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The Ultimate Guide to
Buying Your Home



 

 

“Even with a billion dollars in sales, my favorite part of

the job is still sitting down with a new couple, educating

them about real estate, and placing them in their very

first dream home,” states Charles Martino, CEO of

Martino Realty Group. 

 

Please follow us on our social platforms and subscribe to

our YouTube channel for educational content.

MESSAGE FROM THE CEO 



 FINANCIAL COMFORT
ZONE

New Housing Budget

Current Rent

Deposit the difference

for payment practice

$2500

$1000

$1500

Create a Budget 

List expenses: utilities,

rent, insurance, car

payments, food, and all

miscellaneous expenses

and subtract from your

income.

Net number = now

housing budget 

Practice Budget 

This step will give you a good

idea of the mortgage payment

you can comfortably afford

and increase your savings. 

 



 FINANCIAL COMFORT
ZONE

Monthly Take Home Monthly Take Home 

Balance for housing is $2000

Monthly Home Payment  

Monthly principle and interest  

Car Payment

Tolls 

Utilities 

Gas

Food 

$5,000

$200

$150

$250

$1,000

$200

$200

$800

Insurance 

Cell Phone 

Miscellaneus

Taxes

PMI/MIP

Insurance 

Common Charge

$2,000

$350

$0

$100

$100

$1,450

=

$303, 700

Mortgage 



 BANK QUALIFYING

Banks use front and

back ratios when

determining your

income sufficiency.

Ratios are the

percentage of

monthly expenses as

they relate to your

income. 

INCOME

Assets

CREDIT

Equifax Transunion Experian

balances 

timely payments

delinquencies

bankruptcies

When analyzing credit scores,

the bureaus look at the

 

 

Assets are the funds used

for down payments or

closing cost.

 Down payments can be as

low as 0. 

Banks require 60 days of

proof of assets prior to the

application.



 BANK QUALIFYING

Your credit  is monitored by
three bureaus: Equifax,
Transunion, and Experian. Each
of the bureaus develops a FICO
score that ranges from 500-800.
The minimum Fico score to
qual i fy is 620 and above. A Fico
score of 740 above is
considered perfect and wil l  get
you the best interest rates.

When analyzing the credit
scores, the bureaus look at the
balances, t imely
payments, del inquencies, and
bankruptcies.

CREDIT

Banks want to ensure
that you have suff icient
funds to pay your
monthly mortgage. They
use front and back rat ios
when determining your
income suff iciency.
In a perfect world, banks
would l ike the front rat io
of 39% or less and
a back rat io of 49% or
less. 25-30% is a good
measurement to consider
when
trying to understand your
front and back rat ios.

INCOME

Your assets are the last
thing the banks
consider. Assets can be
your down payment that
can be as l i t t le as 3%
or, in some
circumstances, 0. I t  is,
however, easier to
qual i fy with a bigger
down payment. Assets
are usual ly money in
your bank account that
you would potential ly
give as a down
payment.

CREDIT



SELECTING A REAL ESTATE
AGENT 

Market knowledge is an
important qual i ty to
consider when select ing a
real estate agent. They
should know about the
avai lable homes on the
market and how to get fast
access to those homes.
They should also have a
good reputat ion and a good
relat ionship with other real
estate agents to better
access homes around the
area you are interested in.

KNOWLEDGEABLE 

Another qual i ty to consider
is their avai labi l i ty. In a
strong sel ler ’s market l ike
today, i t  is important to
visi t  the property and place
an offer r ight away. You
do not want to be in a
situation where your real
estate agent is not
avai lable or delays showing
propert ies. The real estate
agent works for you, and
you need them to be
accommodating to the
schedules.

AVAILABLE 

you must be able to feel
comfortable with your real
estate agent. You are
sharing your f inancial detai ls
with them and taking one of
the most important decisions
of your l i fe, and you want
your real estate agent to be
there for you through the
process. The Comfort level
grows with open
communication, and you
want to make sure your real
estate agent is avai lable
for cal l / text/  email .
Establ ishing this comfort
zone wil l  undoubtedly make
the process a lot easier.

COMFORTABLE

Look for these qualities when selecting a real estate agent.



A buyer’s agent (your agent
as a buyer) has the
fiduciary responsibi l i ty
( legal and ethical
relat ionship of trust) and
represents your best
interest. 

BUYER'S AGENT 

The sel ler ’s agent also
must treat you honestly
and fair ly by the real
estate code of ethics,
but the sel ler ’s agent
has the sel ler ’s best
interest in mind.

SELLER'S AGENT

A dual agent is who
represents the sel ler and
the buyer (you). A dual
agent must honestly and
fair ly treat both part ies and
not disclose any
buyer/sel ler information to
both part ies. The dual agent
must obtain signed
informed consent from al l
part ies.

DUAL AGENT

HOME BUYER
REPRESENTATION



When f iguring out your
goals and object ives, the
first step is to separate your
wants from needs. You may
want a six-bedroom four-
bathroom house with an
indoor pool,  but you may
only need a two-bedroom,
one-bathroom home.

your goal should be to get
your foot in the door and
invest in a home
that you can afford
comfortably.

GOALS AND OBJECTIVES

Location is an important
aspect to consider when
looking for a home. Research
the area you are interested in.
Consider work commute,
schools, shopping,
transportat ion, parks, etc.

Another aspect to consider is
what t ime frame you have to
purchase a new home and
move in. I f  you have kids, you
may want to think about
buying before their schools
start.



When viewing homes with
interest to buy, consider
viewing with an open
mind.

The tr ick is to surpass the
obvious and look beyond
that.

Also, consider the size of
bedrooms, bathroom, and
kitchen and see i f  i t
works with your family’s
needs and f i ts your
l i festyle.

We also recommend
viewing the neighborhood.
Sometimes walking around
the neighborhood and
viewing other homes and
how they appear helps you
understand i f  that is an
the area you should
consider for your family.

VIEWING HOMES 

 



First,  we recommend you
start with your experienced
real estate agent. Your real
estate agent should answer
questions l ike i f  the house
was for sale for a long
time? What are the other
offers? It  is important to
discuss your potential
offer with your real estate
agent and let their
experience work for you

The second important aspect
to consider is having a
complete offer. 
Include the pre-qual i f icat ion
in your purchase offer. Also,
an introductory letter can go
a long way when making an
offer. Talk about your family
and why you love their
home. Sel lers may
appreciate that and prefer
your offer over others.

Final ly, don't  be discouraged.
We know the market today is
tough, and you may have to
experience mult iple refusals
before your offer is accepted.
Our experience tel ls us the
rule of three. You may lose
three deals before your offer
is accepted. Ult imately, you
wil l  end up in the house you
were meant to have.

MAKING AN OFFER

 



Choose an inspector who is
professional,  avai lable, and
knowledgeable. Make sure
you feel comfortable with the
home inspector. You wil l
have questions and you must
feel comfortable approaching
them with any questions.

when you schedule a home
inspection, be sure
that you are avai lable for i t .
The home inspector may
point things out that are not
the report.  Some of the
information may be t ips and
suggestions as you are a
new homeowner.

Don't panic when you f inish
the home inspection.
The inspector wi l l  give you a
lot of material to go over the
real estate agent
that wi l l  include everything
that is wrong with the house
and everything that
can go wrong in the future.

HOME INSPECTIONS

 

 

 



You wil l  have many
questions throughout the
home buying process, and
just l ike your real estate
agent, you should be
able to contact your attorney
and ask questions. Be open
with your attorney about your
questions and concerns and
al low them to give you
answers and options.

The home is not yours unti l
al l  part ies have signed the
contract. Once you sign the
contract, you are legal ly
obl igated to buy the home.
You wil l  also deposit  up to
10% of the purchase price
into the attorney’s escrow
account, which is subject to
you gett ing a mortgage and a
clear t i t le of the home. 

HIRING AN ATTORNEY

we recommend gett ing a
local attorney. Usual ly, every
area and town has local rules
and laws that you may not be
famil iar with. A local attorney
 who is knowledgeable in al l
the local rules and
regulat ions wil l  be a 
great option.

 

 

 



To f i l l  out a mortgage
applicat ion, the bank or your
mortgage broker wi l l  veri fy your
income through W-2s/1099, Tax
Returns, Paystubs, pension, or
social securi ty award letters.
They wil l  also veri fy the assets
used to purchase the home by
col lect ing two months of bank
statements. I f  a family member is
gif t ing you some money to buy
the house, the bank/mortgage
broker wi l l  need a letter from the
family members.

I f  you have been pre-qual i f ied,
you are more l ikely to be
approved. Once approved, the
bank wil l  issue a commitment
to lend you the money to buy
the home. After al l  the
condit ions are met and
documents submitted, the bank
wil l  give you a clear to close
so you can move on to the next
step in purchasing your f i rst
home.

MORTGAGE APPLICATION

I f  you feel comfortable with
the bank or broker you pre-
qual i f ied from, I  recommend
returning to them.

If  not, then consider qual i t ies
l ike their avai labi l i ty,
knowledge, and
professional ism in f inding
another bank or brokerage.

 



TITLE INSURANCE 

You have the clear to close
from the bank. Now, i t  is t ime
for t i t le insurance. Your
attorney wil l  reach out to a
t i t le insurance company to
run a t i t le search on the
home.

A t i t le search checks al l  the
public records for l iens,
judgments, bui lding violat ions,
etc.,  to issue a free and clear
t i t le to the property. You want to
ensure that i t  is free of l iens or
judgments when you own the
property, and the t i t le is free and
clear. 

Tit le insurance is the only
insurance purchased for the
past that covers any
discrepancies that may have
been missed in the publ ic
records check process. In my
35 years of experience, I  have
never had a cl ient not
purchase t i t le insurance, and I
recommend i t .

 



CLOSING

This is also when you get the
property deed and the keys
to the house and off icial ly
become a homeowner.
 

I  recommend staying calm and
focused. Listen to your attorney
and i f  there is anything you don't
understand, ask questions. I t  is
imperative that you not sign
anything without understanding i t
f i rst.

When the attorney gives you
the documents to sign, you
want to ensure that everything
agreed upon is there. For
example, the terms, rates,
payments, and expected of
each party are correct. Once
you are satisf ied, i t  is t ime to
move forward, sign, and get
the keys to your home. 

 



@martinorealtygroup
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