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MILE HIGH YOUR CASTLE
|_ | I: E S T Y |_ E S milehighlifestyles.com

Mile High Lifestyles is an experienced group of Real Estate experts covering multiple regions
throughout Colorado. From luxury estates - to first time homebuyers - we strive to provide
our clients with first class service, accurate information, and the latest market trends. Our
mission is widespread collaboration amongst a team of driven brokers. Our goal is to give
your property the maximum exposure that it deserves. Mile High Lifestyles combines vast
local knowledge, connections, and cutting edge technology to provide world class service.

Since 2018, Mile High Lifestyles has been recognized by Real Trends as a top 10 mega team in
the state of Colorado, and a top 500 mega team in the United States.
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AWARDS

AND RANKINGS

OUR COMPANY STANDS ABOVE THE REST

B 2025

TOP RANKED NON-FRANCHISE FIRMS IN COLORADO : #2 REALTRENDS
NATIONAL VOLUME RANKING : #160

NATIONAL SIDES RANK : #201

LARGEST INDEPENDENT REAL ESTATE COMPANY : #46

TOP RANKED BROKERAGE FIRMS IN COLORADO BY VOLUME: #5

TOP RANKED BROKERAGE FIRMS IN COLORADO BY TRANSACTIONS : #5

B 2024 >
TOP RANKED NON-FRANCHISE FIRMS IN COLORADO : #1
NATIONAL VOLUME RANKING : #150 REALTRENDS

NATIONAL SIDES RANK: #195

LARGEST INDEPENDENT REAL ESTATE COMPANY : #63

TOP RANKED BROKERAGE FIRMS IN COLORADO BY VOLUME: #7

TOP RANKED BROKERAGE FIRMS IN COLORADO BY TRANSACTIONS : #4

DENVER
BUSINESS JOURNAL

B OURTEAM 2>

TOP 500 LARGE TEAMS IN AMERICA TRHEIET{U\J_HIOISRCEE NDS
(2019, 2020, 2021, 2022, 2023, 2024, 2025)

TOP 10 LARGE TEAMS IN COLORADO
(2019, 2020, 2024, 2025)

TOP 15 LARGE TEAMS IN COLORADO
(2021, 2022, 2024, 2025)

5280 MAGAZINE TOP REAL ESTATE PRODUCERS 5MAG AZI NDE
(2019, 2020, 2021, 2022, 2023, 2024, 2025)
L .. DENVER METRO
DMAR EXCELLENCE AWARDS TOP 3 LARGE TEAMS U +ssocimion oF reaLToRs

(2022, 2023)
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Should I Use An Agent?

Yes, It Is Important to Have Representation

There are several important reasons why you should use a Buyer Broker when trying to
purchase a home — namely because competent, experienced Real Estate Brokers provide
consumers with the best possible chance of finding their home on their own terms.

EXPERTISE: A Buyer Broker is an experienced professional who specializes in
representing Buyers in real estate transactions. They have a deep understanding of
the local market, current market conditions, and the latest trends in the industry. This
expertise can help Buyers make informed decisions and avoid costly mistakes.

LEGAL DOCUMENTATION: Buying a home includes a number of state approved
documents that get executed during the transaction. Trying to navigate these documents
without professional guidance may cause an unrepresented Buyer to fall short of their
obligations and possibly be costly. Thankfully, Real Estate Brokers have the knowledge to
navigate all of this documentation saving a Buyer from a great deal of stress and worry.

NEGOTIATION SKILLS: A Buyer’s Broker has strong negotiation skills and can help
Buyers get the best possible deal. They can negotiate with the Seller and their Broker on
behalf of the Buyer and ensure that all aspects of the transaction are fair and favorable.

SUPPORT & GUIDANCE: Buying a home can be a complex and stressful process. A
Buyer Broker can provide support and guidance throughout the entire process, from
searching for properties to closing the deal. This can help Buyers feel more confident and
comfortable throughout the process.

PROFESSIONAL NETWORK: A Buyer Broker has a network of professionals, including
home inspectors, appraisers, and lenders, who can help facilitate the home buying
process. This streamlines the process and makes it more efficient.

Overall, using a Buyer Broker can provide many benefits and can help make the home
buying process smoother, more efficient, and less stressful. / look forward to helping make
your buying process a smooth and successful one!

There are three types of Agent representation relationships between the
parties involved:

BUYER'S AGENT: A Buyer’s Agent works solely on behalf of the Buyer to promote the
interests of the Buyer with the utmost good faith, loyalty, and fidelity. The Buyer's Agent
negotiates on behalf of, and acts as an advocate for, the Buyer.

SELLER’S AGENT: A Seller's Agent works solely on behalf of the Seller to promote the
interests of the Seller with the utmost good faith, loyalty, and fidelity. The Seller’'s Agent
negotiates on behalf of, and acts as an advocate for the Seller.

TRANSACTION BROKER: A Transaction Broker assists the Buyer, Seller, or Both throughout
a real estate transaction, without being An Agent or Advocate for any of the parties.
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71 Ways I Add Value as
Your Buyer’s Agent

UNDERSTANDING YOUR WANTS AND NEEDS

1.

14.
15.
16.
17.
18.
19.
20.

21.
22.

23.

24.
25.

26.
27.
28.
29.
30.

31.
32.
33.
34,

I will learn your wants and non-negotiable needs.

2. lwill understand your budget, | recommend meeting with a lender beforehand.

3. I will help you understand what properties fit within your chosen budget.

4, | will provide access to quality lender resources if necessary.

5. lwill discuss with you the timeline for house hunting, mortgage approval, and closing.
MARKET KNOWLEDGE

6. lwill show and explain market stats so you can make informed decisions.

7. 1 will show statistics on what percentage of list price sellers in the area are receiving.

8. I will share with you the current average days on the market.

9. lwill share the currentlisting months of market inventory and how it impacts the buying process.

10. 1 will provide available resources to learn more about prospective neighborhoods

11. Iwill discuss with you the dangers of using the price per square foot to figure home values.

12. lwill provide resources containing neighborhood information on municipal services, schools, etc.

13. lwillprovideinformationtoresourcessoyoucancheckapplicablezoningandbuildingrestrictions.

NEGOTIATION AND ADVOCACY

| will schedule showings and show you properties as soon as they are available.

I will collaborate with you on properties you have viewed.

| will research and assist with finding off-market properties.

| will preview properties prior to showing to you if needed.

Iwillnetworkwith otheragentsto source properties notyetin theirlocal MLS broker marketplaces.
I will contact homeowners in focus areas to see if they are considering selling.

Iwill setup anautomated email alert system thatimmediately notifies you of properties thatfit the
discussed requirements.

I will arrange a tour of areas, schools, and key points of interest. (if needed)
Iwillhelpyouunderstandpropertytaxinformation,recommendingyoucontacttheCountyifnecessary.

SHOWING & FINDING PROPERTIES

Iwillexplainbrokeragerelationships:Seller'sAgent,Buyer'sAgent,TransactionBroker,and Customer.
Explain why you need representation.

I will discuss negotiation strategies.
Iwilleducateyouusingasamplesalescontract,soyouarepreparedwhenitcomestimetomakeanoffer,
including explaining disclosures.

| will provide you with comparable sales in advance of making an offer.

| will advise you on how to have the most attractive offer in the current marketplace.

I will always disclose all known material defects.

I will fully explain the contract terms to you.

I will explain common contract contingencies and include approved protective clauses in the
purchase offer.

| will educate you on how to navigate a multiple offer scenario.

I will explain optional contingencies and the pros and cons of using them.

I will negotiate your offers to arrive at terms that are acceptable to you.

I will advocate for you throughout the entire process.

Buyer’s Guide 3



MANAGING THE UNDER CONTRACT PROCESS

35.
36.
37.
38.
39.
40.
41.
42.
43.
44,
45.
46.
47.
48.
49.
50.
51.
52.
53.
54,
55.

[will confirmyouunderstand how to timely deliver the earnest money to the earnest money holder (typically the title company).
I will track contract deadlines with you, including all contingencies.

| will assist in coordinating communications (Title, Lender).

| will ensure you receive and understand all required disclosure forms.

I will, if needed, provide you with a list of inspectors, title companies, appraisers, mortgage lenders, and other services.
I will attend your home inspection with you.

I will review and discuss home inspection concerns and assist you in preparing an Inspection Objection if needed.

I will assist in negotiating repairs from the home inspection to arrive at a resolution.

I will confirm any surveys or ILCs have been ordered if applicable.

I will assist you in resolving any issues if a survey reveals an unsatisfactory condition.

I will confirm the appraisal has been ordered.

I will assist you in objecting to the appraised value if it is below the contract price.

[ will confirm the title commitment has been ordered.

Iwillexplainthe purposeoftitleinsurancetoyouandreferyoutoaqualifiedattorneyortitlerepresentativetoansweranyquestions.
I will assist you in objecting to any unfavorable items in the title commitment.

[ will confirm all Owners Association Documents are delivered to you.

[ will assist you in understanding your options if the Owners Association Documents reveal an unsatisfactory condition.
| will confirm all Due Diligence Documents are delivered to you.

[ will assist you in resolving any unfavorable items in the Due Diligence Documents.

I will review all contract items and addendums for agreed terms.

I will educate you on contract deadlines regarding insurance.

FINALIZING THE PURCHASE AND CLOSING

56.
57.
58.
59.
60.
61.
62.
63.
64.
65.
66.
67.
68.
69.
70.
71.

| will schedule the final walk-through.

I will accompany you on the final walk-through to verify that all repairs have been completed.

I will explain wire fraud risks and remind you to verify all wiring instructions before transferring funds.
I will request final closing figures from the closing agent.

| will gather all required forms and documents for closing.

| will review documents with the closing agent.

I will receive and carefully review closing figures to ensure accuracy.

I will review the settlement statement with you.

I will ensure all parties have the forms and information needed to close the sale.

| will confirm clear-to-close with the lender.

| will confirm the status of loan funding with the title company.

I will schedule your closing time and remind you of the location where the closing will be held.
I will confirm the closing date and time and notify you if there are changes.

I will verify all tax, homeowners’ association dues, utility, and applicable prorations, if relevant.
I will remind you to transfer utilities to your new residence.

I will support you in any final closing activities.

Disclaimer: This is not a service guarantee. Not all the above-listed items apply to every transaction. Please discuss with me for
details and more information.

4
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The Home Buying Process

A Quick Reference Flowchart About
How The Process Works

=)

( Understanding Wants and Needs )
I

(BegintheLending Process/GetPre—ApprovaIforFinancing)
I

( Start an Online Search )

Execute an Exclusive Right to Buy Discuss different Sign Agreement Before
ways to accommodate Buyer’s Agent Compensatlo Viewing Homes

( View Propertles in Person )

( WriteOffer(s)&NegotiatePrice/Concessions )

( Offer Is Accepted )
]

Earnest Money is Due )
|

1
Inspection ) ( Provide Lender with Additional ) ( RGCE‘IVG H.O.A./ )

| Required Documentation Due Diligence Docs

Negotiate Any Major Issues
(Inspection Objection) ( Title Search ) ( I.L.C. or Survey )

( Select Homeowners Insurance )

( Lender Orders Appraisal )
]

Underwriting

Loan Corrl1mitment
Walk TP!rough
Closing/lGet Keys
Movle In!

aYavYavYawa
U U U U

Cz}“é\ Housewarming Party! é‘;&)
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WHAT KIND OF BUYER ARE YOU?

Explore The Various Loan Options Available

Understanding each loan and its implications for you as a buyer is crucial. Many buyers
have misconceptions about down payments, eligibility, and overall home-buying costs.
The following information clarifies what costs to expect when purchasing a home and the

gualifications needed for eligibility.

Remember, it's in your best interest to speak with multiple mortgage lenders to compare
costs, including closing costs, points, fees, and interest rates, as these all affect your overall
mortgage payment. Most lenders offer a free consultation to discuss your short- and long-
term mortgage goals. After completing your application and determining your eligibility,
the lender will provide a “Pre-Approval Letter” or a “Pre-Qualification Letter." This

document is necessary to view properties in person.

MOST COMMON LOANS AND TYPES OF BUYERS
Federal Housing Assistance (FHA), Veteran Affairs (VA), Conventional & Non-Qualified Mortgage (Non-QM) Loans

Loan Types Defined

FEDERAL HOUSING
ADMINISTRATION (FHA) BUYER

FHA loans are insured by the Department of Housing and Urban
Development(HUD),allowinglenderstoofferbetterdeals,suchaslow
downpayments,lowclosingcosts,andlowercreditrequirements.These
loansareidealforfirst-timehomebuyers.Borrowersneedaminimum
creditscoreof580witha3.5%downpaymentorascoreof500witha10%
downpayment.Downpaymentassistanceprograms,suchastheColorado
HousingandFinanceAuthority(CHFA),areavailabletohelpwithupfront
costs.Remember,lendersoftenhavetheirowncreditrequirementsforFHA
loans, so it’s crucial to shop around and compare terms.

VETERAN AFFAIRS (VA) BUYER

TheVAloanisagovernment-backedloanexclusivelyavailabletoactive-
dutyservicemembers,veteranswithdischargesotherthan“dishonorable,”
andNationalGuardandReservememberswithan“honorable"discharge.
Nodownpaymentisrequiredifthehomeappraisesforthesalesprice.The
VAfundingfee,apercentageofthesalesprice,canbewaivedifeligible
orwrapped into theloanto avoid upfront costs.While the VA has no
minimumcreditscore,lendersusuallyhavetheirowncreditandincome
requirements.|t'sessentialtoshoparoundforthebestterms.Formore

information, download our VA Buyer’s Guide.

6 Mile High Lifestyles at Your Castle

CONVENTIONAL BUYER
Conventionalloansareguaranteedbygovernment-sponsoredenterprises
(GSEs)likeFannieMaeandFreddieMac,whichreducesthelender’srisk
and makes the loans more affordable for borrowers. To qualify for a
conventionalloan,yougenerallyneedacreditscoreofatleast620and
adebt-to-incomeratioof50%orlower.Theseloansoftencomewiththe
option of a 30-year fixed rate.

NON-QUALIFIED MORTGAGE
(NON-QM) BUYER

Non-QMloansareforborrowerswithuniquequalifyingcircumstances
and donot meet the standards of aqualified mortgage.These loans
usenon-traditionalmethodsofincomeverificationandaresuitablefor
self-employedindividuals,borrowerswithsignificantassets,realestate
investors,etc.Non-QMloanshavetheirownunderwritingguidelinesto
assesstheborrower'sfinancialstatus,credit,andabilitytorepaytheloan.
VariousNon-QMloanproductsareavailable,includingbankstatement
loans,jumboloanswith10%down,noincomeinvestmentloans,asset-
basedloans,foreignnationalloans,interest-onlyloans,recentcreditevent
loans, and commercial rental property loans.



Basics of Financing
Terminology Used in The Mortgage World

P = PRINCIPLE | =INTEREST

The balance on your WHAT IS A The interest paid over

loan, apart from the the life of your loan in
interest. MORTGAGE? monthly increments.

A mortgage is a loan that a bank or

mortgagelendergivesyoutohelpfinance
thepurchaseofahouse.Theyaretypically
paidinmonthlyincrementsandmadeupof

four parts known as... I = INSURANCE
Referred to as hazard or

homeowners insurance, this
protects your home and
certain possessions. It can
also protect you from liability
claims or lawsuits for
accidents on your property.

T =TAXES

The property tax
payments on your
home in monthly
increments.

The components of P.I.T.I. make up your main housing expenses each month. You will also
need to factor in the following possible monthly costs when estimating your budget.

PRIVATE MORTGAGE INSURANCE (PMI)

PMl is a form of insurance required when a home buyer takes out a conventional mortgage
loan for more than 80% of the home's total value. This added insurance protects the lender
against loss if the borrower defaults on the loan.

MONTHLY MORTGAGE INSURANCE

Homeowners with a Federal Housing Administration (FHA) loan, which only calls for a 3.5%
minimum down payment, are required to pay monthly mortgage insurance—even if they
make a larger down payment.

HOMEOWNERS ASSOCIATION (H.O.A.) FEES

An HOA is an organization that enforces covenants and rules for a community, and
maintains shared property such as open spaces, parks, and community pools. If you buy a
home in a community with a homeowner’s association, you will become a member of that
H.O.A., and will become responsible for any H.O.A. fees.

ADDITIONAL TAXES

Check to see if the home you want to buy is located in a special taxing district or
metropolitan district, sometimes called a Community Facilities District (C.F.D). Property
owners in these districts pay additional taxes to fund public improvement projects such as
schools, parks, and road maintenance.

Buyer’s Guide 7




Sample Letter

What A Lender Pre-Qualification
Might Look Like

8

Pre-Approval Letter tp.

Dear,

Congratulations, you are pre-approved for the purchase of a new home!

Property Address:
Purchase Price:

We have received, reviewed, and verified the following information for your pre-approval
= 100% complete loan application.
s Allincome including verifications of employment with the employer.
= All assets (including but not limited to; bank statements, retirement statements, and gift
letters.)

a
I=
c
[44]
I
b=
=*
[=]
=

The following items are all that is needed for final loan approval:
s Executed real estate contract
s Satisfactory title commitment.
e Appraisal
¢ Verification of cleared earnest money.
¢ Final underwriting approval

If you have any questions, please do not hesitate to contact me. | look forward to working

with you on this transaction.
I GABBY MALAFRA | NMLE 010175 BEEYMNA POMNCE | NMLS 101&155
GABBY@LENDINGLIFESTYLES.COM REEYNAQLENDINGLIFESTYLES.COM
4 F2o-355-5135 915.504.0709
. @GABBYMALARA @REYNA ML

Mile High Lifestyles at Your Castle




HOME BUYING
Guide

YOUR CASTLE YOUR CASTLE

REAL ESTATE REALTY
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Brainstorming for Buyers
Things to Consider When Buying a Home

WHAT IS YOUR IDEAL HOME TYPE?:

o\ TEE
e R V) N 2

Single Story Two-Story Condo or Town home Land Other

WOULD YOU PREFER TO LIVE IN:

An Existing Home or New Construction?:
NUMBER OF BEDROOMS: NUMBER OF BATHROOMS:
2 Z [1 1 Bedroom [ 4 Bedrooms Q/] [ 1 Bathroom [ 2.5 Bathrooms
% 1 2Bedrooms [ 5+ Bedrooms L [ 1.5Bathrooms [ 3/3.5 Bathrooms
[ 3 Bedrooms \ ) [0 2 Bathrooms [ 4+ Bathrooms
SQUARE FEET: PARKING SPACES:
O < 1,000 [ 2,001 - 2,500 [ Off-Street O 3 Spaces

[ 1,000- 1,500 [ 2,501 - 3,000 [] 1 Space [ 4 Spaces
[ 1,501-2,000 [ 3,000+ — [0 2 Spaces O 5+ Spaces

Neighborhood and community features:

Do you have a preferred floor plan?

Property condition (Move-in Ready vs. Fixer Upper):

What are things you like and dislike about your currenthome?

Have you bought a home before? If so, what did you like, dislike, or would change?

10 Mile High Lifestyles at Your Castle



Location Brainstorming
These Key Locations Will Help You Decide Where to Start

Looking!

PRIMARY CONCERNS:
- Add an “H" where you live now

- Add a “W" where you work

SECONDARY CONCERNS:
- Add “F"s where your friends live

- Add “P"s where you hang out/play

- Add “X"s where you want to live! - Add an “!” at other important locations
GoldHill
Erie
Boulder @) Lochbuie
Lafayette Bright
Louisville Lignton
Superior L
inecliffe Eblgﬂfgdso Pl @ D Denver
Coal Creek 128 SRSt IIPEen International
Airport
Thornton' &z 9
blden Gate (2 w MRocky.
Canyon Westminster ountain
itateiPark Arsenal
Commerce  National...
Arvada City
13 K
@ Golden w . E
@ Denver N Watkins 70,
v Lakewood
Genesee e
@) 224
Morrison Englewood
Evergreen
Indian:Hills Littleton
. Foxfield
Centennial
470
Highlands
LB 121 Ranch Lone Tree
Conifer: Parker
(8} oL
(&) &
Roxborough Castle Pines ‘
Park The Pinery.
Sedalia
Foxton P
Pine onaerosa
105 Park
Buffalo Creek Franktown
Castle Rock
Twin Cedars & Elizabeth

Buyer’s Guide
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House Hunting
Strategies for discovering your perfect home.

EXPLORE THE AREA

Explore neighborhoods of interest to gauge
the environment, home upkeep, traffic
patterns, and more.

SEEK RECOMMENDATIONS

Reach out to family, friends, and colleagues
for potential leads on homes for sale,
including off-market opportunities.

STAY FLEXIBLE

Finding your ideal home can be challenging.
Maintain a list of priorities but remain
open-minded during home viewings.

TAKE NOTES AND PHOTOS
Capture details during home visits with
photos and notes to aid in comparing
properties later on.

PREPARE TO MAKE AN OFFER

Be prepared to swiftly submit a competitive
offer when you find a home of interest, as
other buyers may also be interested.

12 Mile High Lifestyles at Your Castle



The Offers

Price is just one consideration among many when making an offer. Other factors include
the current market conditions—whether it’s a buyer’s or seller’s market—affecting how

competitive your offer needs to be.

Contingencies:Inaseller'smarket,fewercontingenciesand
shorter timelines strengthen your offer.

All Cash Buyer: Cash offers are often preferred as they
bypass loan approval processes.

Pre-Approval:Demonstratestosellersthatyoucansecure
financing for the home.

LoanType:Conventional,FederalHousingAdministration
(FHA), and Veterans Administration (VA) loans.

Offer AcceEted! -

Once the seller has accepted your o

DepositinEscrow:Yourearnestmoneydepositgoesintoa
neutralescrowaccountmanagedbyatitlecompanyorbank.
It's held until closing, where it's applied to your

down payment.

ScheduleHomelnspection:Recommendedtoensurethe
home’sconditionmatchesexpectations.Typicallydonewithin
10-14 days of signing the sales agreement.

NegotiatePostInspection:Addressanysignificantissues
foundduringinspectionbyrenegotiatingterms—repair
requests,priceadjustments,orwithdrawingfromthedeal.

ClosingTimeline:Aligningwiththeseller’spreferredclosing
date can be crucial.

Closing Costs: Negotiating these costs, especially in a
buyer’s market, is common.

RepairRequests:Addressingneededrepairseitherthrough
seller fixes or negotiated credits.

OfferPrice:Ultimately,thepriceshouldreflectthehome’s
market value based on a Comparative Market Analysis.

Now What...

both parties sign a sales agreement and you're officially under contract.

Complete Mortgage Application: Finalize your loan
application and secure your interest rate. Additional
documentation may be required by your lender.

OrderAppraisal:Yourlenderrequiresanappraisaltoverify
thehome’svaluerelativetotheloanamount,considering

factors like location, size, and condition.

Obtain Property Insurance: Secure home insurance to
satisfy lender requirements prior to closing.

Buyer’s Guide 13



Dates, Deadlines,

& Earnest Money
Dates, Deadlines & Earnest Money

14

EARNEST MONEY

The earnest money deposit is placed in an
escrow account managed by a neutral third
party (typically a title company or bank)
who holds it during the escrow period.
They oversee all funds and documents
required for closing. The earnest money
demonstrates the buyer’s good faith and
commitment to purchasing your home.

BUYER’S INSPECTION

The buyer has the right to inspect your
home to ensure it meets their standards
and is in safe, satisfactory condition.
Inspections usually occur within seven days
of the agreement. It’s advisable to leave
the home during this process. Inspections
can be general, covering the whole house,
or specialized, such as for radon, termites,
wells, septic systems, and sewer systems.

If the home does not meet the buyer’s
standards, they can terminate the contract.

APPRAISAL

The buyer’s lender will require an appraisal
to confirm the home’s value. This appraisal
is for the buyer and lender only, and the
results are not shared with the seller. The
lender might request repairs based on the
appraisal. If these repairs are not made, the
buyer may not secure their loan. Sometimes,
buyers may agree to make repairs
themselves. A re-trip fee may be charged

by the lender to verify the completion of
repairs, payable by either the buyer or seller.

Mile High Lifestyles at Your Castle

How to Determine Earnest Money

Earnest money is negotiable for buyers, but we can
requestanyamountlistedontheMLS.Typically,itis 1%
ofthesalesprice.Inaseller'smarket,youmightexpect
higherearnestmoney,whereasinabuyer’smarket, it
couldbeless.Regardlessoftheamount,earnestmoney
demonstratesthebuyer’sseriousintenttopurchase.

Inspection Objection/Resolution

AnlnspectionObjectionoccurswhenbuyersrequestcertain
repairsbeforeproceedingwiththepurchase.Thisleads
tonegotiationsabouttheseitems.Ourgoalistoidentify
themostimportantrepairstothebuyerstoavoidcontract
termination.Ifyoucan'taffordtherepairs,acontractorcan
oftendothemandbepaidatclosing,oryoucanreducethe
purchaseprice.Onceresolved,aninspectionResolutionis
drafted.Agreedrepairsshouldbecompletednolaterthan
twodaysbeforeclosing,withreceiptsprovidedtothebuyer.

Preparing for Appraisal
Thegeneralappearanceofyourhomecanimpactthe
appraiser’sevaluation.Ensureyourhomeistidyinside
andout.Mowthelawn,trimbushes,andcleardebris.Fix
peelingpaint,crackedbricks,damagedgutters,andsiding.
Repair or replace torn screens, broken door knobs,
worn-outcarpet,andfaultyplumbingandlightfixtures.
Ensure all appliances are in working order.



Get A Home Inspection

e sure th"

It islyour respc
infor: ed‘f;: ye

WHY A BUYER NEEDS A
HOME INSPECTION

A home inspection gives buyers detailed
information about the overall condition of a
home prior to purchase. In a home inspection, a
qualified inspector takes an in-depth, unbiased
look at your potential new home to:

+  Evaluatethephysicalcondition-structure,construction,
sewer line, and mechanical systems

+ Identify items that need to be repaired or replaced

«  Estimate the remaining useful life of major systems,
equipment, structure, and finishes

RADON GAS TESTING

The U.S. Environmental Protection Agency, the
Surgeon General, and the Colorado Dept. of
Public Health & Environment strongly recommend
that all home buyers have an indoor radon test
performed before purchasing residential real
property, and recommend having the radon
levels mitigated if elevated radon is found. Sellers
are required to provide buyers with any known
information on radon test results of the property.
For more information, call the toll-free National
Radon Information Line at 1-800-767-7236 .

T | v .
you re concerned about F) spMue, =3
you may want to hire a ”sp@r.ml-lst to -l

3 pIu'r:nbjng, foundatior 3

APPRAISALS ARE DIFFERENT
FROM HOME INSPECTIONS

An appraisal is different from a home inspection.
Appraisals are for lenders. Home inspections are
for buyers. An appraisal is required to:

. Estimate the market value of a house

«  Make sure that the house meets property standards/
requirements for your loan type

«  Make sure that the property is marketable

LEAD-BASED PAINT DISCLOSURE

If the home you are considering was built before
1978, it is much more likely to contain lead-based
paint. Lead is a highly toxic metal that may cause
a range of health problems, especially in young
children. When it is absorbed into the body, it can
cause damage to the brain, kidneys, nerves, and
blood. There are numerous other negative affects
of lead-based paint. You may want to consider

a test for lead-based paint. For more health
information, search Hud.gov

FHA DOES NOT GUARANTEE THE VALUE/CONDITION OF YOUR NEW HOME

If you find problems with your new home after closing, FHA cannot give or lend you money for
repairs and they can't buy the home back from you. That is why it is so important for you, the buyer,
to get an independent home inspection. Ask a qualified home inspector to inspect your potential
new home and give you the information you need to make a wise decision.

Information Source: US Department of Housing and Urban Development (H.U.D.)
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Home Buying Fees

Fees You Can Expect During
the Buying Process

INITIAL OUT-OF-POCKET FEES

Earnest Money
Varies, 1.5% of Purchase Price
Credited to You at Closing

General Inspection Costs
Varies, $350-$850

FEES PAID AT CLOSING

Appraisal Down Payment
Varies, $500-$800 Varies, Talk to

Ordered After Inspection Your Mortgage Broker

Transaction Fee
Varies, $269-5499
Ask Me About This

Loan Closing Costs
Varies, 2%-4%

Brokerage Compensation Cash Purchases
Ask Me About This Varies, Title Fees
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Final Steps

Before You Can Officially Call the Home Yours

INSURANCE REQUIREMENTS

Most lenders require both homeowners insurance and title insurance. Homeowners
insurance protects your home and possessions against damage and theft, while title
insurance protects the lender and/or homeowner from financial loss due to claims
against the property’s legal ownership. Policies can vary, so it’s advisable to get quotes
from multiple companies to compare prices, coverage, and limits.

CLOSING DISCLOSURE

At least three days before closing, lenders must provide a Closing Disclosure outlining
your final loan terms and closing costs. Buyer’s closing costs typically range from 2-5%
of the purchase price and can include lender fees, lender’s title insurance, and HOA dues

if applicable.
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Final Walk—Through

Verify the seller has
vacated the home.

Verify condition.

Confirm all debris is
removed from inside and
outside the home.

Check that all inclusions
stated in the contract are
present on the property.

Verify any inspection
resolution repairs are
complete.

HERE'S WHAT YOU NEED TO BRING TO CLOSING:

Updated Forwarding Address Access Codes To The Home
Social Security Card (e.g., Security Codes)
Photo Id (State ID Preferred) Garage Door Opener

Keys To The Home Mailbox Number

MAKE SURE TO ALSO HAVE:
Cashier'scheckorpre-arranged wire transferto coverthe remaining down paymentand closing costs.

18  Mile High Lifestyles at Your Castle



Closing on Your Home
What to Expect

TRANSFER OF FUNDS COSTS TYPICALLY PAID BY THE SELLER
» Mortgage balance and penalties, if applicable
- Payoffs to the seller's mortgage company and any lien holder « Any claims against the property

« Payments to local government for any due property taxes

) . X » Unpaid assessments on the property
- Payments to third-party service providers

« Title insurance policy

TRANSFER OF DOCUMENTS
WHAT TO BRING

» Deed to the house « The buyer will need to bring to closing:

- Certificate of Title, Bill of Sale, and other real estate documents « A government-issued picture ID

« Signed closing instructions and/or settlement statement (HUD-1) « A cashier’s check or prearranged wire transfer
» Receipts for completed repairs as per the sales contract

TRANSFER OF PROPERTY

« Recording of the signed deed at the county courthouse
by a third-party
- Post-closing agreement if the seller needs to rent back the AFTER CLOSING

home for a specified time frame Keep copies of the following for taxes:

-Exchangeofkeys,garagedooropener,securitycodes/devices, * All closing documents
appliance manuals, etc. * Receipts for all home improvements

Homeownershiplegallytransferstothenewownerwhenthesigned
deed is recorded at the seller’s local county courthouse.
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Change of Address:
Your Ultimate Checklist

GOVERNMENT AGENCIES

UChangeyouraddresswiththeUnitedStatesPostalServiceat
moversguide.usps.com.

UUpdateyouraddresswithyourstate’sDepartmentofMotor
Vehicles and state licensing agency.

U Notify the Internal Revenue Service using Form 8822.

UUpdateyouraddresswiththeSocialSecurityAdministration
ifyoureceiveSocialSecurityorMedicarebenefitsatssa.gov/
myaccount.

U Changeyourvoterregistrationaddressatmymove.com.

FINANCIAL SERVICES

U Notify your banks and investment services.
O Inform your loan issuers.
WUpdateyourcreditcardcompaniesandretailcreditaccounts.

U Notify your accountant and tax advisors.

UTILITIES

O Notify your gas and electricity providers.

O Inform your water utility.

U Update your Internet, cable, and phone companies.
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INSURANCE

U Notifyyourhealth,dental,andlifeinsurance companies.
U Update your car insurance company.

U Informyourhomeownersorrentersinsurancecompany.

ONLINE SERVICES

UUpdateyouraddresswithretailwebsiteslike AmazonPrime.
U Notify streaming services like Netflix.

U Update payment services.

PEOPLE AND ANIMAL CARE

4 Inform your employer.
U Notify your doctors, dentists, and lawyers.

U Update your veterinarian.

MEMBERSHIP SERVICES

U Notify retail clubs like Sam’s Club and Costco.
U Updatemagazinesubscriptionsandsubscriptionboxes.

U Notify religious institutions.




Preparing Your Move
THE CHECKLIST

TWO MONTHS BEFORE
YOUR MOVE

U BudgetPlanning:Createaroughbudgetforyourmoveto
determineifyouneedfinancialassistance.Keepaccuraterecords
of all expenses, as many are tax-deductible.

U Hire Movers: Call movers for estimates. Once chosen,
discusscosts,packing,timing,andinsurance.Makealistofyour
belongings.Sell,donate,orgiveawayitemsyoudon’tneed.

ONE MONTH BEFORE YOUR MOVE
UBanking:Visityourbanktoinformthemofyourmoveandget

recommendationsforsettingupaccountsatyournewlocation.

WSchoolArrangements:Determineyourchildren’snewschool
and arrange for record transfers.

UNotifyAuthorities:InformtheDepartmentofMotorVehicles
and update your driver’s license.

Qinsurance&AddressChange:Notifyinsurancecompanies
and send a change of address to the post office.

U Utilities:Contactutilitycompaniesfordisconnectionand
inquireaboutrefundsforelectricity,gas,water,sewer,trash,
telephone, TV, and Internet.

TWO WEEKS BEFORE YOUR MOVE

QO Safety Deposit Box: Empty your safety deposit box.
O Personal Packing: Pack items you will move yourself.

UFood&Refrigerator:Cleanouttherefrigeratorandcabinets;
use up perishable food.

U Car Maintenance: Service your car(s) for the trip.
UFurnitureLayout:Planalayoutforthemoversinyournewhome.

U Home Maintenance: If your home is unsold, arrange
maintenance and security with your real estate agent.

UCleaning:Planathoroughcleaning,includingcarpets&draperies.

U TaxRecords:Checkwithlocaltaxassessorstoensureyour
records are in order.

U Vacant Home: Arrange for snow removal/lawn care and
notify police if the home will be vacant.

FINAL DAYS BEFORE YOUR MOVE

USurvivalPackage:Prepareasurvivalpackagewithessentials
like paper plates, plastic utensils, towels, soap, toilet paper,
bedding, snacks, new house keys, and items for children.

U Box Labels: Label boxes you'll need immediately.

U Checks: Get a cashier’s check for movers and traveler’s
checks for expenses until new accounts are set up.

MOVING DAY

U Finallnspection:Inspectyouroldhome,ensuringalldoors
andwindowsarelockedandlightsareoff-Takevaluableswithyou.

U Closing Date: Cancel utilitiesandtrash servicerightafter
closing. Cancel your homeowner’s insurance.

ARRIVAL AT YOUR NEW HOME

UMovingVan:Havesomeonepresentwhenthemovingvan
arrives to direct movers.

UApplianceCheck:Ensureallappliancesarefunctioningand
utilities are operating.

Uinspect&Sign:Inspecteverythingbeforesigningthemoving
receiptandnotethedeadlineforsubmittingdamageclaims.
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Buying & Selling

at the Same Time?

Buying and selling a house simultaneously is challenging and can be quite stressful due to
the coordination needed for two closings. Synchronizing both closings on the same day or
within a day or two is particularly difficult. If your home goes under contract, you might feel
pressured to buy another house quickly, potentially leading to a purchase you're not entirely
happy with. To reduce stress and ensure you find the right home, consider moving into
temporary housing. Here are some key points to consider:

BUY FIRST, THEN SELL

« Less Pressure: You can search for a new home without any time constraints.

« Single Move: Avoid the need for interim housing and moving twice.

«Financial Risk:Youmayface double mortgage paymentsifyourhome doesn’t sell quickly,sohaveabackup plan
like renting it out.

«CashReservesNeeded:You'llneedcashreservesastheequityfromyourcurrenthomewon’tbeavailableuntilitsells.

«ConvenientRepairs:-Youcanmakerepairstothehomeaftermovingout,whichsimplifiestaskslikeflooringandpainting.

SELL FIRST, THEN BUY

« Immediate Equity: The equity from your home sale is available immediately for your new purchase.

« No Double Payments: You won't face the risk of double mortgage payments.

« Buying Pressure: You might feel rushed to buy something quickly, leading to potentially hasty decisions.
« Temporary Housing: You may need to find interim housing and store some belongings.

« Repairs While Living In: Minor repairs may need to be done while you still live in the home.

IF YOU CAN BUY & SELL ON THE SAME DAY

« Pack Everything: Have all household items packed in a moving truck.

» Move In Immediately: Once you close on the new home, you can move in.

- Stay Flexible: Be prepared to stay in a hotel for a night or two if there are closing issues with either transaction.
« Expect Delays: Closing delays can happen, so be prepared for the worst-case scenario.
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Important

Terms & Definitions

MORTGAGE PAYOFF
Youmustpayoffallmortgagesonyourhome,includinganysecond
mortgageorhomeequitylineofcredit.Notethattheprincipalbalanceon
yourmonthlystatementisn’tthetotalamountowed.Mortgageinterestis
paidinarrears,sothepayoffamountincludesinterestuptotheclosing
date.Anynegativeescrowbalanceandadditionalfees,suchasmortgage
releaseorlatefees, willalso beincluded, making the payoffamount
higher than the principal balance.

REAL ESTATE COMPENSATION
ListingAgentshaveanegotiablefeethattheychargetorepresentyour
throughthatSaleofyourhome.Thisfeeisnegotiateddirectlybetween
theSellerandtheBrokerAssociate.TheSellermayconsiderthefollowing
costswhendiscussingtheirfee:PayingBuyersAgentcompensation,
marketing, photography, brokerage expenses, and other costs.

TITLE INSURANCE FEES
TitleInsuranceisinsuranceagainstpotentialfutureclaimsagainstthe
title/ownershipoftheproperty.ltalsoensuresthatthetitleistransferred
from Sellerto Buyer, free and clear of any liens, judgments, or other
monetary encumbrances minus any listed exceptions.

ESCROW FEES

The title or escrow company handling your closing acts as the
intermediarybetweenyouandthebuyer.Theyensurethetransactionis
managedproperly,includingreceivingfundsanddisbursingthemtopay
offyourlendersandcreditors.Youmaybeabletonegotiatethesefees
with the buyer.

PROPERTY TAXES

In many states, property taxesare paidinarrears. You'llneed to pay
proratedtaxesforeachdayyouownthepropertyuptothesaledate.If
thecurrentyear’staxesarenotfullypaid,you’lloweboththeduetaxes
for the preceding year and the prorated taxes up to the sale date.

MISCELLANEOUS FEES
Miscellaneousfeescanincluderecordingfees,notaryfees,andpossiblya
Termite Letter if required by your state or the buyer’s lender.

LIENS & JUDGMENTS

Liens orjudgments from unpaid HOA fees, contractor bills, or other
collectionsmustbesettledbeforeoratclosing. Theseamountsarepaid
from the sales proceeds.

ASSUMPTIONS
Assumptionsallowbuyerstotakeovertheseller'sexistingmortgage, typically
applicableforVAorFHAloansandcommonwheninterestratesarehigh.

ESCROW ACCOUNT
Anescrowaccountmanagedbyyourmortgageservicercoversproperty
taxesandhomeownersinsurance.Aportionofyourmortgagepayment
funds this account.

APPRAISAL
Anappraisalestimatesaproperty’svalue.Lendersrequirethistoensure
the home justifies the loan amount the buyer seeks.

APPRAISAL CONTINGENCY
Thisclauseallowsbuyerstocancelapurchaseiftheappraisalislowerthan
the sale price, protecting lenders from overpaying.

ASIS
An“asis”propertyindicatesthesellerwon’'tmakerepairsandisoften
priced lower than market value.

BACKUP OFFER
Abackup offer positions a buyer to purchase if the current deal falls
through. Only one backup offer can be accepted legally.

SIGHT UNSEEN OFFER
Asightunseen or blind offeris made without the buyer viewing the
property, oftenusedincompetitive marketstosecureadeal quickly.

BUYER'S AGENT
Abuyer'sagenthelpsbuyersfindproperties,representstheirinterests,and
negotiates the best terms and price.

MLS (MULTIPLE LISTING SERVICE)
AnMLSisadatabasewhereagentslistpropertiesforsale.Buyer'sagents
use it to find and compare available homes.

DOM (DAYS ON MARKET)
DOMreferstothenumberofdaysapropertyislistedforsaleonthe MLS
until the seller signs a contract with a buyer.

DUE DILIGENCE

Due diligence documents are any documents pertaining to the
homeincludingbutnotlimitedtoanyinformationregardingrepairs,
improvements,warranties,permits, pastinspections, utilities,solar,any
majorsystemsinformation.TheBuyersmayaskforthisdocumentationin
theiroffer.Theyareabletoreviewthesedocuments,objecttoanyissue,
and terminate.

COUNTER OFFER
Whenbuyersmakeanofferonahome,itcanbeforthefulllistpriceora
fair market value determined with their agent.

EQUITY
Equityisahomeowner’sinvestmentintheir property.Calculateitby
subtracting any mortgages or liens from the home’s market value.

EARNEST MONEY DEPOSIT

Anearnestmoneydeposit(EMD)isinitialfundsabuyerputsdownoncethe
selleracceptstheiroffer,showingthebuyer’sseriousnessaboutthepurchase.
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HARD MONEY LOANS
Theseloans,basedontheproperty’svalueratherthancreditscore,are
financedbyhardmoneylendersandtypicallyrequirealargedownpayment.

HOA (HOMEOWNER'’S ASSOCIATION)
AnHOAmanagesaplannedcommunityorcondominium.Buyersmust
followHOA rulesand paydues, with theriskof liensorforeclosurefor
non-compliance.

HOME SALE CONTINGENCY
Thisconditioninapurchaseagreementindicatesthatthebuyer'spurchase
relies on the successful sale of their current property.

IBUYER
AniBuyerusestechnologytomakequickoffersonhomes,offeringthe
benefit of an all-cash offer and control over the moving timeline.

INSPECTION CONTINGENCY

The time in which the buyer is able to have the home fully and
professionallyinspected. Object toitems they feel are deficientand
negotiate a resolution moving forward or terminate.

LOAN CONTINGENCY

Deadlineprovidedtobuyersthatallowsthemtofullynavigatetheloan
process.Theloanavailabilitydeadlineisofterthelastdateabuyercould
terminateifallloan conditions can'tbe metandtheirisnotapproval.

Buyer Agent Compensation
Exclusive Right to Buy and Colorado Contract

Your Buyer’s Agent works diligently to help you not only procure the property but also
navigate the entire process. Part of the conversation and potential negotiation is how the
Buyer Broker Compensation is paid. Compensation will be established with the execution of
your Exclusive Right To Buy through selecting one of the following:

7.3.1. SELLER’S BROKERAGE FIRM OR SELLER MAY PAY
BuyerlSObligatedtoPay.Brokerisauthorizedandinstructedtorequest
payment of Brokerage Firm’s Success Fee from one or both of the
following:(1)theseller’'sbrokeragefirm;(2) seller.Buyerisobligated
topayanyportionofthe Success Feewhichisnotpaidbytheseller’s
brokeragefirmorseller,butonlyifBrokerdisclosestoBuyertheamount
Buyermustpay,inwritingandpriortoBuyerenteringintoacontractwith
the seller.

7.3.2. BUYER WILL PAY
BuyerisobligatedtopayBrokerageFirm’sSuccessFee.BrokerageFirm
isNOTentitledtoreceiveadditionalcompensation,bonusesorincentives
fromlistingbrokeragefirm,selleroranyothersourceunlessagreedtoby
Buyer in writing.

CompensationisnegotiablebetweentheBuyerandBuyer’'sAgentandwill
beestablishedthroughtheExclusiveRighttoBuyforfulltransparency.
ItisalsoencouragedtodiscusswithyourBuyer'sAgentifyouwouldlike
themtotrytoseekcompensationfromtheListingBrokerageFirmor
Seller.YourBuyer'sAgentactivelyworktowardsapaththatbestmeets
the needs of the Buyer.

Your Agent will partner with you to discuss the most effective way to have this cost covered
based on each Buyer’s individual situation. This will also be addressed as you make the offer

on a potential property.

%ofthePurchasePriceor$

bySeller.Buyer'sbrokeragefirmisanintendedthird-partybeneficiaryunderthisprovisiononly.The

amount paid by Seller under this provisionisin addition to any otheramounts Selleris paying on behalf of Buyer elsewhere in this Contract.

%ofthePurchasePriceor$

byBuyerpursuanttoaseparateagreementbetweenBuyerandBuyer'sbrokeragefirm.Thisamount

may be modified between Buyer and Buyer’s brokerage firm outside of this Contract.

% of the Purchase Price or $
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Easy Guide:

Why Buyers Must Sign Agreements Before Touring Homes

INTRODUCTION:

Due to a recent practice change in the real estate industry as part of a settlement involving
the National Association of Realtors (NAR), buyers are now asked to sign agreements
before touring homes. This guide explains why this step is important and how it benefits
you as a buyer.

1. TRANSPARENCY AND TRUST:

«  ClearExpectations:Signingabuyeragreementensuresthatyouandyourbrokerareonthesamepage.You'llknow
exactlywhatservicesthebrokerwillprovideandwhatyoucanexpectthroughouttheprocess.Youwillalsoknowwhat
yourbroker'sfeeis,howitisstructured,andwhowillberesponsibleforpayingit.Thelengthoftheagreement,aswell
as the area or home type can also be clearly explained.

NoSurprises:Theagreementeliminatesanyconfusionaboutthebroker’srole theirduties,andhowtheywillassistyou
infindingtheperfecthome.Byaddressingthisinadvance,buyersarefullyinformedabouttheentirebuyingprocess.

2. UNDERSTANDING YOUR RIGHTS:

**Buyer Representation: By signing the agreement, you're officially represented by your broker.
Thismeanstheyareobligatedtoworkinyourbestinterest,negotiateonyourbehalf,andguideyouthrougheverystep
of the buying process.

«  Protection:Theagreementprovidesyouwithcertainprotections,ensuringthatyourbrokerfocusesonyourneedsand
helps you make informed decisions.

3. COMPLIANCE:

« IndustryStandard:Theemphasisonsigningagreementsis partofabroaderefforttoincreasetransparencyand
accountabilityintherealestateindustry.lt'snotjustaformality-it'sasteptowardsensuringthatalltransactionsare
conducted fairly and ethically.

«  SettlementCompliance:ForanyrealestatelicenseewhoisanMLSparticipantcoveredundertheNARsettlement,
thispracticeisnowstandardacrosstheindustry,ensuringconsistencyandprotectingtheinterestsofconsumers.It's
importanttonotethatthetermsofthesettlementagreementarenotchangestothelaw;theyarepracticechangesin
the way brokers conduct business.

CONCLUSION:

Signing a buyer agreement before touring homes is a simple step that ensures you receive the
best possible service, have clear expectations, and are fully protected throughout your
home-buying journey.

It's a win-win for you and your broker, paving the way for a smooth and successful transaction. If

you have any questions about the agreement or the process, feel free to ask. We're here to help!
**Note: Only brokers hired as “agents” provide these services.

Compensation charged by brokerage firms is not set by law and is fully negotiable.
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