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A New Outlook on Colorado Real Estate

ABOUT

T H A N K YO U

From the mountains to downtown, and everywhere
in between, our philosophy is simple: clients come
f irst. We believe that if you’re not left with an amazing
experience, we haven’t done our job.

Thank you for the opportunity to equip you with
helpful information regarding purchasing and selling
Colorado Real Estate. We not only specialize in Central
Colorado’s awesome + diverse communities...we live +
play here, too! So, we’ve also included several guides to
help you make the most of living in the Mile High City
and surrounding suburbs...whether you’re a born-andbred local or are just getting to know our beautiful
state, we hope that you will f ind it useful. Want a
recommendation or need a resource? Contact us, we’re
here to help with whatever you might need.

With our extensive knowledge of Colorado real estate,
as well as the Denver Metro area’s many cities and
neighborhoods, you can rest assured that you are
working with some of the most knowledgable and
experienced agents in the business. West + Main’s
commitment is to provide only the best and most
timely information to our clients. We are your go-to
source for Denver area insight and advice.
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SECTION ONE

SECTION ONE

Buying a home can be a fun and exciting process, but
it can also be very stressful. Understanding the process
can really help to make it a smooth and successful
transition.

1. 							 2 .

TH E HOME BUYIN G
PROCESS
Everything You Need to Know
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FIND A REALTOR ® WHO IS RIGHT FOR YOU
AND AGREE TO WORK TOGETHER
Selecting a great team to represent you in the purchase
of your new home is critical. There are many great
realtors out there, but choosing the one to work with
is the most underestimated step in the process. Buying
a home is often the largest, most important purchase a
family makes. You deserve to be represented by a team
who is adept at navigating all the intricacies of the
identif ication of the right property, the negotiation,
the transaction, and as well as the closing. Our team
is made up of exceptionally well trained, full-time,
local experts who will walk you through the process.
Our f iduciary duty is to put your interests - f inancial
and otherwise above everyone else’s, including our
own. When we agree to work together, it requires
clear lines of communication both way. Our clients
love us because we will talk them out of purchasing
a property that is not right for them just as fast as we
will encourage them to buy one that is right for them.
Customizing your unique property search provides
you with information on homes that are most relevant
to your buying experience, without inundating you
with information that is not pertinent to your specif ic
situation.

THE HOME INTERVIEW
Listening is one of our superpowers. This isn’t just
going to the car lot and picking either a red one or
a blue one. We consider ourselves “professional real
estate matchmakers” when it comes to fulf illing our
clients wants and needs. It’s not just about how many
beds and baths you want. We want to f ind out what’s
important to you about having a larger backyard or a
mountain view. It’s about sitting down together and
taking the time to discover what “the perfect home”
looks like for you.

3.
FINANCING & PRE-APPROVAL
Whether you’re paying cash or seeking f inancing,
the conversation about how we’re going to get from
point A to point B is an important one. If getting a
loan, sellers want to see that you are pre-approved
with a reputable lender. They also want to see proof
of funds for the stated down payment and closing
costs. If paying cash, sellers want to see proof of funds
suff icient to complete the transaction.

WEST + MAIN | 7

SECTION ONE

and perhaps some new furniture. We can recommend
excellent Mortgage Brokers to help you with this very
important step in the home buying process.

COMMON PRE-APPROVAL NEEDS LIST:
Most lenders will need these items to get you preapproved for your home loan.

4.

• the last 2 years tax returns

LET’S GO SHOPPING (THE FUN PART)

• copies of your most recent paystubs

Now the fun part begins. We get to go shopping.
Based on your criteria, we’ll be on the hunt for homes
which we think might be a good match. We’ll send you
properties to consider and you can send us properties
which catch your eye as well. If you have any questions
or would like us to adjust the parameters of your
search, just let us know. We are constantly networking
with other top agents in the area to f ind coming soon
and pocket listings (listings not yet available to the
public). If your ideal home isn’t on the market, we’ll go
f ind it.

• permission to run your credit
• proof of funds (showing down payment, closing
costs and possibly reserves)

MONTHLY COSTS OF OWNING A HOME:
• mortgage (principal and interest)
• property taxes
• insurance

5.

• utilities

SUBMIT THE OFFER

• maintenance
• homeowners association fees (if any)

HOW MUCH CAN YOU AFFORD?
Knowing your true budget is very important when
buying a home. To determine how much house you
can afford, it’s best to start by asking yourself what
total monthly payment you are comfortable with. That
number, combined with the interest rate and down
payment will determine your baseline. We will consult
with you and walk you through the process of deciding
which f inancing options are best for your particular
situation. Don’t leave yourself short; set aside some
money for moving expenses, repairs, renovations,
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Depending on the market, there are many different
strategies on how to approach writing the offer. We are
experts in helping you craft the best offer to have the
greatest chance of getting it accepted. In a multipleoffer situation, there are many things we can do to
structure a more attractive offer for the seller. These
races are often won by inches, not by miles. In a slower
market, we can be more aggressive with our approach.
Typically, most offers are written so the buyer has to
put an initial deposit (sometimes called “earnest money
deposit” or EMD) a small percentage of the purchase
price into escrow. This shows the seller that you have
skin in the game.

SECTION ONE

6.

8.

NEGOTIATE THE OFFER

REMOVE CONTINGENCIES

Whenever possible, we will present your offer in-person
to the seller or the listing agent. Unless we’re told
otherwise, our goal is always to get your offer accepted
at the lowest possible price and the most favorable
terms. The seller can accept, reject, counter, or ignore
your offer. Usually, we can expect a counter.

Contingencies are essentially conditions or the
purchaser’s ways of terminating the contract without
losing any of the earnest money deposit. If you are
comfortable with the condition of the property and
the appraisal and loan are approved, then it’s time
to remove all contingencies. Contingencies can be
removed one at a time or all at once. This is VERY
IMPORTANT! If you remove all of your remaining
contingencies and, for whatever reason, don’t proceed
with the transaction, you are putting your earnest
money deposit (usually 3% of the purchase price) at
risk. Most buyers elect to do a f inal walk through
before loan docs go to the title company and for
you to come in for signing. This is done to verify
the condition of the property and to make sure that
any repair items agreed to were performed to your
satisfaction.

7.
DUE DILIGENCE
Most offers will be written with an investigation
contingency. This due diligence period is the time when
you can perform inspections on the property and get
comfortable with exactly what it is you are buying. We
strongly recommend you attend the inspections. The
average inspection takes about 3 hours. This is your
opportunity to put the property under a microscope
and discover if anything is wrong with it. You will
receive disclosures from the seller to learn about the
history of the property. With a condo or townhouse,
there will also likely be homeowners association
documents and CC&R’s (covenants, conditions &
restrictions) to read through and approve.
If there are any unforeseen health and safety issues
with the property that were not apparent when we
submitted the offer, we can prepare an Inspection
Objection. The seller is under no obligation to address
these concerns, but it is essentially a 2nd round of
negotiations. We will walk you through the process,
have detailed conversations and provide advice about
how we think you should proceed.

9.
LOAN DOCUMENTS
You’re almost home. Now that you know you’re
moving forward with the transaction, the remaining
steps are for your lender to prepare the loan docs for
your review. You will be expected to deliver your down
payment when you come to the closing.

We will give you a sample purchase agreement to read
ahead of time so you can ask us any questions you
might have. This saves time when it’s go time.
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B U Y E R I N S P E C T I O N S 						
It’s critical to take advantage of the opportunity to perform routine
inspections on a property you are considering purchasing. Inspectors are
experienced, trained professionals hired to put the house under a microscope
and find common problems, malfunctions and/or defects in the property.
Below is a list of some of the inspections buyers may choose to do:

1. 							 2 .
FIND A REALTOR ® WHO IS RIGHT FOR YOU
AND AGREE TO WORK TOGETHER.

1 0.

BEFORE
MOVE
IN:
Selecting a YOU
great team
to represent
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UTILITIES
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Don’t
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a homeforget
is often
the largest,
most important
purchase
starting
the
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possession.
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phone,
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Also,
team who
is adept
at navigating
all gas
the services.
intricacies
of the
remember
to
cancel
the
utilities
at
your
previous
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closing.
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MOVERS
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usingto
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THE HOME INTERVIEW.
Listening is one of our super-powers. This isn’t just
going to the car lot and picking either a red one or
a blue one. We consider ourselves “professional real
CLEANING
estate matchmakers” when it comes to discussing our
clientspeople
wants want
and needs.
It’sinto
not ajust
about
howhome.
many
Most
to move
freshly
clean
beds and
baths
want. Wea want
to f ind
what’s
Now
is the
timeyou
to schedule
cleaning
crewout
to give
the
important
to
you
about
having
a
larger
backyard
or
property a good, deep cleaning before moving in. an
ocean view. It’s about sitting down and really taking the
time to discover what “the perfect home” looks like for
you.

• PHYSICAL INSPECTION
• RADON INSPECTION
• SEWER LINE SCOPING
• ROOF INSPECTION
• STRUCTURAL OR GEOLOGICAL
INSPECTION
• HVAC INSPECTION

11.
3.

MOVING DAY!
FINANCING & PRE-APPROVAL.
Finally, the day we have all been waiting for! Once
Whether
paying
cashand
or possession
seeking f inancing,
the
you
have you’re
received
the keys
is off icially
conversationyou
about
we’re
going
to get
from
point
transferred,
are how
free to
move
in and
enjoy
your
new
A
to
point
B
is
an
important
one.
If
getting
a
loan,
home.
sellers want to see that you are pre-approved with a
reputable lender. They also want to see proof of funds
for the stated downpayment and closing costs. If paying
cash, sellers want to see proof of funds suff icient to
complete the transaction.
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REQUEST FOR REPAIRS
The next step is to review the reports and decide
whether or not there are any unforeseen health and
safety items we’d like to ask the seller to correct.
Although this is often the 2nd round of negotiations
between buyers and sellers, it’s also a time when deals
come to a stalemate. Here we recommend keeping the
big picture in mind.
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T Y P I C A L C L O S I N G T I M E L I N E 					
A title company is a neutral third party whose primary
job is to prepare and execute the mutual instructions
of the parties involved for closing. They ensure free
and clear title and prepare all docs for closing. Here is a
typical timeline for an escrow:

TYPICAL BUYER CLOSING COSTS
Although everything is negotiable in real estate, a buyer
can generally expect to pay for many of these common
buyer’s closing costs:
•
•
•
•
•
•
•
•
•
•
•

“lender’s” title insurance policy premium
title closing fee
document preparation (if applicable)
recording charges for all documents in buyer’s name
all new loan charges (except those required by lender
for seller to pay)
interest on new loan from date of funding to 30 days
prior to f irst payment date
assumption or change of records fee for takeover of
existing loan
benef iciary statement fee for assumption of existing
loan
inspection fees
home warranty (def ined by contract)
city transfer or conveyance tax (def ined by contract)

ACCEPTANCE DATE - All milestones in the
timeline start from the Date Of Acceptance which
occurs when the executed purchase agreement is
delivered to the other party.
EARNEST MONEY DEPOSIT - Also called the
“Initial Deposit” is usually due 24 hrs after acceptance.

SELLERS DISCLOSURES - Usually due 7 days
after acceptance.
BUYER’S INVESTIGATION - Buyer completes all
due diligence, inspections and approves of reports such
as disclosures and homeowner’s association rules.

CONTINGENCY REMOVAL - When satisf ied,
buyer removes inspection contingency, appraisal
contingency, loan contingency and any others. It is
very important to discuss the removal of contingencies
with your agent because at some point, the earnest
money deposit could be at risk, if the buyer doesn’t
proceed with the transaction and no longer has any
contingencies in place.

FINAL WALKTHROUGH - This is the buyer’s
opportunity to verify that the property is in
substantially the same condition as when they f irst
wrote the offer. This usually occurs within 5 days of the
expected closing date.

LOAN DOCS - Buyer signs loan docs at the closing
table, having had the chance to review them in advance.
LOAN FUNDS - The lender receives the loan docs
and funds the loan.

POSSESSION - Keys are typically transferred to
the buyer at the closing table, unless there is delayed
possession or a rent-back that has been agreed upon.

Buyer’s Responsibility
Other’s Responsibility 		
Buyer & Other’s Responsibility					
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OUR PROMISE
We promise to provide our clients a world-class experience from start to finish and
continuously overdeliver. We promise to provide an exceptional customer experience that will
have every client we work with singing our praises. We want to make sure that the next time
our clients hear of someone looking for an incredible REALTOR®, that our name is sure to
come up. If you’re waving your arms and shouting our name, then we know we’ve lived up
to our promise. Client referrals mean the world to us, because they mean that we made an
impact on our clients’ lives.
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TO FORT COLLINS

TO BOULDER

WESTMINSTER

THORNTON

ARVADA

GOLDEN

WHEAT RIDGE

APPLEWOOD

TO THE MOUNTAINS

EDGEWATER

EVERGREEN
AURORA
LAKEWOOD

MORRISON
GLENDALE

CENTENNIAL

PARKER

KEN CARYL

LITTLETON

HIGHLANDS
RANCH

TO COLORADO
SPRINGS

2010 YOUNGFIELD ST, LAKEWOOD, CO 80215
720-299-6635 | hello@westandmainhomes.com

