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Selecting an agent to assist and represent you in both finding and purchasing your home is 
the single most important choice you can make in the entire home buying process.

Someone that you feel confident with and someone you have a good rapport with. You 
want an agent who represents your interests, provides you with guidance yet at the same 
time, allows you to set the pace. You need open communication that is consistent and 
informative by both parties. Above all, through the whole process, your agent must respect 
your comfort level on all issues.

When you meet with your agent for the first time they are required to provide you with a 
Consumers Information Statement (CIS) detailing the four types of business relationships you 
can have when working with an agent in New Jersey. Understand the mechanics of dual 
agency, which allows your agent to show you not only their firm’s listings but all real estate 
companies’ listings as well. 

Remember: It is to your advantage to choose one agent to work with so be selective. You 
should look for an Accredited Buyer’s Representative (ABR®.) Good, honest, hard-working 
agents will readily put your needs first and work exclusively on your behalf. A mutually 
exclusive and reciprocal business partnership benefits all parties.

Real estate professionals who earned the ABR® designation have taken special training that 
focuses on you, the homebuyer, to help guide you successfully through what could be the 
most complicated transaction of your life. 

FIND AN AGENT WHO WILL WORK HARD FOR YOU.

BE SELECTIVE.

KNOW WHO YOUR AGENT REPRESENTS.

SELECTING YOUR AGENT

S T E P  O N E
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GETTING PRE-APPROVED
It is crucial to know exactly how much house you can afford before you and your agent 
begin looking or you may face disappointment when a home that fits the bill won’t fit your 
pocketbook.

Getting a mortgage pre-approval letter not only helps you determine what you can afford, 
but is a necessary document needed in the home-buying process. For a seller to seriously 
consider your offer on their home, a mortgage pre-approval letter—though not a final loan 
commitment—must accompany the offer your agent presents on your behalf. It demonstrates 
your financial strength and ability to proceed with the purchase. Your agent can assist you in 
selecting a mortgage company if you do not have one. 

Midtown Direct Homes presents pre-approvals that are the strongest around and will show 
sellers that you are fully underwritten with credit, income and assets submitted, reviewed and 
approved.

S T E P  T W O
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LOOKING AT HOMES
Your agent will discuss your needs, wants and lifestyle, and share exactly what an ideal 
town, community, neighborhood and house mean to you. 

Once your agent has a full understanding of what you’re looking for, they will prioritize and 
assist you with suggestions to define and narrow your search to specific towns and house 
styles.

You should have a full understanding of the market trends and pricing before you begin.

SOME THINGS TO CONSIDER:

1. Do you need to commute?

2. Which is more critical: location or size?

3. Would you be interested in a fixer-upper or a new home?

4. How important is the proximity to town? Schools? Shopping?

5. What style home would be perfect for you?

6. When do you want to move?

7. Do you need to sell your current home in order to purchase? 

8. What do you like about your current home? Dislike?

9. Describe your dream home!

S T E P  T H R E E
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MAKING AN OFFER
What are you willing to offer? Your agent will provide you with comparable and market 
data to help you determine a fair market price for the house. If the market is brisk and 
multiple offers are prevalent, offering asking price and above is not uncommon in our area. 

WRITING UP THE OFFER - THINGS TO DO

Review and sign the Seller’s Disclosure Statement and Lead-based Paint Addendum provided 
by the sellers, if available. Review, initial and sign the contract. 

It is customary to submit $5000 or more in “earnest” or deposit money to accompany your 
offer. It’s counted towards the up-front deposit monies. If the contract is accepted and fully 
executed the check is deposited into an escrow or trust account of your attorney, title 
company or real estate company. It is released and returned if the offer is not accepted. In 
multiple-bid situations, this deposit can be significantly higher, depending on the number of 
offers and market conditions.

PRESENTING THE OFFER – WHAT SHOULD HAPPEN

Your agent will discuss with you how and when your offer is to be presented: in person or 
via email. Conditions may vary and can change as per the seller’s wishes.

Your offer can be: accepted just as it is; negotiated, with counter-offers, until agreed upon 
and then initialed and accepted; or rejected with no counter-offer opportunities.

If your offer is one offer of multiple offers, the seller’s agent follows guidelines as established 
by the sellers. Your agent will discuss with you how the offers will be handled and what 
options you have (again, terms and conditions may change during the course of submitting, 
hearing, negotiating and accepting an offer).

S T E P  F O U R
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ATTORNEY REVIEW
Once accepted and signed by both parties, the contract is considered “fully executed” and 
will be promptly delivered to both the seller’s and buyer’s attorneys to begin attorney review. 

Your New Jersey real estate attorney will provide you with legal advice concerning the 
contract/purchase and the seller’s attorney will provide legal advice to their client – this is 
known as the “attorney review period”.

The attorney review period typically lasts three business days but can be longer or shorter. It 
is your attorney who will advise you when it begins and when it ends. A thorough attorney 
review period is essential, but be aware that until a contract is out of attorney review and 
despite promises from the sellers and/or their agent, another contract can still be submitted 
and possibly even accepted by the sellers. Therefore, an expeditious attorney review period 
is strongly advised.

During the attorney review period your attorney may, in consultation with you:
 - Accept the contract as is, although this is rare and changes are usually made by 

both attorneys.
 - Make revisions to the contract (which must then be agreed to by the sellers – the 

seller’s attorney may also ask for revisions which must then be agreed to by you).
 - Advise you to get out of the contract (if done during the attorney review period, and 

through your attorney, there should be no financial penalties).

Once out of attorney review, conditions outlined in the contract are to be put into effect and 
you are now under contract.

Ten to fourteen business days after the conclusion of attorney review your second deposit 
monies (“up-front” deposit monies) are due. They are payable by personal check, money order 
or cashier’s check and are held in the same escrow or trust account as your initial deposit.

S T E P  F I V E
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HOME INSPECTIONS
Inspections include but are not limited to: structural (including heating and air conditioning), 
pest, radon, chimney, well, septic, oil tank and lead paint risk assessment (if applicable).

Choose a licensed NJ home inspector and consider inspection dates to make your offer 
more attractive to the seller and their agent, indicate your willingness to schedule, ahead of 
time, the home inspection for as soon after Attorney Review as possible.

Home inspections need to be scheduled and paid for by the buyer – they are usually 
conducted within ten days as per the contract – whenever possible it is advisable that you 
attend all inspections with your agent. It is recommended the inspections take place as soon 
after the attorney review is concluded as possible, when the contract under contract and no 
other contracts can be submitted to the sellers. Buyers who schedule their home inspection 
before attorney review concludes are at a loss for the inspection fee should the contract fall 
apart. 

Home inspection reports will be forwarded to you and your attorney a few days after the 
inspection. Your attorney will advise you of any issues that may arise and what your options 
are – your agent can also aid in negotiating and resolving issues.

S T E P  S I X
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F INANCIAL OBLIGATIONS
The mortgage should be applied for and all the appropriate documents delivered to your 
mortgage loan officer as soon as you are out of attorney review if you haven’t already 
provided this for your pre-approval. 

The final mortgage commitment from your lender must be obtained by the date outlined in 
the contract, and agreed to within Attorney Review. It is essential that you provide the 
mortgage company with all required documentation as soon as possible as the final 
commitment is based upon an underwriting review of your documentation, an appraisal of 
the property and underwriting procedures that may require time to complete.

Common Documentation Needed:
 • Two most recent pay stubs
 • W-2s for the last two years
 • Last two months’ bank statements for all accounts, i.e., checking, savings, money market
 • Long-term debt information (credit cards, child support, auto loans, installment debt, etc.)

The following information is also helpful: 
 • Approximate balances in all investment accounts including 401k and IRA accounts
 • Current mortgage or other home loan balances, if applicable
 • Employment history including occupation, address, phone
 • Other income 

S T E P  S E V E N
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THE CLOSING
Your attorney will advise you of any documentation and funds you will need to bring to the 
closing. Be aware that the remainder of the monies due MUST be in the form of a certified 
check. Do to the increase of scam artists DO NOT wire any funds unless you talk directly 
with your lawyer or real estate agent. Also, if other deposit monies were being held in a real 
estate trust account, your lawyer will arrange for their release for the closing.

Just prior to closing your agent will schedule and accompany you to a final “walk through” 
which is to be conducted the day of and just prior to your closing. During the walk through 
you will physically inspect the property to ensure that the home is “broom clean” and that its’ 
condition is in keeping with when you first made your offer and inspection issues were 
addressed. If any defects or issues are discovered your agent makes note of them and 
contact your attorney.

You and your agent will attend the closing together, which is usually conducted at the buyer’s 
attorney’s office. Once all papers are signed, the house belongs to you and you will receive 
the keys and any garage openers (please note if you intend to move in the same day as the 
closing—no movers etc. can enter the property until the closing has taken place). Under 
some circumstances this can be overridden but prior arrangements must be made through the 
attorneys in writing in order to protect all parties.

CONGRATULATIONS!!!

S T E P  E I G H T


