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INTRODUCTION
Buying a house is kind of a big deal. After all, it’s likely going to be one of the biggest purchases
you make in a lifetime.
Perhaps you’re reading this because you’ve been renting for years, and you’ve decided it’s time
to purchase your first home. (Congratulations!) Or maybe you’ve lived in the same home for a
while, and it’s time to downsize or upsize - but it’s been so long since you’ve been through this
process and you want a refresher course. On the other hand, perhaps you’re moving to Indiana
for work and want to know what to expect when purchasing a home here.
Regardless, we’re glad you’re here. Over the next few pages, we’ll fill you in on everything you
need to know about buying a house - from finding a realtor and connecting with lenders to
determining priorities, things to keep in mind when viewing a house for purchase, what to expect
with making an offer (and counter-offer), why it’s important to have an inspection and appraisal,
and finally what goes on at a house “closing.”

Whew! We’ve got a lot to cover. Are you ready? Let’s go!

FINDING A REALTOR
Since purchasing a home is such a big investment, it’s important that you find someone to walk
you through this process that you like and trust. That being said, finding a realtor is the first step to
finding your dream home.
A Realtor can save you a lot of time, money and frustration. They are able to recommend lenders
(we’ll get to that next), help you navigate neighborhoods to find what you are looking for in a
home, give you insight into market values and help resolve any problems that may pop up.
(Naturally, if you’re in the Indianapolis market, we would certainly love to work with you!)
You’ll want someone who is willing to listen so that they have a good idea of what you’re focused
on. Find someone who is knowledgeable about contracts, negotiation and can explain the entire
process, so you understand each step. You don’t want to walk blindly through the home buying
experience.
While your realtor cannot make decisions for you, he/she will be a wealth of knowledge and
resources in educating you about the home buying process, ensuring you have all the
information you need to make a good decision for yourself. An experienced agent will have
facilitated numerous transactions; therefore, they can anticipate most issues and have a game
plan for managing each step of the process.

You’re going to be spending a lot of time with your realtor as you look at houses, so you’ll want to
choose someone that you like; but more importantly, someone who you absolutely feel is working
for you!
If you don’t already have a realtor in your network of friends, it’s totally acceptable to meet with
a few realtors to find one that you have a good connection with. (Think of it as shopping for a
realtor.)

Once you’ve found a realtor you like and trust it’s time to find a
lender, which is our next topic.

CHOOSING A LENDER

After you’ve chosen your realtor, it’s time to find a lender - or someone willing to loan you a lot of
money. It’s important to get pre-approved so that you know how much you can afford and so
sellers can have confidence in you when you make an offer. But in order to get pre-approved,
you first have to find a lender.
A lot of home buyers go online looking for lenders, but we recommend asking your realtor. He/
She will know lenders who are reputable and who can walk you through the financing process
with relative ease. Really, there are two types of lenders:
Large, national lenders - These banks literally get thousands of applications monthly for loans, so it
usually takes longer for these to get processed. Oftentimes, their processing and underwriting
departments are not local.
Small, local lenders - These local banks/mortgage companies generally have their own
processors and underwriters. You have direct access to the specific person that you would be
working with. By default, this paperwork process tends to go a lot quicker since you’re working
with one person, not an entire department.
Local lenders often have loan programs that are not available through the national lenders and
are also more knowledgeable about specific Indiana laws.
We’d love to tell you that you should always go with (fill-in-the-blank) lender, but reality is, it
depends on the type of program you want, how much money you have to put down, etc. You’ll
want to find a lender who will work well with you and your specific financial needs.

Once you’ve chosen a lender, it’s time to get pre-approved. In order for a lender to feel
confident loaning you a large sum of money, they want to feel comfortable knowing that you
have a stable financial situation. That being said, the pre-approval process requires a bit of
paper- work/proof.

Here’s what you need:
Personal Info:
 Address for the last two years
 Social Security numbers for all parties on loan

Financial:









1 month of paycheck stubs
2 months of bank statements
2 years of tax returns (the first two pages)
2 years of W-2s
DD214 if you are using your VA benefits
Latest statement for pensions, retirement, disability
Proof of child support or alimony paid or received
Proof of income from rentals and investments

If Self-employed:
 2 Years 1040 Tax Returns
 Current year profit and loss statement

Miscellaneous:
 Sales contract (if you’re selling another home)
 BankruptcyPapers (if applicable)
 Divorce Decree (if applicable)

Proving your financial status is important so that the lender knows how much money they can
confidently lend you. The pre-approval process takes about 2 weeks to complete. Once that’s
finished, it means that the lender has verified everything - your job status, credit report, etc. and
the file has been reviewed by underwriting.
This gives you a stronger buying position when it comes to making an offer on a home. When
buyers are pre-approved, you close on homes quicker, with less bumps along the way. (Trust us,
this is a good thing!)
A distinction: Being pre-approved is different than being pre-qualified, which is not verified. Let’s
say you are out shopping for homes and find one that you absolutely fall in love with! But you are
not yet pre-approved. (Oops!) You can call a lender.
Based on them taking your information and verifying your credit score, you can get pre-qualified
within 24 hours. The problem is that it doesn’t mean as much since the numbers haven’t been
verified. In the end, you will need to be pre-approved to buy a home, so it’s always better to get
it completed first.

FINDING YOUR HOME

Determining priorities
Once you have your pre-approval, it’s time to (officially) start house hunting!
Let’s take a step back for a moment. Once you’ve completed the pre-approval process, you’ll
be pre-approved for a certain amount of money. Let’s say the bank pre-approves you for a
$200,000 loan. You may only feel comfortable spending $175,000 on a home based on your
income, and that’s okay!
Remember what you are pre-approved for isn’t necessarily what you will (or want to) spend on a
home. That being said, part of determining your priorities is deciding how big of a loan you want
to take out.
You most likely have a good idea of what you want in a home, but now is the time that you make
a list (and check it twice). We recommend determining “must haves” vs “negotiables.” For
example, if you really, really want a fireplace or must have a home office, your home should
definitely have the features most important to you.
Be specific! If there’s a specific neighborhood or area you want to be in, put it on the list. If you
have an aversion to two-story homes, put it on the list. If you absolutely must have a finished
basement, put it on the list. Anything and everything you care about passionately (positively or
negatively) needs to be on the list.

After you’ve finalized what it is that you’re looking for (or - in some cases - not looking for), we
highly recommend going over this with your realtor in detail.

Once you’ve decided how much you want to spend and what
you’re looking for, it’s time to look for your home!

Looking at homes
This is the fun part! Browse online for homes available in your price range so that you can get an
idea of what you can expect. It’s also your realtor’s job to keep his/her eyes peeled for ideal
locations. If they listened carefully and set up searches accordingly (for anything from having a
tree line to not being on a pond to having a fenced-in back yard), they should be alerted when
new houses come on the market.
When it’s a hot market, homes can go quickly, so it’s important for your realtor to be on top of
this! By the time homes are listed on some sites, they already have an offer.
When you are actively looking for that “one” home, it takes a diligent effort from both the realtor and
the homebuyer. You and your agent will be notified when a home matching your criteria has been
listed. Setting the appointment and getting to the home as soon as possible will be a top priority.

Keep the following in mind as you visit houses for sale:
Look at the neighborhood - are people taking care of their homes?
If it has a basement, is there obvious water damage?
How’s the curb appeal?
Pay attention to the condition of the counters, floors, appliances and roof. You’ll want to
consider future maintenance.
 What school district is the home in?





 Is the area noisy; trains, planes, freeway, etc.?
It’s important to keep your eyes wide open as you look at homes. Don’t be swayed by the current
owner’s decorating taste. Paint is easily changed and most likely, they are not leaving their
furniture. You are looking at the space, amenities, condition and obvious red flags. As you are
visiting homes, your realtor will also be evaluating each home and use this information to provide
you with market data for the home and neighborhood.
We recommend that you visit at least 7-10 homes in your price range. You want to see enough to
get a good idea of your options but not so many that you’re completely googly-eyed.
If you don’t find exactly what you’re looking for, sometimes it just takes having a little patience.
We have clients who are on lists, just waiting for the perfect home to come on the market.
(Remember those search alerts we mentioned earlier?) If you’re wanting a specific neighborhood or an exact layout of a home, your search may take a bit longer, but it will certainly be well
worth it in the end.

House shopping can be fun!
But it can also be overwhelming.
Keeping track of homes
After looking at so many homes, it can be difficult to keep track of them all. After every home we
show, we ask our clients, “Could you see yourself living there?” If the answer is no, then we tear up
the spec sheet and move on to another home. If the answer is maybe, then we go through a
guide that ranks certain aspects of the home from 1-10.
Once you’ve narrowed your search down t the one or two favorites, you’ll probably want to
revisit them, just to make sure they’re as fabulous as you remember.

MAKE AN OFFER
If you’ve found a house that you don’t think you can live without, it’s time to make an offer. In
Indiana, we use a standard purchase agreement prepared by our Association attorney’s. An
offer can include the following important detail













Offer price
Closing date (the day you settle all funds 30-45
Type of financing
Earnest money
Is the buyer requesting closing costs?
When the change of possession will occur
If you want a homeowners’ warranty
Inspection dates
Proration of taxes
What happens if the property is in a flood plain?
Which title company will be used
Who will pay specific fees

When your agent is writing your contract they will review
all the specifics in detail and how they affect your offer.
If your dream house is priced accurately, then it would be wise to offer the full asking price. Keep
in mind, however, that some homes are overpriced. (If this is the case, it will come out during the
appraisal, which we’ll talk about shortly.) Your realtor will be able to provide you with a
Comparative Market Analysis for the home, as well as current trends for the area and/ or
neighborhood to help you decide on a fair offer price.
Your offer will be submitted to the listing agent. The seller will have three choices; accept the offer
as written, reject it, or counter-offer. (Based on our experience, about 90% of offers get
countered.)
Keep in mind, however, that once the offer is countered, the original offer is rejected. If it’s a
house that you really want, you need to make the offer as strong as you can since the counter
will be on new terms.
Either party may rescind an offer or counter-offer prior to acceptance and delivery, so timing is
extremely important. It is incumbent upon your realtor and the seller’s realtor to present all
contracts as quickly as possible. This is a great time to have an agent who utilizes an electronic
signature program.

At the time of contract acceptance, earnest money is submitted, which is a good faith deposit of
the buyer’s intent to perform. Usually, this is around 1% of the purchase price. It is held by the
listing broker, and it is credited to the buyer at the closing. If the buyer fails to complete the
transaction (without legal cause) the earnest money will be forfeited.

There are contingencies built into the contract to protect the
buyer. These contingencies include:








Appraisal
Mortgage Approval
Inspection
Flood Plain
Property Use
Marketable Title
Insurability of Home

Once the buyer and seller have agreed on purchasing terms, you
proceed to the next step: the inspection.

THE INSPECTION

We wholeheartedly believe you should have an inspection of the home you are purchasing. This
is your chance to find out about any problems beforehand and know the condition of the major
components of the house that may become your home.
Your home inspector will check everything visible they have access to (interior, electric, heat- ing,
AC, roof, plumbing, garage doors). They’re trained to notice anything that might not be in
optimal condition - down to cracks in the foundation. The inspector will not give advice about
whether or not you should buy a specific home; instead, they are there to provide an
experienced opinion of condition.
The fee for a basic home inspection is typically in the range of $300-$400, depending on the
square footage of the home. Homes over 2,500 square foot will generally cost more.

Additional inspections you may want to have:





Well(pumpandwatersamples)
Septic
Radon
Wood Destroying Pest

You may also choose to inspect for environmental contaminants; including mold, possible leadbased paint and biological contaminants. Each of these inspections will be an additional cost.
View a sample Home Inspection Report.
After the inspection, a report with pictures will be sent to the selling agent and the buyer. This is
your opportunity to address any defects in the home and request necessary repairs.

In Indiana, you can’t walk away from a home purchase because of the results of an inspection.
Our contract states, “If the inspection report reveals a “defect” and seller is unwilling or unable to
remedy the defect to the buyer’s reasonable satisfaction, the buyer may terminate this
agreement”.
The definition of defect (per the contract) is, “ a condition that would have a significant adverse
affect on the value of the property, that would significantly impair the health or safety of future
occupants of the property, or that if not repaired, removed, or replaced would significantly
shorten or adversely affect the expected normal life of the premises.”
By contract, you have to give the seller an opportunity to fix defects. If the seller cannot or will not
make the requested repairs, you may request a mutual release from the contract. De- pending
on the reasons for it, however, you may lose any earnest money you put down.
One thing to note: You will receive a seller’s disclosure and you cannot back out of a contract for
something which has already been disclosed. You can ask for it to be repaired. However, once
you have signed the seller’s disclosure, you have acknowledged any defects disclosed.
After you’ve gotten (and settled, if necessary) the results of the inspection, it’s time for the
appraisal.

THE APPRAISIAL
An appraisal is done by the buyer’s lender to evaluate the price of the home to give an estimate
of the value (so that they know they’re not lending more than property value). It will be
scheduled with an outside independent appraiser. For a home purchase, most appraisers use the
“Sales Comparison Approach” for determining value. The basis for this type of appraised value is
the review and comparison of recent sales which most closely match the property being
financed.
On certain loan programs, the appraiser could also call for additional repairs to be completed
before closing. This is especially true with FHA and VA loans.
When completed, the appraisal will be sent to your lender. It could change the price if it doesn’t
come back for at least the purchase amount. The seller doesn’t have to sell for a lower price,
and buyer doesn’t have to buy for the contract price.
However, the remedy for a low appraisal is a negotiation between the buyer and seller. The seller
will lower the price; the buyer will pay the contract amount, the buyer and seller can split the
difference or the deal will fall apart. (This is precisely why you don’t want to overpay for a house.
After the appraisal comes back and all has been settled (if necessary), it may seem like nothing is
happening since things will get quiet. But that’s not the case; this is when there’s a lot of stuff
going on behind the scenes. The title company will be making sure that there are no liens against
the property, ordering payoffs, and final figures for taxes and HOA fees; the processor is getting
the loan ready for underwriting, etc.
Your realtor will be monitoring the progress of the lender and Title Company and helping to
prepare any additional documents either may need.

HAZARD AND HOME OWNER’S INSURANCE
You will need to provide your lender with your insurance company name and policy. In order to
obtain this, you’ll need to know specific information about your house, such as:
Address of home
What year was it built?
What is the square footage: Main/Upper/Basement
Construction: Frame/brick/stone
# of bathrooms
Foundation: Slab, crawl, or basement
Garage: Attached/detached/ Size
Do you have protective devices (smoke detector, carbon monoxide detector, alarm
system, etc)?
 Roof type and age
 Supplemental heating sources (fireplace, heating stove, etc)?
 Distance from closest fire station and closest fire hydrant









You will also want to know whether your home is in a flood plain and if flood insurance is required.
Your agent can provide you with the MLS data sheet and tax information for the property, which
will give you most of the information you need for your insurance company.
The information necessary will depend on your particular insurance company. Just ask your
agent for details.
Note: We generally recommend you check with the company who carries your auto policy. Most
of the time, there is a discount for multiple policies. This is also a great time to evaluate your
insurance policies and get comparison quotes.

After that’s completed, you get to sit back, relax, and enjoy the
next few weeks before your closing.
Well, if packing is considered enjoyable!

FEES AND CLOSING COSTS
Every transaction will have different cost for fees. Lender fees will vary, as will title fees and
insurance fees, based on the company chosen. Some fees are negotiable by contract. Your
lender will provide you with a Good Faith Estimate of costs once you have a selected a property
and completed your loan application.

Estimated fees and costs you can expect to pay include the
following
Lender Fees







Loan Origination - Generally about 1% of the loan amount
Appraisal Fee - $350.00 - $500.00
Credit Report - $15.00 - 40.00
Tax Service - $90.00
Flood Certification - $10.00
Interest from day of closing till the end of month

Escrow and Upfront Fees
If you put less than 20% down, your lender will require an escrow account for taxes and insur- ance. The
escrow account will generally be funded with a reserve amount equal to 2-3 months of monthly fees for
taxes and insurance. Your lender will take monthly payments to fund the accountforfuturetaxand
insurancepayments.
1 year upfront payment for Hazard Insurance will be paid at closing.

Title Fees
Title fees are negotiable in the contract and typically the buyer will pay for the lender’s title policy,half
theclosingfee,andrecordingfee.






Lender’s Title Policy - $200
½ of Closing Fee - $150-$200
Recording and Sales Disclosure Fee - $80-$100
½ HOA Transfer Fee - depends on the HOA Management Company
TIEFF - $5 (title fraud enforcement fee)

Property Taxes in Indiana
Explaining taxes and how they affect your purchase is often a difficult task. First, we’ll talk about
the tax rate in Indiana and how exemptions affect your payment and ability to qualify.

Property Tax Rate in Indiana
The property tax rate in Indiana depends on the use of the property. For owner occupied homes,
the cap rate is 1% of the assessed value. Keep in mind, some cities and towns have assessed an
additional tax for schools.
For investment properties (non-owner occupied), the tax rate cap is 2% of the assessed value.
Commercial rates are capped at 3% of the assessed value.
In order for a home to qualify for the owner occupant status, the owner must live in the property
as their primary residence and file their homestead exemption. The homestead exemption is filed
with the county recorder, and the tax amounts are certified based on the exempt status. When
you purchase a home, you have until January 31st of the year in which you purchased to file for
your homestead exemption.

How Taxes Affect Your Financing
When you are looking to purchase a home, you will need to be aware of whether the home you
are looking at has the homestead exemption filed and in place. In many cases, that fact alone
can determine whether you will qualify for the monthly payment on a home without the
exemptions in place.
When you are pre-approved for a loan amount, it is often reflected in the estimated monthly
payment and your debt-to-income ratios (DTI). Until the time you have chosen a property you
want to purchase, your estimated monthly payment will be based on a 1% tax rate. If there are
currently no homestead exemptions filed, the taxes will be assessed at 2%.
Your loan officer will be able to let you know upfront whether you qualify for the higher monthly
payment. Let’s look at the difference in monthly payment without homestead exemptions filed.

On a Loan amount of $200,000 and purchase price of

$250,000. 5% Interest Rate with a 30-year fixed loan.
Principal & Interest

Taxes

Insurance

Monthly Total

With Exemptions Filed

1074.64

208.00

100.00

1382.64

Without Exemptions Filed

1074.64

416.00

100.00

1590.64

Assuming you qualify for the higher payment, you will receive a portion of the money back. The
lender will generally give you an escrow analysis yearly and adjust the escrow balance. Any
overage will be sent to you. You can also request your lender review your escrow account after
your homestead exemption has been filed and your next scheduled tax payment has been
made.

How Taxes Affect Your Closing Costs
In Indiana, taxes are paid in arrears, semi-annually on May 10 and November 10 of each year.
The tax bill due on May 10th of each year is for the previous years (first half) tax amount. In May of
2014, the taxes paid will be for January - June of 2013. The taxes paid in November 2014 will be for
taxes accrued in July - December of 2013.
The following assumes your contract states the taxes will be pro-rated:

As a home buyer, you will be given a credit (from the seller) for the amount of time they lived in
the property and taxes have not yet been paid. The amount of that credit you actually keep will
depend on how close you are to the next tax bill being due.
For instance, if you are closing on April 20th of 2014 and taxes are $1,200 semi-annually, you will
receive a credit from the seller for $3,127. That’s $1,200 for each half in 2013, 3 months of 2014,
plus $127 for the 19 days in April. (The day of closing belongs to the buyer).
Tax credit from seller to buyer

$3127

Taxes paid by title for May installment

$1200

Two months of taxes placed in reserve account

$400

Net credit to buyer

$1527

Since the date for taxes to be paid for the first half of the previous year are almost due (May
10th), the title company will make sure those taxes are paid and take $600 of that amount and
send to the county. This leaves the buyer with a credit of $963.
Now, with the next payment not due until November, the amount your lender escrows will be less.
Your escrow account set up with the lender will have a reserve of about 2 months of taxes, plus
enough payments of the monthly escrowed amount to fully fund the amount needed to pay the
next installment of taxes.
Based on the above scenario, closing in April, your first mortgage payment would not be due until
June 1st. This would give you 6 months of payments (June-November) to your escrow account for
taxes. When taxes are due on November 10th, your lender will have enough in your account to
pay your taxes.
As you move closer to the next installment of taxes due, the amount you receive and the amount
you need for escrow changes. The following chart assumes an end of month closing and 2
months reserve. If you close in January, you will receive 13 months credit and the lender will
escrow 6 months.
Closing

Jan

Feb

Mar

Apr

May

Jun

Jul

Aug

Sep

Oct

Nov

Dec

Seller Credit

13

14

15

10

11

12

13

14

15

10

11

12

1st Payment

Jan

Feb

Mar

Apr

May

Jun

Jul

Aug

Sep

Oct

Nov

Dec

6

7

8

3

4

5

6

7

8

3

4

5

Months Escrowed

CLOSING
A day or two before your closing, you’ll receive what’s called a HUD-1 or settlement statement
telling you how much money you need to bring to closing. It will detail all the fees and how they
are to be received (most likely certified funds or a wire transfer). In Indiana, if the total amount is
over $10,000, the buyer will have to wire funds to the title company.
Your agent will go over all the final numbers with you and will provide you with wiring instructions.
There shouldn’t be any surprises here, but figuring out the way the fees and closing costs are
calculated can be like reading a book backwards.
Also before closing, you’ll do one final walk-through on the property to make sure that it’s in the
same (or better) condition. This is your chance to make sure that any repairs the seller agreed to
make have been completed.
On the day of closing, you will meet with the sellers, their agent and your agent at the title
company to sign A LOT of documents. (It will feel like you’re signing your life away, or at least the
next 15-30 years of it!) You will need to bring two forms of ID with you and one must be a picture
ID.
This is typically the day that the keys will be given to you, but that’s based on the con- tract
agreement.

...and with that, you’re a home owner. Congratulations!

TOP 10 “BITS OF ADVICE” FOR HOMEBUYERS

1

When you are searching for homes, remember that there are many
sites out there with out of date properties. The homes you find may
no longer be available.
For the most accurate list of homes available and new listings, use a
local agent site, mibor.com or Realtor.com.

2
3

If you go to open houses or new home neighborhoods, don’t be too
free with your personal and financial information.
The person you are talking to represents the seller and by agency law,
must provide that information to the seller.
Hand-in-hand with #2, have your own agent representing you. The
listing agent represents the seller. They cannot divulge certain
information when acting as a limited agent.
They have to disclose material facts but cannot tell you about any
concessions the seller may be willing to give up, any conversations
they have had with the seller or divulge any information that would
be detrimental to the seller.
They also cannot provide you with a market analysis that could put
the seller at a disadvantage.

4

Watch out for homes that appear to be flipped or totally renovated.
Sometimes, it’s paint, carpet and new appliances covering a lot of
problems.
Renovations exceeding the normal upgrades for an area can also
lead to a buyer paying too much for the neighborhood.
Remember the saying - don’t buy the most expensive home in a
neighborhood. (It’s a trusty saying for a good reason.)

5

If at all possible, don’t change your financial status while you are in
contract for a home.
This means, don’t open any accounts to purchase new furniture or
appliances; don’t buy a new car; pay all your bills on time and don’t
change professions.

6

If you are financing with an FHA or VA insured mortgage, be sure
you know what defects will not be acceptable to the lender. For
instance, neither will accept peeling paint on a home built prior to
1978, and FHA will not finance a home without flooring. VA will not
allow the buyer to pay for a termite inspection.
Your realtor and/or lender will be able to tell you whether a home
will be acceptable and what fees the buyer cannot pay. It doesn’t
mean you can’t buy the home; just that those repairs may not be
negotiable, as is the case with almost all bank owned homes.
Many condo developments are not FHA certified. Your agent can
find out whether a development is certified.

7

Find out all you can about the past utility costs. There are some
electric and gas companies where the cost can be quite a bit more
than what you may currently pay.
If you are moving to a home which uses propane gas, ask about the
usage. Propane has risen quite a bit in price and can be a costly
alternative to natural gas during the winter.

8

Be sure you review the HOA documents (if applicable) for rules and
regulations about anything important to you.
For instance, can you have a pool or spa? Does the HOA allow a
home business (such as daycare) that creates traffic? Can you put
up a privacy fence? Does the community allow rentals? Can you
park your work truck in the driveway?
Some of these can be deal breakers for home buyers.

9

Especially for first time homebuyers, try not to bring too many
people in on the decision making process. It becomes a source of
frustration having too many opinions.
Inevitably, someone in the family loves the home, while someone
else in the family doesn’t. Then you have to choose who you will
agree with. Family feuds can be difficult to manage, so we
recommend as far as people being involved as possible.

10

The residential real estate purchase agreement is a “time is of the
essence” contract. This means all contract dates must be met or an
extension requested and agreed to.
Your agent will help you determine appropriate dates based on
your needs and timeline.

CONCLUSION
We hope that you feel more prepared for buying a house now
that we’ve gone over:










Finding a realtor
Connecting with lenders
Determining priorities
Shopping for your home
Making an offer
Havinganinspectionandappraisal
Being aware of fees and closing costs
Going to your closing
Reading our Top 10 pieces of advice

This is an exciting time in your life… enjoy it!
About Home to Indy
We are a team of professional Realtors® who know the Indianapolis real estate market. Our
agents are experienced in both listing homes and representing buyers. Each agent is a full time
realtor, which means they are readily accessible to clients.
While the use of technology has changed our business, we know you want to speak with a
person, not a machine. We utilize the latest in technology to maximize exposure to our clients’
listings, while maintaining a personal touch.
Every client is treated with respect. You will never be pressured during the process of buying or
selling a home. We believe our clients are smart people who are capable of making an informed
decision when presented with all the facts and data.
We maintain relationships with service providers in all professional areas related to real estate so
you will always have competent advice in every aspect of the transaction. From home inspectors
and contractors to title officers and attorneys, we’ve got you covered.
All our agents are members in good standing with our local, state and National Association of
Realtors® and adhere to the Realtor Code of Ethics. We believe in our fiduciary responsibility to
our clients, which means we will treat your assets as if they were our own.
Need help with your real estate needs in the Indianapolis area? Call us at 317.731-2319

