


DREAM HOME JOURNEY
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Discover "What's
important to you about
moving."

01 02 03

Recognize your 3 options
for selling. 

Understand "The four key
factors for success and
how they apply to your
home. 

Experience the value of
expert leadership,
coaching, and 
management. 

Learn the essential steps
to start off strong. 

Make confident decisions
about what actions to
take next. 



Where are you headed next? 

What's your ideal timeline for getting there? 

How do you plan to move forward? 

DISCOVER SESSION
What is important to you about moving? 





HOW TO FIND
THE PERFECT

HOME
Realtor's Role 

One primary responsibility of a realtor is to represent your
interests throughout the home-buying process. While

representing you as well as your interests, it is expected upon
them to work in your best interests. 

Buying Process 
Having a real estate professional that will help with your
search, constructing market value, the paperwork, and

handling the negotiations as well as taking care of details will
save you time, money and pains along the way. The fee is often

paid by the seller party granting no cost to you. 
Emotional Aspects of the Process 

Buying a home can be an emotional and stressful experience.
A realtor acts as a neutral party, helping you stay focused on

your goals and guiding you through difficult decisions. 
What is Agency? 

Real estate professionals have the opportunity to represent
either the buyer, or the seller or potentially even both parties

providing the agreement is in writing and all information
obtained stays confidential. 

Methods of Search 
Some primary search methods include: televisions, social

media, for sale signs and open houses, the internet, for sale by
owners, developers, investors, realtors, MLS and private

listings. 
What does MLS mean? 

The Multiple Listing Service (MLS) is a system created by real
estate agents to share property listings with each other. It
allows realtors in good standing to access and view listings

shared by other agents. 



Buyers and sellers should recognize that no home is
perfect. An inspector may report defects or issues,
some of which may be minor and others more
significant. Major concerns may lead to negotiation on
repair costs, while minor issues are typically handled
by the buyer. Be sure to discuss expectations with
your REALTOR. 

Perfection doesn't exist in homes. 
Structural 
Hazardous material/conditions 
Mechanical 
Pest infestation and/or damage
Electrical 
Environmental- Lead Paint
(1978) & Radon

Types

PROPERTY INSPECTIONS

A property inspection is a professional, unbiased visual assessment of the 
property's overall condition, including its major systems, but excluding
cosmetic changes. It's important to note that a property inspection is not a
guarantee of any kind nor an evaluation of compliance with local building
codes. The inspection report may also highlight suggested preventative
maintenance for the buyer's reference. 

The inspector's role is to assess the condition of the property and its major systems,
ensuring they are properly installed, functional, and safe. 
The inspector may inform the buyer about the expected lifespan of key systems in the
home and suggest maintenance or replacement plans to help with budgeting.
However, the inspector is not responsible for providing an opinion on the home's
market value. 

The inspector's responsibilities. 





04 05 06

Lacking the proper
methods for valuing the
property

01 02 03

TOP 6 BUYER PITFALLS 

Believing that conducting
all the research
independently is the best
approach to finding the
right home 

Not having a clear,
actionable plan to bridge
the gap between your
present position and your
goals 

Neglecting to investigate
various lending providers
and loan products, which
can result in settling for
less favorable terms
without understanding all
the available alternatives. 

Not having sufficient
experience in
negotiations or a clear
understanding of real
estate regulations and
procedures 

Not having enough
insight into how future
trends or events could
alter the value of a
specific property 





Quoin Bank
Mike Bellmore

mbellmore@quoinbank.com

605-323-7426
5700 S Remington Pl

Fairway Mortgage
Dave Kelly 

davek@fairwaymc.com 

605-334-0484 
401 E 8th Street, Suite 203 

Plains Commerce
Kyle Swiden

kswiden@plainscommerce.com

605-759-8322
3905 W 49th St

Pre-approval shows exactly how much you can borrow, ensuring you focus
on homes within your budget and avoid wasting time on properties you may
not be able to afford. 

Clear Budget and Price Range 

With much of the paperwork completed upfront, the closing process is
quicker, saving time and reducing delays

Faster Closing Process 

Pre-approval often allows you to lock in an interest rate, protecting you
from future rate hikes and potentially saving you money. 

Locks in Interest Rates 

With pre-approval, you have clarity and confidence when 
making offers, reducing stress and enabling quicker decisions. 

Less Stress and More Confidence 

Selecting the right lender is crucial in the home-buying process. I’ve curated a list of trusted
lenders known for their competitive rates, low fees, and outstanding service. 

GETTING PREAPPROVED
A pre-approval letter signals to sellers that you're a serious, qualified buyer.
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Selling your home first, then moving means 
■ Relocate directly to your new home in a single move, or 
■ Move in two stages with a temporary stay in interim housing. 

Sell first, then move. 

Buying your new home before selling your current one means you 
■ Move once by synchronizing your home sale and purchase. 
■ Move once using a bridge loan, potentially making two payments
temporarily. 

Find a new home, then sell. 

Buy your new home first, contingent on selling your current one. 
■ Contingency on selling your current home can be a dealbreaker in a
buyer's market. 
■ Is recognized as the poorest method for maximizing your dollars 

Purchase a new home, contingent upon selling the old. 
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YOUR 3 SELLING
CHOICES
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 Assuming buyers can
overlook necessary
repairs or clutter. 

01 02 03

TOP 6 SELLER PITFALLS 

Allowing emotions to
dictate decisions 

Not being prepared for
the final stages of the
transaction 

Not having your home
professionally staged to
enhance interior appeal 

Lacking a clear,
structured plan to move
from your current home
to your next destination. 

Not recognizing the value
of strategic positioning
and targeted marketing to
reach qualified buyers
effectively. 
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