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IntroductionABOUT 
LAUREN COULTER

An award-winning, five-star rated agent, Lauren Coulter is one of the 
most sought-after Realtors(r) in the greater Pittsburgh region. As 
a designated Certified Negotiation Expert, Residential Relocation 

Specialist, and Seller Representative Specialist, Lauren has consistently 
ranked in the Country’s Top 3% and Pittsburgh Region’s Top 1% of Realtors. 
She currently serves many Pittsburgh communities, including but not limited 
Mt. Lebanon, Upper St. Clair, Peters Township, South Fayette, Bethel Park, the 
Nevillewood area, and Collier Township. 

Among the many Pittsburgh features that Lauren loves most are the walkable 
shopping districts, tight-knit communities, accessible public transportation, 
excellent hospitals, and exemplary schools. She’s always happy to share her 
extensive knowledge of the area with her clients. As a Pittsburgh enthusiast 
who has lived in the area for many years with her husband Ryan, their two 
children, and their rescue dog, Lauren is the perfect person to ask for food, 
wine, shopping, and travel tips. 

Before starting her real estate career in 2014, Lauren worked in human 
resources and labor relations for two significant Pittsburgh corporations. She 
also holds undergraduate and graduate degrees from Penn State University. 
That said, Lauren likes to think that her education is never complete, as 
she continually invests time, money, and thought into sales, marketing, and 
negotiation techniques to be the best agent she can be to her clients. 

Lauren’s clients know her as a trustworthy, responsive, and consummate real 
estate professional who will go above and beyond to help them accomplish 
their goals. She loves making her clients happy and looks forward to forging 
new friendships with the incredible people she meets every day on the job. 
Innovative and tenacious, Lauren is a rockstar when it comes to tailoring 
her strategy to what each client needs. For sellers, she can guarantee 
a customized marketing strategy via her in-house marketing team that 
includes a staging consultation, professional photography, and videography. 
She provides incredible exposure for her clients—not just locally but also 
nationally and globally—through social media and her team’s Sotheby’s 
affiliations. 

When it comes to buyers, Lauren excels at honing in on their needs helping 
them find the right house, and she knows the communities and local housing 
market like the back of her hand. She is skilled at making quick, efficient 
recommendations based on what the buyer is looking for and their lifestyle. 
In her free time, Lauren loves to travel, cook, bake, go boating, and attend 
Penn State football games. Apart from her hobbies, Lauren is involved in the 
Women’s Club of Mt. Lebanon and she and her husband are involved with the 
McGuire Memorial, where they serve, support, and care for developmentally 
challenged children and adults.

Visit us at coultercastillorealtors.com

724.816.3210 (M) 412.822.6700 (O)
lcoulter@piattsir.com

@laurencoulterrealtor

Lauren Coulter, Realtor

Lauren Coulter

https://www.instagram.com/laurencoulterrealtor/
https://www.facebook.com/LaurenCoulterRealtor
https://www.linkedin.com/in/laurencoulterrealtor/
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A5-Star Agent Award recipient and elite member of the Top 5% of 
Pittsburgh Realtors, Dina Castillo has thoroughly reinvented herself 
and her career after spending years as a professional ballet dancer. 

Today, she is one of Pittsburgh’s most respected agents and has even been 
featured in Pittsburgh Real Producers Magazine. 

Dina serves the greater Pittsburgh region, placing a special focus on the 
South Hills communities. Among the many things Dina loves most about 
the area are the accessible downtown district, walkable neighborhoods, and 
excellent school districts. You can get around the area by car, or—if you prefer 
public transportation—the T-line and bus routes are both popular. 
After a long and fascinating career as a professional ballet dancer with the 
Los Angeles Ballet, Dina transitioned to real estate in 2018. Her years as a 
dancer have made her a highly focused and ambitious individual, translating 
to her work ethic as a real estate professional. 

Dina looks forward to consistently exceeding her clients’ expectations, and 
she is always looking for ways to go above and beyond for each person. An 
excellent communicator, Dina is meticulous with details and an adept problem 
solver. Her clients feel supported by her as she helps take the stress out of 
the process with her calming, positive attitude and creative strategizing. 
She sets herself apart from her competitors by having an in-depth, local 
knowledge of the area she serves and experience matching buyers to the right 
community and home. When working with sellers, Dina offers an unparalleled 
marketing package, including professional photography and videography, 
custom print marketing, and incredible exposure on websites and social 
media. 

Beyond that, Dina cares deeply about her clients and giving them an 
incredible experience, regardless of whether they’re buying or selling a home 
with her. Her friendly, personable approach is beneficial to first-time buyers, 
who she works with often. She also specialized in assisting growing families 
who are moving up to larger homes. 

When she’s not at work, Dina loves to sample the fantastic local restaurants 
with her husband, Alex. She has a particular fondness for Pittsburgh’s rich 
and vibrant art scene. Dina is also a member of Beth El Congregation of the 
South Hills and a supporter of the Jewish Federation of Greater Pittsburgh. 
In her downtime, she loves to spend time with her two rescue pups, Parker 
and Cosmo.

Visit us at coultercastillorealtors.com

412.789.8216 (M) 412.822.6700 (O)
dcastillo@piattsir.com

@dinacastillorealtor

Dina Castillo, Realtor

Dina Castillo

ABOUT 
DINA CASTILLO

Introduction

https://www.instagram.com/dinacastillorealtor/
https://www.facebook.com/dinacastillorealtor
https://www.linkedin.com/in/dinacastillorealtor/
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A Realtor® represents your interests when purchasing a 
home, one of the most significant financial investments 
you can make. For this reason, it is essential to select an 
advisor with in-depth knowledge of your local real estate 
market and specialized experience in the property types 
you are interested in.

Assist in finding the right property 

 » Identifies properties that suityour needs in a home
 » Finds appropriate available properties 
 » Set up an automated e-mail alert system 
 » Networks with other agents for properties not yet in 

the MLS 
 » Aids in narrowing your search until you have 

identified your top choices 
 » Assists in analyzing the pros and cons of each 

property 
 » Assists you in evaluating properties for suitability, 

affordability and resale value

Help arrange financing

 » Assists in locating sources of mortgage loans
 » Assists in comparing different financing options and 

know how that affects your offer
 » Provides information on purchasing incentives that 

may be available
 » Educates and discusses the differences between 

being pre-qualified and pre-approved for a mortgage

Provides information and education on current market 
conditions

 » Shows statistics on what percent of list price sellers 
are currently receiving

 » Shows trends, current average days on market, 
current absorption rate and/or current months of 
inventory

Guide you through making an offer and represent you and 
your interests in negotiations

 » Advises you on what comparable properties are 
selling for and provide pricing recommendations

 » Explains common contract contingencies
 » Obtains appropriate seller disclosures
 » Helps create a negotiating strategy to achieve your 

goals
 » Educates you on the details of the sales contract
 » Assists you in getting the best property at the best 

price with the least amount of inconvenience based 
on current market conditions

 » Prepares you for multiple offer situations and 
develop negotiation strategies specific to multiple 
offers

Get you to closing and serve as your trusted real estate 
resource

 » Recommends inspectors, lenders, attorneys and 
other professionals as needed

 » Reviews and discusses home inspection concerns
 » Is an advocate and advisor during the closing 

process
 » Monitors and communicates required contract 

deadlines to ensure that they are met
 » Assists in coordinating communications between 

the listing agent, lender, attorneys, title company, 
appraiser and other professionals

 » Accompanies you on the walk-through prior to 
closing to ensure the property is in the same 
condition as when you entered into the contract

 » Remains a life-long trusted advisor regarding real 
estate questions, needs or concerns

IntroductionYOUR REALTOR®
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If you’ve started looking for a home - and a real estate 
professional to assist you - your representative may ask 
you to sign a Buyer’s Representation Agreement. What 
is this? Why should you sign it? 

A Buyer’s Representation Agreement is a legal 
document that formalizes your working relationship 
with a particular real estate professional, detailing 
what services you are entitled to and what your buyer’s 
representative expects from you in return. While the 
language used in the document is formal, homebuyers 
should view it as an important and helpful tool for 
clarifying expectations, developing mutual loyalty and 
most importantly, elevating the services you will receive. 

Receive a higher level of service

If you’ve formalized an agency relationship with a 
buyer’s representative, you can expect to be treated like 
a client instead of a customer. What’s the difference? 
Clients are entitled to superior services, relative 
to customers. While the details vary from state to 
state and from one buyer’s agent to another, you can 
generally assume that being a client means that you’ve 
formed a fiduciary, or agency, relationship with your 
buyer’s representative.

Avoid misunderstandings

A Buyer’s Representation Agreement clarifies 
expectations, helping you understand what you should 
expect from your sales professional.

Strength as a team

When you and your buyer’s agent work together within 
a formalized agency relationship, you have created a 
team dedicated to helping you achieve the best possible 
home-buying experience.

IntroductionBUYER’S REPRESENTATION
AGREEMENT

Confidentiality

Agency law requires a buyer’s personal and privileged 
information (any information that is not related to 
purchasing a property) to remain confidential in order 
to avoid harm to the buyer. The information that 
you share as a buyer will remain with your buyer’s 
representative alone as outlined in the Buyer’s 
Representation Agreement.
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Defining Your Goals, Needs & Budget

Finding a new home can be exciting, but deciding 
what you truly want and need - and can afford - can be 
challenging. Making these decisions begins with setting 
priorities among many different preferences. 

Most homebuyers invariably face trade-offs. Your buyer’s 
representative can play a key role in helping you sort 
out your options. He or she can also offer important 
insights specific to your local market. Here are many 
of the considerations you’ll want to discuss with your 
buyer’s representative:

Basic Home Features

 » Do you prefer a single-family detached home, 
townhome, condominium or other type of property?

 » Desired number of bedrooms and baths
 » Preferences regarding kitchen, dining, family rooms, 

etc. and preferred home layout?
 » High-priority home features, such as kitchen 

appliances, fireplace, etc.?
 » Other types of rooms needed (ex. a home office or a 

hobby space)?
 » Storage spaces (closets, basement, an outdoor 

shed, etc.)?
 » Need for a garage or parking space and if so, for how 

many cars?

Other Home Preferences

 » Ranch, two story, split level, etc.?
 » Age and style of home (Victorian, bungalow, modern, 

etc.)?
 » How important is energy efficiency or other green 

home features?

Lot Characteristics

 » Size and shape, including back, front and side yards
 » Landscaping considerations - the need for open play 

areas, privacy, patio space, decking, etc.
 » Home orientation - is it important for your home to 

face a particular direction?

KNOWING YOUR 
PREFERENCES & BUDGET

Neighborhoods/Locations

 » Commuting considerations (to work, shopping, 
school, etc.)

 » Proximity to neighborhood and community 
amenities (such as community centers, exercise 
facilities, hospitals, etc.)

 » Views - how important is it to find your ideal view 
(ex. overlooking a park) or avoiding a bad one (a 
busy highway)?

Related Costs

 » Homeowner Association fees?
 » Property taxes?

Life at Home
 » If you’ll be sharing your home with children, pets, 

live in parents or others, how does this impact your 
housing preferences? Both now and in the future? 
(ex. pets may require a fenced-in yard; older parents 
may dictate one-floor living.)

 » Proximity to neighbors

Trade-Offs 

 » How much do you want to invest in a home beyond 
the purchase price, either financially or in terms of 
sweat equity, if you can’t find exactly what you want?

 » Are you willing to consider other neighborhoods that 
provide better affordability?

Resale

 » How long do you plan to live in this home? How does 
this impact the type of home you will buy, how much 
you’ll spend and your choice of location?



Budget Range

Preferred Property Type

Primary Property Usage

Property Features Need Want

Condo/Apartment Townhouse

Vacation/Secondary PropertyPrimary Family Home

Single-Family Home

Vacation Home

Investment/Revenue Property

Multiplex

Target Budget Maximum Budget

Other

Other

Do you need space for a home office?

Do you require storage or hobby space?

Do you require garden/outdoor space?

Is a fireplace or swimming pool high on your list?

Do you want special features to save energy, enhance indoor air 
quality or to reduce environmental impact?

How many bedrooms do you need?

How many bathrooms do you need?  

What kind of parking do you need? For how many cars?

Do you require air conditioning? If so, what type?
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Defining Your Goals, Needs & Budget

It’s important to clarify your budget, personal property preferences and any anticipated life stage and lifestyle 
requirements that may impact the purchase of your home.

Please complete the worksheet to help identify what is important to you in your new home.

KNOWING YOUR 
PREFERENCES & BUDGET
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Defining Your Goals, Needs & BudgetKNOWING YOUR 
PREFERENCES & BUDGET

Lifestyle and Life Stage

Most people aim to find a home and neighborhood that will meet their needs fore the next five to ten years. I can help you 
assess how your lifestyle and life stage needs may impact the property or neighborhood that is right for you.

How long do you plan on staying in this home?

What are required features?

What are desired features?

What is most important for you to have in your new home?

Will you need a home that can accommodate different stages of life?

Do you have children or plan to have children?

Do you plan to grow into this house?

Do you have family members with special needs?

Are you close to retirement?

Do you have an older relative who might come to live with you?
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STEPS TO HOMEOWNERSHIP:
A BASIC OVERVIEW

Defining Your Goals, Needs & Budget

PRE-APPROVAL 
Review the list of recommended mortgage brokers 
and reach out to them for a pre-approval. This is 
generally not a time-consuming process.

HOME SEARCH 
As we look at homes together, tell me what you like 
and don’t like. Feel free to ask me any questions you 
might have.

MAKE AN OFFER
With my knowledge of the market and the agents, I 
hope you will trust me to guide you to the right offer. 
I will explain the terms of the agreement and you can 
sign in person or electronically. 

NEGOTIATE ON YOUR BEHALF
Negotiation is an integral step in the process of 
buying a home.  I will be there to negotiate your best 
interests every step of the way.

OFFER ACCEPTED

HAND MONEY 
You will need to provide a hand money check (or 
deposit). Typically, this is 2% to 4% of the purchase 
price of the house and is credited to you at closing.

MORTGAGE APPLICATION
The mortgage company will run a credit check and 
require documentation from you such as W-2’s 
and pay stubs. Generally, the mortgage application 
must be completed within seven days of the 
accepted offer.

INSPECTION
Use the wheel of certified inspectors to select an 
inspector. See my page on home inspections for 
detailed information.

APPRAISAL
The mortgage company will order an appraisal.

HOMEOWNERS INSURANCE
Shop and select a company to provide homeowners 
insurance on the property.

HAVE UTILITIES TRANSFERRED
I will provide a list of companies to contact to have 
utilities transferred into your name as of the day of 
closing. 

PRE-CLOSING PAPERWORK
Prior to closing you will receive a Loan Estimate 
and a Closing Disclosure. By law, you must accept 
(electronically) these documents three days prior to 
closing or the closing date must be moved. 

FUNDS FOR CLOSING 
Funds for closing can either be wired to the closing 
company or provided with a cashier’s check (please 
CALL the closing company for instructions, do not 
accept or send instructions via email). Bring your 
check book for any minor changes in the numbers.

FINAL WALK-THROUGH
Within two days prior to closing, we will meet at 
the house to perform a walk-through to ensure the 
house is in proper condition and items that were 
contracted to be included in the sales agreement 
remain in the home, are in fact there.

CLOSING
We will meet for you to sign the required documents 
for closing, along with the settlement officer. You will 
need to bring a cashier’s check and proper ID.

Finding and purchasing a home involves the general steps outlined in the following section; however, most homebuyers 
and real estate investors have unique financial, property and personal requirements that demand advice from a real estate 
advisor with specialized expertise. 
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Defining Your Goals, Needs & Budget

Today’s stricter lending environment means that 
processing a mortgage application is more complex 
than ever, given the number of steps that lenders, 
underwriters and mortgage insurers must all complete 
before home buyers truly have their financing in place.

To help ensure the process goes smoother, you can 
also take steps of your own. It’s a good idea to discuss 
the process with your real estate agent, even before 
shopping for homes. By planning ahead, you’ll be in a 
much better position to negotiate and move forward 
on a purchase and more likely to avoid any unpleasant 
surprises regarding your mortgage.  

1. Interview Lenders

Your real estate agent can provide several 
recommendations, based on past home buyers’ 
experiences. Rates and fees are typically very 
competitive between lenders, so it’s often more 
important to focus on other factors, including the level 
of service provided and how well they’ve executed 
transactions for other buyers. The type of mortgage you 
are seeking may also impact your choice of lender, since 
some are more familiar with certain mortgage programs 
than others.

2. Discuss Your Options  

Deciding what type of mortgage is best for you depends 
on your personal situation, your financial scenario and 
your future plans. For example, if your down payment 
isn’t large enough to quality for a conventional loan, an 
FHA mortgage can be an excellent option. Alternately, 
you may qualify for an attractive program offered at the 
national or local level. Mortgage programs are always 
changing, so ask your lender about current options.  

OBTAINING A MORTGAGE
IN FIVE STEPS

3. Evaluate Affordability

Lenders and mortgage insurers look at a variety of 
factors, but the two most important are your monthly 
mortgage payment and your total debt load, relative 
to your gross income. As a home buyer, it’s also 
important to  consider additional expenses, beyond 
your mortgage payment, that can impact how much 
home you can afford. Depending on your situation, these 
other expenses could include property taxes, mortgage 
insurers, homeowners insurance, home maintenance 
expenses, homeowner association fees, parking 
expenses and utilities.   

4. Get Pre-approved

Completing a loan application with one or more lenders 
will help confirm whether your intended mortgage 
financing plans will work out as hoped or if you must 
modify your plans. It’s important to understand 
since pre-approvals are contingent upon the lender 
receiving full documentation, your pre-approval does 
not guarantee that you have a mortgage. Still, it is an 
important first step that will also put you in a better 
negotiating position with sellers.
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Title Insurance

A title insurance policy is a one time payment collected
at closing to protect against hidden problems with your 
deed. Title Insurance is regulated by the Pennsylvania 
Insurance Commissin. The cost is based on the purchase 
price of the home. 

No matter which Title Company provides you with the 
policy, the rates are always the same. Title Insurance is 
required unless paying cash for a home In this situation 
though, I STRONGLY recommend purchasing a policy to 
protect you and your home ownership.

Transfer Taxes

Transfer taxes are a one time tax charged each time a 
property’s deed is transferred. 
Based on the property’s location, this can range 
anywhere from 2%-6% of the homes purchase price. 
This tax is usually split equally between the buyer and 
seller. 

Defining Your Goals, Needs & BudgetTITLE INSURANCE AND
TRANSFER TAXES
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Defining Your Goals, Needs & Budget

What is Escrow?

Escrow is an easy way to manage property taxes and 
insurance premiums for your home. You don’t have to 
save for them separately because you make one monthly 
payment where:

 » Part of your mortgage payment goes toward paying 
your principal and interest. 

 » The other part goes into your escrow account 
for property taxes and insurance premiums (like 
homeowners insurance, mortgage insurance or 
flood insurance).

When those bills are due, your mortgage servicer will 
use the funds in your escrow account to pay them on 
your behalf.

Taxes in the State of Pennsylvania

In the state of Pennsylvania, homeowners are subject 
to paying for three types of taxes: County, Local and 
School. 

Each category of taxes is assigned a millage rate. The 
home you are buying was previously assessed a value by 
the county. That value can generally be found online via 
the county’s website. 

You will pay taxes based on the millage rate and 
assessed value of the home. The tax liability can also be 
calculated by multiplying the assessed (taxable) value 
of the property by the millage rate and then dividing by 
1,000).

After purchasing a home, it is possible that your 
assessed value may increase to roughly 87.5% of the 
purchase price, causing an increase in the taxes you are 
required to pay, thus increasing the monthly payment for 
your mortgage to avoid an escrow shortage. 

For more information, go to:
https://www.realtorspgh.com/Advocacy/Property-Tax-
Calculator

ESCROW & TAXES
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Buying Your Home

I  wi l l  ass ist  you in  assessing  the  pros  and cons 
of  the  home(s)  you are  interested in  and provide 
ins ight  on  recent  comparable  proper ty sa les  so  you 
have the  informat ion  you need to  p lace  an  offer  and 
negot iate  effect ive ly.

Once your real estate representative understands your 
budget and property preferences, you can expect them 
to provide you with:  

Automatic Property Updates

As soon as a property that meets your desirable home 
criteria is posted on the MLS, I will send you an email 
alert to direct you to that listing.  

Property Tours

I will schedule walk-throughs (in-person or virtual, 
depending on the situation) of properties matching your 
preferences and needs.  You may also review properties 
on piattsir.com, then contact me to schedule a private 
tour, should there be one that matches your needs.  

Open Houses

If you wish to visit an open house on your own, please 
indicate as you enter that I am representing you so that 
there will be no confusion. In addition, you can give 
my business card to the listing agent to confirm your 
representation. If it is a home you wish to consider, do 
not offer any information to the hosting agent that may 
jeopardize your best interests.

New Construction

I am able to represent you in the purchase of new 
construction as well. If at any point you decide that you 
wish to consider a new constructed home or a home 
that is not yet built, let me know and I will schedule 
appointments for us to tour any development you want 
to see. In the event you stop by a new construction 
development unexpectedly, simply indicate immediately 
upon arriving that I am representing you.

CONDUCT YOUR 
HOME SEARCH
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Buying Your Home

You’ve found a home that’s right for you and it’s time to 
make an offer. What steps are involved in negotiating a 
real estate purchase successfully?  

Step 1: Research & Planning

Depending on market conditions, you may have to 
act quickly, before another buyer steps ahead of you. 
That said, the best way to approach a home purchase 
is to arm yourself with facts and to plan a negotiating 
strategy.  

When deciding what to offer for a property, current 
market prices are the most important factor. I 
can provide you with valuable assistance in this 
regard - counseling you on market conditions, price 
ranges, comparable properties and appropriate 
negotiating strategies.

Step 2: Submit an Offer

Real estate transactions require a written contract, 
which conveys an initial written offer. A check for earnest 
money usually accompanies an offer, but in some cases 
can be provided within five days.

I will guide you in determining the terms of the offer.
based on the current market conditions. For example 
this will include price, settlement date and various 
contingencies. I will then draft the offer for you to sign, 
either in person or electronically.

Step 3: The Seller’s Response

When your offer is presented, the seller’s options are to:  

Accept. If, after reviewing your written offer, the sellers 
sign their unconditional acceptance, then you will have a 
binding contract as soon as you are notified of the offer’s 
acceptance.  

Reject. If the sellers reject your offer, you are released 
of any obligation. The sellers cannot later change their 

NEGOTIATE 
SUCCESSFULLY

minds and expect to bind you to a contract based on 
that offer.

Counteroffer. If the sellers like most aspects of 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 agree on the sales contract. At this point, 
negotiations are over and the terms of the sale are final.

It is important to note that the negotiating process 
always moves forward; buyers cannot decide at a later 
time to accept a counteroffer that they previously 
rejected. If the property is still available, buyers must
re-initiate negotiations by submitting a new offer.



Piatt Sotheby’s International Realty | 19

Buying Your Home

A home inspection generally takes two to four hours but 
may take more time depending on the size of the home. 
The inspector will ask for access to the lockbox from the 
listing agent and use the lockbox to enter the home for 
the appointment. 

If you have elected for a radon test, the machine must 
be in the home for 48 hours. The inspector will arrange 
for drop off and pick up of the radon testing machine. 
We recommend you attend the inspection so you can 
explore your new home in detail and ask questions as 
you go. 

This process can give you much more information than 
the report alone. Please note that the West Penn Multi 
List only allows those parties listed on the Agreement 
of Sale, along with the inspector or contractor to attend 
the inspection. If anyone else would like to attend (not 
recommended), they must fill out a waiver and have 
permission from the inspection company.  

Home Inspection Checklist

The more access the inspector has to the home, the 
more comprehensive the final report will be. Within 
24-48 hours you will received a full report from the 
inspection company to review. Here’s what the inspector 
will review, according to the America Society of Home 
Inspectors (ASHI):

 » Heating system
 » Central air conditioning system
 » Interior plumbing and electrical systems
 » Roof
 » Attic, including visible insulation
 » Walls
 » Ceilings
 » Floors
 » Windows and doors
 » Foundation
 » Basement
 » Structural components

HOME INSPECTION

What To Do With Home Inspection Results

Most reports list dozens, if not more, of defects. Keep in 
mind that it is the home inspector’s job to provide you 
with a comprehensive report to outline specific defects 
he/she has found while inspecting the property. 

What should concern you is not the quantity but the 
seriousness of the homes’ issues. It is important 
to review the report carefully, ask questions of the 
inspector if you need clarification and to look for issues 
that could affect the overall structure of the home, 
ability to resell the home or the safety of those who will 
live there.   

We recommend you look at the defects in terms of 
general maintenance issues, latent defects, health and 
safety concerns. Latent defects and safety concerns 
should be the focus for any requests for remediation 
or credits.

Keep in mind that as the buyer you have the right to 
request repairs or credits, but the seller may not agree 
or may only agree to a portion of the requests. This 
is one of the many ways it is beneficial to work with 
a licensed Realtor®, to allow them to assist in this 
process.  
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Buying Your HomeCLOSE THE DEAL

The closing day is the day you take legal possession of 
your new property.  

Preparation

As this day nears, your lender and I and lender will 
monitor the progress of your transaction to ensure there 
are no last-minute issues that need to be dealt with.  

Closing Day  

On the closing day legal property ownership is 
transferred to your name. The mortgage amount is 
provided to your lawyer or notary by your lender and 
you will receive a Settlement Statement (ALTA or HUD1) 
with costs payable, including: balance owing, legal fees, 
property transfer taxes and other closing costs. Your 
lawyer or notary will pay the seller, complete necessary 
documents and register your home at the Land Titles 
Office in your name.  On your closing day, your lender 
provides the mortgage money to your lawyer/notary, you 
provide the down payment (minus your deposit) to your 
lawyer/notary as well as remaining closing costs. Your 
lawyer/notary pays the vendor, registers the home in 
your name and provides you the deed to your new home.  
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REAL ESTATE TERMINOLOGY
(1 OF 4)

Adjustable Rate Mortgage (ARM) The interest rate is tied to a financial index making the monthly mortgage 
payment go up or down over time.

Amortize To liquidate or extinguish (a mortgage, debt or other obligation), especially 
by periodic payments to the creditor or to a sinking fund, to write off a cost 
(an asset) gradually.

Annual Percentage Rate (APR) The percentage of interest that will be charged on a home loan.

Appraisal A report highlighting the estimated value of the property completed by a 
qualified third-party. This is typically done for the benefit of the buyer to 
ensure the property is worth what they are paying.

Association Fee/HOA Fee In addition to a mortgage, certain housing communities, such as townhomes, 
have a monthly fee associated with maintaining the common areas 
and amenities.

Backup Offer Secondary offer on a home that is under contract that becomes active if the 
primary contract falls through.

Balloon Mortgage A long term mortgage loan that starts small but has a large payment due 
at maturity.

Closing This is the final meeting where the buyer and seller sign the necessary 
paperwork, complete the transaction and release/take possession of the 
property. Usually the representing agents and attorneys attend.

Closing Costs The buyer and seller have expenses associated with the transaction other 
than that of the actual cost of the home. For example, the buyer has a variety 
of fees due for obtaining a new loan and the seller must pay commission to 
both agents.

Closing Disclosure A five-page form that provides final details about the mortgage loan you 
have selected. It will be sent prior to closing and the initial document must 
be signed 72 business hours before closing. It includes the loan terms, your 
projected monthly payments and how much you will pay in fees and other 
costs to get your mortgage (closing costs).

Collateral Something of value that is held to ensure repayment of a mortgage or loan.

Commission A percent of the sale price of the home that is paid to agents. The seller pays 
commission to both the buyer and the listing agent.

Comparable Market Analysis An evaluation of similar, recently sold homes (called comparables) that are 
near a home intended to be bought or sold. It establishes a price estimate 
based on current market activity that can be used as a guide for pricing 
a home.

Comparables Homes in the area of interest that have recently sold that have 
similar features.
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REAL ESTATE TERMINOLOGY
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Contingencies Conditions which must be met in order to close. Contingencies are typically 
tied to a date, referred to as a deadline. If the contingency is not satisfied the 
contract may be cancelled.

Conventional Loan A private sector loan, one that is not guaranteed or insured by the U.S. 
Government.

Counteroffer The response from the sellers in regards to an offer.

Debt to Income Ratio A lender will evaluate whether a borrower's income is large enough to handle 
their payments on existing debts plus their new mortgage payments.

Deed A writing or document executed under seal and delivered to effect a 
conveyance, especially of real estate.

Disclosures The release of relevant information about a property that may influence the 
final sale, especially if it represents defects or problems. “Full disclosure” 
usually refers to the responsibility of the seller to voluntarily provide all 
known information about the property. A seller found to have knowingly lied 
about a defect may face legal penalties.

Down Payment / Contingency Period The amount of money paid upfront for the property. Some lenders have a 
down payment requirement that has to be met, such as 20% of the purchase 
price for example.

Due Diligence Refers to the period of time after the seller has accepted a buyer's offer. 
This is the time when you, as the buyer, can schedule inspections, confirm 
financing and make sure that buying the home is in your best interest.

Earnest Money (aka Hand Money) The sum of money that is submitted with an offer as an add-on to prove the 
buyer is serious and not wasting either party's time.

Easement A right held by one property owner to make use of the land of another for a 
limited purpose, as right of passage.

Equity The financial value above what is owned on the property. As a loan is paid 
off, equity is built so when the property is sold, all proceeds pay off the 
remaining loan balance and the leftover money is equity that goes into the 
owner's pocket.

Escrow A neutral third-party or attorney that handles the exchange of money 
and documents between a buyer and seller once a mutual offer has been 
accepted and the parties move to closing.

Fannie Mae (FNMA) A federally charted enterprise owned by private stockholders that purchases 
residential mortgages and converts them into securities for sale to investors; 
by purchasing mortgages, Fannie Mae supplies funds that lenders may loan 
to potential home buyers.

Federal Housing Association (FHA) Government agency that insures loans designed for low-to-moderate 
income borrowers.
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Fixed Rate The interest rate will remain the same for the entire life of the mortgage.

Fixed-Rate Mortgage A home mortgage for which equal monthly payments of interest and principal 
are paid over the life of the loan, usually for a term of 30 years.

Freddie Mac Federal Home Loan Mortgage Corporation (FHLM); a federally chartered 
corporation that purchases residential mortgages, secures them and sells 
them to investors; this provides lenders with funds for new home buyers.

Good Faith Estimate Provided by a lender to a borrower, GFE was an estimate of fees due 
at closing.

Home Equity Line of Credit A loan or line of credit that your lender may offer using the equity in your 
home as collateral.

Home Inspection The process in which a professional inspects the seller's home for issues that 
may not be readily apparent and then creates a report for the buyer to review.

Home Protection Plan A one-year service that covers the cost of repairs or replacements to items 
covered in the plan (such as stoves, dishwashers, A/C, heaters, etc.)

Hybrid A loan that starts with a fixed rate period, then converts to an adjustable rate.

Jumbo Mortgage Mortgage exceeding the conforming-loan limit, commonly used for luxury 
home purchases

Key Rate Interest rate set by the federal government that determines the cost to 
borrow money, in this case, a mortgage to buy a new home.

Lien The legal claim of one person upon the property of another person to secure 
the payment of a debt or the satisfaction of an obligation.

Mortgage Insurance Insurance written in connection with mortgage loan that protects the lender 
in the event the borrower cannot repay their loan. This is usually not required 
if the borrower has 20% or more for the down payment.

Mortgage Note A promise to pay a sum of money at a standard interest rate during a specific 
term that is secured by a mortgage.

Multiple Listing Service (MLS) Database for real estate agents to list and market for-sale homes.

Net Proceeds Amount received by the seller at closing after all other costs have 
been deducted.

Origination Fee A fee charged by a lender for evaluating and processing a loan application, 
usually a percentage of the face value of the loan.

PITI Principal, interest taxes and insurance.

Pre-Approval The process in which a lender makes an initial evaluation of how much money 
a buyer might be qualified to borrow based on the preliminary financial 
information provided. This gives the seller more confidence in the buyer's 
ability to close escrow, but is not a guarantee that the loan will be approved.

Pre-Approval Letter A letter indicating a lender is willing to loan a specific amount of money for a 
home purchase, but this does not guarantee a loan.
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Principal The amount borrowed for a mortgage loan. Monthly mortgage payments 
include both the repayment of the principal and interest owed.

Promissory Note A written promise to pay a specified sum of money to a designated person or 
to his or her order or to the bearer of the note, at a fixed time or on demand.

Property Tax An annual or semi-annual tax paid to one or more government agencies 
(city, town, county and state government) based on the property 
value assessment.

Rate Lock A commitment by a lender to a borrower guaranteeing a specific interest rate 
over a period of time at a set cost.

Real Estate Owned (REO) Real estate owned properties or foreclosed properties currently owned 
by a financial institution such as the bank that made the loan to the 
previous owner.

Reverse Mortgage This is specifically for seniors and it allows them to convert the equity in their 
home to cash.

Seller Disclosure A document completed by the seller disclosing the property's history 
and defects.

Short Sale A situation when the seller's lender is willing to accept an offer and allows the 
sale to be completed for an amount less than the mortgage amount owed by 
the seller.

Title A legal document listing the history of ownership of the home. Buyers get a 
preliminary title report from an escrow agent or attorney within a week after 
they reach mutual acceptance on an offer.

Title Insurance Insurance protecting the owner or mortgage of real estate from lawsuits or 
claims arising from a defective title.

Under Contract When a buyer has submitted and offer, but the closing is not yet final.

Underwriting The process of analyzing a loan application to determine the amount of risk 
involved in making the loan; it includes a review of the potential borrower’s 
credit history and a judgment of the property value.

Veterans Affairs (VA) Loans Special no down payment loans that are available to Americans who have 
served in the Armed Forces. These loans are issued by private lenders and are 
guaranteed by the Department of Veteran Affairs.

Walk-Through Final inspection conducted before a home sale is final.
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