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Hi, I'm Jimi and I believe in all
things home!
Home is more than just a physical space. It's

where you've created countless memories,

shared moments with loved ones, and where you

feel most comfortable. 

When it comes time to buy a new home and

begin a new chapter, the process can

oftentimes feel overwhelming. Buying a home

can be an emotional journey, and it's

understandable to feel apprehensive. 

WELCOME

Jimi Faria

Rest assured that together, we can help

you navigate the process with ease. We'll

outline the process and create a plan

together, so you don't have to do any of

the heavy lifting.

From setting a budget, to finding the

right neighborhood, negotiating the best

terms for you & creating a smooth close,

this booklet will be your guide.
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ABOUT ME

Meet

Her real estate career began in the 1990's and her experience with past
market ebbs and flows have created a wealth of experience and
knowledge for her. No stranger to change, her ability to work in multiple
offer and buyer dominated markets are essential to the success she has
in making sure her client's goals and dreams are met. 

With her unwavering commitment to her clients, she has succeeded to
maintain award level production with millions of dollars of real estate
sold in her career. Specializing in residential, investment, farms and land,
her love of the business, high energy, and drive maintains her earned
level of success. 

Negotiations Certified, with an education in marketing and public
relations, finance and administrative business, Jimi applies these
essential skills and knowledge in her real estate business to ensure your
goals are met. 



BUYING PROCESS
I KNOW THAT BUYING A NEW
HOME CAN BE STRESSFUL... 

But it doesn't have to be.  Instead it can
be the glorious start to a new chapter.  
The anticipation of creating new
memories in a home that better serves
your needs. We're here to help you
determine your budget, find the perfect
neighborhood & hear "OFFER ACCEPTED!"

Moving to a new home is EXCITING and
we can't wait to help you every step of the
way.

SUCCESSFUL

S E T  Y O U R
B U D G E T

G E T  P R E -
Q U A L I F I E D

F I N D  Y O U R
H O M E

M A K E  A N
O F F E R

I N S P E C T I O N
P E R I O D

C L O S E  O N  T H E
H O U S E  ( A N D
C E L E B R A T E )

C O N T I N G E N C Y
R E M O V A L

P E R I O D









BUDGET

CLOSING DAYMEET WITH A LENDER

MOVING DAYSET UP YOUR HOME SEARCH

OFFER ACCEPTED!

the
TIMELINE

Interview lenders
Crunch the numbers to
determine how much
home you can afford

Deposit earnest money
17-day inspection period
Appraisal

Sign all lender
documents
Sign all title documents
Sent to record + fund

Schedule your movers
Turn on all utilities in
your name
Welcome Home!

SHOWINGS

Determine what your
'must have' items are
Define the location you
want to live in
Set up your home search

Walk any homes that
meet all of the
qualifications you've set
until you find the right
one & submit an offer

Determine what you want
your monthly payment to
be
Determine how much you
want to put down





Now that you have a clear idea on what you want and the
numbers you’d like to hit, it’s time to talk to a lender. Every buyer
must have a pre-approval before seeing any homes. Depending
on your price point (usually luxury listings), Listing Agents will
require proof of funds prior to showings. This ensures sellers
aren’t prepping their home for showings for buyers that aren’t in
a position to buy. Your pre-approval will be submitted with any
offer so the sellers know you can secure a loan for their property.
Once you have your pre-approval, revisit your ‘must have’ list to
be sure those items can realistically be secured at your price
point.

MEET WITH YOUR LENDER



B U I L D  Y O U R
T I M E L I N E
Are you renting? Do you need to sell

your current home? Closings typically

take 30 days, so line up your dates to be

sure they work for you. If you need to

sell your current home in order to buy

your new home, it’s important to have it

cleaned, staged and photographed

PRIOR to looking at homes. This allows

for me to best negotiate a Buyer

Contingency, meaning that your new

home purchase is contingent on your

current home selling. As an agent, I need

to be able to show the sellers we’re ready

to go to market ‘overnight’ so we don’t

delay the closing process.

If you’re renting, know that your first

mortgage payment isn’t usually due for

45-60 days AFTER close of escrow, which

helps you not double up on rent and

mortgage payments.



Now it's time to start shopping for your new home!  

We'll automate this by setting up a custom home

search for you with all of the criteria you listed

above.  This means anytime a new home hits the

market that meets your criteria, you'll get an email

notification.  If you like what you see, reach out and

I'll set an appointment to walk the home.

A few ground rules to make this process as enjoyable

as possible:

Do not walk homes that are not in your budget. I can

promise you this never ends well and oftentimes

makes you disappointed in what you CAN afford.

Remember when walking homes, someone else is

often living there.  This means we want to be

respectful of their space, especially if little kids are in

tow.

And finally, there are almost always cameras, so save

any talk of pricing for after the showing.

SET UP YOUR
HOME SEARCH







APPRAISAL
Once the inspection is complete the next contingency
to remove is the appraisal  contingency. Most loans
require an appraisal  and if  the home doesn’t  appraise
for the purchase price buyers and sel lers have a few
options. The buyer can exercise their  r ight to cancel
the contract and receive an ful l  refund of their
earnest money, or buyer and sel ler can renegotiate on
the price or buyer can bring the difference between
the appraisal  amount and loan amount in cash to the
closing table to bridge the gap. 

Once the appraisal  contingency has been met, the
buyer’s earnest money is typical ly what we cal l ,
‘hard. ’  This means that should you decide to cancel
the contract,  you wil l  not receive a refund of your
earnest money deposit.



FINANCING

If you’re selling your current home in
order to buy your new home, you’ll
have this contingency as well that
needs to be fulfilled before your
earnest money goes hard. We’ll go
over all of these dates so you know
exactly what is expected of you and
the sale of your home.

During this time, it’s imperative that you
stay in close contact with your lender.
They’ll need specific paperwork and
information only you can provide them. It is
also of the upmost importance that you
refrain from any other major purchases
that could impact your financing. This
would be buying a new car or boat or
swiping your credit card for furniture for
the new house. These purchases can
negatively impact your debt to income ratio
and implode your deal before it’s done.
Hang tight until we close on your dream
home and then you have full reign to get
that home furnished or buy that new car.

OTHER
CONTINGENCIES



This occurs 2-4 days prior to close and is your chance to walk the

home one last time to ensure that all of the repair requests have

been completed and that the house is in the same condition as

when you bought it. It’s normal to see boxes stacked in the garage

because sellers are moving too! If everything looks good, you’ll

sign paperwork accepting the home’s condition and we’ll be on

our way to a smooth close.

FINAL WALK
THROUGH



Closing day is usually a collection of a few days. The Title Company will receive loan documents

3-5 days prior to close and you’ll have two options: you can make an appointment to sign at the

Title Company OR they’ll send the documents to you with a notary to sign in the comfort of your

own home. Either way is just fine, but you’ll need to be sure if you’re signing at home that there

is time for documents to get back to the Title Company in a timely manner (this only comes into

play if you’re signing out-of-state). Both buyers and sellers usually sign all the documents a few

days prior to close, so that on closing day, all that is left to do is send the title to record at the

County Recorder's Office. 

Your property is officially closed once the title has been recorded, then funding will follow.

Depending on which day of the week and the time of day, sometimes funding doesn’t happen

until the next day. Banks often work on Eastern Time so if you’ve recorded late in the day on a

Friday, you can expect it to fund on Monday.

Good news? Once it’s funded we can release the keys to your new home to you!

CLOSING DAY



CAN EXPECT
What you

I know this is about more than selling high and

buying low and I can promise you that while

there will be some bumps in the process, I'll be

doing my best to help you avoid any delays or

roadblocks. You can expect consistant text

messages and/or  phone calls with my trademark

tell it like it is honesty & creative problem solving

to get you where you want to go.

Jimi



We met Jimi at an open house and immediately connected

with her “keep it real” attitude.  She helped us sell our

home in Dixon and buy our dream home in Davis.  Jimi

used her experience to ensure that both deals stayed on

track!  You cannot find a better advocate and partner in

the process than Jimi!

what others

ARE SAYING

KARI M.

MARY  C.
Jimi's diligence, honesty and fast-response time made our

transaction much less stressful! I would recommender her

to anyone- especially first -time buyers who need to

understand the ins and outs of the purchasing process.

She is patient and knows how to keep the ball rolling!



G
ET

 IN
 C

O
N

T
A

C
T

READY TO BUY?

530.304.7113
@realtor.jimi
jimifaria@gmail.com

J I M I  F A R I A

R E A L  E S T A T E  A G E N T
D R E  0 1 0 8 9 4 4 1

Let’s connect here:


