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I m  n o t  y o u r  a v e r a g e  R e a l t o r !  I  a p p r o a c h  t h e  b u y i n g  a n d  s e l l i n g  p r o c e s s

d i f f e r e n t l y  a n d  I  l i k e  t o  t h i n k  o u t s i d e  t h e  b o x !  I  a m  a  l i c e n s e d  R e a l t o r  i n

P A  &  N J ,  B a s e d  i n  P h i l a d e l p h i a  w i t h  H o m e s m a r t  R e a l t y  &  G E M  i n c .  

M y  p h i l o s o p h y  i n  R e a l e s t a t e  i s  " Q u a l i t y  n o t  Q u a n t i t y " ,  I  l i k e  t o  w o r k  w i t h

o n l y  a  f e w  c l i e n t s  a t  a  t i m e  s o  m y  e n t i r e  f o c u s  i s  o n  y o u !  I t  i s  w h a t  i s

i m p o r t a n t  t o  m e ,  t o  m a k e  s u r e  y o u  a r e  t a k e n  c a r e  o f  b e f o r e  t a k i n g  o n

a n o t h e r  c l i e n t !  

M y  b a c k g r o u n d  i s  i n  m a r k e t i n g  &  b u s i n e s s  1 5 +  y e a r s  a s  a  b u s i n e s s  o w n e r

w h i c h  r e a l l y  i m p o r t a n t  w h e n  i t  c o m e s  t o  b e  a  s e l l e r s  a g e n t !  I  c a n  u s e

u n i q u e  m a r k e t i n g  i d e a s  t o  s t a n d  o u t  a n d  g e t  i n  f r o n t  a s  m a n y  b u y e r s  a s

p o s s i b l e ,  c o n n e c t  w i t h  a  l a r g e  n e t w o r k  o f  m y  b u s i n e s s  c o n t a c t s ,  a g e n t s ,  &

i n v e s t o r s .  T h e  b u s i n e s s  e x p e r i e n c e  h e l p s  m e  n e g o t i a t e  t h e  v e r y  b e s t  d e a l

w i t h  t h e  b e s t  t e r m s  p o s s i b l e  t e r m s !

I  d o  r e a l l y  e n j o y  b e i n g  a  b u y e r s  a g e n t  t o o !  T h e y  d o n t  c a l l  m e  t h e  G E M

f i n d e r  f o r  n o t h i n g !  I  w i l l  m a t c h  y o u  w i t h  t h e  p e r f e c t  h o u s e ,  t h a t  n o t  o n l y

f i t s  o u r  n e e d s  a n d  w a n t s ,  b u t  y o u r  l i f e s t y l e  t o o !  I  a m  r e a l l y  g r e a t  a n d

m a t c h m a k i n g  a n d  c u r a t i n g  a  g r e a t  h o m e  b u y i n g  e x p e r i e n c e !  I t s  s o m e t h i n g

s p e c i a l  w h e n  y o u  i n t r o d u c e  y o u r  c l i e n t  t o  t h e " O N E " !  I t s  r e a l l y  r e w a r d i n g

t o  b e  p a r t  o f  t h e i r  n e x t  c h a p t e r !

Alanna Ralph

let's connect
AlannaRalph@gmail.com

FINDMYGEM.COM

AlannaralphRealEstate AlannaralphRealEstate
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REAL ESTATE AGENT

a little about me...

2424 E York st Phi la Pa 19125



F I N A N C I A L S

D e t e r m i n e  w h a t  y o u  c a n
a f f o r d ,  g e t  a  c r e d i t  c h e c k

a n d  p r e - a p p r o v e d  f o r  a  l o a n

T O U R  H O M E S
S t a r t  s e a r c h i n g  f o r
a n d  t o u r i n g  h o m e s

RoadmapHOME BUYER'S
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F I N D  A G E N T

O F F E RN E G O T I A T E

F i n d  a  g r e a t  a g e n t  t h a t
y o u ' r e  c o m f o r t a b l e

w o r k i n g  w i t h

L e t  y o u r  a g e n t  h e l p
y o u  n e g o t i a t e  w i t h

t h e  s e l l e r

W o r k  w i t h  y o u r
a g e n t  t o  m a k e  a

s t r o n g  o f f e r

I N S P E C T I O N

S e t  u p  a n  i n s p e c t i o n
a n d  p l a n  t o  a t t e n d

A P P R A I S A L

S e t  u p  f o r  a n  a p p r a i s a l  t o
b e  d o n e  o n  t h e  n e w  h o m e

L O A N  A P P R O V A L

R e c e i v e  y o u r  f i n a l  a p p r o v a l
l e t t e r  f r o m  t h e  l e n d e r

U s e  t h i s  r o a d m a p  a s  a  q u i c k  o v e r v i e w  o f  t h e  b u y i n g  p r o c e s s .  I f  y o u  h a v e
a n y  q u e s t i o n s ,  p l e a s e  r e a c h  o u t  t o  y o u r  r e a l t o r !
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S e t  u p  y o u r  m o v i n g
d a t e  w i t h  m o v e r s

C L O S I N G

A t t e n d  t h e  c l o s i n g  m e e t i n g ,
g e t  k e y s  a n d  c e l e b r a t e !
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REAL ESTATETerms

OFFER

CONTINGENCY

An agreement between a buyer and a
seller  to purchase a piece of  real
estate.  This  is  sometimes referred to
as a sales contract.  

When an offer  is  accepted by the
seller,  but there are certain
conditions that must be met before
the sale is  f inal.

CLOSING COST
The fees that are paid at  the end of
the purchase by either the buyer,
seller  or  both.  These include taxes,
insurance and lender expenses.

EARNEST MONEY
Also known as "good faith" money,
this  is  money put up by the buyer into
a trust  or  escrow account.  This  action
shows the buyer is  serious about
purchasing the home.

HOME INSPECTION
An inspection is  a professional
examination of  the property's
condition.  Your agent can recommend
a qualif ied home inspector for  you.

TITLE SEARCH

APPRAISAL

DISCLOSURES

CLOSING

PRE-APPROVAL
A tit le search proves that the property
is,  in fact,  owned by the seller.  You
can also purchase t it le  insurance to
make that no issues that arise later.

The appraisal  is  the value given to a
property based on comparable
properties that have recently sold.
This is  typically  required by the lender
in order to decide i f  the requested
loan amount is  in al ignment with the
value of  the property.

All  sel ler's  are required to f i l l  out a
property disclosure stating what they
know about the property -  good or bad.  

This is  the f inal  step of  your real  estate
transaction.  At  closing the funds from
the buyer are provided to the seller  and
the buyer receives the keys.  This
process typically  takes an hour.

A pre-approval  is  a  prel iminary
evaluation conducted by the lender to
show that the buyer has the funds to
purchase up to a certain amount.  This
is  extremely helpful  when you f ind a
home you're ready to put an offer  on.



REAL ESTATE IS AN
IMPERISHABLE ASSET, EVER

INCREASING IN VALUE. IT IS THE
MOST SOLID SECURITY THAT

HUMAN INGENUITY HAS DEVISED.
IT IS THE BASIS OF ALL SECURITY

AND ABOUT THE ONLY
INDESTRUCTIBLE SECURITY.

RUSSEL SAGE



FIND A GREAT AGENT

FINANCIALS

TOUR HOMES

MAKE AN OFFER

NEGOTIATE OFFER

INSPECTION

APPRAISAL

FINAL LOAN APPROVAL

CLOSING

SCHEDULE YOUR MOVE

ten steps to
BUYING A HOME
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Preparing
to Buy



A  r e a l  e s t a t e  a g e n t  i s  a  h u g e  a s s e t  t o

y o u  a s  y o u  y o u  g o  t h r o u g h  t h e  h o m e -

b u y i n g  p r o c e s s .  T h i s  i s  o n e  o f  t h e

b i g g e s t  d e c i s i o n s  o f  y o u r  l i f e  a n d  y o u

n e e d  a  s k i l l e d  p r o f e s s i o n a l  g u i d i n g  y o u

t h r o u g h  t h e  p r o c e s s .  

Y o u r  a g e n t  w i l l  b e  w o r k i n g  w i t h  y o u r

b e s t  i n t e r e s t s  i n  m i n d  a n d  c a n  h e l p

g u i d e  y o u  t h r o u g h  a l l  t h e  s t a g e s  o f

h o m e  b u y i n g .   

YOU WITH THE PERFECT HOME

OF NEIGHBORHOOD

TO DETAIL

NEGOTIATOR

GUIDE

Agents often have access to information about homes going on the market before the public.

They can also arrange open houses and tours of homes that match your criteria. 

Agents wil l  be able to offer insightful detai ls about the neighborhoods you are considering. 

The process of buying a home requires a good deal of paperwork. Your real estate agent wil l

help you fi l l  out al l  documents and get them submitted properly.

Agents deal with any diff icult conversations that need to happen. They wil l  also help you submit 

a strong offer and negotiate with the sel ler on your behalf.

Realtors are there to help you with any questions you have along the way. They offer an

objective opinion when you're analyzing the features you're looking for. 

FINDING A GREAT
AGENT

Connect

Knowledge

Attention

Professional

Expert



L e n d e r s  r e c o m m e n d  t h a t  y o u

s p e n d  n o  m o r e  t h a n  3 - 5  t i m e s

y o u r  a n n u a l  i n c o m e  o n  a  n e w

h o m e .  Y o u  c a n  f i n d  m a n y

m o r t g a g e  c a l c u l a t o r s  o n l i n e ,

w h i c h  p r o v i d e  a  g r e a t  s t a r t i n g

p o i n t .  

W h e n  c a l c u l a t i n g ,  d o n ' t  f o r g e t

t o  i n c l u d e  e x t r a  e x p e n s e s  l i k e

a t t o r n e y  f e e s ,  h o m e  i n s p e c t i o n

a n d  a p p r a i s a l  c o s t s  a n d  m o n e y

f o r  a n y  h o m e  i m p r o v e m e n t s .  

FINANCIALS

W h i l e  i t ' s  i d e a l  i f  y o u  c a n

p u t  a  2 0 %  d o w n - p a y m e n t  o n

y o u r  n e w  h o m e ,  i t  c e r t a i n l y

i s n ' t  n e c e s s a r y .  T h e r e  a r e

m a n y  w a y s  t o  p u t  d o w n  m u c h

l e s s  a n d  w i t h  c e r t a i n  t y p e s

o f  l o a n s  y o u  m a y  n e e d  a s

l i t t l e  a s  3 . 5 % .  



M a n y  t i m e s  t h e s e  t e r m s  c a n  b e  u s e d  i n t e r c h a n g e b l y  i n

d i f f e r e n t  a r e a s .  Y o u  w i l l  w a n t  t o  a s k  y o u r  r e a l  e s t a t e  a g e n t

w h i c h  i s  m o r e  c r e d i b l e  i n  y o u r  m a r k e t  a n d  t h e n  a p p l y .  

E i t h e r  w a y ,  b e i n g  p r e - q u a l i f i e d  o r  p r e - a p p r o v e d  s h o w s  t h e

s e l l e r  t h a t  y o u ' r e  s e r i o u s  a n d  t h a t  y o u  m o s t  l i k e l y  h a v e  t h e

f u n d s  t o  p u r c h a s e  t h e  h o m e  s h o u l d  y o u  c h o o s e  t o  p l a c e  a n

o f f e r .  P r e - a p p r o v a l  c a n  a l s o  h e l p  y o u  b u d g e t  a s  y o u  w i l l  k n o w

e x a c t l y  w h a t  y o u  c a n  a f f o r d .

T h i s  p r e - a p p r o v a l  d o e s  n o t  g u a r a n t e e  a  l o a n  w i l l  b e  o f f e r e d

s o  y o u  s t i l l  w a n t  t o  b e  c a r e f u l  w i t h  y o u r  s p e n d i n g  d u r i n g  t h i s

t i m e .  D o n ' t  m a k e  a n y  l a r g e  p u r c h a s e s ,  c h a n g e  j o b s  o r  a p p l y

f o r  n e w  c r e d i t  c a r d s  d u r i n g  t h i s  t i m e .

CREDIT CHECK

PRE-QUALIFIED & PRE-APPROVED

I t  i s  i m p o r t a n t  t o  h a v e  a  c r e d i t  c h e c k  d o n e

a s  t h i s  w i l l  b e  a  f a c t o r  i n  d e t e r m i n i n g  y o u r

m o r t g a g e  a p p r o v a l  a n d  i n t e r e s t  r a t e s .  

W h i l e  s o m e t i m e s  a  s c o r e  i n  t h e  5 0 0 ' s  c a n  g e t

y o u  a  l o a n ,  i d e a l l y  y o u  w a n t  t o  a i m  f o r  6 2 0

o r  a b o v e .  T h e  h i g h e r  t h e  s c o r e  t h e  l o w e r  t h e

i n t e r e s t  r a t e .  



Finding a
Home



TOUR HOMES

T a k e  p h o t o s  w i t h  y o u r  p h o n e  w h i l e  v i s i t i n g  e a c h  h o u s e .  O r g a n i z e

t h e  p h o t o s  a t  h o m e  w i t h  t h e  a d d r e s s  o f  t h e  p r o p e r t y  s o  y o u  c a n

r e m e m b e r  d e t a i l s  l a t e r .  

F o c u s  o n  t h e  t h i n g s  y o u  c a n ' t  c h a n g e  l i k e  t h e  n e i g h b o r h o o d ,  l o t

o r  s i z e  o f  b e d r o o m s .  

T e s t  t h i n g s  a s  y o u  w a l k  t h r o u g h  t h e  h o m e .  O p e n  a n d  c l o s e

w i n d o w s ,  t u r n  f a u c e t s  o n  a n d  f l u s h  t o i l e t s  t o  m a k e  s u r e

e v e r y t h i n g  i s  i n  w o r k i n g  o r d e r .

Home searching tips......

M a k e  a  l i s t  o f  a l l  t h e

t h i n g s  y o u  n e e d  a n d

w a n t  i n  a  n e w  h o m e .

T h i n k  a b o u t  h o w  m a n y

b e d r o o m s  a n d

b a t h r o o m s  y o u  n e e d .  

D o  y o u  w a n t  a  b i g

k i t c h e n  o r  i s  a  f e n c e d -

i n  y a r d  m o r e  i m p o r t a n t

t o  y o u ?  

W e  w i l l  s t a r t  t o u r i n g

h o m e s  a n d  w e i g h  a l l  t h e

p o s i t i v e  a n d  n e g a t i v e

a s p e c t s  o f  e a c h  o n e .

W h e n  y o u  f i n d  T H E  h o u s e ,

y o u r  n e x t  s t e p  w i l l  b e  t o

m a k e  a n d  o f f e r  a n d  g o

t h r o u g h  a n y  n e g o t i a t i o n s .  



MAKE AN OFFER

O n c e  y o u ' v e  f o u n d  t h e  h o m e  y o u  w a n t ,  t h e  n e x t  s t e p

i s  t o  m a k e  a n  o f f e r .  W e  w i l l  l o o k  a t  c o m p a r a b l e

p r o p e r t i e s  i n  t h e  a r e a  a n d  d e c i d e  o n  a  s t r o n g  f i r s t

o f f e r .  

M a n y  o w n e r s  p r i c e  a  l i t t l e  h i g h  e x p e c t i n g  t o

n e g o t i a t e  s o  w e  w i l l  t a k e  t h a t  i n t o  c o n s i d e r a t i o n  a s

w e l l .



NEGOTIATE OFFER

M a n y  t i m e s  a f t e r  t h e

i n i t i a l  o f f e r  i s

p r e s e n t e d  t h e  o w n e r

w i l l  c o m e  b a c k  w i t h  a

c o u n t e r - o f f e r .  

A s  a  b u y e r ,  d o n ' t  b e

a f r a i d  t o  b a r g a i n  f o r

w h a t  y o u  w a n t .

W h e t h e r  t h a t  b e  c o s t ,

a  n e w  r o o f  o r  t h e

w h o l e  h o u s e  p a i n t e d .

Y o u  d o n ' t  k n o w  w h a t

t h e y ' r e  w i l l i n g  t o  d o

u n l e s s  y o u  a s k .  



INSPECTION

I t ' s  a l w a y s  a  g o o d  i d e a  t o  a d d  a  c o n t i n g e n c y  c l a u s e  i n t o

y o u r  o f f e r  s t a t i n g  t h a t  y o u  h a v e  a  c e r t a i n  a m o u n t  o f  t i m e  t o

h a v e  t h e  p r o p e r t y  i n s p e c t e d .  T h i s  g i v e s  y o u  t h e  r i g h t  t o

b a c k  o u t  o f  t h e  a g r e e m e n t  i f  y o u  a n d  t h e  s e l l e r  c a n ' t  a g r e e

o n  r e p a i r s .  

P l a n  t o  a t t e n d  t h e  i n s p e c t i o n  a n d  b e

p r e p a r e d  t o  a s k  a n y  q u e s t i o n s  y o u  h a v e .  

Y o u  w i l l  r e c e i v e  a  r e p o r t  o f  f i n d i n g s ,  b u t

i t ' s  s o m e t i m e s  e a s i e r  t o  s e e  t h e  i s s u e  a n d

h e a r  t h e  i n f o r m a t i o n  d i r e c t l y  f r o m  t h e

i n s p e c t o r .  

A f t e r  t h e  i n s p e c t i o n  i s  c o m p l e t e ,  d e c i d e  i f

t h e r e  a r e  a n y  p r e s s i n g  i s s u e s  y o u  w a n t  t o

n e g o t i a t e  w i t h  t h e  s e l l e r .  

B e  c a r e f u l  t o  n o t  b e  t o o  p i c k y ,  b u t  a l s o

n o t  l e t  m a j o r  c o n c e r n s  g o  u n a d d r e s s e d .



Final
Steps



Your lender wil l  require an

appraisal of the home before

final izing the loan. 

The home appraiser wil l  take into

account the neighborhood,

housing market, age and

condition of the home, etc. 

A property t it le search wil l  ensure

that the sel lers are truly the

owners of the property and any

leins or judgments are disclosed.  

T h e  l o a n  i s  o n l y  f u l l y  c o m p l e t e  a f t e r  t h e  l e n d e r  a p p r o v e s  t h e

l o a n .  Y o u  w i l l  r e c e i v e  a  f i n a l  a p p r o v a l  l e t t e r  a f t e r  t h e y

r e v i e w  y o u r  i n c o m e ,  c r e d i t  r e p o r t  a n d  e m p l o y m e n t  s t a t u s

o n c e  m o r e .  

H o m e  o w n e r s  i n s u r a n c e  i s  a l s o  r e q u i r e d  b e f o r e  t h e  m o r t a g e

c o m p a n y  w i l l  f i n a l i z e  t h e  l o a n .  

APPRAISAL

LOAN APPROVAL



You wil l  want to get movers

scheduled as soon as possible.

Make sure to avoid scheduling the

move and closing on the same day

if possible. If  you wil l  be doing

renovations, start getting quotes

from contractors.

Make sure you set up the transfer

of uti l i t ies for closing day. 

SCHEDULE YOUR MOVE

CLOSING10

C l o s i n g  i s  t h e  f i n a l  s t e p  f o r  y o u  t o  b e c o m e  t h e  l e g a l  o w n e r

o f  y o u r  h o m e .  Y o u  w i l l  t a k e  a  f i n a l  w a l k - t h r o u g h  j u s t  b e f o r e

c l o s i n g  t o  a s s u r e  t h a t  n e g o t i a t e d  w o r k  h a s  b e e n  c o m p l e t e d

a n d  e v e r y t h i n g  i s  i n  w o r k i n g  o r d e r .  

T h e  c l o s i n g  p r o c e s s  i t s e l f  r e q u i r e s  a  l o t  o f  p a p e r w o r k  a n d

p a t i e n c e .  B e  p r e p a r e d  w i t h  y o u r  g o v e r n m e n t  i s s u e d  p h o t o

I D ,  c a s h i e r ' s  c h e c k  a n d  a n y  o t h e r  d o c u m e n t s  r e q u i r e d  b y  t h e

t i t l e  c o m p a n y  o r  l o a n  o f f i c e r .  

D o n ' t  f o r g e t  t o  r e - k e y  a l l  t h e  l o c k s  a n d  c h a n g e  t h e  g a r a g e

d o o r  o p e n e r  c o d e  w h e n  t h e  p r o p e r t y  i s  o f f i c i a l l y  y o u r s .  

C o n g r a t u l a t i o n s  o n  y o u r  n e w  h o m e !



A unicorn in disguise, Alanna is not a regular realtor,  she's different in an

amazing way. Professionalism and responsibi l i ty out of this world and the

honesty and pureness of just being her at work faci l itates communication

and working with her. Alanna makes you feel l ike family from day one and

honestly she' l l  feel l ike that always in our hearts. Thanks so much

I .  De jesus

I  went to New Jersey to look at an old farm house and the l ist ing agent

stood me up, and through a fr iend, Alanna was there at a minutes notice.

She was a go between for me and the agent from hel l . .  she helped me get

35k off the asking price and navigate the wonky New Jersey real-estate

laws and procedures, and she dealt with my insanity through it al l . .  thank

you Alanna, you are a God send to the old house market. You're knowledge

and passion for homes of yesteryear are unmatched
G. Summerfield

Testimonials
Switching to Alanna as our realtor was the best decision we could have

made. We were unsuccessful in our search for the perfect home for quite

some time and then we decided to switch to Alanna. After just 2 weeks, we

found and now own a home that we love and that our son and future

chi ldren can grow up in. She was so hands on and made the process as easy

as possible for us. I  can’t thank her enough for al l  of the help and would

1000% recommend anyone to use her as your realtor.
D. Quinn

CUSTOMER



CURB APPEAL

DISLIKE LOVENEUTRAL

INTERIOR

DISLIKE LOVENEUTRAL

EXTERIOR

DISLIKE LOVENEUTRAL

PRICE

DISLIKE LOVENEUTRAL

LOCATION

DISLIKE LOVENEUTRAL

NEIGHBORHOOD

DISLIKE LOVENEUTRAL

HOME TOURING

ADDITIONAL COMMENTS: ____________________________________________________________

___________________________________________________________________________________

___________________________________________________________________________________

___________________________________________________________________________________

Checklist
ADDRESS OF PROPERTY: ______________________________________________________

DATE VISITED: _______________________ PRICE: ________________________________

BEDROOMS: ________ BATHROOMS: ________ SQUARE FOOT: __________

LOT SIZE: ____________________________ YEAR BUILT: ___________________________

SCHOOL DISTRICT: _____________________________________________________________



Notes
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