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7 Reasons to Buy a Home

Pride of ownership is a key reason for wanting your own home. Decorate it to your
own taste and enjoy all of the benefits while making a great investment.

Real estate over time has been considered a good investment because most of it has
appreciated. The effects of leverage can multiply the increase when borrowed
funds are used to purchase the home.

Many times, the largest investment a person owns is their home. Homes have
been a good hedge against inflation. Homeowners build equity and can borrow
against that equity for a variety of reasons that could include college, medical, or
to start a business.

Qualified mortgage interest and home equity loans are deductible for Income Tax pur-
poses.

Property taxes on a first or second home are deductible on your Income Taxes.

A homeowner can exclude up to $500,000 of capital gain if married, filing jointly or
up to $250,000 if single or filing separately for homes that have been the tax-
payer's principal residence for the previous two years. There is no age requirement
for taking the capital gains exclusion |

It is not necessary to purchase a replacement home more expensive than the one
sold. Homeowners can buy a more or less expensive home with no tax conse-
quences assuming their gain is less than the allowable amounts.

Preferential tax treatment on gains that have been made from capital assets held more
than one year is permitted by IRS. This is especially important for homeowners
with gains in excess of the allowable exclusion.

A mortgage payment is applied to both principal and interest, creating more equity
from month to month. However, when renting you are doing nothing but empty-
ing your own pocket, and applying your |
vestment.
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7 Reasons to Buy a Home

MLS Member

As a member of the Multiple Listing Service, our Team can show you any property.

If you should see an ad in the paper or a sign in a yard, call us to find out the information. If you want to see it,
we'll show it to you.

For Sale by Owner

Many times a homeowner will work with a Realtor, even though the home is not listed with a real estate broker.
It is necessary for the Realtor to introduce the buyer to the property.

A homeowner trying to sell his home himself is usually doing so in hopes of saving the commission. Coinciden-
tally, this is the reason a buyer wants to deal directly with a homeowner.

If you want to see a home offered by a owner and want the advantages of our services, please let us contact the
owner and set the appointment.

Buil derds Homes

Most builders are more than willing to work with Realtors who accompany the buyer to the property on the ini-
tial visit. We can get all the information you need to make decisions, and represent you.

By working through us with builders, you get all the services offered by our Team in addition to those offered by

the builder. You'll get more, but you won't pay more for it, the Builder pays the Realtor fees, yet they will not

sel | the property to you for | ess if you are not r e
sional who knows and understands the new construction process.
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Search Criteria
Your Wants, Needs & Desires

How many bedrooms?

How many baths?

How many living areas?

What size garage?

What area do you want to live in?

What style home do you like?

When do you want to occupy?

What is most important to you in a home?

Are schools important? Yes q No q If yes, which ones and why:

Where do you work?

When is the best time to look?

If we found the right home for you today, is there any reason that could keep you from buying it?

Does anyone else have to approve of your purchase?

Notes:
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Good Financial Information Leads to

Better decisions are made when they are based on good financial information. Knowing there are alternatives
helps to determine the right choices.

Estimated Purchase Costs 11t i s i mportant to know how much youbéd
down payment but for all of the fees that are charged in connection with getting the loan and conveying title.

Mortgage Qualification T Discover what size mortgage you can qualify for using the same guidelines that a
mortgage company uses.

80-10-10 7 This report will show you the savings achieved by eliminating Private Mortgage Insurance. Not
only will you save money in the initial purchase costs but also in the monthly payment.

Alternate Financing Plans T Choices will help you to make a better decision as to how to finance your new
home. You deserve to know what options are avail a

Mortgage Accelerator 1 Discover the advantage of adding an additional amount of principal to your fixed
rate mortgage on a regular basis to shorten the term and save tens of thousands of dollars in interest.
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Financial Data

What size monthly payments do you want: $

What price range are you looking: $

How much cash is available? $

Does this include closing costs? Yes No
Do you currently own? Yes No
Do you need to sell before buying? Yes No
How much do you think your home is worth? $

What is the unpaid balance? $ Interestrate % term yrs. dated  /

__/_ typeofloan

Monthly payment $
If renting, how much is your rent? $

List your regular monthly payments (installment debt, revolving charges, student loan, etc.)

Description Amount
$
$
$
$
$
Are all debts current? Yes N o
Is there any problem with your credit? Yes No
What is your monthly income: $
Employed -emBoydd f
What is your spousebds monthly incfome?
Do you have any other monthly income? Yes No
If yes, how much? $

Where are you employed?

How long have you been employed there?

Have you or your spouse ever taken bankruptcy? Yes No

If yes, explain:

Have you or your spouse had a home foreclosure? Yes No

If yes, explain:
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Pre-Approval an Advantage

Applying for a loan and obtaining approval before a buyer finds a home they want to buy can be a distinct ad-

vantage. Making a loan application is going to need to be necessary eventually anyway unless they are going to

pay cash for the home.

Pre-qualification is a procedure where you get an opinion from a mortgage officer about how much you qualify

for. In the process, any obvious difficulties that might cause problems might be discovered. This process is

al ways recommended but it -dppr@d.nd6t have the advant ac
Pre-approval requires a complete application with credit reports and verifications. The Mortgage Company will

issue a commitment subject to a specific interest rate and points and a satisfactory appraisal when the property is

identified.

Time limits are usually placed on pre-approval commitments. It is recommended to be ready to look at homes
and make a decision after you receive your pre-approval commitment.

The advantages of being pre-approved is:
Looking at the right-priced homes.
Avoiding disappoint ment in deciding on a |

Saving money with a seller who is confident about taking their home off the
market with buyers who have a definite loan commitment.

One less contingency that the seller will be concerned with to get their home
sold.

Closing more quickly the lengthiest contingency is usually the mortgage ap-
proval. The appraisal can be done quickly.

Minimizing the anxiety of not knowing whether or not you qualify.
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Preparation for a Mortgage Application

Employment
Names and addresses for two full years
Gross monthly income
W-2s for two years
Year to date pay stub
Proof of income from rentals, investments, etc
Proof of retirement, disability or Social Security
Proof of child support or alimony paid/received

If self-employed:
Two years Federal Income Tax Returns
Current year profit and loss statement

Creditors
Each creditor's name, addresses and type of account
Account numbers for each
Monthly payments and approximate balances
Amounts of child care expenses

Banking
Names and addresses of banking institutions
Account numbers for all accounts
Type of accounts and present balances

Miscellaneous
List of assets in stocks, bonds, and property
Life insurance cash value (documented if used as cash down payment)
If applicant is selling a home, a copy of sales contracts
Social Security numbers for all parties
Veterans - Certificate of Eligibility & DD-214
Cash or check to pay for application fee

Property

Copy of sales agreement

Copy of listing on property

Instructions on how appraiser is to gain entrance

Ay = AGet More Wi

LES BAILEY
& Associates

real estate team
'Get More With Les" =




Our Teambs Unique Sellir

There are a lot of Realtors available and willing to help you with your home purchase. To make a solid
case for letting us help you, we have to provide more services and higher-level services both before the
sale and after the sale. We are not just looking for one sale to you; we want you to consider us as your
real estate professional for life.

The reasons for doing business with us must be so compelling that not only will you not consider doing
business with anyone else, you will refer our Real Estate Team to your friends who are looking to buy
or sell a home.

Neighborhood Knowledge

We know the neighborhoods that you are considering or will find someone who does. We will identify
comparable sales, and information on the schools, shopping, demographics, and other things you feel
are important.

Appropriate Houses to Consider

We look for what you want and can afford in an area you want to live. We show you all the homes that
are available not just the ones that we or our company have listed. We will look for homes that are not

yet on the market.

Good Financial Decisions

Every buyer needs basic financi al information to
qgualify for the home, what the payments and the c
gestions like making extra principal contributions with your regular payment and suggest an alternative

type of mortgage to allow for the least expensive cost of housing.

Work Diligently to Find Your Home

Wedll work hard to find your new home. We under s
sider it the same. We bl | screen and preview home
that we feel meets your needs, wedl |l show it to vy
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Buyer Representation Can Benefit You

In Alaska, Buyers and Sellers can be represented by Realtors in four ways:

® Specific Assistance-Li censee owes ADuties owed by Licensee
scribed by law

® Representation-Li censee owes fADuties Owed by a Licensee

e Designated Licensee- This occurs when a Licensee represents or provides specific assistance
to a party to a transaction and another Licensee within the same company represents or provides
assistance to the other party in the same transaction.

Neutral Licensee- This occurs when a Licensee does not represent either party but provides spe-
cific assistance to both parties in the same transaction.

Duties owed by a Licensee in all Relationships include: Exercise reasonable skill and care; Deal
honestly and fairly; Present all written communication in a timely manner; Disclose all material
information regarding the physical condition of a property; and account for all money and property
received.

Duties owed by a Licensee when Representing a Party: All the duties as described above; Not
knowingly do anything that is adverse or detrimental to your interest; Disclose all conflicts of in-
terest to you in a timely manner; If a matter is outside of their area of expertise, advise you to seek
expert advise; Not disclose confidential information, even after the relationship ends, from or about
you, without written permission, except under a subpoena or court order; make a good faith and
continuous effort to accomplish your real estate goals.

When a buyer representation relationship exists between you and our team, you are entitled to spe-
cial fiduciary client level services: Loyalty - Obedience - Disclosure |
Confidentiality - Accounting in dealings - Reasonable Skill and Care -

With buyer representation, your interests will be represented in the purchase of your home. This is
different from a typical sub-agency transaction in other locations where the buyer is not technically

represented.

Representation is a legal relationship and a written agreement will always be completed to ex-
plain all the duties and responsibilities.
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Who Pays the Commission?

The Seller

In many cases, the Seller has signed a listing agreement with his Realtor specifying a
certain fee to be paid for selling the home. It can include provisions for splitting that
fee with the selling Realtor, who is most often representing the buyer, regardless of
representation.

The Buyer

In some cases, the Buyer pays his Realtor a commission as set out in their written

agreement. Ifthe buyer pays his Realtor from his separate funds, it would not be ap-
propriate for the buyer's Realtor to also accept part of the fee paid by the seller.

Indirectly, The Buyer Does

However, an argument can be made the buyer indirectly pays the commission even if

it comes from the sellerbés proceeds. The ass
the home for less had it not been listed and the buyer could have dealt directly with
the seller.

The Client Determines How the Realtor is Paid

The seller agrees to pay his Realtor in the listing agreement, as well as the Realtor of
the buyer who sells the property.

In any event, each party (buyer and seller) pays their Realtor as specified in their writ-
ten agreement.
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Home Protection Plan

Some sellers provide a Home Protection Plan for the buyer that covers certain items for a one-
year period like:

Heating and air ventilation systems

Interior plumbing

Built-in appliances

Other Electric equipment, ie Jetted Tubs; Steam Rooms; Saunas,
and such

If a Home Protection Plan is not provided on the home you contract for, you can acquire the
coverage yourself. The price of programs will vary in price and coverage and among carriers,
and it is something you should consider; we can provide you information about such services.

Home Inspection

In accordance with Alaska law, the seller will provide a property disclosure for interested buy-
ers to consider prior to writing a contract. This will declare the material facts about the physi-
cal condition of the property as known by the seller.

The property disclosure does not take the plac
after a contract is completed. A provision for a home inspection can be added to the sales con-

tract identifying the areas to be inspected by a professional inspector. The purpose of the in-

spection is to find major defects in the home.

The areas of concern include but not limited to:

Mechanical T heating, air-conditioning, appliances.

Plumbing T fixtures, lines, water heaters, sewers.

Electrical T wiring, out of date systems.

Structural T doors, windows, roof, foundation, drainage, ventilation, and envi-
ronmental hazards.
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Process of Buying a Home

Orientation
During the initial interview, youdll share yo
buying a home. Youdl | obtain valuabl e mar ket

your qualifications, and normal procedures.

You need to consider your wants, abilities, and needs, when deciding on
price, size, style, and area. At this point, we will begin the search to find
your new home.

Financing

A strategy for a successful purchase is to apply for pre-approval prior to finding a home.
Negotiating a contract with a loan commitment can be advantageous to you.

There are specific things necessary to make a loan application and assembling them can
take some time. It is recommended you use the enclosed list.

Formulating an Offer

When you find the right home, you will want to make an offer to purchase it. This is
done in writing specifying every detail that is part of the agreement. There are standard
forms that your real estate Realtor can provide you.

The last step is to assemble all of the loan papers at the settlement. You will need to pay

the balance of your down payment and your closing costs at this time. Usually, a cash-
ierbs check is required for these funds.
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Initial Interview

Show Homes

L1

Offer Written

L1

Contract

L1

Escrow Opened

L1

Appraisal

L1

Inspections

L1

Settlement

L1

Possession

Ho me

Buying

— |Credit Report

Loan Commit-
ment

— MLS

Builders

Process

— | Negotiated

— |Earnest Money

FSBO

Title Search
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Representing Your Best Interests

Les Bailey brings a wealth of experience with him. He has been a real estate practitioner in An-
chorage, Eagle River/Chugiak and Palmer & Wasilla communities since 1992. Les and his team
of professionals (Les Bailey & Associates Real Estate Team) have helped hundreds of buyers
with their real estate needs.

When you hire Les Bailey, you get the benefit of his knowledge, vast real estate experience, and
good judgment. Further, you get the benefit of his Team! Les is eager to share his experience
with clients, and fellow REALTORS®.

To paraphrase Wil |l Roger s, Les Bailey fAknows w
he believes in what he is doing."

BS - Bachel ords Degree in Administration WSU,
MS - Mast erds Degree in Education WSU, 1984
CGSC - US Army Command & General Staff College

Graduate - Howard Brinton Real Estate Universities

SRES - Seniors Real Estate Specialist

CDPE - Certified Distressed Property Expert

Award

Prudential Presidents Circle

Prudential Chairman Circle

Prudential Legend Award Winner

Real Trends (Top 2% of Realtor nationwide)
Gold Circle for New Construction Sales

Wi

’ ‘ fiGet Mor e
LES BAILEY \
& Associates

real estate team
'Get More With Les"




Mutual Commitment

If 1 will:

Make my best effort to find the home that meets your needs until you either find
a home or tell me to stop looking,

Commit my time, resources, and experience to find exactly what you want,
while incurring my own expenses

Les Bailey & Associates Real Estate Team

Will you:
Tell me what you like and dislike about the homes we look at?

Tell me if you want to look at a home listed with another broker, builder, or for
sale by owner?

Tell me if you feel the need to talk to another Real Estate Sales person?
Let me know if your plans change?

Work with me until we find you the right home?

&
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