
   2019  

RESULTS 
• #1 Largest Real estate salesforce in the world 
 

• #1 in sales volume and units in the United States  
 
• $1.3 Billion and counting in profit share paid 

 
• $8,223,326,119 in Agent Income in 2019 alone 
 
• More Real estate offices and Real Estate Agents in 

REAL Trends and The Wall Street Journal 
 

• #1 Training company in the world  
 
• #1 Happiest Place to Work in America  

 
• #13 Top place to work in America 
 

• KW Culture taught at Stanford and Harvard 

 
Courtney Dudek 

Licensed Associate Broker   
 

O: (585) 256-5470 
C: (585) 749-7996 

 
Courtney@courtneydudekhomes.com 

CourtneyDudekHomes.com 

Each Office is Independently Owned & Operated 

1880 Rochester Rd. Canandaigua, NY 14424 
2000 S Winton Rd Rochester, NY 14618 



OUR TEAM PHILOSOPHY: 

Courtney Dudek Homes 

Courtney@CourtneyDudekHomes.com 
 Direct: 585.749.7996 Office: 585.256.5470 

Courtney has years of experience in Real Estate and has become a trusted,         
knowledgeable and passionate resource, always making sure to understand her      
clients’ perspective, needs and goals. Growing up in Penfield and living in the area for 
many years, Courtney has a true appreciation for Greater Rochester, its communities, 
family activities, schools and sports. As a special focus within the industry, Courtney 
has worked hard to understand the unique needs and challenges that confront our 
Senior population and to be a trusted resource for them and their families during life           
transitions. Courtney lives in Penfield and she most enjoys spending time with her  
family, cooking, reading a good book and traveling as often as her busy life allows. 

Colin is a knowledgeable and professional real estate agent, a committed ally who 
will negotiate on your behalf, and someone who works hard to understand the     
market, research information and provide top level service to his clients. Upon     
graduating from SUNY Brockport with a Bachelor's Degree in Accounting, he worked 
as billing specialist at a Real Estate law firm in Rochester for several years and saw 
the business from that side. Wanting to make a bigger difference in people's lives, he 
obtained his Real Estate License and loves the opportunity to share his knowledge 
and insight with his clients to assist them in making their Real Estate goals a reality. 
Whether you are a first-time home buyer or looking for your forever home, Colin has 
the care and the drive to work for you through the entire transaction and get you 
to the closing table.  

Colin Dombek 
Licensed Real Estate Salesperson 

CDombek@kw.com 
    Direct: 315.729.5440  

As a team, we desire to provide a client focused, next level Real     

Estate experience that helps our clients, many of whom we consider 

friends, to achieve their Real Estate goals. Whether you are buying 

or selling, we take pride in being knowledgeable, trustworthy and 

accessible and believe that Doing our job well beings with  

relationship. We believe that working  together  we are able to    

provide top level service for our most valuable  resource…            

You, Our Client!  

Brandy is an organizational master. With experience managing military housing units, 
running business offices and planning numerous events, she brings her talents to our 
team as real estate professional. Brandy was born and raised in Sodus, N.Y. and now 
reside in Palmyra, N.Y. She has been married to her husband Rob for 16 years and 
they have two beautiful children.  Family is a very important value in her life. She is  
active within her community, children’s school, and sports, as well as a Veterans      
advocate. She also coaches for Gananda Youth Cheerleading. Brandy is passionate 
about volunteering and is willing to take on any challenge that life brings on.  

Brandy  Osorio 
Licensed Real Estate Salesperson 

Courtney Dudek 
Licensed Real Estate Salesperson 
SRES, PSA, ABR 

brandyfosorio@gmail.com 
 Direct: 315.719.9951 

HELPFUL TERMS TO GET YOU STARTED 

FANNIE MAE 

The Federal National Mortgage    
Association, a major national investor 
in home loans. A private corporation 
created by Congress to support the 
secondary mortgage market and 
increase the availability and  afforda-
bility of home loans for low -, moder-
ate -, and middle—income Ameri-
cans. 

FHA/HUD INSURED 

MORTGAGES 

A mortgage insured by the Federal 
Housing Administration of the United 
States Department of  Housing and 
Urban Development and made by 
an approved lender or servicer in 
accordance with the FHA/HUD regu-
lations.  

FIRST MORTGAGE 

The mortgage that has first claim in 
the even of default. 

FIXED - RATE MORTGAGE 

A type of mortgage loan in which the 
interest rate does not change during 
the entire term of the loan. 

FORECLOSURE 

The legal process that allows a lender 
to sell a mortgaged  

FREDDIE MAC  
The Federal Home Loan Mortgage 
Corporation, a major national investor 
in home loans. A private corporation 
created by Congress to support the 
secondary mortgage market and in-
crease the availability and affordability 
of home loans for low—, moderate—, 
and middle –income Americans. 

LIEN 

A legal claim against a property that 
must be paid when the property is 
sold. 

LOAN –TO-VALUE RATIO 

(LTV) 
The percent of the appraised value of 
a property (or the sales price of that 
property, if it is lower) that may be 
loaned. 

LOCK-IN 

A written guarantee that the buyer will 
receive a specified interest rate, provid-
ed that the loan “closes” within a set 
period of time. 

MARKET VALUE 

The amount a willing buyer would pay 
a willing seller for a home. An            
appraised value is an estimate of the 
current fair market value. 

MORTGAGE BROKER 

A company or individual that matches 
borrowers with lenders for a fee. 

MORTGAGE INSURANCE 

Insurance purchased by the buyer to 
protect the lender in the event of     de-
fault. Typically purchased for loans 
with less than 20% down payment. 

POINTS  
A dollar amount paid to a lender if it is 
necessary to reduce the interest rate 
(not commonly done). 

RADON 

A colorless, odorless radioactive gas 
that results from the natural decay of 
uranium in the earth.  

SAVINGS AND LOAN 

ASSOCIATION (S & L) 
Depository institutions that specialize in 
originating, servicing and holding mort-
gage loans. 

SAVINGS AND LOAN 

ASSOCIATION (S & L) 
A financial institution organized to 
hold individual depositors funds in 
interest-bearing  accounts—and 
to make long-term investments 
such as home mortgage loans. 

SURVEY OF  

PROPERTY 

Surveys are conducted by a    
licensed surveyor and are usually 
required by the lender in order to 
confirm that the property bounda-
ries and features such as build-
ings, improvements, and  ease-
ments are as detailed in the legal 
description of the property in the 

TITLE 

A legal document establishing the 
right of ownership. Also known as 
the Deed. 

TITLE INSURANCE 

An insurance policy that         
guarantees the accuracy of the 
title search and protects against 
potential errors. Most  lenders re-
quire the buyer to purchase a title 
insurance policy protecting the 
lender again loss in the event of a 
title defect.   

ZONING 

Zoning laws are local laws that 
are established to control a guide 
the uses of land within a           
particular  zone. An important use 
of zoning law is to separate resi-
dential land use from areas of non
-residential use that would affect 
the quality of life in a community. 
Zoning ordinances may dictate a 
variety of factors, such as type of 
structures, setbacks, lot size, and 
use of buildings.  



            GLOSSARY 
TERMS 

TO KNOW 

ABSTRACT OF TITLE 

A complete historical summary 
of the public records relating to 
the ownership of a particular 
piece of land.  

AFFIDAVIT 

A statement the buyer or seller 
may be asked to sign at the 
closing, attesting to certain            
Information.  

ANNUAL PERCENT-
AGE RATE (APR) 
The cost credit as an annual rate 
of a mortgage. It must be calcu-
lated by using a formula set by 
federal law and disclosed to the 
borrower to aid in comparing dif-
ferent credit plans. 

APPRAISAL 

A professional’s estimate and 
opinion of the market value of a 
property. 

APPRECIATION 

An increase in the value of a 
property due to changes in   mar-
ket conditions, home         im-
provements, or other factors.  

ASSESSED VALUE 

The value placed on a home by 
municipal accessors for the    pur-
poses of determining property 
taxes.  

BALLOON LOANS 

Loans in which regular monthly 
payments are followed by a 
lump sum payment of a total 
outstanding balance.  

BRIDGE LOAN 

A short-term mortgage made 
until a longer-term loan can be 
made; it’s sometimes used 
when a person needs money to 
build or purchase a home      
before the present one has been 
sold 

CASH RESERVE  
A requirement of some lenders 
that buyers have a certain 
amount of cash remaining after 
closing. 

CASH RESERVE  
The final steps in the transfer of 
property ownership. Closing typi-
cally occurs at a formal meeting 
between the buyer, seller, settle-
ment agent, and the buyer’s and 
seller’s agent's. At the closing, 
the buyer signs the mortgage 
note, the seller receives pay-
ment for the  property, and the 
buyer and/or seller pay closing 
costs. Once accomplished , title 
is  transferred from the seller to 
the buyer. Also referred to as       
Settlement. 

CLOSING COSTS  
The total costs of completing the 
transfer of ownership of the 
property, other than the          
purchase price. 

CONTINGENCY 

A clause in the purchase        
contract that describes certain 
conditions that must be met be-
fore the contract is binding 

CONVENTIONAL 
MORTGAGE 

Any mortgage that is not        
insured or guaranteed by the 
federal government 

DEBT-TO-INCOME RATIO 

A ratio that measures total debt bur-
den. It is calculated by dividing gross 
monthly debt repayments, including 
mortgages, by gross monthly in-
come. 

DISCLOSURES 

Usually refers to providing infor-
mation about a property for sale, 
especially as it represents actual or 
potential defects or problems. “Full 
disclosure” usually refers to the   re-
sponsibility of the seller to voluntarily 
provide all known information about 
the property. 

EARNEST MONEY 

A deposit of money given by the buy-
er to bind a purchase offer which is 
held in escrow until the sale is 
closed. 

ENGINEER INSPECTION 

A physical inspection of the major 
systems of a house by a licensed 
professional as a contingency of the 
sale. The fee is paid by the buyer.  
An engineer’s inspection is            
recommended but not required. 

EQUITY 

The value of the property, less the 
loan balance and any outstanding 
liens or other debts against the prop-
erty. 

ESCROW 

Fund held by a neutral third party 
(the escrow agent) until certain    
conditions of a contract are met and 
the fund can be paid out. 

Greg Vavrick 
Licensed Real Estate Salesperson 

GVavrick@gmail.com 
Direct: 585.943.6950 

Greg brings more 15 years of sales and customer service experience to the team 
and    places great importance on the value of relationship  building. Greg enjoys 
applying his expertise and market knowledge by working with a wide range of    
clients including first time home buyers, real estate investors and those relocating 
to the greater Rochester area. Real estate is much more than a "job" for Greg; its 
about bringing together his love of the business with his passion for helping others, 
especially navigating the complexities of real estate transactions. As a lifelong     
resident of Rochester's East side, Greg currently resides in Fairport with his wife 
and 3 children. While there's rarely a dull moment raising 3 active children, when 
he does find time to unwind, Greg enjoys boating, golfing and outdoor fun with his 
family.  

Jordan Cunningham 
Executive Assistant 

Rumella Cameron 
Licensed Real Estate Salesperson 

Kathleen Higgins 
Licensed Real Estate Salesperson 

info@courtneydudekhomes.com 
 Office: 585.256.5470 

Kathleen brings her sparkling personality to the Courtney Dudek Homes Team. She is a Real 

Estate professional committed to providing an exceptional experience to her clients from 

their first meeting to beyond the closing table. Kathleen has a can do, never give up attitude 

which she transfers to her passion for helping people realize their Real Estate dreams. She 

brings an array of customer service experience to this role, which helps her make clients into 

friends for life. Her friends, family, and fur babies mean the world to her. Kathleen’s favorite 

place to be when she is not working, is in the sunshine, preferably with an ocean view!     

Growing up in Rochester, Rumella is a local expert and has long been invested in the local 

community and loves giving back. She knows the Rochester market and is excited to help 

clients and friends achieve their dream of home ownership.  Rumella wears many hats     

including mom, politician, entrepreneur and pro wrestler. She is also a certified credit repair 

specialist and can assist with our clients who need some credit repair in order to qualify to 

purchase a home. Her tenacious, hard-working personality is the perfect fit for clients who 

need an advocate on their side.  When she is not busy working, she loves spending time 

with her family, cooking good meals and finding new adventures.  

Jordan is one of the newest members of the Courtney Dudek Homes Team. She is a recent 
Monroe Community College graduate who has long been interested in Real Estate. Jordan 
brings experience in customer service, management and an outgoing personality which will 
provide our Clients with the exceptional Client Experience that we strive to provide. Jordan is 
a true team player and has great attention to detail, which allows her to fit right in as our    
Executive Assistant and Client Relationship Coordinator. Jordan comes from a big family and 
has lived in the area all of her life. When she is not working you will find her spending time 
with family and friends. She is an avid animal lover and enjoys her newfound love of euchre! 

rumellac25@gmail.com 
Direct: 585.298.7786 

khiggins@kw.com 
Direct: 585.469.5466 



Client Testimonials 

“I met Courtney through a friend, while beginning a home 
search in late 2014. Upon contacting Courtney, she re-
sponded promptly and arranged a time for us to meet. 
She is personable, hard-working, understanding and 
knowledgeable. I never felt pressure from her to settle for 
a home I did not completely like and she was transparent 
about the home process and how her team would be able 
to advocate for me. Courtney was always able to present 
me with the newest homes on the  

market that fit the criteria I had set with her. Even if she 
had prior meetings, she coordinated her team to work with 
me until she was available again. This always kept the 
home search moving forward. I cannot say enough about 
how happy I am with the home Courtney helped me find 
and appreciative of the many hours she       dedicated to 
my search.” 

 

“Courtney is a great agent! Selling our home was 
very emotional for us and she walked us through 
every step! She started well in advance of the sale 
guiding us through the steps to make the process 
smooth. We were able to sell our home and buy our 
next home in the time frame we needed. Thank you, 
Courtney!!” 

“Courtney Dudek worked to locate properties for me in a 
small radius, and she found the perfect one! She's got a 
terrific attitude and is always gracious with her 

assistance!” 

“Courtney was actually recommended to us from a 
coworker who has known her for 20+ years, came  

highly recommended and defiantly lived up to her repu-
tation. We felt well taken care of, our housing needs 
were heard and she was very patient with us through 
our home search. Courtney was experienced, great to 
deal with and always got us a house viewing apt when 
we asked. She's an agent to trust and was a pleasure to 
deal with. She helped find our dream 1st home and we 
are extremely thankful for that. If you're looking for 
someone knowledgeable of the Rochester area, some-
one that cares about finding the right home for you, I 
highly recommend Courtney for your next home 
search.” 

 

www.CourtneyDudekHomes.com 

Courtney was the most courteous, understanding 
and experienced realtor I’ve ever worked with to 
sell , and to purchase a home. I found her demean-
or so comforting, when I was a nervous wreck! She 
had the foresight to put me at ease. She is a very 
intelligent young woman, with a love for you. 
She  always puts her clients first.  

Courtney not only has her pulse on the market, but she 
works with a respect ethic that compliments well. I         
contacted Courtney a year ago to let her know I was   
downsizing, and it took me a year to find the "right house." 
Courtney sold my house in ONE week once I had made my 
decision. 

Thank you also to Colin who was there anytime Courtney 
was needing a backup. Same professionalism and      
friendliness! From the office (thank you, Brandy!) to        
inspection to lawyer's office, my experience was pleasant 
and successful! 

I wholeheartedly recommend Courtney and her team for 
excellence throughout the process as well as delivering a 
successful end result! Thank you to all! 

Courtney and her team are true professionals. They  

understand the market and work diligently with their  

clients to meet their needs. I highly recommend them!  

GAS & ELECTRIC SERVICES 

NYSEG 
(800) 572.1111 

RG&E 
(800) 295.7323 

FAIRPORT ELECTRIC 
(800) 295.7323 

NATIONAL GRID 
(800) 642.4272 

SPENCERPORT ELECTRIC 
(585) 352.4771 

PHONE SERVICES 
FRONTIER TELEPHONE 

(800) 921.8101 

SPRINT WIRELESS 
(585) 272.1400 

AT&T 
(585) 381.1810 

VERIZON WIRELESS 
(585) 242.8866 

T-MOBILE 
(585) 272.9533 

TV & INTERNET SERVICES 
SPECTRUM 

(800) 892.4357 
DISH NETWORK 
(800) 796.7160 

DIRECT TV 
(855) 493.3473 

WATER & REFUSED SERVICES 
CANANDAIGUA  

WATER 
Town: (585) 394.1120 
City: (585) 396.5060 

WASTE MANAGEMENT 
(800) 892.4357 

YOUNGBLOOD DISPOSAL 
(585) 245.7081 

SUBURBAN DISPOSAL 
(585) 352.3900 

MONRE COUNTY 
WATER AUTHORITY 

(585) 442.2000 

LILAC DISPOAL 
(585) 872.6500 

REFUSE COLLECTION 
(585) 428.5990 

OTHER HELPFUL CONTACTS: 
GENERAL HELP LINE: DIAL 311 
POISON CONTROL: (800) 222.1222 
NYS DMV: (518) 473.5595 
                    WWW.DMV.NY.GOV 

CITY OF ROCHESTER:  
        WWW.CITYOFROCHESTER.GOV 
POST OFFICE:  
         WWW.USPS.COM 





TECHNOLOGY 

Leading-edge tech tools and training give me the edge in effectively  
marketing  your property online, 24 hours a day, seven days a week! 
Through KW’s exclusive Keller Williams Listing System (KWLS), your 
property is fed to more than 350 online search engines and available 
on KW’s Web network of more than 76,000 sites. Best of all, because 
of Keller Williams Realty’s “My Listings, My Leads” philosophy, every 
single Internet inquiry on your property will come directly to me so that 
I can follow up quickly on potential buyers for your property. 

KNOWLEDGE 

Keller Williams Realty helps me stay ahead of trends in the real estate 
industry through its comprehensive, industry-leading training curriculum 
and research resources. It’s what prepares me to provide you with un-
paralleled service.  

TRACK RECORD 

I’m proud to work with the largest real estate franchise in the World by 
agent count.  It’s proof that when you  offer a superior level service, 
the word spreads fast. 

TEAMWORK 

Keller Williams Realty was designed to reward 
agents for working together. Based on the belief 
that we are all more successful if we strive toward 
a common goal rather than our  individual inter-
ests, I’m confident that every Keller Williams pro-
fessional shares the common goal of serving you, 
my client, in the best way  possible.  

RELIABILITY 

Founded on the principles of trust and honesty, 
Keller Williams Realty emphasizes the im-
portance of having the integrity to do the right 
thing, always putting your needs first. It reinforces 
my belief that my success is ultimately determined 
by the  legacy I leave with each   client I serve. 

When You Work With Us, You Get: 
• An experienced real estate agent with an expertise in the selling process from listing to close 

• Marketing savvy tools to get your home top-tier exposure 

• An allied partner looking out for you and your home throughout the selling process 

• Expertise in listing, pricing, staging and selling your home to the right buyer quickly 

We Commit to Helping Your Home Sell By: 

• Smoothing the way for your listing and sale with guaranteed satisfaction 

• Providing knowledgeable pricing and staging to make sure your home puts its best foot forward 

• Using our unique marketing systems to maximize your property’s exposure 

• Guaranteeing satisfaction– our relationship is dependent on meeting and exceeding your needs 

PROPERTY INFORMATION 

DEBTS (Including all loans, Credit Cards, etc.) 

VA LOANS 

IDENTIFICATION  

INCOME & ASSETS 

If you have an existing contract: 
• Purchase agreement 
• Copy of legal description & MLS sheet 
If you are selling your current home: 
• Copy of listing contract 
If you have sold your current home: 
• Copy of settlement statement (HUD-1) 

• Check for application fee 

APPLICATION 

• Names, addresses, account numbers, 
and balances of each. 

• Monthly payment amount of each 
If you have credit report anomalies: 
(Such as late payments, charge-offs,    
collections, judgements, and liens, or 
credit inquires in the last 90 days) 
• Explanation of each 
If you have filed bankruptcy within the 
last 7 years: 
• Copy of your bankruptcy papers 

• Copy of DD form 214, Report of  
      Separation 

• Photo ID 
• Proof of Social Security 
• Residence addresses for the past two 

years 
• If applicable, a copy of your divorce  
     decree 
• If you’re not a citizen a copy of the front 

and back of your green card 

• Pay stubs for the past 30 days 
• Names and addresses of each        

employer for the last two years 
• W-2s for the last two years 
• Statements for each bank, investment  
     account for the last three months 
• Estimated value of all personal    

property (furniture, electronics,         
vehicles, boats, ATVs, etc. 

If you have any large deposits to 
your  accounts: 
• Signed gift letter (lender can supply) 
• Copy of gift check 
• Copy of deposit receipt  
If you own more than 25% of a busi-
ness: 
• Corporate or partnership tax returns 
If you’re self employed: 
• Tax returns for the last three years 

(with schedules) 
• Year-to-date Profit & Loss Statement  
      prepared by an accountant 
If you own rental property: 
• Tax returns for the last two years and 

current rental agreements 
If you’re retired: 
• Pension Award Letter 
If you receive social security: 
• Social Security Award letter 
If you are counting child support as  
income: 
• Copy of divorce settlement  
• Copy of twelve months of cancelled 

child support checks 



The signed contract is submitted 
to both attorneys for review and 
approval with respective parties. 
Approval or disapproval must be 
in writing. 

Inspections are typically at the 
buyer’s expense. They must be 
performed within the timeframe 
state in the contract.  

Upon contract acceptance, you 
must immediately begin the    
mortgage process. You have until 
date specified in the contract to 
receive a written mortgage com-
mitment from your bank. 

You are entitled to a final  
inspection of the property  
within 48 hours of closing,  
arranged with seller’s  
permission. 

The closing date specified in the 
contract isn’t always definite due to 
scheduling with banks and attor-
neys. A target closing date is an 
“on or about” date. 

The attorneys will notify their re-
spective clients of the monies 
needed (if necessary) for the clos-
ing and will provide a breakdown of 
distribution of funds. 

After mortgage commitment and  
prior to closing, you will need to  
provide your insurance company 
with information about your new        
property. Most lenders require 
proof of a one-year paid policy 
binder. 

Once closing date has been  
confirmed, make arrangements for 
the utilities to be transferred into 
your name, effective on the closing 
date. 

You’ll receive keys to your 
new home upon closing 

ATTORNEY  

APPROVAL  

PERIOD 

RIGHT TO  
INSPECTIONS 

MORTGAGE 
APPLICATION 

&  
COMMITMENT 

FINAL 
WALK-

THROUGH 

CLOSING 
DATE 

CLOSING 
STATEMENTS 

HOME-
OWNERS 

INSURANCE 

UTILITY  
ACTIVATION/
TERMINATION 

POSESSION 

AN EXPERT GUIDE.  

Selling a home usually requires dozens of forms, 
reports, disclosures, and other technical      docu-
ments. A knowledgeable expert will help you pre-
pare the best deal, and avoid delays or costly mis-
takes. Also, there’s a lot of jargon involved, so you 
want to work with a professional who can speak 
the language. 

OBJECTIVE INFORMATION 
AND OPINIONS.  

REALTORS
®
 can provide local information 

on utilities, zoning, schools, and more. They 
also have objective information about each 
property. REALTORs

® 
can use that data to 

help you determine if the property has what 
you need. 

PROPERTY MARKETING  

POWER.  

Property doesn’t sell due to advertising alone. A 
large share of real estate sales comes as the 
result of a practitioner’s contacts with previous 
clients, friends, and family. When a property is 
marketed by a REALTOR

®
, you do not have to 

allow strangers into your home. Your REAL-
TOR

®
 will generally prescreen and accompany 

qualified prospects through your property. 

 

 

NEGOTIATION KNOWLEDGE.  

There are many factors up for discussion in a 
deal. A REALTOR

®
 will look at every angle 

from your perspective, including crafting a 
purchase agreement that allows you the flexi-
bility you need to take that next step. 

UP-TO-DATE EXPERIENCE.  

Most people sell only a few homes in a lifetime, 
usually with quite a few years in between each 
sale. Even if you’ve done it before, laws and reg-
ulations change. REALTORS

® 
handle hundreds 

of transactions over the course of their career. 

YOUR ROCK DURING EMOTION-
AL MOMENTS.  

A home is so much more than four walls and a 
roof. And for most people, property represents 
the biggest purchase they’ll ever make. Having a 
concerned, but objective, third party helps you 
stay focused on the issues most important to you. 

ETHICAL TREATMENT.  

Every REALTOR
®
 must adhere to a strict code of 

ethics, which is based on professionalism and 
protection of the public. As a REALTOR

®
’s client, 

you can expect honest and ethical   treatment in 
all transaction-related matters.  



We provide a One-Time    

Professional Cleaning       

Service at no cost to you. 

  

We Provide  

Professional  

Photography to 

make your home 

shine to the  

prospective 

New Homeowners!  

Let the Team at Courtney Dudek Homes Market 

Your House The Way You Deserve To Have your 

home stand out in today’s Market 

MORTGAGE APPLICATION 

MORTGAGE UNDERWRITING 

LOAN APPROVAL 

TITLE COMPANY 

OBTAIN HOMEOWNERS INSURANCE 

ASSEMBLE PAPERWORK                     
AND MAKE SURE  

ALL CONDITIONS ARE SATISIFIED 

CLOSING DATE SCHEDULED WITH ALL  
PERTINENT PARTIES 

CLOSING: DEED TRANSFERRED AND  
RECORDED 

MOVE INTO YOUR NEW HOME 

REPORT TO 
BUYER 

REPORT TO 
BUYER 

REPORT TO 
BUYER 

COORDINATE 
WITH SELLER, 

BUYER &  
ATTORNEY 

CREDIT  
REPORT 

TITLE 
SEARCH 

SCHEDULE 
FINAL 
WALK-

THROUGH 

APPRAISAL 

VERIFICATION 



EVALUATE NEEDS ASSEMENT 

SCHEDULE A HOME SEARCH  

CONSULTATION MEETING 

SET UP APPOINTMENT WITH         
MORTGAGE COMPANY FOR              

PRE-QUALIFICATION 

MORTGAGE PRE-APPROVAL 

SELECE APPROPRIATE HOMES TO 
SEE 

SUMBIT OFFER ON NEW HOME 

OFFER NEGOITATED & ACCEPTED 

ATTORNEY APRROVALS 

INSPECTION SCHEDULED 

SET UP AUTO-
EMAIL HOME 
SEARCH IN 

MLS 

CREDIT          
REPORT 

ESTIMATED  
CLOSING 

NEGOTATION 

EARNEST MON-
EY 

MEET WITH  
BUYER 

MEET WITH  
BUYER 

COORDINATE 
WITH SELLER 

REPORT TO 
BUYER 

COUNTER 
 OFFER 

DO YOUR 

In the past, prospective homeowners had very little access to information 
about sales prices, market trends, homes currently on the market, statistics 
and the home-buying process. Now with the access to the web, there’s      
information and data available to you at anytime, form any place. Be sure 
to do your homework and become educated! 

Be 

Touring multiple homes can be confusing. Instead of relying on your 
memory, take pictures and notes on all the homes you visit. I will review 
these notes with you to help you narrow down your house-hunting search 
by selecting the homes that best match your wish list criteria. 

BE PREPARED TO  

Review a blank purchase contract ahead of time so you’ll be familiar with 
the decisions you’ll need to make when it’s time to make an offer. Be sure 
to use your wish list, your notes and all the information you’ve gathered on 
the property to help with your decision. Take all the time you need, but be 
ready to take this all-important step when you’ve found your dream home! 

Buying a new home is life-changing event, but don’t allow it to become 
overwhelming. Take time to unwind, calm your thoughts and keep the 
whole experience in perspective. 



Helpful Tips to Make Your House-Hunting  
Experience Positive and Rewarding., ask these important 
questions: 

PICK AN IDEAL 

You’ve probably heard the old saying “location, location, location.” This point 
still bears repeating. Location is everything. When deciding on a new home, 
ask these important questions: 

• What is your desired commute time? 

• Are senior services available? 

• Is public transportation near by? 

• Do the schools in the neighborhood meet your expectations? 

• What is the proximity to grocery stores and shopping malls? 

Work with you agent in determining what features in a home are most important 
to you. Focus on the features that you must have, would like to have and those 
you don’t really want. This will help streamline the process, allowing you to find 
the right home that suits your family’s needs. 

MAKE A 

GET PRE-APPROVED FOR A 

The price you can afford to pay for a home is determined by many factors such 
as household income, credit worthiness, monthly debt, interest rates, type of 
loan, and cash on hand for a down payment and closing costs. The amount you 
qualified for may be more or less than you anticipated– and will determine your 
house purchase budget. A letter from a reputable mortgage broker is proof that 
you meet lender’s requirements. It strengthens your position with the seller,    
especially in the case of multiple offers should they occur. 

As a home buyer you should know about                                    
seller concessions, also called seller contributions! 

An agreement can be made between you and the seller where the seller 
pays for  
certain financing costs on your behalf at closing. In addition to benefiting 
buyers by helping to pay for closing costs, concessions can be a good 
way for sellers to sell their home faster. 

• A seller’s property is listed at $210,000 
and a buyer offers $203,700. 

• The seller accepts this price and the  
     buyer’s final purchase price is 
$203,700. 

SELLER CONCESSIONS CAN 
PAY FOR CLOSING COSTS      
INCLUDING: 

• APPRAISAL FEES 
• ATTORNEY’S FEES 
• LOAN PROCESSING FEES 
• TITLE INSURANCE 

HOME SALE WITHOUT A 
SELLER CONCESSION: 

WHEN A SELLER CONTRACT INCLUDES, FOR EXAMPLE A 3% SELL-
ER CONCESSION: 

• A seller’s property is listed at $210,000 and a buyer offers this full 
amount with 3% seller concession.  

• The seller nets $203,700 ($210,000 minus $6,300 for seller  
      concession). 
• The buyer purchases the home at $210,000 
      and receives the $6,300 toward closing costs 
      by paying the full asking price. 


