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OUR FIRM

Congrats on taking the first step to buy in The Carolinas. Whether you are thinking of
moving close to downtown Charlotte or Fort Mill, out team has you covered.
The Johnson Group is committed to being a leader among our peer firms. We build and
support close-knit teams. Our goal is to foster teamwork while preserving the freedom each
of us needs to satisfy buyers and sellers and find personal satisfaction. Uncompromising
honesty and integrity are the core values of our business. We will always exercise practices
that meet the highest ethical and business standards. We will do what’s right by the law, our
agents, and our clients.
Our greatest assets are our team members: the sales agents, brokers, managers, and
supporting staﬀ with whom we strive to sustain mutually satisfying, productive and lasting
relationships. We place a high priority on their growth, development and job satisfaction,
and provide opportunity for reward commensurate with contribution.
We are personally involved in civic and community aﬀairs that improve the quality of life in
our neighborhoods, and will contribute both financial and human resources to achieve these
ends.

C HOOSIN G A REALTOR

WHY HIRE A REALTOR FROM OUR TEAM
One of the first things you should do when considering purchasing is to hire a realtor. A real
estate professional will help to make the entire transaction as stress free as possible. Find a
real estate agent who’s a market expert (you’re in luck because Kristena and her team are all
certified relocation specialists).
Chances are, you’re not aware of the forms required to purchase in the Carolinas. That’s
why it’s even more crucial to partner with a real estate team who you can trust and is an
expert in that area. A good realtor will be able to help you determine what neighborhood to
consider at the price for your budget.
Our team is the perfect partner for helping you find the perfect home.
The purchase process can be stressful, when negotiating repairs and scheduling inspections.
Working with a qualified professional can help things go smoothly. A trustworthy real estate
pro is crucial in helping you make the most of your house-hunting tours.
Buying and selling a home gets complicated, which is why you need a real estate expert with
years of experience. A true pro will have helped people in your situation before, and they
know how to guide you through the process.

WHAT IS BUYER AGENCY
The North Carolina (NC) Real Estate Commission is the licensing and regulatory agency for
North Carolina Realtors and Real Estate Agents. All Real Estate Agents are required by law
to provide you with a copy of the working with real estate agents brochure and explain the
type of agency relationship you wish to have with this agent at first substantial contact and
before showing you any homes.
However, this Brochure Working with Real Estate Agents does not explain Exclusive Buyer
Representation. An Exclusive Buyer Agent works for you, the buyer.
In North Carolina, all real estate agents are assumed to work for the seller, unless they have
a Buyer Agency Agreement. The initial agreement can be verbal but according to North
Carolina law, there must be a written agreement between the agent and client before an
oﬀer can be written on the buyer’s behalf. We ask that you sign one so that you have priority
access to your chosen agent.
The Johnson Groups LLC only accepts a written agreement that you want us to represent
you before we can start working aggressively on your behalf. We will provide up to three
phone consultations and one area tour based on that initial verbal agreement, if you are
relocating. We want you to make sure we are a good fit for you and your real estate needs
before you commit to working with us. Once you feel comfortable working with your agent,
you’ll sign a Buyer Agency Agreement and, based on your schedule and needs, we will
arrange for your first series of home tours.
Hesitant?
It is understandable to be hesitant if you have never purchased or if you are unfamiliar with
NC laws. It is important to talk to your agent about your concerns and experience. An
agreement protects you as much as it protects us. We want to make sure you don’t get
trapped in a bad deal. We’re here to make your entire home buying process as smooth and
trouble-free as possible.
How much does it cost to use an Exclusive Buyer’s Agent? How are they compensated?
Free, the cost of your representation is built into the purchase price of the home. Your agent
fees are usually paid by the listing agents who agree to share their compensation with
whoever represents the buyer after a successful transaction.

Given that our agents are paid by the listing agent, the question is often asked whether or
not our agents are working for the listing agent and seller. The answer is absolutely NOT.
The contract is what ultimately determines for whom an agent is working, not where the
agent’s payment comes from. Our agents are always working for you, representing your best
interests. Here is a copy of that agreement.

BUYER C ONSULTATION
We start every process with a simple buyer consultation and from there we gather the
details regarding your desire, . Here is a brief overview of our buyer experience:
INITIAL C ONSULTATION

LOAN C ONSULTATION

PREAPPROVED!

NEEDS WORK!

No worries, in most cases our clients need a
little help with their credit. The Kay Firm is a
wonderful company and our clients get a
discount for using their services.
Now it’s time to shop for the perfect home
that fits in your budget.
Your agent will conduct a second buyer
consultation to determine what your needs
and wants are.

T H E K AY F I R M
You’re Ready, Yay!!!

PRE APPROVED

FIND A HOME

FIND A HOME

UNDER CONTRACT

CLOSED!

BUYING VS RENTING
REASONS TO BUY

Buying a home can be a great investment. If home prices in your area have been
rising, buying now can help you stay in a neighborhood that you might otherwise
be priced out of in a few years. And even if you don’t end up staying long term, a
sharp rise in local property
values could mean a sizable
profit when you sell. Some
indications that buying may
be right for you:
• You plan to stay in the
same place for more
than a few years.
• You’d be willing to rent
out part or all of your
home, should your
plans or finances change.
• You’re eligible for a prime-rate mortgage, with payments you can afford.
• You’re willing to put some “sweat equity” into a fixer-upper, allowing you to
buy something more affordable. You can increase the home’s value with
improvements over time.

REASONS TO RENT

Though owning your own home can offer a sense of security, homeownership has
its drawbacks — remember the roof replacement? Getting out of a lease is also
much less of an ordeal than selling a house, so if you’re not sure where you’ll be
next year, renting can save you some costly headaches. Some indications that
renting may be right for you:
• You aren’t sure how long you’ll be in the home because of work, changing
family circumstances or other reasons.
• You won’t be able to afford — or don’t want to bother with — the maintenance
or repairs a house may need.
• Your finances are variable or likely to change soon, potentially making it
difficult to keep up with mortgage payments.

P R E - A P P R OVA L
S U B M I T YO U R
APPLIC ATION .

S U B M I T YO U R
DOCUMENTS

R E C E I V E YO U R P R E - A P P R OVA L

AGENT SUBMIT
PURC HASE CONTRACT

PROOF OF FUNDS IS PROVIDED
TO LENDER

LOAN IS
UNDERWRITTEN

F I N A L A P P R OVA L

C LO S I N G TA B L E , H E R E YO U C O M E !

U N D E R S TA N D I N G YO U R C R E D I T S C O R E
Wondering how to improve your credit score? Sure, it's easy to
fall in love with the idea of buying a home. You've got it all
planned out. But if you're going to get a mortgage (and let's face
it, most homebuyers do), you'll likely need to improve your
credit score, also called a FICO score—a simplified calculation
of your history of paying back debts and making regular
payments on loans. If you're borrowing money to buy a home,
lenders want to know you'll pay them back in a timely
manner, and a credit score is an easy estimate of those odds.
Here's your crash course on this all-important little number, and how to
whip it into the best home-buying shape possible.

Step 1: Pull your credit report
There are three major U.S. credit bureaus (Experian, Equifax, and TransUnion), and each
releases its own credit scores and reports (a more detailed history that's used to determine
your score). Their scores should be roughly equivalent, although they do pull from diﬀerent
sources. For example, Experian considers on-time rent payments while TransUnion has
detailed information about previous employers. If you choose MyFico.com, you will have
access to a credit report and your fico scores. If you don’t want to pay the fee, every year the
government oﬀers you a free credit report. Simply log into
www.FreeAnnualCreditReport.com
Step 2: Assess where you stand
It's simple: The better your credit history, the higher your score—and the better your
opportunities for a home loan. The Federal Housing Administration requires a minimum
credit score of 580 to permit a 3.5% down payment, and major lenders often require at least
620, if not more. So what can you do if your credit report is in less than shipshape? Don't
panic, there are ways to clean it up. Some clients have the recipe for credit success, but are
one ingredient short of the sauce. Our friends at The Kay Firm, can help you.
Step 3: Clean up your report
A 2013 Federal Trade Commission study found that 5% of credit reports contain errors that
can erroneously ding your score. So if you spot any, start by sending a dispute letter to the
bureau, providing as much documentation as possible, per FTC guidelines. You'll also need
to contact the organization that provided the bad intel, such as a bank or medical provider,
and ask it to update the info with the bureau. This may take a while, and you may need
documentation to make your case. But once the bad info is removed, you should see a bump in
your score

LOAN OPTIONS

FHA LOAN

CONVENTIONAL
LOA N : H O M E R E A DY

Income Limit: No Limit
Income Limit: 74k

Credit Score : 520+

Credit Score : 660+

Down Payment: 3-3.5%

Down Payment: 3%

VA L OA N

CONVENTIONAL
LOAN:

Income Limit: No Limit
Income Limit: No Limit

Credit Score : 580+

Credit Score : 640+

Down Payment: 0

Down Payment: 5-20%

USDA LOAN
Income Limit: 74K (per house
hold)
Credit Score : 640+
Down Payment: 0

LOAN OPTIONS EXPL AINED:

FHA LOAN:
For those wanting to get into a home with a minimal down payment, an FHA Loan is one
of the most practical choices. These government-insured loans require just a 3.5 percent
down payment - and all of that money can be gifted from a relative or the home seller.
One big downside of FHA loans, though, is that whenever you put down less than 20
percent on a home, you're required to buy mortgage insurance, which adds to your
monthly payment. For FHA loans, this charge is known as a Mortgage Insurance Premium
or MIP. With conventional loans, it's called Private Mortgage Insurance, or PMI.

H O M E R E A DY:
With HomeReady, cash for down-payment and closing costs can come from multiple
sources, including gifts, grants, and more- with no minimum personal funds required.
Unlike government-insured loans, with HomeReady, borrowers may have the option to
cancel their mortgage insurance once their home equity reaches 20%. This can result in
lower monthly payments down the road.
With home ready, Low down payment; as little as 3% down for home purchases. Flexible
sources of funds with no minimum contribution from borrower’s own funds Nonoccupant borrowers permitted Cancellable mortgage insurance (restrictions apply)
Reduced MI coverage requirement for loan-to-value ratios above 90% (up to 97%)
Pricing is better than or equal to Fannie Mae’s standard loan pricing (risk-based pricing
waivers for LTV ratios > 80% with a credit score ≥ 680)

VA L OA N :
For home buyers, the VA loan oﬀers several major benefits: The ability to get into a
home without a down payment. If you have the income to buy a home, you don’t have to
spend extra time saving up a down payment. When you take cash out of your home, you
only need to maintain 10% equity. This means you can convert more of your existing
equity into funds that you can use to give your retirement a boost, start a college fund or
do a home improvement project.
Instead of mortgage insurance, there’s a one-time funding fee that can be paid at closing
or built into the loan. There are a variety of loan options, including several diﬀerent term
lengths as well as both fixed and adjustable rate mortgages (ARMs).

USDA LOAN:
A USDA home loan is a zero down payment mortgage for eligible rural and suburban
homebuyers. USDA loans are issued through the USDA loan program, also known as the
USDA Rural Development Guaranteed Housing Loan Program, by the United States
Department of Agriculture. The USDA guarantees a mortgage issued by a participating
local lender — similar to an FHA loan and VA-backed loans — allowing you to get low
mortgage interest rates, even without a down payment. If you put little or no money
down, you will have to pay a mortgage insurance premium, though.
Direct loans: Issued by the USDA, these mortgages are for low- and very low-income
applicants. Income thresholds vary by region. With subsidies, interest rates can be as low
as 1%

CONVENTIONAL LOAN:
A conventional mortgage is a home loan that isn’t guaranteed or insured by the federal
government. Conventional mortgages that conform to the requirements set forth by Fannie
Mae and Freddie Mac typically require down payments of at least 3%. Borrowers who put
at least 20% down do not have to pay mortgage insurance premiums, which are typically
required with FHA loans. A conventional mortgage can require a sizable down payment in
comparison to other types of mortgage loans. Conventional lenders have traditionally
required up to 20% for a down payment, but now they can oﬀer a 3% down payment
program (Home Ready) to compete with the 3.5% minimum down payment option for an
FHA loan. Down payment requirements can vary based on the lender as well as the

S AV I N G F O R A D O W N PAY M E N T A N D C L O S I N G C O S T S

When you're wondering how to save money for a house, it can start to feel like you'll never
scrape together enough for a down payment. But you will, it takes time.
Still, as long as you grease the gears early (like now), you'll barely notice you're saving until
—boom!—one day in the foreseeable future you'll be sitting on a pile of money that could
pave the way to homeownership. Sound good? Good. Here's how to do it:
Step 1: Start With a Clear Down Payment Savings Goal
Step 2: Cut Some Expenses in Your Budget
Step 3: Open a Dedicated Account
Step 4: Boost Your Income With a Side Hustle
Step 5: Find More Savings and Income on the Margins

CLOSING COSTS
Closing costs can be covered by the seller on a property or the builder (if you use their
preferred lender). Here is what is included in closing costs:
Property-related fees
Loan-related fees
Mortgage insurance fees
Property taxes and insurance
Title fees

LOA N T E R M I N O LO GY:

Property-related fees
Appraisal fee: It’s important to a lender to know if the property is worth as much as the
amount being borrowed. This is for two reasons: The bank needs to verify that the amount
you need for a loan is justified, and the bank also wants to make sure it can recoup the value
of the home if you default on your loan. The average cost of a home appraisal by a certified
professional appraiser ranges between $300 and $400.
Home inspection: Most lenders require a home inspection, especially if you’re getting a
government-insured mortgage. Before lending you hundreds of thousands of dollars, a bank
needs to make sure the home is structurally sound and in good enough shape to live in. If
the inspection turns up troubling results, you may be able to negotiate a lower sale price.
But depending on how severe the problems are, you have the option to back out of your
contract if you and the seller can’t come to an agreement on how to fix the issues. Home
inspection fees, on average, range from $300 to $500.

Loan-related fees
Application fee: This covers the cost of processing your request for a new loan and includes
costs such as credit checks and administrative expenses. The application fee varies
depending on the lender and the amount of work it takes to process your loan application.
Assumption fee: If you take over (“assume”) the remaining balance of the seller’s
mortgage, you may be charged a variable fee based on the balance.
Attorney’s fees: A number of states require an attorney to be present at the closing of a
real estate purchase. Depending on how many hours the attorney works your case, the fee
can vary dramatically.
Prepaid interest: Most lenders require buyers to pay the interest that accrues on the
mortgage between the date of settlement and the first monthly payment due date, so be
prepared to pay that amount at closing; it will depend on your loan size.
Loan origination fee: This is a big one. It’s also known as an underwriting fee,
administrative fee or processing fee. The loan origination fee is a charge by the lender for
evaluating and preparing your mortgage loan. This can cover document preparation, notary
fees and the lender’s attorney fees. Expect to pay about 1% of the amount you’re borrowing.
A $300,000 loan, for example, would result in a loan origination fee of $3,000. Expect to pay
about 1% of the amount you’re borrowing for a loan origination fee.

Points: By paying points, you reduce the interest rate you pay over the life of your loan,
which results in more competitive mortgage rates. One point equals 1% of the loan amount.
So if the loan were $500,000, a 1-point payment would be $5,000. Generally, paying points
is worthwhile only if you plan to stay in the home for a long time. Otherwise, the upfront
cost isn’t worth it.
Mortgage broker fee: If you work with a mortgage broker to find a loan, the broker will
usually charge a commission as a percentage of the loan amount. The commission averages
from 1% to 2% of the home’s purchase price.

Mortgage insurance fees
Mortgage insurance application fee: If you put less than 20% down, you may have to get
private mortgage insurance. (PMI insures the lender in case you default; it doesn’t insure
the home.) The application fee varies by lender.
Upfront mortgage insurance: Some lenders require borrowers to pay the first year’s
mortgage insurance premium upfront, while others ask for a lump-sum payment that covers
the life of the loan.
FHA, VA and USDA fees: If your loan is insured by the Federal Housing Administration,
you’ll have to pay FHA mortgage insurance premiums; if it’s insured by the Department of
Veterans Aﬀairs or the U.S. Department of Agriculture, you’ll pay guarantee fees. FHA
insurance premiums are about 1.75% of the loan amount, while USDA loan guarantee fees
are 2%. VA loan guarantee fees range from 1.25% to 3.3% of the loan amount, depending on
the size of your down payment.

Property taxes and insurance
Annual assessments: If your condo or homeowners association requires an annual fee, you
might have to pay it upfront in one lump sum. If your condo or homeowners association
requires an annual fee, you might have to pay it upfront.
Homeowners insurance premium: Usually, your lender requires that you purchase
homeowner’s insurance before settlement, which covers the property in case of vandalism,
damage and so on. Some condo associations include insurance in the monthly condo fee.
The amount varies depending on where you live, your home’s value, and whether it’s in a
potential disaster area (such as a flood plain or earthquake zone).
Property taxes: Buyers typically pay two months’ worth of city and county property taxes at
closing.

Title fees

Title search fee: A title search is conducted to ensure that the person selling the house
actually owns it and that there are no outstanding claims or liens against the property. This
can be fairly labor-intensive, especially if the real estate records aren’t computerized. Title
search fees are about $200, but can vary among title companies by region.
Lender’s title insurance: Most lenders require what’s called a loan policy; it protects them
in case there’s an error in the title search and someone makes a claim of ownership on the
property after it’s sold.
Owner’s title insurance: You should also consider purchasing title insurance to protect
yourself in case title problems or claims are made on your home after closing.

LOAN DOCUMENTS:

It is best to gather these documents
prior to applying for you loan, but it
can also be done after getting your
pre-approval.
Getting a mortgage in 2017 requires
more paperwork than it did in 2007.
In the years leading up to the Great
Recession, it was relatively easy to
get a mortgage. Lenders oﬀered
loans to borrowers without
thoroughly vetting them.
Unfortunately, many borrowers couldn’t aﬀord their mortgages and ended up defaulting,
which is often cited as a catalyst for the Great Recession. As a result, Congress began
requiring creditors to better assess borrowers’ ability to repay their loans. To judge a
mortgage applicant’s ability to repay, lenders must account for the homebuyer’s assets,
debt-to-income ratio and credit history.
The exact forms you need for a home loan depend on your situation. For example, someone
who is self-employed will likely have to provide diﬀerent forms than someone who is
employed by a company.
1. Tax returns
2. Pay Stubs, W2s or other proof of income.
3. Bank statements and other assets
4. Credit History (the lender will pull your credit)
5. Gift Letters (if someone is giving you money)
6. Photo ID
7. Copy of Social Security Card

HOME BUYING PROCESS

FIND YOUR HOME
You have your pre-approval amount in hand, and now it's time to start shopping. Our agents
don’t typically start to show homes without our clients being pre-approved or have proof of
funds. We have seen the biggest disappointments with buyers who are “just looking” at
300k purchase prices, but fall in love.. only to find that their pre-approval amount is less
substantially less than 300k.
To avoid disappointing our clients, we ask that you get a pre-approval first. No amount is
too small for us to find a home. Once that has been done, it's time to start shopping. Our
agents ask a series of questions during your buyer consultation. Some of those questions
are:
• What size home do you or your family need?
• What area of town do you prefer?
• How may bedrooms are interested in?
• Does it need to be USDA approved?
• What view would you like?
• Are you looking for a community with a HOA or not?
• When are you looking to move?
One we have complied the information, we set-up a customized search so that you can
preview some homes. One you have found some interesting ones, we will schedule a home
tour. The home tours are based on your schedule and your agents.
It is our hope that you find “the one” and if not, we will work to find it.

P R E S E N T I N G YO U R O F F E R
Once you have found “the one”, our team will work with you to determine the best oﬀer
price and then we will put forth an oﬀer with a North Carolina oﬀer to purchase and
contract. The factors that we consider when presenting a oﬀer are:
• Days on market
• Condition of the property
• Recent Sales
This home-selling contract is one of the most important legally-binding documents in any
transaction regarding real estate. The North Carolina Association of Realtors develops oﬀer to
purchase and contract documents to be used in sales throughout the area. Members of this
association have a joint forms committee, that also includes members of the North Carolina Bar
Association, which is responsible for developing forms and legal documents.
Our real estate agents will work with you when you're ready to sell or buy a home. If you’re
prepared to move forward for a particular property, tour agent will fill out an oﬀer to purchase and
contract will the specific oﬀer the buyer has agreed to on the form.
Some other important details included on an oﬀer to purchase and contract include:
• The due diligence fee
• The due diligence period
• Earnest money
• Date for settlement
• Specific items to be left in the home or removed from it (appliances, etc.)
• Terms and conditions of the loan
• Closing cost requests
• Details of the home warranty
Certain addendums may also be added to the 12-page form of the initial oﬀer from the home
buyer. Homeowners association (HOA) requirements, conditions, or fees might be listed. If the
home buyer has any property assessments performed, those findings could be detailed in the
document as well.
Because these forms are so long, detailed, and important, it's a good idea to make sure that we
answer any questions you might have.

FROM OFFER TO CONTRACT
The oﬀer to purchase and contract does not start out as a contract, but simply an oﬀer. The
home seller has some options when they receive an oﬀer to purchase and contract from a
home buyer. Here are the options:
• Accept the oﬀer as it stands (meaning that you agree to everything detailed in the
document)
• Reject the oﬀer as it stands (complete rejection of the contract)
• Prepare a counter-oﬀer (accept some aspects of the original oﬀer but with some
changes)
If a seller chooses to create a counter-oﬀer, this will be presented to you, the buyer by your
agent. This could turn into a negotiation period with multiple oﬀers and counter- oﬀers, but
that can be a good thing if each party is willing to compromise a bit. It's important to be
sure that your realtor is working to get you the best deal.
Once both parties come to an agreement, the buyer and seller will each sign the form. This
act of signing the document is what turns the oﬀer to purchase into a purchase contract.
Along with the signatures of both parties, due diligence fees and earnest money will also be
exchanged.

DUE DILIGENCE AND EARNEST MONEY

Earnest money is a sort of down payment from the buyer to the seller on the process of the
oﬀer. This money acts as a good faith payment to show the buyer's thankfulness for the
seller considering their oﬀer, missing opportunities for other buyers, and going through the
process with them. Ideally, the oﬀer is eventually accepted and the contract is signed, in
which case the earnest money is returned to the buyer.

Due diligence periods and fees allow the buyer the time to do their due diligence when it
comes to inspecting the property and such, but they pay a fee to the seller and agree on a
time period. As long as the sale closes within the due diligence period, the fee is credited
back to the buyer, but if not, their fee and earnest money can be held by the seller.

UPFRONT COSTS
For most people, purchasing a home is the largest investment they will ever make. It is no
wonder than that many homebuyers employ professionals to inspect the structural and
mechanical systems of the home and report on their condition. While sellers also employ
home inspectors to alert them to problems with their homes which could arise later in the
transaction, there are things the potential homebuyer should know about costs.

INSPECTIONS AND APPRAISALS
A home inspection is an evaluation of the visible and accessible systems and components of
a home (plumbing system, roof, etc.) and is intended to give the client (usually a
homebuyer) an understanding of their condition. It is also important to know what a home
inspection is not! It is not an appraisal of the property’s value; nor should you expect it to
address the cost of repairs. It does not guarantee that the home complies with building
codes (which are subject to periodic change) or protect you in the event an item inspected
fails in the future. [Note: warranties can be purchased to cover many items.] No home
inspection should be considered a “technically exhaustive” evaluation; rather, it is an
evaluation of the property on the day it is inspected, taking into consideration normal wear
and tear.
You can arrange for the home inspection or ask your real estate agent to assist you. Unless
you otherwise agree, you will be responsible for payment of the home inspection and any
subsequent inspections. If the inspection is to be performed after you have signed the
purchase contract, be sure to schedule the inspection as soon as possible to allow adequate
time for any repairs to be performed.
Appraisals are required to secure your loan. Most lenders will ask for you to pay for your
appraisal as soon as you have a signed oﬀer to purchase. The appraisal cost should be
discussed with your lender but can range from $300-500. Appraisals protect the buyer from
paying too much for the home of their choice. It is always our hope that the appraisal comes
in higher than your oﬀer…. instant equity!

CLOSING
A Typical Step-by-Step Path to Closing:

-

Buyer makes oﬀer.
Real estate agents facilitate any negotiations.
Seller accepts the oﬀer or issues a counter to the buyer, which may then be accepted.
Buyer's earnest money, also known as the good-faith deposit, is placed in the listing
broker's escrow account.
Lender orders appraisal.
Inspections are ordered after an acceptable appraisal is received.
Any repair requests are negotiated with the seller, but sellers do not need to comply.
Termite inspection is ordered – it must be completed within 30 days of closing.
Surveys are ordered after a successful appraisal and inspections – buyers don't want to
invest too much into the property until they are sure it's a go and will close.
Buyer applies for hazard insurance and the information goes to the lender and closing
attorney.
As closing date nears, buyers arrange for the utilities to be switched over to their names.
Closing takes place at the oﬃce of the buyer's attorney. The seller's attorney has
forwarded signed deeds to the buyer's attorney.
Buyer gives attorney certified funds to pay for closing and signs loan papers and other
required documents.
Buyer's attorney records new deed at the courthouse and disperses funds that are due to
all parties.
Our team uses a attorney vs a paralegal to help you close on your home. In NC here are some
things the attorney will do:

Attorneys do title searches, acquire title insurance for buyers, and handle the closing
transaction.
Attorneys and real estate agents work with lenders to coordinate the closing, making sure
everything is handled on time.
Attorneys prepare deeds for sellers.
Buyers and sellers hire their attorneys of choice. Homebuyers and sellers should work with
diﬀerent attorneys so that each party has representation should a problem requiring
negotiation arise.

TIME TO MOVE, WELCOME HOME!

Thank you for downloading our ultimate buyers guide. Please know that we have
the resources to help make your home purchase experience as smooth and stress
free as possible. Our agents go the extra mile, even if they are the only ones on the
road. Treating our clients like family is how we are able to provide the best service
possible. We welcome the opportunity to be interviewed by you or your team
regarding our services.
We welcome feed back regarding our guide. Was there something that we didn’t
cover? IF it was perfect, please give us a review on our Facebook Page!

Best Wishes!
Kristena Kay

