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WELCOME

Our goal is to take the stress out of the home
buying process. Eliminating surprises during the
transaction by knowing what to expect is the
most effective way to accomplish this goal.
This book will help acquaint you with both the
process and forms that are associated with
buying a home in the State of Colorado. Please
take some time to familiarize yourself with this
information. We think it does a good job of
clarifying the process we are about to begin.
Additionally, in an effort to protect consumers
from unscrupulous practices, the Colorado Real
Estate Commission requires Realtor/Licensees
to explain Agency as a form of representation to
anyone they might potentially provide services to
in the future.
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THE HOME BUYING PROCESS

Buying a home can be an exciting but sometimes overwhelming process.
Oftentimes, your realtor is the key figure to making the process run smoothly. We
provide this streamlined list of the basic steps of the home buying process in order
to educate you on what lies ahead and some links to a few “Dig a Little Deeper”
articles that will help get you up to speed on some of the details of the process.
Note: The “Dig a Little Deeper” boxes are hyperlinks and will open the
corresponding page in your browser.
Needs
Assessment

Agency

Pre Qualification

Area Tours

View Homes

Prepare Offer
Locate Home

Contingencies

Loan
Processing

Negotiate
Inspection Issues
Property
Inspection
Appraisal

Closing

www.springshomes.com

version 8.17

Final Walk
Thru

Title
Review

3

Springs Homes Story

There is nothing average about Springs Homes. Everything we do crackles with intention and
intensity, because we believe that strategy always wins when employed by confident,
knowledgeable and trustworthy agents.
We fiercely represent our clients — our neighbors — to ensure that they get the very best we
have to offer, and that their interests are ethically and fairly served. We’re highly competitive.
But behind closed doors, we’re a collaborative, diverse group of Realtors who actively support
each other and thrive on new ideas.
Springs Homes agents are all unique individuals, who choose to work at our company because
they share a common vision of delivering a truly joyful experience to their clients.
At the end of the day, the only thing we have to sell is our knowledge, skills and experience.
Our intention is to stay small but mighty, and we will continually hone our edge so that we
never compromise our standards. In doing so, we know that our combination of collaboration
and competitiveness delivers a thoroughly enjoyable experience to everyone who interacts
with Springs Homes.

What it’s like to work with a Springs Homes agent
Easy: We make it easy to do business with us. No matter what kind of property you want to
buy or sell, our collective experience will make every step of the transaction as simple as
possible, so you can achieve your goals.
Advanced: If you’re listing a property with us, you can count on us to make your home look
like a star with 3D imaging, drones and professional photography, backed up with expert
representation and comprehensive marketing and advertising. Our website is your portal
into the Colorado Springs market.
Trusted: Every agent at Springs Homes is sincerely interested in your financial well being. We
are fair, ethical and transparent, and treat every client and every transaction with the level of
respect you deserve.
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BUYER FORMS

It is essential that the homebuyer understands what the different roles and responsibilities
are in a real estate transaction. This section will look at the various roles involved in the
transaction as well as the required forms, what those forms mean and how they can work
for you.

1

Definitions of a Working Relationship
This is an explanation of the different types of agency representation.

2

Exclusive Right-To-Buy: Listing Contract
This is the contract between you and your agent.

3

Change of Status Addendum:
(Transaction Broker Disclosure) This form is used for team transactions.

4

For Your Protection: Get a Home Inspection
This form needs to be signed if you are obtaining an FHA loan.
It will explain why it is necessary for buyers to have a home inspection.

PRE-QUALIFICATION

Pre-qualification is the beginning of the formal loan application process. At this
stage we establish how much you can and want to spend on your new home.
Additionally, an experienced lender will look at your long and short term financial
goals and present you with the appropriate loan programs. If you do not already have
a selected lender, let us know because we have several that we can recommend.
Dig a Little Deeper:
What Do I Need to Get Pre-Qualified for a Loan?
Credit Dings might NOT stop your home buying dreams
How to Improve Your Credit Score and Get the Best Mortgage Rates?
Why Does my FICO Score Matter When I’m Buying A House?
What is the Difference Between Pre-Qualification & Pre-Approval?
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NEEDS ASSESSMENT
We will sit down with you and discuss what your requirements are for a home. It is
important that we have a clear idea of what your priorities are as they pertain to lifestyle,
finances, desired neighborhoods, school requirements, etc.

AREA TOURS
Once we have a thorough understanding of your priorities, we get in the car and drive
through those areas that most likely suit your needs. The idea is to eliminate those areas
that just won’t work while fine tuning and showing you the neighborhoods that fit
your requirements.

VIEW HOMES
Once we have determined your favorite areas we start to view homes in those areas. We
generally preview before we take a buyer. The purpose of previewing is to eliminate those
homes that have some kind of resale issue or major problem. By previewing we are able to
eliminate the number of homes you will have to look at before you actually get in the car.
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ESTABLISH VALUE
When we do find the home you are interested in purchasing, the first thing we do is
establish the value, in other words, how much is the property really worth? The tool we use
to establish value is called a “Comparative Market Analysis”. In the Market Analysis our
goal is to find similar properties that have sold in the last six months and compare these
properties (comps) to the home you are considering (subject property).
Since no two properties are truly alike, we use a system of debits and credits to determine
how much the home is truly worth. This is why it is essential to work with a Realtor that
knows the market.
It is important to note the CMA is not as scientific as a professional appraisal but renders
similar results.
Once we have established value, we determine how much we would like to offer. This
decision is based on a combination of actual market value, your perceived value of the
property, property condition as it relates to the amount of inspection items we think we
might have to ask for.
Dig a Little Deeper:
What is the Difference Between Short Sales & Foreclosures?
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PREPARE OFFER/RESIDENTIAL
CONTRACT

Once we have established value, we determine how much we would like to offer. This
decision is based on a combination of actual market value, your perceived value of the
property, property condition as it relates to the amount of inspection items we think we
might have to ask for.

1
2

Lead-Based Paint Disclosure:
This form is only applicable to homes built prior to 1978, giving the purchaser
knowledge that there may be lead-based paint in the home.

3

Closing Instructions:
Special instructions for the Title Company on how to close the transaction.

4

Square Footage Disclosure:
The listing company uses this form to disclose how the home was measured.

5

www.springshomes.com

Residential Contract:
This is the contract that will be used to make an offer on the home that you wish
to purchase.

Seller’s Property Disclosure:
This is a form that the seller will complete to let the buyer know the condition of
the property.
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CONTINGENCIES

Once we have the property under contract the due diligence period begins. Our goal during
this period is to systematically remove all contingencies. These contingencies are short
periods of time to get the financing in order (loan conditions), verify that the property
condition is acceptable (inspection objection) and to make sure the title is clear and
merchantable (title objection).

FINANCE

Once we have an accepted offer we are officially “Under Contract”, we send a copy of the
agreement (contract) to the lender. The lender in turn starts to process the entire loan
application. The loan goes into underwriting. Loan underwriting by definition is “The analysis
of risk and the decision whether to make a loan to a potential Homebuyer based on credit,
employment, assets, and other factors”.
There are several main facets of the loan process. We hope by clarifying and outlining these
steps you will better understand the procedures and how you will be involved.
Dig a Little Deeper:
What is a Loan Commitment?
Good Faith Estimates
Everything You Need to Know About Mortgages....But Didn’t Know Who to Ask
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LOAN APPLICATION

The timely processing and subsequent approval of a mortgage loan relies on the
completeness and accuracy of the information that applicants provide at the time of the
loan application. This information is provided to assist you in preparing adequately for your
loan application meeting.
This is the initial meeting that you and any co-borrower have with the Loan Officer to
complete the application and sign disclosure statements. You will need to bring all of the
information provided listed below. The application will take approximately 60 minutes.
REQUIREMENTS
• Pay Stubs for the past 30 days.
• W-2s for the past two years.
• Two months most recent bank statements (All pages).
• Two years residence history including all schedules, if you are self-employed
or own rental property.
• VA loans- statement of service or DD214.
• Full Loan Application

LOAN PROCESS

This step involves the Loan Processor. Verifications of employment and of your assets will
be obtained. A credit report will be ordered and an appraisal of your home will be made.
This is the most detailed and time-consuming portion of the process. All of the
information necessary to meet the investment guidelines (FHA, VA, FNMA, FHLMC,
etc.) will be assembled and prepared for the Underwriters review. It is likely that you will
be requested to provide additional information during this process.

LOAN APPROVAL

The Processor’s loan package is put together and then given to the Underwriter. The
Underwriter’s job is to review the file and determine that your loan package meets all the
investor guidelines. After review, the loan approval is issued.
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LOAN CLOSING
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Upon loan approval, closing documents are prepared for the actual loan closing. This is
usually a process that takes 48 hours. A Closing Agent who conducts the closing and
disburses all funds will close your loan. At the closing you will sign all of the final
documents and the note. You will be provided with temporary coupons for monthly
payments to use until you receive your permanent coupon payment book. You will need
to bring a cashier’s check made payable to yourself or the title company arrange for
funds to be transferred by wire. Your Closing Agent will provide specific instructions
prior to closing.

PROPERTY INSPECTION

The inspection is our time in the house with a trained professional, time to discover the
true condition of the property you are about to buy. This is why the choice of an
Inspector is an important one.
Dig a Little Deeper:
Your Inspection Rights & Approximate Costs
Everything You Need to Know about Radon

NEGOTIATE INSPECTION ISSUES

The Colorado Contract to Buy/Sell Real Estate includes a standard inspection
contingency. This clause allows the home buyer to conduct a physical assessment of the
property as well as its mechanical systems.
Should the buyer find the property condition to be unacceptable, they then have the
opportunity to submit a notice of unsatisfactory condition. The seller has the right to
cure any unsatisfactory conditions discovered and requested by the Buyer. This can be
either repair/replacement or a dollar credit. Should the Seller decide to do nothing or
only selected items, the Buyer is no longer bound to the terms of the contract and the
decision to close or terminate belongs to the Buyers.
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It is our recommendation that the home buyer hire an independent third party
to do the inspection. Home Inspectors are not licensed or regulated so it is
important to choose someone with experience and education. ASHI
(American Society of Home Inspectors) is an organization that provides
standards of practice and a code of ethics by which member Home Inspectors
operate. ASHI requires their member inspectors to complete a minimum of
250 inspections annually. Additionally, ASHI provides a Standards of Practice
list that outlines in great detail the responsibilities of a Home Inspector. This is
a process of putting together a list, if the inspection yields any unsatisfactory
conditions. We present this list to the Sellers agent who in turn reviews it with
the Sellers. They have two choices, to agree to all conditions of our requests or
to propose an alternative resolution. If they propose an alternative resolution,
the buyer has the opportunity to either accept the resolution or walk away
from the deal with earnest money intact.

Dig a Little Deeper:
Are Home Warranties a Good Idea?
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APPRAISAL

The lender will arrange to have the property appraised. This is a charge that is included in your
loan fees which lender may collect at application or at closing. A professional, licensed
appraiser will research the value of your home.
Dig a Little Deeper:
What You Need to Know About Appraisals

TITLE WORK REVIEWED
The seller must be able to provide, via the Title Company, a clear and merchantable title to
the purchaser. The title company includes all parties in their research, so as a result, you will
receive extensive paperwork throughout the transaction period. The title company provides a
current “status” on the title. This is usually where a flag will appear for any potential problems
by notifying all parties what liens and/or judgments need to be paid at closing. The Title
Company also provides a proposed commitment for your new title policy. This is where your
lender will be listed as a lien holder. Title companies must also provide covenants and Home
Owners Association documents. We review these documents for any potential problems prior
to the title deadlines set forth in the contract.
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FINAL WALK THROUGH

Prior to attending the closing, we walk through the property one more time to make sure
any contractual inclusions are still at the property. Additionally, we make sure the
property condition is acceptable, prior to the Seller receiving funds.
Dig a Little Deeper:
Keep Your Eyes Open During the Final Walk-Through

CLOSING

We review the final figures making sure there are no excessive lender fees or erroneous
closing costs. Our goal is to eliminate unpleasant surprises at the closing table.
Dig a Little Deeper:
What Are All Those Closing Costs?
Home Owner’s Insurance Policies

HOME WARRANTY

If you are considering the purchase of a home warranty policy, look carefully to see which
potential problems are covered and which are excluded. If you purchase a “Re-Sale”
home, we recommend a Home Warranty Program to cover the property. These policies
typically cover the repairs of major systems during the first year of ownership. Home
Warranties are negotiable between Buyer and Seller.
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IN CONCLUSION

We want to be your source for real estate information and service in the Colorado Springs
region, yes...even after your transaction has closed. As a matter of fact, we want to do such
a good job, you will be excited to tell your friends and family about us...especially when they
are ready to buy or sell a home.
We haven’t forgotten that feeling of exhilaration you get when you find your dream home.
For a great Realtor there is no finer reward than sharing that feeling with clients. As a
matter of fact, that’s why we sell houses...we are addicted to that feeling. Sometimes in the
rush to find that perfect home, people can make irrational decisions or compromise their
dreams. Our job is to listen to your dreams, find that ideal home, arrange acceptable terms
and then clear away any obstacles standing between you and your dream. Is this easy?
Absolutely not! But the rewards certainly outweigh the difficulties and that’s why we love
our job!
In order to provide you with a higher level of service, we have implemented a “Client
Appreciation Program”. The concept behind this program is to provide you with useful
information and services after you are in your home. Here is a brief outline of our after
sale services.
• Annual Market Analysis: Yearly updates as to the value of your home
• Referral directory: Our directory of dependable, quality service providers
• Quarterly Reports
• Refinance Consultation:
We can show you the most effective way to accomplish your real estate goals. We look
forward to being your source for real estate service and information in the Pikes Peak
Region. Additionally, it is our hope that you will be so pleased with the level of service we
provide, both during and after your real estate transaction, you will refer us to both family
and friends.
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FINANCING APPENDIX
LOAN
INFORMATION

This section will briefly outline the many different types of mortgage loans
available, as well as the process involved, and the closing costs required. Please
don’t hesitate to ask questions. This list is not all-inclusive, as mortgage options
and regulations can change regularly. Please consult with your
Loan Officer.

LOAN TYPES

People have diverse financial needs and a wide-range of long-term plans. Knowing
this, the mortgage industry has created a myriad of options for financing your new
home. It is vitally important to work with a Loan Officer that understands these
programs and knows which one is right for you. Below is a brief summary of the
major types of loans. Please familiarize yourself with these. Your Loan Officer will
be able to answer any additional questions you might have.
CONVENTIONAL LOANS

Fixed Rate Loans: Mortgage Companies offer fixed rate loans for 30, 25, 20 or
15 year terms. The loan is amortized over the term and monthly payments are the
same for the life of the loan.
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ADJUSTABLE RATE LOANS

There are a variety of “ARM” loans available. These adjustable loans can
be fixed for various periods of time and then become arms for the
remainder of the loan term. When the fixed period is over, the loans
adjust based on a margin and index. Your Loan Officer can explain these
to you, as there are a variety of indexes including T-Bills, LIBOR, MTA
and COFI. Please become informed and understand the mortgage you
are applying for.
FHA/ VA LOANS

CLOSING
COSTS

Government sponsored mortgages are also available to help home
ownership. These loans are designed to have small (if any) down
payments and easier qualifying guidelines.

ALLOCATION OF CLOSING COSTS
Below is a brief description of the various costs that are commonly paid
by the purchaser. It should be noted that the seller or lender can
participate in paying some or all of these costs.
LOAN ORIGINATION FEE

This fee covers the administration costs of processing the loan. It may be
expressed as a percentage of the loan (i.e. 1% of the loan amount).

LOAN DISCOUNT POINTS
These are the “points” charged by the lender to adjust the yield on the
loan to market conditions. Each point equals 1% of the mortgage
amount. Additional points can be paid to lower your interest rate.

APPRAISAL FEE

The lender orders the appraisal to determine whether the value of the
property is sufficient to secure the loan should you default on the loan.
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CREDIT REPORT FEE
The lender orders the credit report, which is used to determine your credit worthiness.
Like the appraisal fee, this fee will sometimes be collected up front, other times it will
be collected at closing.

INTEREST

You will probably have to pay the interest on the mortgage from the date of
settlement to the beginning of the following month. For example, suppose you settle
on February 10th. Your first monthly payment begins to accrue on March 1st and will
be payable at the beginning of April. At closing, you will be required to prepay the
interest for the period from February 10th through the end of February. This means
that if you settle later in the month, your closing costs will be less than if you close
earlier in the month.

MORTGAGE INSURANCE PREMIUM
There are a variety of ways to pay mortgage insurance. It can be paid up front or
monthly, or as in the case of FHA can be added to your loan. Your Loan Officer can
explain your options in detail.

HAZARD INSURANCE PREMIUM

(Homeowner’s Insurance Policy) - You may be required to pay the first year’s
premium at settlement. Or, you may be expected to bring proof that you already
have paid for such a policy.

ESCROW ACCOUNTS OR RESERVES
Reserves are required if the lender will be paying your property taxes, mortgage
insurance, and hazard insurance.
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TITLE CHARGES
Primarily these charges are payable to companies or persons other than the lender.
This includes the settlement (or closing) fee, title search/title insurance premium
(lender’s and owner’s coverage), and attorney fees (for legal services provided to the
lender). Note that the fees you pay for your own attorney are not part of the
settlement procedures.

RECORDING AND TRANSFER FEES
Most states impose a tax on the transfer of property and require a payment of a fee
for recording the purchase documents.

Additional Charges
These charges can include but are not limited to: ILC (Improvement Location
Certificate), which may be required for any purchaser obtaining a new loan, and any
other inspections or requirements from the lender.

ADJUSTMENTS

Another part of the settlement statement involves looking at items paid by the
seller in advance and items yet to be paid for which the seller is responsible. The
most common expense to be prorated between the Buyer and Seller is
property taxes.

FINAL FIGURES

In calculating the total amount that the borrower must pay, the Settlement
Statement begins with the sales price and adds in the total closing costs for which
you are responsible. Any prorated adjustments payable by you (as discussed above)
are then calculated in. From this total, your deposit is deducted (which has been
held in escrow since the seller signed your purchase offer) as well as the principal
amount of your mortgage. Then, any adjustments payable by the seller are
deducted. The resulting figure is the amount you must pay at settlement.
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SUMMARY

The complexity of the mortgage world has increased dramatically over the last few
years. The pricing differences are dramatic based on not only credit but down
payment and the property itself. It is advisable that you consult with an experienced,
professional mortgage banker. Your family deserves the best mortgage available.
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