
(217) 819-8009
Chihhao.D.Yang@Gmail.com
www.realtorchy.com



Introduction

Congratulations on taking your first step 
toward homeownership!

With average mortgage rates at historic 
lows and home values on par with those in 
the early 2000’s, homeownership hasn’t 
been this affordable in a long time.

The buying process is involved with sever-
al steps including getting a mortgage, 
home inspection, attorney review, apprais-
al…just to name a few. I am here to make 
the process as easy as possible for you. 

So let’s get started! This guide will intro-
duce you to the home-buying process and 
let you know what to expect. Here’s what 
this guide will cover:

1• Why Chih-Hao Yang?

2• Home-buyer criteria work sheet

3• How do I buy a home? Complete buyer steps

4• Next steps

(217) 819-8009
Chihhao.D.Yang@Gmail.com
www.realtorchy.com



Why Chih-Hao Yang?
So why are you talking to me? Fair question.

Chih-Hao has access to all of Chicago’s favorite build-
ings and best deals.
We’ll take up your home-buying cause, give you objec-
tive advice on the market, and represent you throughout 
the home-buying process. Better yet, the sellers typical-
ly pay our commission – so there’s no cost to you (we 
might ask for a high-five if we get a really great deal).

We’ll provide up-to-the minute real estate data on prop-
erties that match your criteria on your own custom 
search page. That way, you don’t have to wade through 
outdated or inaccurate information. Once we find the 
right home, we’ll put this information to use to get you 
the best possible price and terms. And we’ll use our 
industry connections to assemble a closing team that 
guides this important transaction to a smooth landing.

We’ll also attend to countless other details: meeting the 
appraiser with comps, keeping pressure on the loan 
processor, making sure closing documents are done on 
time, etc. You’ve got enough to do – after all, you’re 
moving!



Homebuyer Criteria Worksheet
Location
Neighborhoods:____________________________________________
Public transit requirements: __________________________________
Roadway access requirements: ________________________________
Specific boundaries: ________________________________________

Size/Budget
Price range: _________to _________
Bedrooms: _____ Bathrooms: _____
Extra rooms: ______________________________________________
Square footage: _____

Home features
Parking spots needed: ____ (Outdoor / Covered / Garage)
In-unit laundry required: Y / N / Bonus
Unit style (ie: loft, vintage, new construction): ___________________
Outdoor space: ____________________________________________
Building/Amenities
Building type: ______________________________________________
Building features (ie: pool, gym): ______________________________
_________________________________________________________

Other Considerations
Pets: ______________________________
Elevator access: ______________________________
Misc (ie: view, closets): ____________________________________

Goals/Other
FHA or VA approved building needed: Y / N
Plan to live here for: ____ years or: Don’t Know
Target closing date: ______________



How do I purchase 
a new home?
From new client to closing

Each of the following steps outlines the 
general progression of a smooth transi-
tion into home ownership, though every 
person and situation may vary. This will 
help guide you through this exciting 
process step-by-step.

1.  Schedule office appointment 
or call

 - Initial orientation for Buyer-How Do I 
Find a Home?
    - New Buyer Questionnaire, ques-
tions you need to ask yourself:
        -What are my needs vs wants vs 
top priorities?
        -Location, size, property type etc?
        -What kind of time frame am I 
working towards?
        -What are my short term and long 
term goals?
    - Set expectations
- Run initial searches to show what 
properties are available
- Run estimated mortgage calculators
- Buyer-Broker Agency disclosures

2. Get Pre-approved-How Do I 
Fund my Purchase?

 - Speak with Preferred Lenders
    - Shop around for different rates and 
loan products
    -How much am I going to put down?
    -What kind of monthly payments can I 
afford?
 -Closing costs and expectations are 
explained
 -Client obtains Pre-Approval Letter
 -This may impact the type of property 
needed to be pursued in addition to 
amount to be spent



3. Your Agent Sets up 
Search/Account on the MLS

 Send/Email and review listings from 
search criteria
   - Ensure all values and searches are 
set
   - Mark properties “Interested | Maybe | 
Not Interested” online through the MLS
 - Comment and ask questions on indi-
vidual and specific properties
 - Comprise initial list of “Interested 
Homes”

4. Schedule a time for the next 
appointment/first showing

 - Generally at least 48 hour notice for 
next and future showings to allow proper 
time to set up appointment efficiently
 - Be sure to have letter of pre-approval 
from lender so know you can afford prop-
erties you will be viewing
- Also determine if FHA approved proper-
ty is required (if getting an FHA loan)



5. Choose a Home

- After each home, determine:
   - What did you like about this home?
   - What did you not like about this 
home?
   - How would you rank this/compare to 
other homes you have seen?
   - Would this be a home you could see 
yourself living in?
   - Would you want to buy this home?
-At the end of each appointment
 - Rank the top 3 homes
 - Discuss action items to be completed 
prior to the next meeting
 - Repeat Steps 3-5 until you find the 
right home
     - Depending on inventories and 
market conditions, often clients may 
have a “back-up” choice in addition to a 
primary home of interest

6. Make an Offer

 - Your agent will run a Comparative 
Market Analysis/Area Statistic Report
    - Determine recently sold comparable 
units in building, and area
    - Tax and mortgage records, listing 
property history, may be available to look 
at
 - Determine a proper offer price given 
market data and conditions
 - Determine closing date
 - Determine Initial and second earnest 
money
 - Mortgage contingency
    - This is a “Fall-back” in case proper 
financing cannot be obtained. This is to 
ensure the contract is only valid if certain 
financing arrangements are met as inter-
est rates and loan products can vary day 
to day



\

- The commitment date/deadline is 
established on the contract as to 
when the buyer needs to have a final 
commitment from the lender that 
funds will be ready for closing, usual-
ly at least 10 days before closing
- Attorney/Inspection period (general-
ly 5 or 7 days)
  -An attorney is to be hired-generally 
$400-750
  - An inspector is to be hired-gener-
ally $250-350 depending on the size 
of the
area inspected
- Any attached riders or addendums/-
credits to contract
- Any contingencies i.e.
- Buyer has to sell own home
   - Certain construction repairs need 
to be able to be done and approved
   - Certain approvals from condo 
association/board

7. Negotiations

-Verbal negotiations ensue after an 
initial written offer is submitted
-Each offer and counteroffer is pre-
sented
-Negotiate until acceptance of all 
terms are met
- Deal is signed off on
   - Sales Contract is edited the to 
accepted terms and submitted for 
initials and signatures by all parties
    - Disclosures signed and submit-
ted

- Discuss property reports, declara-
tions and by laws (this usually is 
reviewed in
HOA review period)

8. Initiate Funding

 - Speak with lender about specifics 
of property
- Send Lender Contract to begin 
commitment approval for the loan of 
this specific purchase property

9. Attorney Modifications 
and Inspection

- All documents are submitted to 
attorneys
- Inspection Scheduled
  - Scheduled by Buyer and Buyers 
Rep with Inspector and Sales Agent 
(sales agent only has to grant 
access, does not need to attend)
  - Attended by Inspector, Buyer and 
Buyers Agent
  - Summary of Inspection items 
given to buyer from inspector
      - Buyer to determine which items 
are most important and to be fixed 
or credited to be fixed
      - Requests are sent to the attor-
ney
      -  Buyer and Seller negotiate 
through attorneys of which items to 
be addressed, fixed, and/or credited 
by closing
        



- For any major issues (mold, structural 
issues, architectural changes, flooding 
etc. Consult a licensed professional
 - Order and conduct survey (if neces-
sary, not applicable for condos)
- For condos, check for necessary new 
buyer paperwork, changes in By-Laws, 
management procedures and building’s 
22.1 docs
- Attorneys sign off on all items
- End of Attorney/Inspection period 
within designated days of contract or 
written extension provided until com-
plete

10. Title is Opened/ “Brought 
Down”

- Seller and/or Seller Agent orders a title 
policy for the unit for purchase
- Title history is checked by buyer’s 
attorney to ensure that a clean and 
marketable title is being transferred
- Any claims or liens are cleared if appli-
cable

11. Appraisal

- Ordered by the lender within 10 days 
of the loan application
- Paid for by buyer (average $500)
- Lender is in contact with selling agent 
to schedule appraisal
- Agent should offer Comps and com-
plete copy of contract and upgrades



12. Second Earnest Money 
Delivered within Specified Days in 
Contract

- Remaining funds of second earnest 
minus initial earnest are delivered
- Selling Agent deposits earnest money, 
held in a third party escrow account 
established by Selling Broker

13. Mortgage commitment/con-
tingency date met by lender

- Pending all steps given by the lender to 
client are met, the lender will notify if 
approved funds will be ready for closing
- Funds are scheduled and/or transferred 
or brought by the buyer in a certified 
check, payable to the buyer, at/during/or 
before closing (this step usually has the 
largest implications at closing when deter-
mining how long the actual closing will 
take)

14. Final Walk-Through (gener-
ally 1-2 days before closing)

 - Any inspection, improvement, construc-
tion, etc. items remaining checked
 - Buyer and Buyer’s agent ensures that 
no significant damages, changes, or other 
issues have occurred to the property 
since inspection and contract acceptance
 - If new construction or a condo conver-
sion, a “punch list” is prepared for proper 
inspection (it is still recommended to hire 
a licensed inspector)
 - This is usually the last time the buyer 
will view the property before closing



6. Make an Offer

 - Your agent will run a Comparative 
Market Analysis/Area Statistic Report
    - Determine recently sold comparable 
units in building, and area
    - Tax and mortgage records, listing 
property history, may be available to look 
at
 - Determine a proper offer price given 
market data and conditions
 - Determine closing date
 - Determine Initial and second earnest 
money
 - Mortgage contingency
    - This is a “Fall-back” in case proper 
financing cannot be obtained. This is to 
ensure the contract is only valid if certain 
financing arrangements are met as inter-
est rates and loan products can vary day 
to day

15. Pre-Closing Attorney and 
Buyer Items (Readying for the trans-
fer and move)

- Follow-up with Title/Escrow Company 
to ensure all transfer documents, title 
insurance, transfer documents and 
paperwork is ready (usually done by 
attorneys)
- Loan Officer to be sure everything is 
on schedule (usually checked by Buyer 
agent and/or buyer)
- Once all items met, Selling Attorney to 
schedule a closing time on the date of 
the pre-determined closing and location 
that appeases buyer and buyer attorney 
and seller on date of closing (generally 
at least 1 week before closing)
- Buyer to get Home Insurance whether 
condo or single family or apt building
- Coordinate movers, move-in proce-
dures, and move-in dates (with man-
agement if applicable)
- Utilities set up to be ready to be trans-
ferred in buyer’s name

16. Closing

- All parties meet at designated Title 
Company at the scheduled closing date 
and time set previously by selling attor-
ney
- Attorneys conduct signing of all docu-
ments for procurement of monies in 
exchange for deed and title.
- Transfer is funded
- Keys are handed to Buyer



1) Your agent, Chih-Hao, will create custom 
search page on the Multiple Listing Service 
based on the criteria discussed. Check out 
the properties on the MLS. You can use the 
mortgage calculator to compute your month-
ly principal and interest. The MLS will auto-
matically add in the taxes and divide by 12, 
but you will have to enter in the assess-
ments for the association fees (found on the 
MLS sheet). This will help you decide if you 
are able to get what you want within your 
price range.

2) Mark the properties you are interested in, 
leave comments or e-mail your agent with 
questions.

3) If you have not already done so, get 
pre-approved by a lender. Your agent can 
recommend several competent lenders

Next Steps


