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You want to 
buy a house

It’s a big decision and there’s a lot to learn, but you’ve 

decided to buy a home. This comprehensive, quick-

reference guide provides the information and tools you 

need to help you find a home that’s right for you. As you 

follow these ten steps, gather information and complete 

the worksheets, you will chart a personalized map that 

will help you find, purchase, and finance a home that 

meets your needs and preferences.
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How often do you purchase real estate? Once, twice, three times in 

your lifetime? So you can hardly be expected to know all the ins and 

outs of such a major transaction, complicated by so many details. In 

most transactions, sellers are represented by a listing agent who minds 

these details and their client’s best interests. As a buyer, don’t you also 

want complete and fair representation in your real estate transaction? 

Real estate buyer’s agents are responsible for protecting the best 

interests of their clients-buyers like you--and can guide you through 

every step of the process. So the first step, and perhaps the most 

important, is finding your buyer’s agent.
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What is a Buyer’s Agent?

Defined most simply, a buyer’s agent is an advocate for the 
buyer —not the seller— in a real estate transaction. Real estate 
laws and regulations vary from state to state, but buyer’s 
agents usually owe full fiduciary (legal) duties, including loyalty 
and confidentiality, to their buyer-clients and keep their best 
interests in mind through  

the entire transaction.

Why Should I Use a Buyer’s Agent?

The two most important reasons to use a buyer’s agent are 
protection and efficiency.

Most likely, the seller of whatever property you buy will be 
represented by a listing agent who can provide expertise 
throughout the transaction. Don’t you want the same kind of 
service as a buyer? A buyer’s agent can provide you with the 
expertise you need through the entire transaction.

According to NAR (National Association of REALTORS®) 
research, buyers who work with a buyer’s agent also find their 
homes quicker, while viewing more properties in their search, 
than buyers who do not engage a buyer’s agent.

A REALTOR® is a real estate professional who is a member  
of the National Association of REALTORS®. NAR is the world’s 
largest professional association. Since members must subscribe 
to NAR’s strict Code of Ethics, you can be confident that 
you will be treated fairly and with respect. REALTOR® is a 
registered collective membership mark, and only members of 
NAR may use it.

In addition to knowing the dynamics of the local market, we 
as REALTORS® with Kim Ott & Associates also understand 
the special needs of buyers. We have the experience to 
provide the service you need and will help you make informed 
decisions through the entire process that will lead to a 
successful home purchase.

Buyers who work with a 
buyer’s agent also find  
their homes quicker.



Kim Ott & Associates                           7 

Buyer’s Agent Service Checklist

Your buyer’s agent can help you:

• Identify your needs.

• Suggest sources of financing and other service professionals, 
such as inspectors.

• Provide sources of accurate information on neighborhoods, 
schools, and communities. 

• Select and arrange property showings.

• Evaluate particular properties.

• Explain forms and agreements.

• Suggest contract contingencies that will look out for your 
best interest as opposed to the best interest of the seller. 

• Assist in the negotiations for a favorable price and terms.

• Keep all information confidential that could weaken your 
bargaining position.

• Monitor the entire purchase process, assisting with issues that 
arise through closing.

How is my Buyer’s Agent Compensated?

Many buyers wonder, “Do I pay my buyer’s agent? Your buyer’s 
agent should discuss compensation in your initial meeting, 
because there are a number of ways your buyer’s agent can be 
paid. Typically, however, buyer’s agents are compensated from 
the commission sellers pay their listing agents, usually based on 
the selling price of the property. 

In most cases, prior to viewing any properties, you and your 
buyer’s agent should sign a written buyer representation 
agreement that includes terms of compensation.

What’s Next?

Once you’ve chosen your buyer’s agent, you can chart your 
game plan, and the rest of the steps the Toolkit will help you 
lay it out. Maybe you have thought about things like your 
motivation for buying a home, how long you plan to live there, 
and your timeline for buying; share this information with your 
buyer’s agent. The more information you supply the better your 
buyer‘s agent will be able to serve you.

Thousands of homes are bought and sold every day. Is the 
process a bit complicated and overwhelming? It can seem so. 
But is it manageable? Absolutely! And preparation is the name 
of the game.



Assess Your Credit 
and Finances / Get 
Pre-Approved

STEP 2
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When placing an offer on a home, you may be required to provide the seller with 

a prequalification or preapproval letter. For a prequalification letter, your Loan 

Officer will request financial information, including income, assets and debts in 

order to determine how much of a loan you can afford. For a preapproval letter, 

your Loan Officer will request documentation to support the financial information 

provided and will submit that documentation to the Underwriting Department 

for a credit eligibility review. Your lender will then issue you a letter stating the 

loan amount for which you are prequalified or preapproved. Please note that a 

prequalification or preapproval letter is not an offer of credit or a loan approval. 

Final loan approval will be subject to a review of: satisfactory appraisal of the 

subject property, fully executed purchase contract, preliminary title report, 

confirmation of no material change to your employment status, income, assets

and credit, and any/all other conditions or terms as required as part of the final 

loan approval.



Define Your Wants 
and Needs

STEP 3

Home Feature Prioritizing Tool

Determining What You Need Versus What You Want
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Determining What You Need Versus What You Want

Rate the features below on a scale of 1 to 10, with 1 being those things you absolutely don’t want and  
10 being those things you must have.

 1 2 3 4 5 6 7 8 9 10

Eat-in Kitchen          

Separate Dining Room          

Fireplace          

Family Room          

HOA (Amenities)          

Pool/Spa          

Patio/Deck          

Backyard          

View          

Open Concept          

Urban          

Suburban          

Near Public Transportation           

Other Features:

          

           

          

          

Home Feature Prioritizing Tool

Ideal Price:  _____________________________________

Minimum Number of Bedrooms: ____________

Minimum Number of Bathrooms: ___________

Garage # of Cars: _____________________________

Lot Size: __________________________________________

Age of House: __________________________________

Square Feet of House: ________________________

Type of Neighbohood: ________________________



Shop for a Home
STEP 4

Big Choices That Will Make a Big Difference

Factors to Consider When Evaluating a Neighborhood

Neighborhood Search Strategies

Using Websites
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Big Choices That Will Make a Big Difference

The decisions you make in the home-buying process will 
determine the neighborhood and home where you will live and 
the financial terms by which you will pay for your home. But 
with so many neighborhoods and all the homes on the market 
in each one, narrowing your choices can be a harrowing task, 
especially if you’re not familiar with the area. Your buyer’s agent 
can be invaluable, helping you find resources to learn what you 
need to know to make informed decisions. In addition, there are 
times when there are not many homes to choose from because 
there are not many on the market. At that time you may need 
to broaden your search in order to give you more choices.

Note: Under Federal Fair Housing Laws it is unlawful for a real 
estate professional to engage in conduct that is discriminatory 
on the basis of race, religion, color, national origin, sex, 
handicap or familial status. A real estate professional 
should never steer you towards or away from a particular 
neighborhood if the homes there fit your needs and are within 
your range of affordability.

Factors to Consider When Evaluating  
a Neighborhood

Spending time in a neighborhood can tell you a lot about it, but 
not everything; you also need to do some research. Depending 
on your particular needs and preferences, some factors will be 
more important than others, but things to consider include:

Neighborhood Profile: Research neighborhood aspects such as 
population density and the level of commercial development. 
Ask yourself “What kind of neighborhood do I want to live in? 
City? Suburban? Small town? Rural?

Household Data: Take into account family type, average 
household income, and homeowner education level  
and occupation.

Crime Rate: Crime is an unfortunate reality we must all deal 
with. Probably no neighborhood is totally immune from the risk 
of crime, but by researching the incidence of reported crime 
in the neighborhoods you are considering, you can make an 
educated decision about where you live.

Quality of Schools: Base your evaluation on school 
performance, as determined by average test scores, spending 
per student, and the percentage of college-bound students and 
national merit scholars. Also, look at parent reviews. Sometimes 
the rating is low but the parent reviews are high.  
So this is important to find out why if that is the case. 

Amenities: What features you want in a neighborhood will 
be determined by the lifestyle you lead. Amenities to consider 
include proximity to: schools, place of employment, shopping, 
transportation, parks and recreation, restaurants and nightlife, 
cultural institutions, and natural resources, such as state parks.

Neighborhood Search Strategies

Finding the right neighborhood is an inexact science, but try 
incorporating some of these strategies as you evaluate  
different areas.

Neighborhoods become “hot”, and home prices there increase 
sharply. Rather than looking in an area that has already been 

“discovered”, consider looking in nearby neighborhoods that 
have not yet experienced drastic rises in home values.

• Look in neighborhoods that are more outlying, close to public 
transportation if commuting is a concern.

• To assess demand in a neighborhood. Ask your buyer’s agent 
to look at the comparable sales in the neighborhood to see 
how many homes are actively on the market, pending and 
sold in the last 90 days. Ask your buyer’s agent if multiple 
offers are being made on neighborhood properties. Also 
have them research the gap between list prices and sale 
prices, and how long the properties were listed before sale. 
If properties are selling for more than list, demand in the 
neighborhood is high; longer times to sale could indicate a 
cooling market or a problem with the particular home. 

• Be flexible in the type of housing you will consider. By 
remaining open to a condominium or townhouse, rather 
than a detached house, you may be able to live in a more 
desirable neighborhood than you could otherwise afford.

Using Websites

The Internet makes shopping for a home, even in the preliminary 
stages, easier than ever. There are a couple of different 
websites you can use to search for homes. Compass.com, 
Realtor.com, Zillow, and Redfin are just a few. Some listings 
even include virtual tours —an increasingly popular marketing 
technique that includes detailed photographs. In addition to 
property listings, there is also information about neighborhoods, 
schools, crime rates, and other topics. Real estate companies 
and agents usually have their own websites too, which also 
often include information about other home-buying topics, in 
addition to individual property listings.



Negotiate Terms
STEP 5

Making the Best Deal: Why Making the Deal is a Big Deal

Neighborhood Evaluation Tool

Choosing a Home

Home Comparison

Negotiating

Neighborhood Evaluation Tool

Earnest Money

What an Offer Contains Making an Offer

Contingencies

The Sellers’ Response to Your Offer

Withdrawing an Offer



Kim Ott & Associates                           15 

Making the Best Deal: Why Making the Deal is a Big Deal 

Once you’ve found the home you want to place an offer on, the next step is 

reaching an agreement with the owner about the price, how and when you can 

buy it.

Throughout this process, there are many important considerations that can impact 

your finances, tax situation, and legal obligations. When you consider that you will 

live with the decisions you make about these issues —perhaps for a long time– 

just how big a deal your home purchase is becomes obvious.

Your buyer’s agent can help you navigate the way through much of the 

transaction process, but may also advise you to consult legal and tax experts.
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Choosing a Home

It’s time to select a few homes to view. Refer back to your 
assessment of wants and needs on page 5 to see which 
features are absolute requirements and which ones you’d like to 
have if possible. The following worksheet will help you compare 
the homes you view.

Home Comparison

Comparing homes’ features side-by-side will help you make 
the right choice. Your REALTOR® can provide a side by side 
comparison sheet for you to review the prospecting homes. 

After evaluating the homes you’ve viewed, you may be ready to 
move forward by making an offer on the home you’ve decided 
is right for you. Depending on market conditions, you may have 
to act quickly. REALTORS® and probably your friends have 
stories about buyers who looked far and wide for their dream 
home, finally found it, delayed action and lost the home.

Neighborhood Evaluation Tool

With so many homes on the market you could spend a long time looking unless you narrow your choices. You can begin this process 
by first comparing neighborhoods side-by-side to help choose one that’s right for you.

Neighborhood Area 1 Area 2 Area 3

Crime Rate

Schools

Traffic

Proximity to:

Hospitals

Shopping

Public Transportation

Cultural Activities

Recreational Facilities

Restaurants

Negotiating

Assess your negotiating position prior to making an offer. Here 
are some basic rules to help you.

You are in a strong bargaining position (the seller will look 
favorably on your offer) if:

• You are an all-cash buyer.

• You are fully pre-approved for a mortgage (not pre-qualified).

• You do not have a house you need to sell, or other 
contingency that must be met, before you can purchase  
the home.

With these factors in your favor, you may be able to negotiate 
a reduction on the listed price. On the other hand, in a “hot” 
seller’s market which is most of the time in the Bay Area. If your 
“perfect” home comes on the market, you may want to offer the 
list price (or more) to beat out other offers.
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Making an Offer

The starting point and ending point of every negotiation is the 
initial offer and the acceptance of the final offer. Because oral 
promises are not legally enforceable when it comes to the sale of 
real estate, buyers must enter into a written contract, which starts 
with your written initial offer. Your offer will specify price, plus all 
the terms and conditions of the purchase you want to negotiate. 
Here your buyer’s agent provides a very valuable service by using 
standard forms that have been kept up-to-date with changing 
real estate laws. (Keep in mind that your purchase offer and 
contract must conform to state and local laws and incorporate 
all key items. State laws vary, and provisions required in one state 
may be different from those in another.)

 What an Offer Contains

To help you answer some of your questions here’s a partial 
list of what is often specified in an offer, including possible 
negotiation points. (Contingencies that might be included in an 
offer are covered in a separate section immediately following.) 
Keep in mind that if your initial offer —or a subsequent 
counteroffer— is accepted by the seller, it will become a binding 
sales contract (known in some areas as a purchase agreement). 
It’s important, therefore, that your initial offer contains the items 
that will serve as a blueprint for the final sale. Though the 
more demands you make on sellers, the less favorably they will 
probably look on your offer, most anything is negotiable. Some 
things, however, should be included in most purchase offers, 
such as:

• Property address (sometimes its legal description)

• Sales price and terms (cash and monies acquired for the 
purchase through a mortgage) Seller’s promise to provide 
clear title (ownership)

• Date for closing (the actual transfer of title. See Step 8)

• Earnest money

• Who will pay for title insurance, inspections and similar costs 
associated with the transaction

• Federally- and state-required provisions, such as 
environmental, hazard and property disclosures

• Final walk-through inspection shortly prior to closing

• Length of time that the offer is valid
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Earnest Money

This is a cash deposit you make when putting in your written 
offer on a property to show your “good faith”: Sellers are 
understandably suspicious of offers that are not accompanied 
by such a deposit. The deposit is cashed and held at the title 
company. The amount of which can vary by the negotiations 
and from market to market. But typically it is 3% of the purchase 
price. These funds usually become part of your down payment 
if the offer is accepted, or are refunded if negotiations fail to 
result in a sales contract prior to contingencies being removed.

Contingencies

A contingency is a term or condition written into an offer that 
must be met for it to become a binding contract. If you write 
into your offer that it is “contingent upon” a certain event,  
you’re saying that you will agree to the contract only if that 
event happens. Some common contingencies in a purchase 
offer include:

• Obtaining specific financing terms, such as the interest 
rate and the duration of the mortgage. If you can’t find the 
mortgage terms you’re looking for and which were specified 
in your offer, you cannot be bound by a contract drawn from 
your offer.

• Securing approvals for agreed-upon third-party inspections, 
within a stipulated period of time after the seller’s 
acceptance of the offer. This allows you to “walk away” from 
the contract if you find the inspection unsatisfactory. (See 
Step 7 for more information.)

• Selling your current home. While sellers tend to view a 
contingent sale unfavorably, an accepted offer on your home 
will improve your negotiating position.

• Reviewing condominium bylaws or other association 
documents.

After your offer has been drawn up, taking into consideration 
your negotiation strategy and all provisions and contingencies 
you want included, your offer is presented. 

If your initial offer is accepted 
by the seller, it will become a 
binding sales contract.
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The Sellers’ Response to Your Offer

Remember that sellers have in mind the amount of money they 
want from the sale of their property, and have probably charted 
out a negotiating strategy of their own. As a result, several 
things can happen once your offer has been presented.

If, after reviewing your written offer, the sellers sign their 
unconditional acceptance to it just as it stands, then you will have 
a binding contract as soon as you are notified of your offer’s 
acceptance. If the sellers reject your offer, you are released of 
any obligation and the sellers cannot later change their minds 
and expect to bind you to a contract based on that offer.

If the sellers like most everything about your offer except the 
sale price, closing date or other provisions in your offer, they 
may present a written counteroffer that includes the changes 
the sellers want to make. You are then free to accept their 
counteroffer, reject it or make your own counteroffer to their 
counteroffer. This process can repeat itself as many times as it 
takes for you and the sellers to come to a complete agreement 
about the sales contract.

A counteroffer becomes a binding contract when either you 
sign unconditional acceptance of the sellers’ counteroffer, or the 
sellers’ unconditional acceptance of your counteroffer. At this 
point, negotiations are over and the terms of the sale are final.

Withdrawing an Offer

Can you take back an offer? In most cases the answer is  
yes, right up until the moment your offer is accepted. In some 
cases, you can withdraw an offer before you’ve been notified 
of its acceptance. If you want to withdraw your offer after 
acceptance, be sure to do so only after consulting with your 
buyer’s agent or a lawyer who is experienced in real estate 
matters. You want to avoid losing your earnest money  
deposit in a law suit for damages the sellers may suffer  
through your actions.



You’re in Contract!
Next Steps

STEP 6

Deposit EMD

Sign Disclosures

Inspections

Homeowner’s Insurance

Appraisal

Loan Approval

Schedule Movers

Schedule Sign Off

Final Walk Through

Schedule Utilities

Close of Escrow
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Deposit EMD

The first step after getting your offer accepted is to 
deposit your earnest money to escrow. There are a couple 
of different ways that you can do this but the most 
common is to write a check or wire the money to escrow 
where they will hold your money and it will be applied to 
your down payment or closing costs.
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Review and Sign Disclosures

In the Bay Area, most sellers will have the disclosures completed 
before you get into contract and you will have probably already 
reviewed these with your buyer’s agent. The disclosures are a 
set of documents that the seller is required to fill out to the best 
of their knowledge. This will give you helpful information about 
the home and any issues that there may be or that have been 
taken care of in the past. Once you review the disclosures, you 
can either sign them in person or your buyer’s agent can send 
them to you to sign electronically.

Inspections

It is customary for the buyer to order and pay for their own 
inspections. Sometimes inspections are provided by the seller. 
You will want to discuss with your Buyer’s Agent about which 
inspections you would like to have done. The most common 
inspections to have completed are property, pest, chimney, 
roof, and pool, or any other inspections that may be relevant to 
the particular home you are purchasing. Once the inspections 
are completed, your Buyer’s Agent will review them and then 
go over them with you. This is then when you can request that 
the seller take care of any repairs or ask for a credit in leiu 
of repairs. The seller does not have an obligation to agree to 
your requests, and may respond with a seller response to your 
request of what they are willing to repair, or they may deny your 
request altogether. Once you come to an agreement, then this 
is when you would remove your inspection contingency if you 
have one.

Homeowner’s Insurance

The financial institution providing your mortgage will require 
that the home you are purchasing is insured, so you must 
obtain homeowner’s insurance before closing and provide proof 
of the policy. Allow plenty of lead time before closing to find 
homeowner’s insurance. In most cases the lender will require 
that the first year of the policy is paid through escrow. Costs 
and coverages can vary, so it’s a good idea to obtain at least 
three quotes from different companies.

When evaluating the policies to find the right one for you, 
consider the following questions:

• What is covered?

• What is not covered?

• How much will the insurance cost?

• Are discounts available for such things as smoke detectors 
and fire alarms, burglar alarms, non-smoking owners, 
combined auto and home policies, higher deductibles?

• What is the deductible?

• Is the home in an area prone to earthquake or landslides 
where additional insurance may be a separate policy?

• Is the home in a flood zone where separate flood insurance  
is required?



Kim Ott & Associates                           23 

Appraisal

Once we are in contract the lender will receive costs from 
the title company and prepare your initial disclosure for you. 
They will also order the appraisal. The appraiser will go out to 
the property, measure and take photos, then they will pull the 
comparable sales in the neighborhood. This is a very detailed 
analysis. Once completed they will send it to the underwriter 
for review. The lender will receive a preliminary title report from 
the title company to confirm that they can lend on the property. 
These two items take between 10 and 14 days to be completed 
and approved. Final Loan Approval - Once the underwriter has 
approved the loan, they will work with the title company and 
prepare what we call a closing disclosure, which will give you 
your final estimated costs.

Schedule Movers

You should begin planning your move well in advance. Over 
time, most of us accumulate a lot of things so determining what 
you want to take with you to your new home is a good start. 
You can save a lot of money by packing everything up yourself 
and then doing some research to decide if you want to hire 
someone to help you move or rent a truck to move everything 
yourself. Schedule Sign Off - Once your loan documents are 
ready, the escrow company with contact your Buyer’s Agent 
to schedule your sign off. This can be done at the escrow 
company or if you would prefer, a mobile notary can come to 
your home to sign you off (although there is an extra charge for 
this). In most cases your Buyer’s Agent will attend the signing 
to answer any questions that you may have and to help better 
explain the forms you are signing.

Final Walk Through

After the seller has moved out all of their possessions, you may 
do a final walk through to make sure that the property is in the 
condition it was when your contract was accepted and point 
out anything that may have been left behind or any issues that 
may need to be resolved before you take possession.

Schedule Utilities

Your Buyer’s Agent will give you a list of all of the utilities in the 
area that you will be living so that you can call and schedule to 
put things in your name like electricity, water, gas, garbage, and 
also so you can schedule cable or any other services you will 
want at your new home.

Close of Escrow

The actual and legal transfer of ownership is called the 
closing or settlement. Possession is usually transferred at 
closing, but not always. For various reasons, the seller may 
request to close the sale yet retain possession, renting the 
property from the buyer. This of course would negotiated in 
advance of the close of escrow and terms would need to be 
agreed upon by all parties.



Congratulations!
STEP 7
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Congratulations!

You have turned the American dream into a reality. 
Homeownership provides countless benefits for 
personal and financial growth: self-reliance, security, 
pride of ownership, and prosperity for you and your 
family.
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Adjustable Rate Mortgage (ARM)
A mortgage with an interest rate that 
changes, based on a specific index, after 
a predetermined number of years.

Agency
Any relationship in which one party 
(agent) acts for or represents another 
under the authority of the latter.

Amortization Schedule
A timetable showing the amount of each 
mortgage payment applied to interest 
and principal and the remaining balance 
after payment is made.

Annual Percentage Rate (APR)
The cost of a mortgage stated as a 
yearly rate; includes such items as 
interest, mortgage, and loan origination 
fee (points).

Appraisal 
A qualified appraiser’s written analysis of 
the estimated value of a property.

Biweekly Payment Mortgage
A mortgage requiring payments every 
two weeks rather than the standard 
monthly payment. The benefit for the 
borrower is a substantial savings in 
interest over the life of the loan.

Broker
A person who, for a commission or a fee, 
brings parties together and assists in 
negotiating contracts between them.

Capital Gains
The profit obtained from the sale of an 
asset, such as real estate.

Certificate of Title 
Statement provided by a title company or 
attorney stating that the title toreal estate 
is legally held by the current owner.

 

Homebuyer’s Glossary

Closing
A meeting at which a sale of a property 
is finalized.

Closing Costs
Expenses incidental to a sale of real 
estate, such as loan fees, title fees, 
appraisal fees, etc.

Collateral
An asset (such as a car or a home) that 
guarantees the repayment of a loan.

Commission
The fee charged by a broker for 
providing services related to a real 
estate transaction, such as marketing 
the property (for the seller), finding a 
property (for the buyer), and negotiating 
a purchase contract.

Deed
The legal document conveying title  

to a property.

Earnest Money
A deposit made by potential buyers to 
demonstrate their good faith interest
in purchasing a property.

Equity
The difference between the current 
market value of a property and the 
amount owed on the mortgage(s).

Escrow
A deposit of value, money, or documents 
with a third party to be delivered upon 
the fulfillment of a condition. 
For example, the earnest money deposit 
is put into escrow, and held there until 
closing. This money is used for the buyer’s 
down payment or goes towards their 
closing costs unless otherwise arranged.

 
 
 

Fair Credit Reporting Act
A consumer protection law that regulates 
the disclosure of consumer reports by 
consumer/credit reporting agencies and 
establishes procedures for correcting 
mistakes on one’s credit record.

Home Inspection
A thorough examination that evaluates 
the structural and mechanical condition 
of a property.

Home Warranty
A guarantee for mechanical systems  
and appliances, but not the structure,
against repairs not covered by 
homeowners insurance; coverage is for  
 a specific period of time.

Mortgage Insurance
A contract that insures the lender 
against loss caused by a borrower’s
default on a mortgage.

PITI (Principal, Interest, Taxes  
and Insurance)
Four components of a monthly payment 
on mortgage loans.

PMI (Private Mortgage Insurance)
A coverage provided by a private 
mortgage insurance company to protect 
lenders against loss if a borrower 
defaults. Coverage is usually required 
for a loan with a loan-to-value (LTV) 
percentage in excess of 80 percent.

Points
A point is one percent of the amount 
of the mortgage. Lenders charge 
borrowers a percentage of the loan 
amount equal to the number of points 
to cover lenders costs. Sometimes, 
borrowers pay higher points in 
exchange for a lower interest rate.
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Principal
The amount borrowed or remaining 
unpaid on a mortgage loan.

Real Estate Agent
A person licensed to negotiate and 
transact the sale or purchase of 
realestate on behalf of the property 
owner or buyer.

REALTOR®

The registered collective membership 
mark that identifies real estate 
professionals who are members of the 
National Association of REALTORS, and 
subscribe to its strict Code of Ethics.

 
Sales Contract
Also known as a purchase agreement, 
the legal document that details the
price and terms of the property sale 
between a seller and a buyer.

Closing Statement
A document prepared by the Escrow 
Company, or lender detailing the 
complete breakdown of the costs 
and disbursements in a real estate 
transaction.

Title Search
A check of public records to ensure
that the seller is the legal owner of  

the property being sold and that  
there are no liens or other claims against 
the property.

Walk Through
A final inspection of a home before 
closing to verify that the condition  

of the property and contents are  
as contracted.
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Tax Tips and Benefits for Buyers

Note: Always consult a tax professional in all tax-related 
matters.

Some of your costs incurred at closing can be deducted on 
that year’s income tax return. These costs include any prepaid 
mortgage interest and property taxes, and are listed in the 
settlement statement.

Many other closing costs are simply added to the cost basis for 
the property, so that when you sell, they will reduce the capital 
gains you may owe. If residency requirements are met, under 
current federal tax law capital gains on the sale of a personal 
residence of up to $250,000 for unmarried sellers – $500,000 for 
married sellers – are not taxed.

Retain all records of the sale including those for capital 
improvements, which can also be added to your cost basis. 
While these records may save you a considerable amount of 
money in taxes owed, remember that you never know when the 
law will change.

On each year’s income tax return, you may deduct all property 
taxes paid on any real estate you own. 

You are also entitled to claim as deductions all mortgage 
interest paid on first and second homes. The deduction is limited 
to $1 million dollars borrowed to buy or improve your properties, 
in addition to interest on an additional $100,000 in equity loans 
or second mortgages. If your borrowing exceeds that amount, 
consult an accountant and financial planner.

Moving and Income Tax

Many of your moving expenses may qualify as income tax 
deductions if your move is closely related to a job transfer or a 
new job located at least 50 miles farther away from where your 
old job was located.

Transferred members of the armed forces may also deduct 
moving expenses. Expenses that may qualify are:

• Packing, transporting, and storing (for 30 days) household 
goods and personal effects.

• Transportation and lodging (but not meals) for you and 
members of your household while traveling to your new 
home.

• Mileage for use of your own car in moving goods, yourself or 
members of your household (or, alternatively, actual gas and 
oil expenses).

• Tolls and parking fees paid during the trip.

• Disconnecting and connecting utilities.

• Shipment of cars and pets.
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Kim Ott

510.220.0702
kim.ott@compass.com
DRE 01249663
kimott.com

Sean Tannenbaum
510.557.5950
sean.tannenbaum@compass.com
DRE 02019689

Andre Wang
510.386.0028
andre.wang@compass.com
DRE 02073067

Samantha Ott
samanthaotc@gmail.com
DRE 01991752

Kim Ott & Associates is the perfect blend of experience, dynamic 
energy, marketing skills and knowledge to offer unmatched 
service to all our clients!

Kim Ott & Associates is prepared to assist you with buying or selling in any phase of your life, from first 
time home buyers to purchasing your retirement home. With 20+ years of experience in the East Bay, 
Kim Ott & Associates is ready to provide you with exceptional service!




