
Welcome Home



Meet Brenda
I began my real estate career in 1995 in Detroit, MI with my husband, where we
were both born and raised. We were very successful and closed a lot of deals...
We did everything wrong that you could possibly imagine. Just ask me, I'll
explain. Through luck, faith, God and dead relatives; we saw the economic
crash of 2007/2008 coming before it hit and decided to move our entire lives
"anywhere but here". After a ton of research, we settled on Wichita, Kansas. I
know what you're thinking... "You could go anywhere in the nation and you
chose Wichita?!" There were a lot of solid reasons (call me and I'll explain) and
it was a wonderful decision. We didn't know anyone in Wichita, save a few
people (like the Broker we chose) who were already in the business of selling
real estate. On the 19+ hour drive from Michigan to Kansas, we rewrote our
entire business plan. Within 5 years, my husband was part owner of a local
brokerage and I was in the top 2% of agents in the region for both volume and
customer satisfaction all while selling used residential homes. Now, my
husband runs our team; we both mentor new and experienced agents; we
teach and write classes at the Realtor® Association and I am able to help
hundreds of clients achieve their real estate goals every year.

Fun Facts:
I cannot tell a joke to save my life. If it's funny to
me, I crack up trying to tell it so when I finally
get to the punch line, it's not really funny to
anyone else.
I owned a Florist shop and did all the floral
designing (which I loved). I had to sell it after 7
years when I found out I was allergic to flowers
(which I hated).
I married my best friend the day after my 20th
birthday. In October, we celebrate our 30th
anniversary and he is STILL my very best friend.
We were told by several doctors that we would
not have chidren. We have a 13 year old daughter.
She is our miracle.



Introduction
My commitment as your Realtor® is to make the process of buying a home as efficient and
stress free as possible. This is an exciting time for buyers and I will support you in not only
finding the right home but I will negotiate the best terms while assisting you through the
process.

Our team has prepared this handbook for you to help explain the process of buying a
home. You will be able to familiarize yourself with the various steps, activities, documents,
language/terms, and procedures that you will be experiencing while we work together on
your home purchase.

Our goal is to facilitate a smooth transaction. My experience, reputation and market
knowledge will be instrumental in helping you achieve the goal of purchasing your next
home. I look forward to working with you!

BRENDA NOFFERT, REALTOR®
The Noffert Group | Better Homes & Gardens Real Estate Alliance

6617 W Cental Ave | Wichita, KS 67212
Brenda.Noffert@BetterKS.com | www.TheNoffertGroup.com | 316 - 871 - 4586

Our Professional Relationship
MY COMMITMENT TO YOU - I am a full time Realtor®, professionally licensed through
the state of Kansas, after completing the education requirements and passing the state
exam. I am a long standing member with the NAR (National Association of Realtors®), the
KAR (Kansas Association of Realtors®) and RSCK (Realtors® of South Central Kansas), and
as such, I abide by a strict Code of Ethics to provide the highest level of service. You will be
treated with respect, loyalty and confidentiality.

SKILLED SERVICE - The majority of the work I perform on your behalf will be
previewing homes, researching comparable sales, gaining market knowledge, researching
trends, evaluating changing legislation, and maintaining professional credentials. For
every hour I spend showing you homes or in consultation, I spend numerous hours in
preparation. I am constantly acquiring information to better serve you.

HOW I AM COMPENSATED - I work entirely on commission, which I receive only if a
transaction is completed by closing escrow. The seller pays the full commission from the
home sale proceeds. This allows you the freedom to work with the Realtor® best suited to
your needs without worrying about fees for service.



Services for Buyers
Inform you about current market conditions
Provide you a list of reputable lenders
Search daily for appropriate properties
Provide expertise when writing an offer
Provide you a list of reputable inspectors
Negotiate strongly on your behalf
Offer ideas on cosmetic updating
Provide you a list of utilities prior to close
Be available at closing
Provide a complete file after close
Offer continued service & support beyond closing



Home Buying Process
WHAT TO EXPECT WHEN BUYING A HOME
EVALUATE YOUR NEEDS - I will meet with you to discuss your specific needs
in a home an analyze your resources. We will establish a list of criteria about
the must haves and those items which are identified as most important.
LOAN CONSULTATION - I will provide guidance in terms of loan officer
consultation and offer feedback on your pre-approval and financing options
which you may be considering, including education on loans which you may
not know are available. A licensed loan officer will be able to guide you through
options that fit your financial needs.
VIEWING PROPERTIES & HOME SELECTION - I will research all available
properties, and show you homes based on the criteria we've established. After
we view properties, we may end up making changes to our initial criteria to
better suit your needs. The ultimate goal is to find you the best house for your
needs.
STRUCTURE A STRONG OFFER - Once you have found the home that you
want to purchase, I will do all the necessary research to help you structure a
strong offer. We will write a purchase agreement and I will advise you on the
protective contingencies, customary practices and local regulations.
PRESENT YOUR OFFER - I will present your offer to the seller through the
listing agent. The seller has 3 options: accept, reject or counter your offer. My
experience and knowledge of your needs will help me present your offer in it's
best light.
RESPOND TO THE SELLER - I will review the seller's response with you. If
the seller has countered your offer, you will have the option to accept, reject or
counter. My negotiating skills will benefit you in reaching a satisfactory
agreement.



Checklist for the Loan Application

Copy of the purchase contract and property information
Mailing address and property description
Contact information for access to the property

Social security number
Marital status
Number and age of dependents
Current address and telephone number(s)
Addresses for the past seven years (if more than one)
Current housing expenses (rent/mortgage, insurance, taxes)
Name and address of landlord/mortgage holder (past 2 years)

2 years of employment history, with complete details of each position
Recent pay stubs and 2 years of W-2 forms
Tax returns & financial statements, if self employed
Records of dividend & interest received
Proof of other income

Information about all bank & money market accounts
2 months of bank statements (all pages)
Current values of investment accounts: includes stocks/bonds, mutual funds, etc.
Vested interest in retirement funds
Value of life insurance
Information about any real estate you own
Value of any significant property you own

Itemized list of current debts: loans, credit cards, and other bills
Written explanation of any past credit problems
Full details of bankruptcy during the past 7 years, if applicable

THE FOLLOWING INFO IS TYPICALLY NEEDED
FOR A LOAN APPLICATION:

PROPERTY INFORMATION

PERSONAL INFORMATION

EMPLOYMENT HISTORY & INCOME

ASSETS

LIABILITIES & DEBTS



Components of a Mortgage Payment
Your monthly mortgage payment is made up of several components. The
housing expense is commonly referred to as PITI or principal, interest, taxes &
insurance. PMI (see below) and homeowner's association dues may also make
up a portion of your total payment.
PRINCIPAL - The original balance of money borrowed/remaining balance of a
loan, excluding interest. The interest is calculated on the principal balance
INTEREST - The charge for the use (loan) of money
TAXES - The county assessor charges property tax based on value of the home.
Taxes are billed in 2 installments each year. The 1st installment is due
December 1 for January 1 through June 30 of the current year. The 2nd
installment is due June 1 for July 1 through December 31 of the previous year.
Taxes may be impounded (added to your mortgage payment and collected
monthly by your lender and held in escrow until due on your behalf).
HAZARD INSURANCE - This contract pays for a loss on a home from certain
hazards, including fire. You obtain homeowner's insurance from your
insurance agent. The standard policy pays replacement costs, minus
depreciation based on actual cash value. Talk to your insurance agent about
the different types of insurance available and what options you have in
selecting the best coverage for your situation. Hazard insurance is also
impounded and handled just like taxes by your lender. Obtaining insurance
coverage is a requirement of the loan process, so once your offer is accepted,
immediately contact your insurance agent to get a policy in place for closing
day.
PRIVATE MORTGAGE INSURANCE (PMI) - Depending on the amount of your
down payment, you may be required to carry PMI coverage. A down payment
of less than 20% on a conventional loan requires PMI. Loans with smaller down
payments are a higher risk to lenders, and therefore will require PMI.
Other kinds of loans allowing for higher debt-to-income ratios and lower (to
no) down payments, such as FHA and VA loans, will also charge a fee for
mortgage insurance. FHA mortgage insurance is known as Mortgage Insurance
Premium (MIP), which is collected monthly for the full term of the loan. VA
loans charge a funding fee, which may be financed at the start of the loan.



The Inspection Process
While property inspections provide no guarantee, they will inform you as to
the condition of a property. Inspections are usually requested on the offer to
purchase, and if inspection results are unsatisfactory, you have the option to
withdraw your offer and ultimately cancel your purchase agreement contract.
In addition to the professional inspections listed here, you should take a really
close look at the property yourself. For example, you should open cabinets,
doors and windows, look closely at flooring, counter tops, built in appliances,
test bath & kitchen fixtures, test stairs and banisters, view roof eaves, gutters,
foundation, trim, etc. Ask your agent and home inspector about anything you
see that you have a concern about.
TERMITE REPORT (WDO INSPECTION) - The pest report will indicate any type
of wood destroying organisms that may be present. This includes fungus, dry
rot (water damage) and termites. For VA loans, theh seller will be required to
pay for this inspection.
PHYSICAL INSPECTION (General Home Inspection) - This is usually
performed by a general home inspector and is a thorough physical inspection
of the property. The inspection results in an overall assessment of the current
condition of the property.
ROOF INSPECTION - If recommended by your agent or your inspector, a roof
inspection will offer you information on the useful life remaining and if any
repairs may be needed.
SEWER SCOPE - Many buyers choose to have this done, especially if
purchasing an older home. This inspection will tell you the health of the clean
out systems & drainage into the public sewer. Many older homes do not have
clean outs and do have lots of large mature trees that could create a potential
blockage.
POOL INSPECTION - If applicable, this inspection is optional and should be
performed by someone familiar with pool structure & equipment.
CHIMNEY INSPECTION - If applicable, this inspection is optional and may be a
good idea to perform if you intend to use this system.



Escrow: Who or What?
Escrow is the legal procedure for handling the money & recording details of
the transaction. This is a neutral 3rd party. The escrow process begins once a
purchase offer is accepted & continues until the recording of the transfer of
deed of trust is completed. Escrow is managed by the title company selected.
The buyer has the choice of using any escrow office to handle this function of
the contractual commitment.
The escrow officer is, again, a neutral 3rd party in this transaction, and must
complete specific instructions before title can be transferred to the new owner
and funds are disbursed. The buyer and seller instructions must match in
order for the escrow to move forward.
The escrow is usually opened the business day following the mutual
acceptance of the purchase agreement. The Earnest Money deposit is required
to be deposited within 5 business days.
PRELIMINARY TITLE REPORT - The title company searches public records for
inforamtion about the property & sends out a report for review. This includes:
Who is the owner of record? What liens exist against the property? What
easements, if any, affect the property? Are there any judgements to be cleared
up? Any identified items must be resolved during the escrow process.
TITLE INSURANCE - Title insurance is protection for buyers against forgeries,
errors in public records & other such specific items. An ALTA (American Land
Title Association) title insurance policy is issued to protect the lender.



Terms to Know
ADJUSTABLE RATE MORTGAGE (ARM)
A mortgage with an interest rate that changes over time in line with the
movements of the index. ARMs are also referred to as AMLs (adjustable
mortgage loans) or VRMs (variable rate mortgages).
ADJUSTABLE PERIOD
The length of time between interest rate changes on an ARM. For example, a
loan with an adjustable period of one year is called a one-year AMR, which
means that the interest rate can change once a year.
AMORTIZATION
Repayment of a loan in equal installments of the principal & interest, rather
than interest-only payments.
ASSUMPTION OF MORTGAGE
A buyer's agreement to assume the liability under an existing note that is
secured by a mortgage or deed of trust. The lender must approve the buyer in
order to release the original borrower (usually the seller) from the liability.
BALLOON PAYMENT
A lump sum principal payment.
BINDER
Sometimes known as an offer to purchase or an earnest money request. A
binder is the acknowledgement of a deposit along with a brief written
agreement to enter into a contract for the sale of real estate.
CAP
The limit on how much an interest rate or monthly payment can change, either
at each adjustment or over the life of the mortgage.
CC&Rs
Covenants, Conditions & Restrictions. A document that controls the use,
requirements and restrictions of a property.
CERTIFICATE OF REASONABLE VALUE
A document that establishes the maximum value and loan amount for a VA
guaranteed mortgage



CLOSING STATEMENT
Commonly referred to as the settlement statement. The financial disclosure
statement that accounts for all of the funds received and expected at the time
of closing, including deposits for taxes, hazard insurance, and mortgage
interest.
CONDOMINIUM
A form of real estate ownership where the owner receives title to a specific
unit and has a proportionate interest in certain common areas. The unit itself
is generally a separately owned space whose interior surfaces (walls, floors, &
ceilings) serve as its boundaries.
CONTINGENCY
A condition that must be satisfied before a contract is binding. For instance, a
sales agreement may be contingent upon the buyer obtaining financing.
Standard Kansas purchase agreement contracts assume multiple contingencies
for buyers to perform as part of the terms of the agreement.
CONVERSION CLAUSE
A provision in some ARMs that enables you to change an ARM to a fixed rate
loan, usually after the initial adjustment period. The new fixed rate is generally
set at the prevailing interest rate for fixed-rate mortgages. This conversion
feature may have an additional cost.
DUE ON SALE CLAUSE
An acceleration clause that requires full payment of a mortgage or deed of
trust when the secured property changes ownership.
EARNEST MONEY
The portion of the down payment delivered to the escrow agent by the
purchased with a written offer as evidence of good faith.
ESCROW
A procedure in which a 3rd party acts as a stakeholder for both the buyer and
the seller, carrying out both parties instructions and assuming responsibility
for handling all of the paperwork and distribution of funds.
FHA LOAN
A loan insured by the Federal Housing Administration.



FEDERAL NATIONAL MORTGAGE ASSOCIATION (FNMA)
Popularly known as Fannie Mae. A privately owned corporation created by
Congress to support the secondary mortgage market. It purchases & sells
residential mortgages insured by FHA or guaranteed by the VA, as well as some
conventional home mortgages.
FEE SIMPLE
An estate in which the owner has unrestricted power to dispose of the
property as he wishes, including leaving by will or inheritance. It is the
greatest interest a person can have in real estate.
FINANCE CHARGE
The total cost a borrower must pay, directly or indirectly, to obtain credit
according to Regulation Z.
GRADUATED MORTGAGE PAYMENT
A residential mortgage with monthly payments that starts at a low level and
increases at a predetermined rate.
HOME INSPECTION REPORT
A qualified inspector's report on a property's overall condition. The report
usually includes an evaluation of both the structure & mechanical systems.
HOME WARRANTY PLAN
Protection against failure of mechanical systems within the property.
INDEX
A measure of interest rate charges used to determine changes in an ARM's
interest rate over the term of the loan.
JOINT TENANCY
An equal, undivided ownership of property by 2 or more persons. Upon the
death of any owner, the survivors take the decendent's interest in the property.
LIEN
A legal hold or claim on property as security for a specified amount on specific
terms.
LOAN COMMITMENT
A written promise to make a loan for a specific amount on specific terms.



MARGIN
The number of percentage points the lender adds to the index rate to calculate
the ARM interest rate at each adjustment.
MORTGAGE LIFE INSURANCE
A type of term life insurance often bought by mortgagors. The coverage
decreases as the mortgage balance declines. If the borrower dies while the
policy is in force, the debt is automatically covered by insurance proceeds.
NEGATIVE AMORTIZATION
Negative amortization occurs when monthly payments ail to cover the interest
cost. The interest that isn't covered is added to the unpaid principal balance,
which means that even after several payments you could owe more than you
did at the start of the loan. Negative amortization can occur when an ARM has
a payment cap that results in monthly payments that aren't high enough to
cover the interest.
ORIGINATION FEE
A fee or charge for work involved in evaluation, preparing & submitting a
proposed mortgage loan. The fee is limited to 1% for FHA and VA loans.
PITI
Principal, Interest, Taxes and Insurance. 
PLANNED UNIT DEVELOPMENT (PUD)
A zoning designation for property developed at the same or slightly greater
overall density than conventional development, sometimes with improvements
clustered between open & common areas. Uses may be residential, commercial
or industrial.
POINT
An amount equal to 1% of the principal amount of the investment or note. The
lender assesses the loan discount points at closing to increase the yield on the
mortgage to a position competitive with other types of investments.
PREPAYMENT PENALTY
A fee charged to a mortgagor who pays a loan before it is due. Not allowed for
FHA or VA loans.
A f



PRIVATE MORTGAGE INSURANCE (PMI)
Insurance written by a private company protecting the lender against loss if
the borrower defaults on a mortgage.
PURCHASE AGREEMENT
A written document in which the purchaser (buyer) agrees to buy a certain
property (real estate) and the seller agrees to sell under stated terms and
conditions. Also called a sales contract or agreement for sale.
REGULATION Z
The set of rules governing consumer lending issued by the Federal Reserve
Board of Governors in accordance with the Consumer Protection Act.
TENANCY IN COMMON
Also referred to as tenants in common. A type of joint ownership of a property
by 2 or more persons with no right of survivorship. Multiple owners of a
property can hold variable interest in lieu of equal interest.
TITLE INSURANCE POLICY
A policy that protects the purchaser, mortgagee, or other party against losses.
VA LOAN
A loan that is partially guaranteed by the Veterans Administration and made by
a private lender to qualifying members of the armed forces.
A f



What Do My Past Clients Have to Say?

What will you have to
say about me?!



Homework: Needs & Wishes
While your opinions on the type of home you want to own may change during
the home buying process, use this easy checklist to help you set your priorities
& make the selection process less time consuming.
What neighborhood(s) do you like?
____________________________________________________________
____________________________________________________________
What school district would you like to be in?
____________________________________________________________
____________________________________________________________
How close do you need to be to:
Public Transportation ___________________________________________
Schools _____________________________________________________
Airport ______________________________________________________
Highway _____________________________________________________
Shopping ____________________________________________________
Other _______________________________________________________
What architectural style(s) do you prefer?
____________________________________________________________
____________________________________________________________
Do you want a one story or a two story home?
____________________________________________________________
How old of a home would you consider?
____________________________________________________________
How much repair / renovation would you be willing to do?
____________________________________________________________
Do you have any special facilities / needs your home must meet?
____________________________________________________________
____________________________________________________________
Do you need a fenced yard or other amenities for your pets?
____________________________________________________________



Evaluate your activities & lifestyle...
The neighborhood you choose can have a big impact on your lifestyle. For
example, convenience can play a big part in home ownership satisfaction.
Think about the activities you enjoy (shopping, movies, health club,
organizations, etc.) Determine how far you would like to travel from your home
to your favorite locations.



Homework: Communication
We want more than anything for this to be a smooth transaction for you.

Primary Contact: ______________________________________________

Best Phone Number: ____________________________________________

Email Address: ________________________________________________

Secondary Contact: _____________________________________________

Best Phone Number: ____________________________________________

Email Address: ________________________________________________

Do you both wish to be copied on all email communication? Y / N

How does someone with with you?
____________________________________________________________

____________________________________________________________

____________________________________________________________

How does someone lose with you?
____________________________________________________________

____________________________________________________________

____________________________________________________________

I sincerely appreciate the time that you took out of your busy schedule to meet with me
to discuss your real estate dreams and look forward to working with you to make your

dreams a reality.
I've got your back!



Presented by Brenda Noffert
Realtor® KS BR00225375

316 - 871 - 4586
6617 W Central Ave | Wichita KS 67212

Brenda.Noffert@BetterKS.com
www.TheNoffertGroup.com

Special thanks to the many owners who allowed us to share their beautiful homes in this presentation. 


