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Why should you consider offering @

unch and learn seminar to your
teamse

Lunch and Learn events have shown to provide:

Team members’ gratitude towards employer

Relevant topics that will enable participants to make
iInNformed decisions

Accessible to all in a less formal setfing
Boost of employee motivation and loyalty




FIRST-TIME HOMEBUYER FACTS

i 3 S{y of bunpers
0 were first-time

buyers, including
44% of buyers in the Northeast
33% af buyers i the Midwaest
319 of buyers in the South
31% of buyers in the West

For 67% of first-time

buyers, the desire to

own a home was the

primary reason they
purchased one,

O~ 58% i

rmarried

13% were single fernales
3% wiere single males
14% were unmarred couples

First-time buyers
financed 94% of their
home purchase.

O- 40%

of first-tirne buyers
have children
urider the age of
18 living at home.

O-6%%

of first-tirne buyers
want i save more
maney now and
walt to move imo
a nicet home in
the future,

32 The median age of
first-time homebuyers,
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S?I,ﬂﬂﬂ: The median

income of frst-tims
homebuyers,

O-74%

rented an
apartment or
house befora
buying a home.

21% lived with parents,
relatives or friands,

76% EL?:‘;:EE 6 6% of millennial

first-time buyers
expect their parents 1o help with
their home purchase in one of the
fallenwing winys:

36% help maving in

259 deciding which home 1o by

inspired to buy for emotional
reasons, iIncluding wanting to
have a place of their own and
wanting to put roots dawn,

19% money for & down payment
15% help with mortgage payment

Source: NAR, Bank of America, Buffini Real Estate report




Seminar Topics

Buying process overview

Mortgage pre-approval, search, placing an offer,
negotiating terms, performing inspections, closing....

Credit overview
Types of Loans
Affordability calculation - Debt vs. Income ratio
Building credit tips
Sources of down payment
Typical transaction costs

Down-payment, Inspections, Appraisal, Title work, Home
Insurance

Q&A




Seminar Deftails

30 to 45 minute session (depending on company’s policies)
Lunch and learn or during-before-or-after working hours

Facilitated at employer’s premises (conference room, break room,
cafeteria, anywhere where we can gather a feam)

Facilitated by licensed Realtors and Mortgage professionals

Company may opt to provide lunch or employees bring their own
lunch

Complimentary dessert/cookies and beverages provided by us

Valuable information at no cost to employer or team members

We will be happy to comeback as often as your feam members will
benefit from what we can offer.




Our goal is to build value and ga
tfrust In order to earn referrals

WHY IWEFERHAL | B S EDITION
t *  migl —';?I

- -gaduﬂmsl%muﬁmmummmm ents' contact ’ } 0/, of buyers would
wkmclmm referrals, friends and family, . & 88 /ﬂ use their agent
1,_,;’;'-. .

. | — .

#gain of refer them to others




What do buyers want from thelr
real estate agenftse

. Help finding the right home to purchase

. Help negotiating the terms of sale

. Help with the price negotiation

. Help determining the sales prices of
comparable homes

. Help with paperwork

Let’'s schedule a conference call or
meeting to define the best date to
conduct a seminar for your employees.

Contact Gerry Salgado at 317-631-7510
Email: sales@salgadorealtygroup.com
www.salgadoredaltygroup.com

Source: NAR




