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Getting Started
Finding a New Home Can be FUN!
Looking for a new home can be an exciting time. As a buyer, you 
get to look at a variety of floor plans to find something that works for 
you and your family.  You get to imagine your family living in the new 
neighborhood, going to school and work, interacting with others in the 
community.
But buying a new home can also be a stressful time.  How often do you purchase 
real estate?  Once, twice, three times in your lifetime?  So you can hardly be ex-
pected to know all the ins and outs of such a major transaction complicated by so 
many details. There is a myriad of paperwork, rules and government regulations 
involved in buying a new home.

In most transactions, sellers are represented by a listing agent who manages 
these details for them and acts in their best interests.  As a buyer, you also want 
someone to provide you with complete and honest representation in your real 
estate transaction. Real estate buyer's agents like me are responsible for protect-
ing the best interests of our clients - buyers like you - and can guide you through 
every step of the process.

My job is to help you navigate the minefield of paperwork, help you with negotia-
tions so you get the best value for your dollar, and help ensure you are finding just 
the right home at a fair price that fits your needs. I can help you with inspections, 
coordinate repairs and work with the title company to make your home buying 
transaction smooth, understandable and easy.

Don't call the Agent on Yard Sign
Often home buyers drive around looking for homes in a particular area or neigh-
borhood, and often call the Realtor on the yard sign for more information on the 
home.  It is important to understand that this Realtor - the one with the sign in the 
yard - represents the seller - not you.  Their 
#1 priority is to sell the home for their client.

DON'T DO THIS!

Call me instead.  My job is to represent YOU, 
the buyer, not the seller. I will have your best 
interests at heart.  It doesn't cost you anything 
yet you get my years of expertise and nego-
tiating skills to help you get the best value 
in your next home. I can help you purchase 
any home on the market, even a For Sale by 
Owner.

Your source for

    Quality Living.

20 acre OKC Luxury Ranch
$3,199,000

(405) 641-5754

Whether looking at open 
houses, FSBO or new con-
struction, I will assist you in 
negotiating the best price & 
terms of a contract!



Open House
Buyers often visit open houses on the weekend.  This is convenient and I even 
recommend it.  But realize the Realtor working the open house is representing the 
seller of the home, not you.  They would love to also represent you on the buying 
side, but that doesn't save you any money and may in fact cost you money, since 
their #1 priority is to maximize the sale of the home for the seller.

If you attend an open house, just be sure and mention to the Realtor at the open 
house that "I already have a Realtor".  They will not be offended at all.  If you find 
a home you are interested in, just give me a call and I can set up a private show-
ing, provide you detailed information on the history of the home, provide compari-
sons with other properties in the neighborhood, provide tax records and disclosure 
statements - all the information that is available to help you make an informed 
decision and a solid offer on a home.

New Construction
Buying new construction is similar to 
calling someone on an open house.  Be 
sure and inform the builder or the Real-
tor representing the builder that you are 
working with a Realtor.  Again this won't 
cost you anything and will in fact save you 
money.

Some people have the misconception 
that if they work directly with a builder that 
they will save money because the builder 
doesn't have to pay the Realtor fee.  That is just not the case. Builders know that 
to sell homes they have to work with Realtors and figure the cost of the Realtor fee 
into the price of each home.  If you buy directly from the builder without a Realtor, 
the price of the home remains the same.  Why?  Because the builder cannot cut 
you a better deal on the home for fear of lowering the comps for his other homes 
in the neighborhood.  Hence, you pay the same price regardless of whether you 
use a Realtor, and if you don't have a Realtor representing you, then you are at 
the mercy of the Builder when it comes to negotiating, inspections, contract chang-
es, etc.  You are much better off being represented by an experienced Realtor who 
has your best interests at heart and can help you save money and negotiate the 
best value for your new home.

How Am I Compensated?
Buyers often wonder if they will have to pay me to be their agent. No.  The home 
seller and even builders have already agreed to pay both a listing agent and sell-
ing agent fee, so my compensation is covered in the listing agreement. In the case 
of a new home builder, they have already figured that cost into the price of the 
home. And since they don't want to devalue future homes they build in the neigh-
borhood, they don't give buyers any discounts if they don't use a buyer agent. In 
almost every case, my compensation is already covered and accounted for by the 
seller.  It doesn't cost you a thing to use me as your representative!

TIP: Working directly with a 
builder will NOT save you any 
money. Builders already have 
a realtor fee calculated in the 
price of the home, and cannot 
give you a discount even if you 
don't use a Realtor or else they 
devalue their other homes in the 
neighborhood.
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Kay Pratt 
RE/MAX Platinum  -  Edmond, Oklahoma

Choosing Your

   REALTOR®

Why Choose Kay Pratt?
Experienced full time REALTOR®®

• You can easily reach me 24/7
• I know the market well which saves you time and money
• No surprises at closing
• I close over 50 houses per year

Extensive network of resources
• Experience with preferred lenders means no junk fees
• Trusted title companies ensure clean abstract and clear title
• Dependable network of inspectors provides confi-

dence in your home purchase and sale
• Trusted list of vendors who can help you prepare your home for sale

One of most advanced real estate web sites in Oklahoma
• MLS fully integrated into my site - NO SPAM OR JUNK MAIL
• Search entire metro OKC MLS without leaving my site
• Save searches and have listings automatically emailed 

when new homes come on the market
• Integration with Google Maps makes it easy to visualize locations
• Mobile-optimized content makes it easy to search from wherever you are
• Your listing will be syndicated across the internet to hundreds of web sites

Technology savvy
• High tech office means fast response to questions
• Communicate via email, text, voice mail, cell phone, and Facebook
• Secure online access to the documents in your transaction
• View pictures, information and pricing on any nearby home
• Electronic signatures makes dealing with paperwork easy

For assistance please call:
Kay Pratt, RE/MAX Platinum (405) 641-5754
www.kaypratt.com

(405) 641-5754  •  www.kaypratt.com



Client

Testimonials
"We met Kay years ago when we trying to sell a home that, due to geographic location, we were 
afraid would never sell. Within a month, we had a buyer, and within two months, we were settled 
into a beautiful new home. Kay made what could have been an overwhelming experience pleasant, 
and has since helped us sell and buy again. Kay is an absolute joy to work with. Professionalism, 
knowledge, and patience at its finest! Thanks so much for everything, Kay."

Garland and Melissa Reese

"Kay Pratt helped my wife and me sell our farm in McLoud and found the perfect home in Ed-
mond. She saved us a lot of money. Kay Pratt helped us again to sell our home in Edmond and 
found the perfect home again in Edmond. She was and is the best possible realtor you could pos-
sible wish for. Very trustworthy, smart, courteous and helpful in every way. If you don’t choose her 
– then you just made the biggest mistake of your life. God bless Kay Pratt."

Leo Carter

"My wife and I were amazed at the service Kay Pratt provided. We moved from out of state, and 
she made the process easy. She was always available and went the extra mile to make sure that 
all of the details were done. Her help did not stop at closing time. She continued to be there as we 
transitioned into our new home. She is honest and trustworthy. We have bought and sold several 
homes before. Kay Pratt is in a class far above the standard realtor. In the future, we will definitely 
use her again."

Jerry Bodily, M.D.

My wife and I appreciated Kay very much during the process of selling our home in Edmond. 
We had several problems in relocating to Colorado including mail service and a computer crash 
which required buying a new computer to exchange documents with Kay. During all this she was 
always available to provide help with e-mails, texts, and telephone calls. Also our home sold in 
just over two months which was a big help to us.

Gary and Joyce Foss

Thank you so much for all your help and support during our selling and building process. You 
made this such an easy and enjoyable experience. I can't imaging doing this without you! Much 
love. 

Eric and Kasey Allen

See more client testimonials at http://www.kaypratt.com/testimonials/



Searching for Your Home
Home Search Begins on the Internet
Most home buyers today begin their search for a new home on the Internet.  But 
which site do you use?  Sites such asTrulia, Zillow and Craigslist are common places 
new buyers go for information, but unfortunately those listing are typically stale and 
are not the most up-to-date.  By far the most accurate, up-to-date information on 
homes for sale in central Oklahoma is the Metro OKC MLS (Multiple Listing Service).  
The local MLS is the "gold standard" for property listings in central Oklahoma.  Why?  
Because local Realtors are responsible for the data on the MLS, and there are strict 
rules in place that require each Realtor to keep that listing information accurate and 
correct. 

The caveat for buyers is that only licensed Realtors are allowed to update the MLS 
info, and some information on the MLS is only available to Realtors.  Consumers 
are not allowed direct access to the MLS, but you can access most of the MLS data 
through web sites that tie to the MLS such as mine at KayPratt.com.

KayPratt.com
My web site was the first Realtor web site in Oklahoma to have a direct feed from the 
MLS.  All listings on my site are updated nightly so you always have the most ac-
curate, timely listings of homes available for sale in the OKC metro. You can search 
by a multitude of criteria, including square footage, school district, price, bedrooms, 
and many more.  You can also pull up a map showing listings in the area that meet 
your criteria. This allows you to search for homes that meet your needs right from the 
comfort of your own couch, and you can share that information with me as we search 
for your next home.  As you find homes that you want to visit in person, you can easily 
send those to me and I can set up showings, pull tax records, mortgage information, 

historical sales data and comparable 
recent sales in the same neighborhood. 
This way I can provide you a wealth 
of information on the homes you are 
considering, helping you to make an 
informed choice about your next home.

TIP: www.kaypratt.com is tied 
directly to the OKC metro MLS so 
you get the most accurate, up-to-
date listings.

TIP: KayPratt.com is mobile 
friendly, so you can search for 
homes right from your mobile 
device.



Once you click search on the screen above, you will see a map 
showing the location of properties meeting your search criteria. 
You can zoom directly into a map and see the homes for sale 
in a particular neighborhood. Click on any home and see more 
details about that home, including high resolutions pictures and 
virtual tours.

Sample Home Search Screen



Looking at Homes
Now for the fun part.  Many people find that going out and looking at potential homes 
is the fun part of home shopping.  Others find this to be the hard part.  Either way, 
you will need to have an objective in mind when you finally decide to start looking at 
homes.  Without a plan of action, you can spend a lot of time searching and before 
long all the homes begin to look alike and it becomes not such a fun task.

Make a List
Before you visit your first home, make a list of the features and items that are im-
portant to you.  First create your “dream list” – features that you want in a home if 
money is no object.  Once you have this dream list, begin by ranking the importance 
of each item.  This will give you a prioritized list of items that are important in your 
home search.  Of course, money is always an obstacle, so once you have your 
prioritized list, go through and mark items as “must have”, “nice to have”, and finally 
“like to have”.  Now as you begin looking at houses, you have a more realistic list of 
items that you will need to check of as you are looking through a home.  It is easy to 
become enamored with a home and forget to check for your “must have” items.

Drive Around
If possible, drive neighborhoods and areas you might like living in prior to looking at 
homes.  Check out the schools, parks, local shopping, and nearby entertainment ven-
ues.  Make sure you are moving into a neighborhood that you will be happy with long 
term.  If you come across a home with a sign out front that you are interested in, do 
NOT call the number on the yard sign.  That Realtor represents the seller.  You want 
to talk to me, who will represent YOU, in the transaction.  I will look out for your best 
interests, help you negotiate the contract, and make sure your needs are taken care 
of in a complex real estate transaction.

Pay Attention to Detail
It is easy to get caught up in the looks of a nice home.  A well decorated home 
catches your eye.  But it is important to pay attention to not so noticeable details such 
as the roof, foundation, exterior cracks, and drainage.  Those are important items of 
any home that can seriously impact the resale value when you sell your home, and 
details that I am experienced in looking for. A good home inspector will catch those 
things during inspection, but wouldn’t it be better to know about them before mak-
ing an offer?  Don’t get caught up in the thrill of a new home and forget to watch for 
important details that can affect the cost of home ownership and later the resale value 
of your home.

Wear Comfortable Clothing
When you are looking at homes you may want to crawl into the attic, look behind 
shrubs, or explore an expansive back yard.  Wear clothing appropriate for the task.  If 
it is rainy and wet, be sure and wear boots.  If you are looking at an acreage, you may 
want to bring boots for the outdoors and some type of slippers to wear while looking 
inside the house.  This way you don’t inadvertently track dirt and mud into the home.  
Treat other people’s homes the way you would want them to treat your home. 



Bring a Flashlight
Bring tools you may need to review the home such as a flashlight, tape measure, pen 
and paper, and camera. Be sure and ask your agent for permission before opening 
cabinets or closed closets.

Watch the Floor Plan
Odd floor plans can be interesting and unusual, but can be difficult to sell when you 
get ready to upgrade to your next home.  Some people like odd floor plans, but it  
really narrows your market when it comes time to sell.

Take Notes
You may end up seeing several homes during your search, and soon they can all 
become a blur.  I will bring a printout of each home so that you can take notes as you 
walk through the home.  Jot down information such as your favorite feature of the 
home, questions you might have, and things you didn’t like about a particular home.  
This will help jog your memory later as you consider which home to make an offer on. 
A camera is a great way to take notes of things that interest you.  TIP:  Snap a picture 
of the home’s address or the printout for each home prior to touring the home.  This 
way you know which pictures belong to which house.

Be Realistic
Most everyone would love a 5,000 square foot dream home on a beautiful lake with a 
magnificent view – for $100,000.  And most everyone knows that is just not realistic, at 
least in Oklahoma.  The same is true for “flipping” homes.  Some buyers watch HGTV 
and believe they can buy a home dirt cheap, spend five thousand dollars on paint, 
carpet and touch-ups, flip the home for $175,000 and clear a cool $70,000 - all in a 
couple of weeks. Sad to be the bearer of bad news, but it never is quite as easy as it 
seems on television.

If you are an experience buyer with plenty of cash, you can find "deals" that need 
work and can be flipped for a profit. If you have the money and time and experience to 
renovate a home you can make money "flipping" but I have seen many buyers - some 
experienced - loose money on a "flipper" when things don't go exactly as they had 
planned.

If you are a first time home buyer with limited resources, don’t expect to get rich quick 
buying and flipping homes.  Be realistic about your financial situation, and your ability 
to do repairs and live in a construction zone with a new family.  At the same time, 
don’t expect to low-ball a seller by $30,000 below market value and expect them to 
negotiate from there.  Most will just get upset and ignore you.  Be realistic in your offer 
and know that sellers are every bit as sophisticated as buyers and most have a pretty 
good idea what their home is worth.

Communicate
Be sure and communicate your thoughts on each home with your spouse or partner, 
as well as with me.  The more we communicate the better I can narrow down your 
requirements and shorten the home buying process and more importantly, find just the 
perfect house for you.

TIP: Before touring a home, 
snap a picture of the MLS sheet 
for that home. Then you can 
take pictures with your phone as 
you tour the house, and you will 
remember which pictures go with 
which home.

ALERT: Don't divulge too 
much information about your likes 
and dislikes while touring a home. 
Many homeowners leave camer-
as and audio recorders running to 
record potential buyer's conversa-
tions. Wait until we are outside to 
talk in detail about a home.



Financial considerations and preparations are central to any home 
purchase. In addition to helping you make better decisions about 
what you can afford in a home, a buyer who already has financing in 
place is in a better negotiating position when it's time to make an offer 
to a seller. 
Getting a jump on your mortgage now can greatly alleviate headaches later. If 
you've already lined up a lender and secured a commitment on your mortgage, the 
process of closing will go much smoother.

Determine Your Credit Status
Because any mortgage lender will review your credit history, it's wise to verify your 
credit rating before beginning your home search. Even if you're sure you have an 
excellent credit record, there may be blemishes in your credit history that you don't 
even know about.  Identifying and resolving any credit problems to improve your 
credit rating will provide benefits, such as preferred rates from lenders and home 
insurers.

Acquiring a copy of your credit report is simple.  Three major credit bureaus - 
Equifax, Experian, and TransUnion - compile consumer credit data. The Fair 
Credit Reporting Act allows consumers to obtain one free credit report from each 
of the three major reporting bureaus every 12 months.

Selecting a Lender
When selecting a lender, your goal is to obtain a mortgage loan with terms that 
are most favorable to your situation. In order to find the best home loan for you, 
contact several lenders to discuss what they offer, their rates, closing costs, and 
other fees. If you already have a mortgage, contact that institution too. Ask me or 
your friends to refer a good loan officer.  I know several who have provided excel-
lent service to past buyers. Check them out on the following page.

Pre-Approval
You should get pre-approved before you begin your search.  This way you know 
the price range you can comfortably afford and most importantly, when you find 
just the perfect dream home, you are ready to make an offer before someone else 
snatches up the property. You don't want to be scrambling to arrange financing 
while other offers are pending on the same property.  You might end up standing 
on the sidewalk watching another buyer move into your dream home

Credit (FICO) score
FICO scores are calculated by each credit reporting agency each time a lender 
requests your credit rating.  Your score may differ slightly from each reporting 
agency, although in general the scores from each agency will be similar.  FICO 
scores are a very important loan criteria, although not the sole criteria a lender 
uses to determine your credit worthiness and ability to repay a loan.  A higher 

Financing Your Home



Tips to improve your 
credit score
• Set up reminder to pay 

bills early or on time
• Check your credit re-

port for errors
• Reduce the amount 

of debt you owe
• Don't open or close 

credit card accounts
• Pay off highest inter-

est rate cards first
• If closing lines of credit, 

make sure they are removed 
from your credit report.

FICO score means a better credit rating, which usually translates into a lower in-
terest rate and a lower monthly payment. Any FICO score of 700 or above is good.  
You can typically find loans that accept FICO scores as low as 620-640.

Down Payment
To purchase a home you will normally need some type of down payment.  The 
amount varies depending on the type of loan, the value of the home, your credit 
rating, and a host of other factors.  Of course, the more money you put down the 
lower your monthly payment.  Often you can get into a home for only 3.5% down 
with an FHA loan. Sometimes down payment assistance is available so you may 
be able to get into a home with zero down.

Bond money is often available in Oklahoma to help first time home buyers with 
their down payment.  Typically if a home buyer lives in a home a fixed number of 
years (normally 5) then the bond money used for the down payment is forgiven. If 
you sell the home before the time limit, you may be required to repay a pro-rated 
amount of the down payment assistance. This is a great option for first-time home 
buyers.

PMI
PMI is a commonly used term in real estate and stands for Private Mortgage 
Insurance. It is insurance for the lender in case you don't repay the loan.  The bad 
news?  YOU pay the insurance premium and the LENDER receives the benefits.

PMI is generally required by lenders if you finance greater than 80% of your home. 
In other words, if you purchase a home for $100,000 you will need a down pay-
ment of $20,000 to avoid PMI premiums.

PMI is not necessarily a bad thing.  Without it many homeowners would still be 
renting while saving up a 20% down payment. PMI allows a family to get into a 
home early and begin building equity, rather than wasting money on rent each 
month. But PMI can add a significant premium to your monthly payment so you 
should avoid PMI payments whenever possible. Some loans, like HUD Section 
184K loans for native Americans and VA loans don't require PMI insurance.

Types of Loans
There are many types of loans available in the marketplace, from traditional fixed 
rate 80% down loans to Adjustable Rate Mortgages (ARM) to FHA and VA loans, 
HUD Section 184K (native American) loans, to FHA 203K loans (for people who 
want to buy a home and then renovate it). FHA, VA and HUD loans are federally 
guaranteed loans so are typically easier to qualify for and more readily available. 
Of course the best rates are available for the traditional loans where you put a 
sizable chunk of money as a down payment. Your lender can provide you details 
on each loan type and discuss the benefits and drawbacks of each.  I work with 
several local lenders and can provide you a referral to a reliable, honest lender 
that will help you get into a home with a loan that works for you.

To obtain a copy of your credit 
report, visit  
annualcreditreport.com 
or call 877-322-8228



Choosing A Lender
In addition to shopping for a house, you will also be shopping for a mortgage – unless 
you pay cash for your home, which not many of us can do. Finding the right lender 
can save you money and stress. Here are a few tips on finding a lender and mortgage 
that fits your needs. There are three types of lenders to look at when shopping for a 
home mortgage.

Traditional Bank
Your local bank or credit union where you have your checking and savings account 
may be a good place to start your mortgage shopping. These are FDIC-insured insti-
tutions and will sometimes offer you a discount if you also get your home mortgage 
through them. Once they have loaned you money for your mortgage, they may either 
keep the loan and service it themselves, or sell the loan on the secondary market.

Mortgage Bank
These are banks that specialize in mortgages. They will loan you the money and then 
either keep the loan or sell it on the secondary market. Mortgage banks specialize in 
home mortgages so they usually understand the steps involved and can make for  a 
smooth transaction.

Mortgage Brokers
Mortgage brokers work with a variety of lending sources and can shop your mortgage 
to a variety of lenders. They are paid a commission knows as a “yield spread pre-
mium”. They will help you get qualified, provide advice on various types of loans, and 
typically are much more flexible in dealing with unusual loans.

THE BENEFITS OF WORKING WITH A LOCAL 
LENDER
While the internet has made it easy to work with lenders from across the country, 
there is still a major benefit to working with a local Oklahoma lender. I close dozens 
of homes every year and consistently find that working with a local lender is usually 
smoother, faster, and less stress than working with out-of-state lenders. One excep-
tion has been my work with Freedom Eagle, a VA lender based in Utah. They under-
stand VA loans and work closely with me getting loans closed for my VA buyers. They 
have a great track record of closing on time with happy clients.

Local lenders understand the intricacies and deadlines involved with Oklahoma real 
estate transactions. They know how Oklahoma real estate law works, how title is 
slightly different here than in most states, and understand the deadlines in our real 
estate contracts. If a transaction runs into 
a problem a local lender can help smooth 
over the credit issues that might happen 
in such a case.

TIP: Many loans are sold to the 
secondary market at the closing 
table. That will change where you 
send your payment but will not 
change the terms of your loan nor 
the payment amount.



Kenneth Wohl
3600 S. Boulevard
Edmond, OK 73013
Office: 405-715-7082
Cell: 405-408-9097
kwohl@bankrcb.net

Financing

Michelle Robinson
www.navyfederal.org
5550 Heritage Oaks Blvd.
Pensacola, FL 32526 
877-573-2324 ext. 70276

Linda Scott 
1501 W. Edmond Road 
Edmond, OK 73003 
405-419-3886

Veteran's First Mortgage
www.veteransfirst.com
124 Charles Lindbergh Drive
Salt Lake City, UT 84116 
801-493-6500

Tammy Mazza
6701 North Broadway, Suite 200
Oklahoma City, OK 73116
Office: 405-842-8090
Cell: 405-627-3524
tammy.mazza@acadamymortgage.com

Donnie Kiem
www.valorbank.com
1501 Renaissance Boulevard
Edmond, OK 73013 
405-212-9800
DonnieK@valor.bank

Tom Rosser
www.gatewayloan.com
1931 W. 33rd Street
Edmond, OK 73013 
405-751-3800
thomas.rosser@gatewayloan.com

Brett Baldwin
www.gatewayloan.com
7301 N. Broadway Suite 102
Oklahoma City, OK 73116 
405-233-0306
brett.baldwin@gatewayloan.com



Making the Offer
Once you have found the home you love, next comes making the 
offer.  For obvious reasons this is an important step in the process.  
Offer too high and you may pay more than necessary for your home.  
Offer too low and someone else may make a better offer and you lose 
out on your dream home.  Or as often happens with really low ball 
offers, the seller is insulted and no longer willing to work with you.

Comps
Luckily, there are a number of tools available that will allow me to research the 
value of the home you are interested in and see what the real value is on the 
market.  I can pull the tax records and see what the buyer originally paid for the 
home, I can see what comparable homes (comps) have sold for in the area, and 
I can see what other homes in the area are listed for.  I can also see if the price 
has been reduced, how long the home has been on the market, and a plethora of 
other data that allows me to help you choose an offer price.

Great Homes Move Fast
Great homes and great deals don't last long. A well built, well maintained and well 
priced home will often sell within a week of being listed, even in a slow market.  
There are buyers looking for homes in metro OKC every single day and when a 
cream-puff home shows up on the market, Realtors are quick to show it to their 
prospective buyers. If the home is priced right it will sell quickly, often attracting 
multiple offers. To win these types of homes requires decisive action.  You need to 
have your financing pre-approved and be ready to make a strong offer.

Unfortunately, great deals don't come along every day.  Remember to stay fo-
cused on finding the home that works for you at a fair price.

Low ball is No ball
In my many years of experience, really low ball offers just don't work.  Sellers are 
very sophisticated and with the plethora of information available to home sellers, 
they know pretty closely what their house is worth. Unless you are dealing with a 
short sale or foreclosure, you typically won't find sellers willing to sell their house 
cheap. Normally what happens when buyers make low ball offers is that the seller 
is insulted and either won't respond at all, or will become very difficult to negotiate 
with. You are much better off to make a realistic offer and negotiate a price and 
terms that work for both parties.

Offers must be in writing
In Oklahoma, all offers to purchase real estate must be in writing.  The offer must 
list the legal description of the property and contain detailed terms of the offer.  I 
use standard forms developed by the Oklahoma Real Estate Commission for 
making offers.  I will work with you to help you decide on the price you want to 
offer and the terms you want to offer.  Once we have written an offer and you have 
signed it, I will present it to the listing agent, who will then present it to the seller.  



Offers Contain:
• Property address
• Sales price & terms
• Seller's promise to clear title
• Date of closing
• Earnest money
• Who will pay for which 

closing costs
• Type of deed to be 

transferred
• Time frames for inspec-

tions, reviews, etc.
• Length of time that  

offer is valid

Earnest Money
Typically you will want to provide an earnest money check to show that the offer 
is serious.  The offer is legally binding you to purchase the property at the terms 
listed in the offer. The seller can either accept the offer with no changes, in which 
case we now have a binding contract to purchase, or the seller can make a 
counteroffer, which you can either accept, decline or once again counteroffer.  This 
continues until either both parties come up with a mutually agreeable contract to 
purchase, or one of the parties declines an offer.

By Oklahoma state law earnest money is held in escrow by the listing broker or 
title company until closing.  This way your money is protected and returned to you 
in case the seller is unable or unwilling to fulfill their end of the agreement. If on 
the other hand you are unable or unwilling to fulfill your end of the agreement, then 
your earnest money is normally forfeited to the seller.  The good news is there are 
a lot of protections for the buyers when purchasing real estate.  For example, the 
home must pass inspection and appraise for the proper amount or you can walk 
away and receive your earnest money back.

Contingencies
A contingency is a term or condition that must be met for an offer to become a 
binding contract. Contingencies always weaken an offer. Yet some are considered 
normal. Some common purchase offer contingencies include:

• Approval of agreed-upon third party inspections within a stipulated period of 
time after the seller's acceptance of the offer.  This allows you to "walk away" 
from the contract if you find the inspection unsatisfactory.

• Obtaining specific financing terms, such as interest rate and the duration of 
the mortgage. If you can't find the mortgage terms you're looking for, as speci-
fied in your offer, you cannot be bound by a contract based on your offer.

• Selling your current home.  Sellers may view a contingent sale unfavorably, 
but an accepted offer on your home will improve your negotiating position.

After your offer is drawn up, I present it to the listing agent, who presents it to the 
seller.

Getting Seller to Pay Closing Costs
When making an offer, buyers often ask me to have the seller pay for the buyer's 
closing costs. This is a fairly normal offer, particularly for first-time home buyers. 
However, this is a substantial cost for the seller so they will invariably want an offer 
that is close to full sales price. In other words, sellers seldom will pay buyer's clos-
ing costs AND give a discount on their sales price.

When you ask the seller to pay your closing costs, you are basically financing the 
closing costs with your loan. If you pay your own closing costs you can normally 
ask for more of a discount from the seller, thereby saving you financing costs.

TIP: According to Oklahoma 
law, all earnest money must 
be held in escrow by the listing 
broker or title company until 
either closing or cancelation of 
the contract.



Negotiations
Once an offer has been tendered, normally negotiations begin be-
tween the buyer and seller.  Sometimes an offer is accepted with no 
counteroffers, but this is the exception, not the rule.

Negotiation is a complex matter and all transactions are unique.  
Both sides - you and the seller - want to feel that the outcome favors 
them, or at least represents a fair balance of interests. My job as a 
buyer agent is to represent you in the negotiations and make sure 
your best interests are served.

Time Sensitive Transactions
When we submit an offer to purchase a property, I will include a "respond by" 
date to the seller.  Everything in a real estate transaction is time sensitive, so 
communications and responsiveness is key to a successful outcome.

Counteroffers
Once I receive a counteroffer from the seller or their agent, I will review that 
offer with you and you can decide if it is agreeable.  When a seller makes a 
counteroffer, you are no longer bound by your initial offer.  You can either accept 
the sellers counteroffer, decline the counteroffer, or make your own counteroffer 
back to the seller. If you decline the offer, your earnest money is then returned 
to you. This process continues until either both parties come to an agreement or 
one party declines to accept the other's counteroffer. Most offers and counter-
offers have expiration dates.  A party does not have to specifically reject an offer 
or counter-offer. They can just allow the time to expire and the offer is no longer 
valid.  Either party can rescind an offer or counter-offer if the other party has 
not accepted the offer in writing, with no penalty to either party and all earnest 
money returned to the buyer.

Leverage
Knowing the local real estate market is crucial to your strategy for negotiating 
your offer. You must know the underlying market.  If you are in a seller's market 
you will need to act quickly and be willing to offer at the top of the range.  This is 
especially true if the home is in a hot area and has great appeal. If the seller has 
multiple offers, you must make your very best offer up front.

In a buyer's market you may be offering on a house that has been for sale for 
several months.  Or the house may have a small buyer pool due to floor plan 
layout, poor condition or updating needs.  Here you have a lot more leverage 
than you would with a new listing. Knowing the seller's needs will help you 
improve your leverage. They may want to move immediately, or prefer a long 



close time,  If you can meet their secondary needs you have some leverage for a 
better price.

I negotiate home purchases every week so am quite comfortable doing so and 
can help you during this stressful time. I will give you an honest assessment of the 
situation and let you know how much leverage I feel you have with the buyer, and 
guide you through an offer that best fits your needs.

Withdrawing an Offer
Can you take an offer back?  In most cases the answer is yes, right up until the 
moment your offer is accepted. In most cases, you can withdraw an offer before 
you've been notified of its acceptance.

Writing the Contract
Once an offer or counter-offer has been agreed to and accepted by all parties, 
this offer or counter-offer becomes the purchase contract.  In most cases Real-
tors use a standard contract prepared by the Oklahoma Real Estate Commission 
to make the offer or counteroffer, but both parties can agree to have a contract 
written up by an attorney if they prefer.  This is expensive so for most residential 
home sales, buyers and sellers choose to use the standard OREC contract.

Once the contract has been finalized, copies will be made for all parties, including 
your mortgage company.  Distribution of the contract is what gets the ball rolling 
on financing, inspections and the other aspects of closing the transaction.

Good Faith Estimate
Each time you submit an offer on a home, I will provide you an estimate on your 
closing costs and monthly payment.  This estimate is based on the price you offer, 
the terms, and costs of closing and the interest rate you can expect.  While this 
estimate is generally quite close, it is still just an estimate.

Once you have an accepted contract, your lender will provide you with a much 
more detailed and likely more accurate Good Faith Estimate.  This is required by 
federal law and is based on the same factors as above, but since the lender has 
much more detailed information on your financial situation and has the details of 
the actual contract in hand, they are able to provide a closer estimate than I can.

TIP: Offer and counteroffers 
continue until all parties come 
to an agreement, at which point 
you form a contract to purchase.

Ways to Improve 
Your Leverage
• Loan pre-approval
• Minimize contingencies
• Have backup home you are 

willing to make offer on
• Be flexible with closing date
• Pay own closing costs
• Understand current market

Real estate negotiations are 
always time sensitive so re-
sponsiveness during this time is 
important.



Inspections
Once a contract to purchase has been executed, you the buyer now 
have the option and time to have a home inspection performed by the 
inspector of your choice. While a home inspection is not required, it is 
highly recommended, even for new home purchases.

General Home Inspection
A professional home inspector will evaluate dozens of items in a home such as the 
roof, plumbing, A/C unit, foundation, electrical and structural systems. The inspec-
tor will provide you a written report of problems they have found.  You can then 
choose to have further detailed inspections if you like, such as a HVAC inspection, 
foundation specialist inspection, or others. A general inspection is not meant to 
uncover or answer every single problem that might occur in your home - rather 
they are there to give you a general overview of the condition of your potential 
home purchase.  It is up to you as the buyer to choose if you want more detailed 
inspections by specialists such as electricians, plumbers and HVAC experts.  Of 
course, you as the buyer must pay for these inspections. A qualified inspector will 
test heat & air, plumbing, fixtures, windows, appliances and electrical, as well as 
wastewater and well if applicable.

Termite Inspections
There is a saying in Oklahoma, there are homes with termites and those that will 
some day be infested with termites.  Termite treatment is just a fact of life with 
home ownership.  Prior to purchasing your home you should have a qualified 
termite inspection company inspect for termites. If they find them, or evidence of 
infestation in the past, it is not the end of the road for your home purchase.  The 
key is treatment.  Has the home been treated in the past, and can it be treated 
now to eliminate the termite problem. An inspector will provide you a written report 
on their findings and often provide you a one year warranty that if any termites 
appear, the termite company will treat the home at no cost.  You can then choose 
to extend that warranty into the future as the new homeowner.

Specialty Inspections
Depending on the findings by the general home inspector, you may wish to have 
further inspections of the home by specialists such as an electrician, licensed 
plumber, or HVAC specialist.  Of course as the buyer you have to pay for these 
inspections, but they can save you potentially thousands of dollars in repairs.  Of 
course no inspector, no matter how skilled, can predict every future problem you 
might have.  Most only promise the system is working at the time of the inspection.  
Even with the best HVAC inspector, your A/C compressor can fail a week after 
closing and you are still liable for the repairs. 



Contract Opt-Out
Once you have received the inspection reports, you can choose to continue with 
the purchase or opt out at that time.  In the standard OREC purchase contract we 
typically use, it is the sole discretion of the buyer to continue or cancel the contract 
if the inspections are unsatisfactory.  In most cases if you choose to cancel the 
contract during your allotted 10 day inspection period, you get a full refund of your 
earnest money.  But you want to be careful and not just cancel on a whim, since 
the seller has taken their property off the market, maybe even placed a contract on 
another home, and can become litigious if you cancel without a good reason.

TRR (Treatments, Repairs or Replacements)
Once the inspections are complete, I will help you prepare a document we call 
TRR's.  This document provides detailed information to the seller on what items 
from the inspections you would like repaired. The items must be defects in the 
home, not cosmetic in nature.

Repair Estimates
Once the seller has your TRR, they have a specified amount of time in the con-
tract to get estimates for those repairs.  Often times on minor repairs (such as a 
leaking faucet) the seller may choose to repair those themselves.  On major items 
such as electrical and plumbing, we generally require them to get estimates from 
a licensed tradesman. The seller can chose to repair the items or not. And you as 
the seller have the right to agree to the repairs or walk away from the contract. 
Once you and the seller agree to the TRR, you are then bound to complete the 
contract as long as the seller completes their end of the contract.

Final Walk Through
Once all repairs have been completed and preferably after the seller has moved 
out of the home, just prior to closing, you the buyer have the right to make a final 
walk-through of the home.  This is your chance to make sure the repairs you 
requested are completed, the home is left in proper working order and everything 
is as expected. Often this is done the morning of closing, but we prefer to do 
this walk-through a day or 
so in advance so that any 
problems that arise can be 
rectified.

TIP: Treatments, Repairs or 
Replacements (TRR) is a report 
that the buyer provides to the 
seller after inspections request-
ing the repairs that the buyer 
feels needs to be made to the 
property. The seller can then get 
estimates of the repairs.  Buyer 
and seller may negotiate the 
repairs.

Items to Inspect
• Structural - founda-

tion, slab, roof
• Termites
• Electrical
• Plumbing
• Sewer/septic
• Well (if applicable)
• HVAC system
• Windows



Closing
The closing is the final culmination of the home buying process. 
There are several steps that happen along the way, from inspections 
to appraisal and title work.

Appraisal
In Oklahoma, appraisers are regulated by the Oklahoma Appraisal Board. Lenders 
will loan a percentage of the appraised value of the home. Most transactions come 
in very close to appraised value, but in some cases the appraised value is lower 
than the agreed upon transaction price.  In that case, the buyer can either choose 
to pay the extra money or as is more often, renegotiate with the seller to lower the 
price to the appraised value. In addition if the property does not appraise for the 
agreed upon amount, the standard OREC contracts says the buyer has the option 
of canceling the transaction with the return of their earnest money.

If the buyer does not agree with the appraisal, a complaint can be filed with the 
Oklahoma Appraisal Board.  If warranted they will investigate and possibly have 
the property reappraised, but this his highly unusual and can likely hold up closing.

Title Work
When you purchase a home, you want to make sure you have a clear title with no 
liens or past clouds on the title.  This is done by a title and abstract company.

An abstract of title is a condensed history of title to a particular parcel of real 
estate that summarizes the ownership history of the property.  In Oklahoma, that is 
normally from the beginnings of Indian Territory, through statehood and up to the 
current sale. This is performed by an abstract company.  Their staff and attorneys 
research the property and tax records and prepare the updated abstract at the 
time of sale. If the abstract was updated from the previous purchase, the work 
is much less than if the abstract is lost or years out of date. Abstract companies 
charge based on the value of the property and the amount of time since the last 
abstract.

Once the abstract is updated, the title company, at the buyer’s request, will issue 
title insurance on the property.  This policy indemnifies the insured against finan-
cial loss from the defects in title of the property. If problems arise from defects in 
the title, the insurance company will either fix the problems of title or compensate 
the property owner for losses up to the value of the policy.

I highly recommend title insurance for all of my buyers and nearly all mortgage 
companies require buyers to purchase title insurance to protect the mortgage 
company in case of title problems.

Insurance
Homeowners' insurance is a necessity, something every property should have. 
If you have a mortgage, your lender will require coverage -- and if your home is 
mortgage-free than you should have coverage anyway.



Homeowners' insurance generally comes in standardized packages. For instance, 
the most basic form, HO-1, offers protections against such perils as fire, theft, 
and certain types of liability. HO-2 is more comprehensive and includes protection 
against damage from broken pipes, the weight of ice and snow, and broken hot 
water heaters. HO-3 gives more protection still: It generally includes just about 
everything and excludes only earth-shaking events such as earthquakes, floods, 
nuclear accidents, and wars.

To determine which policy is best for you, and to find out about other policies, 
make a list of valued possessions and the types of coverage you'd generally like 
to have -- and then sit down with an insurance broker to review what's included 
(and excluded) from each policy form and the other forms of coverage which may 
be available. You may find all the coverage you want in a general form, or you may 
determine that you need special coverage at extra cost.

I can recommend several local insurance brokers who can help you determine 
the best coverage for the least cost. Insurance is available in Oklahoma from the 
majors companies such as Allstate, Farmers, and State Farm, plus a variety of 
smaller specialty insurance companies.

Final Walk Through
Normally the day before or sometimes the morning before, the buyer has the right 
to do a final walk-through of the property to ensure all the repairs have been com-
pleted and the property was left in the expected condition.  This is typically just a 
formality, but problems can arise at the last moment due to incomplete repairs.  I 
will participate in your final walk-through and if problems arise, I am there to help 
you deal with them.

ALTA Settlement Statement
Normally a day or so before the close you will receive a settlement statement 
from your lender. This federally required document outlines all the details about 
your mortgage including the interest rate, all your closing costs, insurance, taxes, 
and your monthly payment.  You can compare this to the good faith estimate you 
received earlier from your lender - typically those are very close.

Finally - the Close
Once the inspections are complete, the title work is done and the sellers have 
moved out, you are ready for the final step - the close.  Typically both the buyer 
and the seller show up at the title company, where the paperwork is ready for 
signatures.  The lender will provide the title company with all the documents they 
require you to sign.  Both parties will sign the respective documents, usually 
privately, and when the financing is completed, you get to walk away with the keys 
to your new home!

Sometimes all parties are not able to attend the closing at the same time.  In these 
cases the title company will perform a "dry closing" whereby each party signs at 
a different time.  The transaction is only finalized when the funding is completed, 
which could be a day or more later.

TIP: Title insurance is not re-
quired but highly recommended.  
It protects you from financial 
loss that can arise from defects 
in the title.

Closing Steps
• Appraisal
• Inspections
• Repairs
• Title Work
• Homeowner's Insurance
• Final walk through
• Settlement statement
• Closing



Once you have closed on your house you can start moving!  That is 
where the work begins.  You have probably already packed up from 
your prior residence and in some cases, the moving van is waiting 
down the street for the final closing.  Below is a checklist that will help 
you plan for the big day.

Address Change
• Post Office: Give forwarding address.
• Charge Accounts, Credit Cards.
• Subscriptions: Notice requires several weeks

Bank
• Cancel any automatic payment or direct deposit arrangements.

Insurance
• Notify company of new location for coverages. Life, Health, Fire & Auto.

Utility Companies
• Gas, Electricity, Water, Telephone, Fuel, Garbage, Ca-

ble TV / Internet, Get refunds on any deposits made.

Delivery Service
• Laundry, Newspaper, change-over of services.

Children
• Register at school
• Arrange for day care

Medical, Dental, Prescription Histories
• Ask doctor and dentist for referrals; transfer needed prescriptions, 

eyeglasses, x-rays. Obtain birth records, medical records, etc.

Pets
• Consult a vet about moving your pet, obtain records.

Checklist for
  Moving



And Don't Forget To
• Empty refrigerator & freezer; plan use of foods.
• Defrost freezer and clean refrigerator.
• Clean rugs & clothing before moving.
• Clean and/or repair furniture & curtains.
• Plan for special care needs for your infants & pets.
• Assemble first day items - soap, toilet pa-

per, pencils, paper, toiletries, bath towels, util-
ity knife, scissors, trash bags, etc.

• Obtain relocation package from Real Estate agent 
or Chamber of Commerce in your new city.

• Arrange for storage if needed.
• Find out about tax-deductible moving expenses.
• Obtain all personal records from lawyers and accountants.
• Assemble packaging materials.
• Have car checked and serviced for trip.
• Pack a day or two worth of extra clothing in case of delay.
• Clear out the attic.

And On Moving Day
• Make a list of every item & box loaded onto the truck.
• Carry enough cash or travelers checks to cov-

er cost of moving services and expenses.
• Carry jewelry and documents your-

self; or use registered mail.
• Carry an assortment of toys for the children.
• Let a close friend or relative know route and sched-

ule you will travel including overnight stops.
• Double check closets and draw-

ers to make sure they are empty.
• Turn off all appliances and lock all doors.
• Leave all old keys needed by new ten-

ant or owner with Realtor or neighbor.
• Let the movers know where you can be reached.

And At Your New House
• Check off all boxes and items as they come off the truck.
• Install new locks.
• Check on service of gas, electricity, wa-

ter, telephone, garbage and cable TV.
• Check pilot light on stove, hot water heater and furnace.
• Have appliances checked.
• Ask mail carrier for mail he or she may be holding for you.
• Apply for state driver’s license (or just ad-

dress changes if needed).
• Visit city offices and register for voting.
• Register car within five (5) days after ar-

rival in state or a penalty may have to be 
paid when getting new license plates.

• Obtain inspection sticker and trans-
fer motor club membership.

• Arrange for medical services: doc-
tor, dentist, veterinarian, etc.

TIP: It is much easier to have 
your carpets cleaned and interior 
repainted prior to moving into your 
new home.



Your Home
Buying Team

Home Inspections
A-Pro - Jeremy Proctor  
405-401-2257

Mark Squire 405-850-7813

Pro-Spect - Gerald Buckles  
(405) 844-1127

Termite Inspections
Oklahoma Termite: 405-330-5030

Moving Companies
On-Call Junk Haul and Moving - Blake: 
405-586-5243

Affiliated Movers of OKC: 405-623-7910

Portable On-Demand Storage (PODS): 
888-776-PODS

Carpet Cleaning
A&S Chem Dry: 405-771-2009

House Cleaning
Debbie Arnett: 405-938-5450

Home Repairs
Justin Parker: 405-414-0524 
Handyman Pro: 405-888-1701 

Home Warranty

Old Republic Home Warranty:  
800-445-6999

First American Home Warranty 
Katie Hooks - 405-312-3772

Painters
Britton Thurlow: 405-471-3048

Roofing
Red River Roofing:  
405-640-8482

Tile Installation/Repair
Todd Viscek: 405-306-6298

Window Cleaning
Jarvis Enterprises: 269-759-9902

Swimming Pools
Johnson Pools: 405-840-2291

Home Staging
2 Swann's Staging: 405-742-5146

When buying your home you often need a team of professionals to 
assist with the process.  Below are a list of contractors my clients have 
used in the past and have been very happy with. I do not receive any 
compensation from these vendors.



Insurance
Jennifer Bernardi
AAA Insurance
jennifer.bernardi@aaaok.org
420 S. Broadway
Moore, OK 73160 
405-409-0054

Josh Harrell 
Linsenmery, Bogie & Varnell Insurance
josh@lbvinsure.com
17308 N. May Ave. 
Edmond, OK 73012
405-301-2543

Items Needed for Loan Application
1. Addresses where you have lived for seven full years.  If you have owned a home within the last three years, bring the 

name, address, and account number of your mortgage.  If you have rented, bring names and addresses of landlords 
for last two years.

2. Names and addresses of all employers for the past two full years.  Last two years W2’s and a current pay stub.  Self-
employed persons must bring the most recent two (2) years tax returns.

3. Photo I.D. (Driver’s License) and Social Security card.

4. Names, addresses and account numbers of all banks, credit unions, etc. where you have funds on deposit and copy of 
latest bank statements.

5. Names, addresses, and account numbers of all current monthly payments, single pay accounts or open accounts.   
This includes mortgage payments, credit cards, finance companies, car loans, etc.

6. If you have been divorced, a copy of the final divorce decree.

7. If you have filed a bankruptcy in the last seven (7) years, bring a copy of the bankruptcy decree and discharge docu-
mentation.

8. Sales contract of the property you are purchasing.  If you are also selling a property, please bring that contract as well.

9. If you are being assisted by your company, a copy of your company relocation policy.

10. A check to cover the cost of the credit report and appraisal, made out to the mortgage company taking your loan.

There may be ADDITIONAL INFORMATION needed by lender.  It is extremely important that the lender receive the re-
quested information as quickly as possible to expedite the processing of your loan.

Jeremy Lambert
M8 Insurance
jeremy@freedomeaglerealty.com
9071 South 1300 West Suite 100 
West Jordan,, UT 84088
801-953-3903



Closing Documents
• Mortgage contract
• Transfer of Deed
• Purchase Agreement
• Addendums to contract
• Disclosures
• Truth in Lending statement
• Title insurance policy
• Settlement statement

Closing Process  
At a Glance
1. Contract goes into processing with title company and earnest 

money is deposited.

2. Buyer’s loan approval is verified and loan processing gets under-
way.

3. Seller to have water, gas & electric turned on for inspections and 
until closing.

4. Inspections are ordered: whole house, pest & septic (if needed) 
within 10 days of Time Reference Date. (TRD)

5. Treatments, Repairs and Replacement Form (TRR) to be signed 
by buyer and agent deliver to seller within 24 hours after receipt of 
repair requirements.

6. Seller accepts repair request or makes changes and submits it 
back to buyer within 5 days.

7. Appraisal is ordered by buyer’s lender.

8. Buyer is notified if appraisal meets contract price, (could be up to 2 
weeks after appraisal is done).

9. Repairs will be followed up by agent, prior to close for buyer’s final 
walk thru.

10. Agent will inform client of settlement statement and review it to-
gether.

11. Buyer does final walk thru a day or two prior to closing.

12. Seller’s agent will remove sign and lock box from property after 
closing. 

13. At the closing table, buyer will be given keys to property.

14. Bring to closing Drivers license and cashier’s check, money order 
or bank check if money is needed. NO PERSONAL CHECKS.

TIP: You will receive a settle-
ment statement from your lender 
a few days before closing. This 
details your final closing costs, in-
terest rate and monthly payment.



Glossary

Abstract of Title
• A written summary of the ownership his-

tory of a parcel of real estate.
Allowances
• Budgets offered by builders of new homes for 

the purchase of carpeting and fixtures.
Amenities
• Parks, swimming pools, health-club facilities, party 

rooms, bike paths, community centers and other entice-
ments offered by builders of planned developments.

Appraisal
• An opinion of the value of a property at a given point 

in time. Appraisers must be licensed by the Okla-
homa Appraisal Board to conduct residential real 
estate appraisals for mortgage companies.

Appraisal Fee
• The fee that an appraiser charges to esti-

mate the market value of the property.
Assessed value
• A tax assessor's determination of the value of a 

home in order to calculate a tax base. This can 
be found on the tax records but is not always a 
good indication of the market value of a home.

Basis Point
• A basis point is one one-hundredth of one percentage 

point. For example, the difference between a loan at 8.25 
percent and a mortgage at 8.37 percent is 12 basis points.

Betterment
• An improvement that increases a property's value 

as opposed to repairs that maintain the value.
Bridge loan
• A short-term loan for borrowers who need 

more time to find permanent financing.
Built-ins
• Appliances or other items that are framed 

into a home or permanently attached.
Closing
• The final procedure in which documents are signed 

and recorded, and the property is transferred.
Closing costs
• Expenses incidental to the sale of real estate, in-

cluding loan, title and appraisal fees.
Closing statement
• A document which details the final financial settlement be-

tween a buyer and seller and the costs paid by each party.
Covenants, conditions and restrictions (CC&Rs)
• Rules and regulations for a development, 

such as acceptable landscaping or improve-
ments that can be made to individual units.

Discount points
• Fees that a borrower pays at the time the lender makes 

the loan. A point equals 1 percent of the total loan amount.
Easement
• A right given to a third party to use a portion of the property 

for certain purposes, such as power lines or water mains.
Encumbrance
• A claim or lien on a property that complicates the title 

process. 

Equal Credit Opportunity Act.
• A federal law that prohibits a lender or other creditor 

from refusing to grant credit based on the applicant's 
sex, marital status, race, religion, national origin or age. 
The law also prohibits a creditor from refusing to grant 
credit because the applicant receives public assistance.

Escrow
• A neutral third party holds the documents and 

money involved in a real estate transaction and en-
sures that all conditions of a sale are met.. Escrow 
also refers to a special account that a lender es-
tablishes to hold monthly installments from the bor-
rower to cover property taxes and insurance.

Good-faith estimate
• An estimate from an institutional lender that shows 

the costs a borrower will incur, including loan-
processing charges and inspection fees.

HUD-1 Uniform Settlement Statement
• A closing statement or settlement sheet that outlines all 

closing costs on a real estate transaction or refinancing.
Pre-approval letter
• A letter from a lender that informs a seller about the 

amount of money that a potential buyer can obtain.
Private mortgage insurance (PMI)
• A special type of loan insurance that many lenders require 

borrowers to purchase if the borrower's down payment 
is less than 20 percent of the home's purchase price.

Real Estate Settlement Procedures Act (RESPA)
• A federal law designed to make sellers and buyers aware 

of settlement fees and other transaction-related costs. 
RESPA also outlaws kickbacks in the real estate business.

Realtor®
• A member of the National Association of Realtors.  Not all 

real estate agents are Realtors®.  Members must follow 
a strict code of ethics and pass stringent examinations.

Repair Cap
• An amount agreed upon in advance by buyer and 

seller as to the maximum repairs seller is will-
ing to make to home without renegotiation.

Right to recission
• A provision in the federal Truth-in-Lending Act 

that allows borrowers to cancel certain kinds 
of loans within three days of signing.

Settlement statement
• A document that details who has paid what to whom.
Single Party Broker
• In Oklahoma, an agent who acts as a single 

party broker has a fiduciary duty to a client 
and must act in the client's best interests.

Title insurance
• A policy issued to lenders and buyers to pro-

tect any losses because of a dispute over 
the ownership of a piece of property.

Transaction Broker
• In Oklahoma, a transaction broker does not 

have a fiduciary duty to their client and sim-
ply assists the client with the transaction.

TRR
• Treatments, Repairs & Replacements -  A report we 

prepare and give to the selling agent outlining what repairs 
that you expect done to the house prior to closing.
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