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UNDERSTANDING HOME

AFFORDABILITY

Before you start house hunting, it's important to understand what
“affordable” really means for you. Affordability isn’t just about a home’s
price tag—it's about how all the financial pieces come together to create a
monthly payment you can comfortably manage. That’s why working with a
trusted lender early on is essential. Obtaining a pre-approval letter not only
clarifies your budget—it's a key step before you can seriously begin your

home search.

MORTGAGE RATES

Even a small shift in
interest rates can
significantly affect

your monthly
mortgage payment.

When rates are low,

your money stretches
further. When they

rise, your buying
power may decrease.
Keeping an eye on
current rates—and
locking in the best
one when the time is
right—can make a big
difference.

Jeff Japar, Real Estate Agent

DOWNPAYMENT

While a 20% down
payment used to be
the standard, that’s no
longer the rule.
Today, many first-
time buyers qualify
for loans with as little
as 3-5% down. Some
programs even offer
zero-down options.
The amount you put
down will influence
your loan size,
monthly payment, and
whether you'll need
mortgage insurance.

R (206) 484-2289

CLOSING COSTS

In addition to your
down payment,
you'll need to

budget for closing

costs—typically 2-

5% of the home's

purchase price. This

covers things like
lender fees,
appraisals, title
insurance, and more.

The good news? In

some cases, you can
negotiate for the

seller to cover part
of these costs.

@ www.Jefflapar.com



MOST COMMON MORTGAGE OPTIONS

When it comes to financing your first home, there’s no one-size-fits-all

mortgage. The right loan for you depends on your credit, savings, income,
and even the type of home you're buying. The good news? There are several
loan programs designed specifically to help first-time buyers succeed.

CONVENTIONAL LOANS

Conventional loans are offered by
most banks and credit unions. If you
have a good credit score and steady
income, you might qualify with as
little as 3% down (first-time home
buyers). If your down payment is
under 20%, you'll need to pay for
Private Mortgage Insurance (PMI),
which adds to your monthly
payment.
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USDA LOANS

USDA loans are designed for buyers in
eligible rural or suburban areas—some
parts of Snohomish County may
qualify. They offer 100% financing,
meaning no down payment is
required, and they come with low
interest rates. There are income and
location requirements, but they're
worth exploring if you're open to
living just outside the city.
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FHA LOANS

Backed by the Federal Housing
Administration, FHA loans are
especially popular with first-time
buyers. They allow for a lower
down payment—just 3.5%—and
offer more flexibility if your credit
isn't perfect. FHA loans do require
mortgage insurance, but they can
be a great option for buyers who
are still building financial strength.

VA LOANS

If you're an eligible veteran, active-
duty service member, or qualifying
spouse, a VA loan can be an incredible
benefit. These loans require no down
payment and no mortgage insurance,
which can save you hundreds of
thousands of dollars over the term of
the loan. They also tend to have lower
interest rates and more lenient credit
guidelines.
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FINDING YOUR DREAM HOME

House hunting can be one of the most exciting parts of the homebuying journey, but
it can also be overwhelming if you're not sure what to expect. This section walks you
through how it all works, from partnering with a real estate agent to stepping inside
your future home for the very first time.

Working with a Real
Estate Agent

Your agent is your guide, advocate, and
problem-solver throughout the home
buying process. A good agent will:
e Help you understand what you can
afford
* Provide access to listings the
moment they hit the market
e Tailor home search notifications to
your priorities and needs of your
future home
e Schedule and coordinate private
showings at times that work best
for you
e Offer insight into listings, pointing
out beneficial features or potential
red flags

Pro Tip: All communication with the
seller or their agent should go through
your agent. This helps protect your
interests and negotiating position.

You'll see listings online, in apps, and through your agent's
customized search portal. Listings include photos, property
descriptions, prices, and key features like number of
bedrooms, square footage, and lot size. Your agent can also
spot off-market or “coming soon” properties you won't find on
the big websites.

When you find homes you like, your agent will schedule
private showings—these are one-on-one tours where you can
take your time, ask questions, and picture yourself living there.
Bring a notebook or take photos to help you compare
properties later.

These are scheduled times when a home is open to the public
(no appointment needed). Open houses are a great way to
explore multiple homes in a day, especially early in your
search. If you're not working with an agent yet, be cautious
about sharing too much info with the listing agent—they
represent the seller, not you.

It's easy to fall in love with a pretty kitchen or dream backyard,
but your agent will help you stay focused on what matters
most: location, layout, condition, and long-term value. Keep
your must-haves and budget in mind, but don'’t be afraid to
explore options you hadn't considered.
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MAKING A STRONG OFFER

Your offer is a formal written contract. In a competitive market like Snohomish County, your
offer needs to stand out—but you don’t want to stretch beyond your comfort zone.

Before deciding how much to offer, your agent will STANDING OUT
look at comparable homes (“comps”) that have
recently sold in the neighborhood. This helps
determine a fair and realistic price, based on the
home’s size, condition, location, and features.

Jeff never sacrifices
your protection for the
sake of a deal.

With his experience and
deep market
knowledge, he’ll help
you make smart,
strategic choices that
minimize risk while
maximizing your
chances of success.

Your agent prepares the paperwork and sends it to the
seller’s agent. Your offer contains:
¢ The price you're willing to pay
e Contingencies (like inspection, financing, or
appraisal)
e The earnest money amount
e Your proposed closing date
¢ Any other terms important to you such as
requested repairs, inclusions, etc.

Whether it’s refining
the terms, timing the
closing just right, or
strengthening your
offer without
overreaching, Jeff is in
your corner —
advocating for your
goals every step of the
way.

Once the seller receives your offer, they can accept
it, reject it, or come back with a counteroffer. This
is a normal part of the process. You may go back
and forth a bit on price, repairs, or closing dates
before reaching an agreement. Your agent’s role is
to advocate for you, help you make smart choices,
and make sure you know your options.
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UNDER CONTRACT:
WHAT HAPPENS NEXT

Once your offer is accepted, you're officially under contract—congrats! While it may feel like
the hard part is over, there are still a few important steps to complete before closing. Here’s
what to expect during this in-between phase:

p—t ) o
— Slgn the Purchase Navigate the
£| &Sale Agreement Contingency Period
Once terms are agreed upon, both parties sign the Your agent will help schedule all necessary
formal contract. This includes: inspections to assess the home’s condition, and
advise you on any deadlines as well as available
¢ Purchase price options to rescind or back out.

Contingencies (inspection, financing, appraisal, etc.)
Closing timeline

Any negotiated items like seller credits or rent-back
terms

Your earnest money is deposited to show you're
serious.

¢ You'll receive a detailed report outlining any issues
* You may request repairs, credits, or move forward as-is

Appraisal Ordered by the Lender

Your lender will order an independent appraisal to confirm the home’s value.

o |If the appraisal comes in low, you o If it meets or exceeds your offer price,
may renegotiate with the seller you move forward

e Provide Documents for @/\é Loan Goes Through

= Loan Underwriting Underwriting
This is the behind-the-scenes financial review your The underwriter ensures your loan meets all program
lender performs. They’ll likely ask for: guidelines and risk standards. If all checks out, you'll

receive your “Clear to Close”"—the green light for your

o Updated pay stubs or bank statements ) ;
final paperwork and closing day!

o \erification of employment
o Letters of explanation (for credit items, large
deposits, etc.)

During this phase, don't make any big financial changes
like opening new credit or changing jobs.
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CLOSING DAY: YOU'RE ALMOST HOME

You've made it through inspections, appraisals, paperwork, and negotiations
—now it's time for the final step: Closing Day. This is when all the final
documents are signed, the funds are transferred, and you officially become
a homeowner.

REVIEW YOUR @
8: CLOSING - FINAL
'd DISCLOSURE = WALKTHROUGH

At least three business days before closing, your
lender will send you a Closing Disclosure (CD)—a
final summary of your loan terms, closing costs,
and total amount due.
« Review carefully and ask questions
« Compare it to your Loan Estimate to confirm
accuracy

Usually 24-48 hours before closing, you and your
agent will do a final walkthrough to:
e Ensure the home is in the same condition as
when you made the offer
« Confirm repairs (if negotiated) are completed
« Verify no unexpected issues have popped up

GET THE KEYS

Once everything is signed and funds are received, the deal is recorded with the county—and
you officially own the home. Your agent will hand over the keys and celebrate with you!

=

TRANSFER t\l_

I_I FINAL EUNDS SIGN ALL FINAL
< g”g DOCUMENTS
¢\“.
You'll need to wire or bring a certified check for
your: At the title or escrow office (or with a mobile notary),
« Down payment yoU'll review, sign & notarize:
¢ Closing costs e The loan documents
« Any agreed-upon prepaids (like taxes, insurance, e The Deed of Trust
HOA fees) e The final Settlement Statement

This part can take about an hour—bring your ID!

Double-check wiring instructions with your title or
escrow company to avoid fraud.
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