provide you 
with comparable 

home prices, in the 
neighborhood, which 
are currently on the 
market and/or have 

recently sold. 

 What are the 
annual property 
taxes? Ask your 

sales professional. 
He or she has 

access to the tax 
information via the 

public records.

What is the condition 
of the outside the 
property? Has the 

lawn and landscaping 
been well taken care 

of?  Is the siding, 
brick, woodwork in 
need of repair or 

replacement?  What is 
the visible condition 

of the roof?  

What is the 
condition of the 

inside of the 
property? Are there 
adequate electrical 
and phone jacks?  
storage space?  
Are there any 

noticeable items to 
repair or replace?

Major systems. 
Plumbing, electrical, 

heating and 
cooling. What is the 
approximate annual 

cost for heating 
and cooling? What 
is the age of major 

systems in the 
house? should 
you anticipate 

replacements in the 
near future?

HOW TO LOOK AT HOMES
Discovering the right home should be an exciting event. Your Berkshire Hathaway 
HomeServices PenFed Realty Sales Professional is committed to making your home 
search as stress-free and efficient as possible. 

You may wish to keep a record of the homes that you see with your Berkshire Hathaway 
Homeservices PenFed Realty sales Professional. He or she will provide you with a Personalized 
Property Tour. This tour offers basic details and photographs of the properties shown as well as an 
area for you to take your own notes. As you are previewing homes, there are key details that you 
should consider as you narrow down your selections.
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SUBMITTING AN OFFER
Once you have found the right property, the next step is to make an offer to purchase 
the home from the seller. 

After you have reached a written agreement with the seller, you will have a firm 
contract to purchase the home.

The Homefinding
PROCESS

• The price the seller is asking may or may 
not reflect realistic market value. 
• The best way to determine market value 
is with a comparative Market Analysis 
(cMA) showing similar properties that sold 
recently, those that are currently on the 
market and those that failed to sell.
• Your Berkshire Hathaway HomeServices 
PenFed Realty sales professional will 
explain the estimated costs associated with 
purchasing the property. 

• Your loan officer will review and explain 
the status of your loan approval. 
• Your real estate sales professional will 
work with you and your loan officer to 
explain financing options and help you 
determine the mortgage plan that best 
fits your needs. 

• The seller will have three choices: accept 
your offer as it is presented, reject it 
completely or propose adjustments to your 
offer (counter offer).
• If a counter offer is proposed, you may 
chose to accept, reject or counter the offer. 

• Discuss with your sales professional 
the amount of “earnest money” deposit 
appropriate for the home.
• You may want to review the items that 
convey with the property, such as appliances, 
fixtures and window coverings. 
• Home warranty, inspections, repairs or 
other home enhancements offered by the 
seller may be important to you.
• You may want to request specific closing 
and possession dates. 

DEcIDE On OTHER IssUEs 
THAT ARE IMPORTAnT TO YOU.

DEcIDE On FInAncInG.

DETERMInE THE PRIcE 
YOU WAnT TO OFFER.

YOUR BERksHIRE HATHAWAY 
HOMEsERVIcEs PEnFED 
REALTY sALEs PROFEssIOnAL 
WILL PREsEnT YOUR OFFER.



PLANNING FOR SETTLEMENT
The homebuying process does not end once the seller has accepted your offer to 
purchase. There is still a lot of work to be done to get to settlement. 

settlement is the process of transferring the title (ownership) of the home from seller to buyer. The 
homebuyer has a responsibility for making sure that certain protections for the home are in place 
prior to settlement; the lender requires some and some are optional. By selecting a Berkshire 
Hathaway Homeservices PenFed Realty sales professional, you have chosen a sales professional and 
a company who can assist you with this process.

Fire and Hazard Insurance
At settlement you will be 
asked to produce a one-
year paid receipt for a fire 
and hazard insurance policy 
(homeowner’s insurance) 
if you have obtained 
a mortgage. Fire and 
hazard insurance provides 
protection for fire and other 
dangers to your home and 
your valuables.

Home Warranties
Home warranties repair or replace 
a home’s major mechanical 
systems and appliances for a 
specific length of time, a year in 
most cases. This is a home buyer’s 
best defense against expensive 
repairs or complete replacement 
of major items, which may include 
a roof, furnace, or appliances. This 
warranty is not required, but is highly 
recommended. I can recommend 
some options for you to consider.

Home Inspections
A home inspection can 
ensure that the purchase 
you are making is a sound 
investment. Although you 
can see the obvious need for 
paint or carpet replacement, 
a professional inspector 
can probably spot more, 
especially in areas not easily 
accessible to the buyer.   

When buying a house, the contract may require that the seller or buyer, depending upon the area, 
pay for a termite inspection. The results of this inspection may require payment for removal of 
the infestation and repair of any damages from the infestation. Get a written report at settlement 
indicating that the property is free and clear of any active termite infestation. If you are purchasing a 
home with well and/or septic service you may require these services to be inspected.
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A SMOOTH TRANSITION
TO YOUR NEW HOME
There are many things to consider as you make the move to your new home.
The following list may assist you. 

Four weeks before you move:
m  contact a reputable moving company. Make sure all agreements are in writing.
m  Transfer school records.
m  Arrange to transfer medical, dental and other important records. 
m  Prepare to transfer your auto insurance.
m  Hold a garage sale to get rid of unneeded items and arrange for the storage
     of excess items. 
m  keep track of moving-related expenses. You accountant can determine which
     expenses are deductible. 

Three weeks before you move:
m  Obtain and mail change-of-address cards to the post office, subscriptions, credit
     card companies and important contacts.

Two weeks before you move:
m  Arrange for a final utility reading to be completed at your former residence the
     day after you move. 
m  Be sure to have utilities and telephone service turned on or transferred into your
     name at your new residence the day of settlement. 
m  close or transfer bank accounts. 
m  Terminate newspaper delivery service.
m  Arrange for the transfer of vehicle licenses and driver’s licenses.
m  Have an extra supply of prescription medications for the next four weeks. 
m  Your real estate sales professional will schedule a final walk-through of the
     property to make sure everything is in order.

The week of your move:
m  keep valuable financial records and personal papers with you rather than
     packing them.
m  Get certified funds for closing. 
m  On closing day, the home purchase documents are signed and the home is yours.
m  start moving into your new home!
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SETTLEMENT CHECKLIST
m confirm the date, place, time, and ask for a 

checklist of everything you need to bring to 
settlement. 

m Are all the necessary inspections complete? 

m Are all the required repairs complete? 

m When will you conduct your final walk-through 
inspection?  It is up to the buyer to perform the 
walk-through inspection, not the seller. Your 
Berkshire Hathaway Homeservices PenFed 
Realty sales professional should accompany you 
during the final walk-through. Utilities should 
remain on so that equipment can be operated.

m Is your insurance policy paid and ready to go 
into effect the day you close? You’ll need a paid 
receipt for proof. 

m What form of check should you use (and who 
should it be made out to) to pay for the closing 
costs? 

m Has your closing sales professional told you the 
closing amount? 

m Do you have receipts for the items you have 
already paid for, including your deposit and 
inspection fees? 

m Bring your checkbook to cover any last minute 
extras that might have been overlooked.

m Bring a valid photo I.D. 

m The settlement officer will ask for your paid 
home insurance policy. 

m The settlement officer will list the 
adjustments. These include the money you 
owe the seller (the remainder of the down 
payment, prepaid taxes) and what the seller 
owes you (unpaid taxes, prepaid rent). 

m You will sign the mortgage. This gives the 
lender legal rights to the property if you 
don’t make your payments. 

m You will sign the mortgage note, which is 
the promise to repay the loan in regular 
monthly payments. 

m You will get title from the seller in the form 
of a signed deed. 

m The lender’s representative will collect 
the closing costs from you and give you a 
settlement statement of all the items you 
have paid for. 

m You will receive the keys to your new home

m The deed and mortgage will be recorded 
in the town or county courthouse. The time 
frame for recording the Deed can vary.BE
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Congratulations, the home is yours!
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FREqUENTLY ASKED 
qUESTIONS
question: What can I do to make my offer look better than another buyer’s offer?
Answer: It takes more than good luck to get the right home at the right price. One advantage you can have 
on your side is a conditional loan pre-approval. When you are pre-approved your offer is more attractive 
because the seller doesn’t have to wonder if you can afford to buy. 

• Pre-approval versus pre-qualification
A pre-approval is a conditional loan approval from a lender based on your application. Pre-approval differs from 
pre-qualification, which is a verbal exchange with a lender about how much you can probably afford. Pre-qualification 
does not obligate the bank to make the loan, whereas a pre-approval is a conditional loan commitment. Final 
approval is made when both your finances and the property pass review.

• Close the deal faster
Lining up your mortgage loan before you start house hunting could make buying your new home quicker and easier. 
A pre-approval can speed closing because most of the paperwork is already in place for the loan. You have already 
started to learn about the financing process, and any problems will have been resolved.

question: What is earnest money?
Answer: Earnest money is a deposit buyers make when they sign a contract to buy a house. It signifies the 
intention of the buyer to complete the purchase. At closing, the earnest money becomes part of the down 
payment. If the buyer defaults without a good reason, as spelled out in the contract, the earnest money may 
become payment for damages suffered by sellers and their sales professionals.

question: What is a contingency?
Answer: A contingency is a condition on the sale put into the contract by either the buyer or seller to protect 
against specific eventualities. Examples of common contingencies are: a requirement that the buyer obtain 
financing or sell their current home; the buyer has a home inspection done; or the seller must repair certain 
items before settlement. contingencies can be removed by an addendum to the contract, or they may expire if 
a time limit is specified in the contract.

question: Which settlement expenses can buyers deduct on their taxes?
Answer: some of the most substantial costs at settlement are tax deductible in the year the home was 
bought. The loan fee or points, even if paid by the seller, as well as the pro-rated mortgage interest and 
property taxes, are tax deductions. costs that are not deductible include attorney and recording fees, transfer 
taxes and termite inspection. The homeowner’s property insurance is a personal expense, so it’s not tax 
deductible. consult your accountant for detailed information on which expenses are tax deductible.
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APPRAIsAL A written opinion of property value by 
a licensed professional. Appraisals, generally, are not 
professional statements of the property condition and 
should not be relied upon as such.

ARM This acronym stands for Adjustable Rate Mortgage. 
In contrast with a mortgage loan with a fixed rate of 
interest, the ARM rate will adjust from time to time in 
accordance with an agreed upon formula. Upon each 
adjustment, the new payment amount will be calculated 
by applying the new interest rate to the principal balance 
amortized over the remaining life of the loan.

AssUMABLE MORTGAGE Provisions in a 
mortgage loan that allows for the purchaser of your home 
to assume the balance of your mortgage and to take over 
your payments. Most mortgages are not assumable unless 
the prospective purchasers make application with, and are 
approved by, the holder of the existing loan.

BUY-DOWn An amount which is paid to the lender 
at the time of settlement to reduce the borrower’s monthly 
payments. The funds are typically deposited with the 
lender and drawn from in monthly installments over a 
specified period of years and applied against what would 
otherwise be the full principal and interest payments on 
a loan. By applying the cash paid at settlement to the 
borrower’s monthly payments, the borrower may qualify for 
a higher loan amount.

cOLLATERAL Property pledged to the lender to 
secure the repayment of the loan.

DEED A legal instrument by which an interest in real 
estate is transferred from one owner to the next. The Deed 
is prepared by the settlement attorney. It will contain 
the names of the existing owners as “Grantors” and the 
new owners as “Grantees” and will describe the property 
conveyed. 

DEED OF TRUsT (MORTGAGE) The legal 
instrument by which real estate is pledged as collateral 
for a loan. Like the note, the Deed of Trust or Mortgage 
is prepared by the lender and delivered to the settlement 
agent in the closing package. The Deed of Trust/Mortgage 
will typically contain many standard terms and covenants. 
One important condition is that it gives the beneficiary of 
the Deed of Trust/Mortgage the legal right to foreclose on 
the real estate pledged as collateral if the other terms of 
the loan are breached and not cured.

DEFAULT Failure to comply with the terms of the loan 
documents. A borrower’s default may allow the lender to 
demand full repayment of the loan immediately or result in 
foreclosure of the Deed of Trust.

DIscOUnT FEE A fee paid to the lender, at or 
before settlement, to secure a preferred rate of interest 
on a loan. This fee is generally referred to in terms of a 
percentage of the loan amount or “points.” Generally, the 
more discount points paid, the lower the interest rate.

DUE On sALE cLAUsE A standard provision 
in a note which provides that the note will become due 
immediately (or may be “accelerated” by the lender) upon 
the transfer by borrower of any interest in the real estate 
pledged as collateral for the loan, unless written consent 
from the lender is obtained.

EQUITY The extent to which the fair market value (FMV) 
of the property exceeds the mortgage loan balance.
(FMV-Loan Balance=Equity)

HOME InsPEcTIOn REPORT A written report 
of the physical condition of the premises, prepared by a 
professional inspector. Typically this inspection is ordered 
by the purchaser to be conducted within a specified time 
period following contract ratification.

GLOSSARY TERMS
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HOUsE LOcATIOn DRAWInG A drawing 
which shows the structures and improvements on a lot in 
relation to the platted boundary lines, building restriction 
lines and easements. The drawing may also include a 
certification that the property is not within a special flood 
hazard zone.

MORTGAGE InsURAncE PREMIUM 
(M.I.P.) The premium paid for insurance to protect the 
lender in the event of a foreclosure where the money 
collected from the sale of the real estate is insufficient to 
cover the outstanding balance and costs due to the lender. 
Mortgage insurance is usually required from conventional 
loans that exceed 80% of the appraised value of the 
property and for all Federal Housing Administration (FHA) 
loans.

nOTE A legal instrument constituting a promise to 
repay money borrowed from a lender. The note is typically 
prepared by the lender and delivered to the settlement 
agent with the closing package. The note will include 
the original principal amount of the loan, the initial rate 
of interest, the maturity date, and it will describe any 
contemplated changes to the interest rate or due date. 
The note will also describe the conditions of repayment 
and the penalties for failure to comply with its terms.

ORIGInATIOn FEE
A fee charged by a lender or mortgage broker to initiate 
the loan process. This fee is typically referred to in terms of 
a percentage of the loan amount or “points.”

POInTs
common term used in the industry when referring to loan 
origination fees and discount fees. Each “point” represents 
one percent (1%) of the loan amount.

sETTLEMEnT sTATEMEnT (HUD-1) The 
final accounting of all lender’s fees, settlement costs and 
adjustments paid by or exchanged between the Buyer and 
seller. The HUD-1 is prepared on a standardized form by 
your settlement attorney or title company; it is reviewed 
and signed by all parties at the settlement table.

TEnAncY The legal term used to describe the 
form of co-ownership in which real estate title is held 
by more than one person. The tenancy of co-owners 
must be specified in the Deed. Joint Tenancy (with right 
of survivorship) is a form of co-ownership where, upon 
the death of any joint tenant, title to the property will 
automatically transfer to the surviving joint tenant(s) 
(nOTE: each joint tenant must take title to an equal share 
of the property). Tenancy by the Entirety is a form of 
co-ownership held by a married couple. Upon the death 
of either spouse, title to the property will automatically 
transfer to the surviving spouse. Tenancy in common is a 
form of ownership where, upon the death of any tenant 
in common, the share owned by the deceased does not 
automatically transfer to the surviving tenant(s) in common, 
but rather is distributed as part of the estate of the 
deceased (i.e., as designated in the decedent’s will or as 
prescribed by state law if the deceased died without a will.)

TITLE InsURAncE
Insurance which protects the purchaser and the lender 
against loss or damage resulting from defects of title or 
the enforcement of liens against real estate existing at the 
time of issuance. Potential defects covered will include 
matters that may not be discovered from a search of public 
records, such as past frauds or forgeries. Title insurance 
requires one-time premium paid at settlement which 
protects you for a long as you own the property.

GLOSSARY TERMS
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A Buyer Representative 
works for you. When working 
with a Buyer Representative, 
you have the advantage of 
personal representation, 

independent counseling, loyalty, 
confidentiality and trust. 

If you choose to purchase 
your home without buyer 

representation, the real estate 
sales professional you work 

with has certain fiduciary 
responsibilities to the seller of 

any property you select.

A Buyer Representative can show 
you every home listed in the 

Realtor’s Multiple Listing service, 
including Real Estate Owned (REO) 

and For sale By Owner (FsBO) 
properties. Additionally, a Buyer 

Representative can show you 
builder homes and unlisted homes.

WHY CHOOSE A BUYER 
REPRESENTATIvE?
Through Buyer Representation (Buyer Agency) you will have a sales professional 
specifically committed to representing you throughout the entire home buying 
process. When making what may be the largest financial decision of your life, you need 
to understand for whom your sales professional works. As a homebuyer, your Buyer’s 
Representative is an asset to you because:

A Buyer Representative is obligated to provide you with information about buying a home each 
step of the way. That means disclosing specifics about location, property values, offering price, 
negotiations, counter offers, contingencies, financing, and the entire closing process. Armed with 
such vital and detailed information, you’ll be thoroughly prepared to make decisions that are right for 
you and your family.

A Buyer Representative is fully qualified and highly skilled in contract negotiations and financing 
queries that precede the closing of most real estate transactions. A Buyer Representative is also 
committed to helping protect your best interests in the purchase. Representing and supporting you, 
that’s a powerful combination!

since a Buyer Representative is legally obligated to only you, he or she can help you maintain 
absolute privacy with regard to financial and personal information. 

Buyer
REPRESENTATION



Buyer
REPRESENTATION

WHY CHOOSE BUYER 
REPRESENTATION?
The best decision you can make when buying a new home is choosing buyer representation with your 
Berkshire Hathaway Homeservices PenFed Realty sales Professional.

Real estate seRviCes and duties
               seller Agent                Buyer Agent

Arrange Property showings    Yes   Yes  

Assist with Financing     Yes   Yes 

Provide Accurate Information   Yes   Yes

Explain forms and agreements   Yes   Yes

Monitor Escrow and closing    Yes   Yes

Give you advice and counsel   no   Yes  

keep your bargaining and
financial position confidential   no   Yes

Promote and protect your best interests no   Yes

Identify the best price and terms with you no   Yes

Point out problems with the property  no   Yes

Pass on information that may enhance
your bargaining position    no   Yes

Assist in writing the offer with your
best interests in mind     no   Yes
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BERKSHIRE HATHAWAY HOMESERvICES 
PENFED REALTY
Berkshire Hathaway HomeServices PenFed Realty is a full service real estate company 
ready to assist you with all of your real estate needs. Year after year we are recognized 
among the top real estate companies in our service area and are ranked in the top 1% of 
Berkshire Hathaway HomeServices affiliates nationwide. 

Our 50+ offices and nearly 1,700 world-class sales professionals offer complete service coverage 
in the Virginia, Maryland, District of columbia, Delaware, Pennsylvania, West Virginia, Florida, 
Tennessee, kansas and Texas markets. We are here to do whatever it takes to make your move as 
smooth and hassle free as possible.

We offer specialized client services through outstanding Fine Homes, new Homes, Relocation and 
commercial Real Estate divisions.

Our preferred service providers offer true full service to our customers and clients through every step 
of the home buying process and beyond utilizing home and well warranty, inspection, moving and 
alternative sales services.
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COMMUNITY

We also support the Wounded Warriors/

Military Heroes of the PenFed Foundation. The 

Pentagon Federal credit Union Foundation 

(PenFed Foundation) is a national charity 

working to meet unmet needs of the military 

personnel and their families in the areas of 

financial literacy, housing and support for the 

wounded. They work to ensure that those who selflessly devote their 

lives to the defense of our country have the resources they need for 

a secure financial future. They seek to prevent medical emergencies 

turning into financial hardships for our nation’s defenders. 

pentagonfoundation.org

Berkshire Hathaway Homeservices PenFed 

Realty cares about the community. We support 

The sunshine kids, a nonprofit foundation that 

sponsors activities for children with cancer. 

Each year, with our help, the foundation offers a 

variety of events for children at hospitals across 

the country. We feel privileged to be able to 

help the foundation bring sunshine into the 

lives of these amazing children.

sunshinekids.org
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DREAM MAKERS
The Dream Makers Program offers grants for down payments to first-time homebuyers 
of modest means who valiantly work to protect our country’s national security. You 
don’t have to be a PenFed member to benefit from Dream Makers and you can apply 
the grant to a mortgage from any financial institution.

How Do I qualify? You are eligible for a Dream Makers grant if:

• You are Military (Active Duty, Reserve, National Guard or Veteran), a Department of Defense
   employee or a Department of Homeland security employee. 
• You are a first-time home buyer, or you have not owned a home for the last three years, or you have
   lost your home through divorce or disaster. 
• The gross annual income of all applicants used to qualify for mortgage is no more than the greater
   of: $55,000, or 80% of area median income, adjusted for family size

What Steps Do I Take? Decide the amount of money you will contribute in down payment and closing 
costs to your mortgage financing.

• $500 is the minimum amount for you to contribute.
• dream Makers will match that three-to-one, up to our maximum of $5000.
• estimate the size of your mortgage loan. decide if the money you contribute, plus the dream 
Makers grant, will be at least 3% of mortgage amount. You must put 3% down to qualify for the 
grant.
• Check the Contributions Chart on pentagonfoundation.org.

Fill out dream Makers application. the fastest way to complete it is online. You may apply when 
you start to think about purchasing a home; you don’t have to select a home and/or a mortgage 
company before you submit your application. 
 
We will respond to your application with instructions on the process. When you select your 
mortgage company, you will share the contact information with the Foundation who will coordinate 
the grant paperwork process with your lender.

attend a home-buying educational seminar in your area.
see upcoming seminars and locations by visiting pentagonfoundation.org.

1sTEP

2sTEP

3sTEP

4sTEP
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WHY CHOOSE US?
Because people are attracted to companies they know and trust.

Local Knowledge
understanding the nuances 

of local communities and 
neighborhoods

to better serve your needs

Market Expertise
Providing current information on 
market conditions, pricing and 

housing trends
for best decision making

Superior Service & 
Representation

experienced sales professionals 
working to promote your 

interests

Reputation
For more than 125 years, Berkshire 

Hathaway Homeservices has 
developed a solid reputation for 

building individual security, integrity, 
stability and results.

Global Customer Base
More than 50 million people do 

business with Berkshire Hathaway 
Homeservices - that’s one out of 

every five households.

Exposure
Berkshire Hathaway Homeservices 

spends more than $90 million
annually on brand advertising.

Recognition
With so much exposure it’s 

no wonder 98% of consumers 
recognize the “Berkshire Hathaway 

Homeservices” name.

Network Strength
there are over 1,500 Berkshire 

Hathaway Homeservices member 
offices in north america. Within 

these offices are over 60,000 
sales Professionals, all providing 

a substantial network of potential 
home buyers and sellers.

Commitment to 
Customer Service

the needs of our customers come 
first. Because Berkshire Hathaway 

Homeservices PenFed Realty is part of 
the Berkshire Hathaway Homeservices 

family of companies, we can help 
provide customers throughout the 
united states with a lifetime of real 

estate services. 

High Standards
not every company is invited to join 

the Berkshire Hathaway Homeservices 
affiliates. it’s a highly selective process. 

Only companies that measure up to 
Berkshire Hathaway Homeservices’s 

demanding criteria may become part of 
its elite network.

Equal Opportunity
in Housing

We are pledged to the letter and spirit 
of the u.s. policy for the achievement 

of equal housing opportunity 
throughout the nation. We encourage 
and support an affirmative advertising 
and marketing program in which there 

are no barriers to obtain housing 
because of race, religion, sex, handicap, 

familial status or national origin.

About
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We RanK
#9in tHe us!

2013 Gibraltar Award - Top 50 companies
in the Berkshire Hathaway Homeservices
network based on total company GcI.

RisMedia’s 2014
Power broker

#32   #35
tRansaCtiOns        sales vOluMe

out of toP 500 brokers

Fastest gROWing
COMPanY in tHe us!

#6
PenFed Realty has grown by over 

1153% since 2010
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5,281+ 1153%
31 OFFICES

OVER $10 MILLION IN CONSUMER CREDITS SINCE 2006
OVER $3 MILLION IN AGENT BONUSES + BENEFITS SINCE 2011

UNITS SETTLED IN 2013 AGENT GROWTH
SINCE 2010

898%
INCREASE IN

MARKETSHARE
SINCE 2010

1326%
UNIT GROWTH

SINCE 2010

SETTLED IN VOLUME IN 2013
$1.7 BILLION

100%
COMMISSION 

AND TEAM PLANS 
AVAILABLE

#31
2014

REAL TRENDS 500

MID-ATLANTIC

Revolutionizing real estate by 
delivering service beyond excellence 
and unparalleled value, benefits & 
resources to those we serve.
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LEADING TO

2014 REAL TRENDS 500
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10,800 650%50+

OVER $5 MILLION IN CONSUMER CREDITS SINCE 2011
OVER $3 MILLION IN AGENT BONUSES + BENEFITS SINCE 2011

UNITS SETTLED IN 2013
AGENT GROWTH
COMPANY WIDE

1300%
INCREASE IN 

MARKETSHARE
SINCE 2010

2100%
UNIT GROWTH

SINCE 2011

SETTLED IN VOLUME IN 2013
$2.8 BILLION

100%
COMMISSION AND

TEAM PLANS AVAILABLE

OFFICES NATIONWIDE

57
IN 2012

31
IN 2013

NATIONALLY

Revolutionizing real estate by 
delivering service beyond excellence 
and unparalleled value, benefits & 
resources to those we serve.
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P Spirit of Partnership Award
P 2013 North American Performance 

Award for Destination Services
P #1 Inventory Division

Claims the Triple Crown!
2013 Brookfield Awards

Award 
Winning Services

About
USBusiness develOPMent

Spirit of 
partnerShip 

award
 2013, 2011, 2010, 2005

In recognition of outstanding relocation referral 
performance and demonstrating the highest levels 

of external outreach, work done with group 
moves, and partnering with Brookfield Global 

Relocation Services network (formerly 
Prudential Real Estate and Relocation 

Services, Inc.)

north american 
performance award 

for deStination ServiceS 
1st Place 2013, 3rd Place 2010, 1st Place 
2009, Regional & North American 2006

In recognition of outstanding relocation
destination referral performance and demonstrating the 

highest levels of external outreach, work done with 
group moves, and partnering with Brookfield Global 

Relocation Services network (formerly Prudential 
Real Estate and Relocation Services, Inc.)

WHR 
Group Employee 

Relocation 
Partner in Quality

Award, 2013
Coined for Government 

Services FBI, 2009

SIRVA Relocation - 
Operational Excellence 

Award, 2007

Corporate 
Employee of the Year 

2009
Relocation Advisory 

Council - Essential Piece 
Award 2008 

Corporate Services - North 
American Performance 

Award 2008 

#1 
inventory 
diviSion 

2013 & Second Place, 2010
This award recognizes the company’s outstanding 
results in direct home selling costs, Broker Market 

Analysis (BMA) variance, days on market, and 
performance improvement with Brookfield 

Global Relocation Services network (formerly 
Prudential Real Estate and Relocation 

Services, Inc.)

DEVELOPMENTBusiness
infinite connections
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Revolutionizing Real Estate Together.

LOCAL LEADERSHIP
PenFed Realty Story
PenFed Realty was established in the greater Washington, Dc metropolitan area as a 

wholly owned subsidiary of PenFed credit Union on January 1, 2006.  PenFed Realty has 

steadily increased its presence and expanded its market share across multiple states since 

opening with 1 office and 25 agents in Reston, VA.  The firm enjoys the culture of a small 

family business combined with the resources of a parent company that has over 1.3 million 

members and over $17B in assets.  This unique value proposition has led to sustained 

business growth for PenFed Realty sales professionals in all market areas.

Growth
PenFed Realty now has over 50 office locations supporting more than 1,700 sales 

professionals nationwide.  Our sales professionals assist clients in Maryland, Virginia, 

Washington Dc, West Virginia, Delaware, Pennsylvania, Florida, kansas, Tennessee and 

Texas.  In 2013, PenFed Realty was the 6th fastest growing real estate company in the United 

states according to the Real Trends Top Movers report.  The firm grew from 5,360 unit sales 

in 2012 to 10,965 unit sales in 2013. With total settled sales volume of $2.8B in 2013, PenFed 

Realty is now in the Top 1% of all real estate firms nationwide as published in the RIsMedia 

Power Broker 500 report.

Future
PenFed Realty is committed to our vision of building the highest quality real estate 

company in the nation.  In order to achieve our vision we must continue to deliver service 

beyond excellence and unparalleled value to those we serve.  PenFed Realty will constantly 

innovate its agent centric business model by investing in resources, systems and training 

that ensure the highest levels of productivity and customer service are upheld.  PenFed 

Realty will continually develop new client focused business development programs, such as 

Real Estate Rewards, that lead to industry best sales opportunities for our agents.

Berkshire Hathaway 

Homeservices and 

PenFed credit Union

 

Local, supportive

& responsive

parent company

Management & 

leadership by 

fellow Realtors

50+ offices 

nationwide

Over 1,700 

world class sales 

professionals

Real Estate Rewards 

Value of Membership
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OUR MISSION
To revolutionize real estate by delivering service beyond excellence 

and unparalleled value, benefits & resources to those we serve

OUR vISION  
To provide a gateway to a better life for our 

clients, sales professionals & employees

OUR vALUES
A solid foundation

strong support built with honesty,
integrity & trust

Rooms filled with energy & laughter
Doors open to the community
Windows open to the world

covered with gratitude
Fueled by innovation & passion

surrounded by growth & opportunity
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