Proudly Presents…

Your Home Buyers’ Packet
A guide to finding the home that matches your goals and lifestyle
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Dear Buyer,
Congratulations! Whether you’re a first-time buyer or a seasoned home owner, you’re about to embark on
the journey of finding your ideal new home. Finding a home in a community that compliments your lifestyle is
exciting. We feel privileged to have the opportunity to help you achieve that goal.
What to expect: We want you to feel confident and informed every step of the way. We’ll start by
intently listening to the criteria that’s most important to you. We’ll partner with you and assure you
understand every step of the process.
Let our expertise work for you: We’ve gained keen perspective as the market has fluctuated over the
years. As a result, we’ve become determined and assertive with marketing and technology. This savvy
approach has proven successful in securing optimal results for our clients.
Getting started: This is a great time to be a buyer. Interest rates are still historically low. You can
expect to secure a rate below 5%. To start the process, you need to select a realtor who will effectively
and profitably represent your interests.
Above and beyond the listings: Listings are often limited to showing you only what the selling agents
have chosen to display. It can be difficult to discern details from this broad view. As experienced
agents, we can give you a clearer picture and make recommendations that will streamline your search.
We will also analyze if the price is appropriate to the value and help you avoid potential pitfalls. We’re
committed to finding you your ideal home.
Thank you for trusting us with this important step.

Sincerely yours,

The David Lewis Group

The Home Buying Process
Step 1 – Is now the right time?
• How long are you planning on living in your next home?
• Consider the benefits/drawbacks of owning a home.
Step 2 – Get pre-approved for a mortgage
• How much can you afford?
• What are the different loan programs available (FHA, VA, Conv)?
• Make sure your credit is in good shape.
Step 3 – Find your dream home
• What kind of home do you want (Detached, Attached, Townhomes, Condos)?
• How many bedrooms and bathrooms? What are your needs versus wants?
• Are school districts important?
Step 4 – The escrow process
• The home inspection.
• Reviewing disclosures.
• Ordering the appraisal.
• Securing financing.
Step 5 – Closing
• The final walk-through.
• Scheduling the move.
• Changing utilities.
• Getting the keys to your new home.

Preparing for the Lender
Personal Information
 Full names of all purchasers as they are to appear on title.
 Social security numbers of all purchasers.
 Present residence address for all purchasers.
 Previous address for all purchasers going back two years if they have not resided in the present home
for two years.
 Home, office, cell phone numbers.
Employment Information
 Present Employer: Name, address and a contact person to send employment verification form.
 Explanation for any gap during two-year history.
 Relocation letter for any transferees including date, salary, new location, and any relocation benefits.
 Previous Employer: Name, address and a contact person, going back 2 years if not in present job two
full years.
 Present Salary: Year-to-date pay stub and last two years’ W-2s.
 If any variable income, commission, part-time income, bonus, overtime, interest income, etc., is being
used to qualify: Two years’ signed federal tax returns and W-2s and/or 1099s.
 If Self-Employed: Two years’ signed federal individual and corporate returns (if applicable). Also, a
profit and loss statement and balance sheet.
 Diploma or transcript if student during two-year period.
Other Income
 Rental Income: Copy of lease which is current and at least one year in length.
 Alimony and Child Support (only if used for qualification): Copy of divorce decree and property
settlement (ratified) setting out terms. Proof of payment will also be requested at application.
 Income from Notes Held: A copy of the ratified note.
 Retirement, Social Security and Disability Income: Copy of award letter and latest check showing
amount of present payment. Copy of end-of-year statement if applicable.

Preparing for the Lender (cont.)
Assets
 Bank Accounts: Name of bank, address, account numbers, types of accounts, and present balances.
With checking, use average balances.
 Copy of two most recent statements of all accounts.
 Stocks and Bonds: Copy of certificates or copy of recent (within 30 days) broker statement listing the
holdings.
 Life Insurance: Cash value, only if being used for down payment.
 Vehicles: Year, make, and value. Copy of title if under four years old with no outstanding lien.
 Real Estate: Address and market value. If free and clear, deed of release, deed or mortgage payoff.
 Present Home: Copy of sales contract, settlement sheet and/or lease.
 Gift Letter: Form will be provided by financial representative. Donor capacity must be verified. Receipt
of funds must be shown in account.
Liabilities
 Credit Cards: Account numbers and outstanding balances.
 Loans (Auto, Mortgage, Personal, Student, etc.): Name of institution, address, account numbers,
outstanding balances, monthly payments, months left on loan. Copy of next payment coupon. 12
months’ statements or canceled checks for present mortgage.
 Alimony and Child Support: Copy of ratified decree and property settlement setting out terms.

Do’s & Don’ts
During the Loan Process
There are certain “Do’s and Don’ts” which may affect the outcome of your loan request. The list of items below may
alter your credit and risk your chance of obtaining a loan. These remain in effect before, during, and after loan approval
up until the time of settlement, when your loan is funded and recorded. Many times, credit, income, and assets are
verified the hour before you have signed your final loan documents. Here is a list that you should comply with:
MAKE SURE THAT YOU DO NOT:
DO NOT quit your job or change jobs. If this is likely, consult with your loan officer and call this office should this occur.
DO NOT allow anyone to make an inquiry on your credit report except your lender.
DO NOT apply for credit anywhere else except with your lender. This causes more “hits” on your credit rating which can
reduce your credit score.
DO NOT close any existing credit cards.
DO NOT open any new credit cards.
DO NOT stop using credit cards.
DO NOT change bank accounts or transfer money within your existing accounts.
DO NOT co-sign for anyone, for any reason, for anything.
DO NOT purchase or attempt to purchase anything else on credit such as another car, truck, boat, furniture or other real
estate.
DO NOT charge any abnormal amounts to your current credit cards or credit lines.
DO NOT send in late payments, or incur late fees for anything.
DO NOT wait longer than the time frame given per your contract to provide all necessary paperwork and information to
your lender when requested.
DO NOT receive funds without documentation.
DO NOT go on a medical leave or sabbatical.
MAKE SURE THAT YOU DO:
DO keep all accounts current, including mortgages, car loans, credit cards, etc.
DO contact both your lender and your sales associates anytime a question may arise.
DO make all payments on or before due dates on all accounts, even if the account is being paid off with your new loan.
DO have any lender-required money/funds to your loan officer within 72 hours after home inspection is complete.
DO return phone calls from your agent, loan officer, settlement company, or anyone else involved in your transaction
within 2 hours of a message.

Questions to Ask Your Realtor
1. Will I receive daily updates on real estate activity in my area, including price changes, new listings on
the market, and houses that have come back on the market?
2. Will I be able to adjust my search criteria on my own through your website?
3. Are you a full-time or part-time realtor?
4. Are you a single agent or do you work with a team?
5. Do you specialize in working with buyers or sellers?
6. What other sources do you use to find homes for sale besides the MLS?
7. How many homes have you sold this year?
8. How many homes have you sold over the last 5/10/15 years?
9. Do you have a dedicated Transaction Manager watching over my file during escrow?
10. What is your availability to show me homes?
11. Do you have experience working with short sales and foreclosures?
12. Do you have a list of vendors that can help me with repairs?
13. Will you keep in touch with me after the sale or will I have to search for another realtor when it comes
time to sell my home?

Will Mortgage Pre-Approvals
Hurt My Credit Score?
This is a common myth buyers have regarding getting pre-approved. Getting pre-approved is 100% a benefit
to you as the buyer. It will give you the confidence to write offers and will prevent heartache down the road.
In a competitive market like ours, a good agent and a smart seller will not even consider looking at a financed
offer without a pre-approval letter.
Credit Bureau Scoring
Credit bureaus use a subtle formula to crunch your credit history down into a single credit score. They don’t
publicize the formula. One of the things that can cost you points on your credit score is to have several
inquiries coming in very close to each other. So, should you worry about what mortgage pre-approvals will do
to your credit reports? Probably not. The “ding” for one inquiry is very small. The most a single inquiry on
your credit report will cost you is five points. Often, your score, which can range from 300 – 850, will suffer
even less than that. Unless you are seeking a new mortgage and are right on the cusp between a good credit
score and a fair credit score, five points shouldn’t make any difference in your loan terms.
Making the Mortgage Process Easier
All of the credit bureaus understand the complex timing of getting a mortgage. Therefore, they have instituted
measures to avoid reflecting pre-approval inquiries on credit reports. For instance, if you are shopping around
for the best rate, and several mortgage companies make credit inquiries about you within 45 days of each
other, all of those inquiries will be bundled into a single event with a miniscule effect on your credit report.
Your credit report also does not include any credit inquiries made within 30 days prior to your loan
application. It is, therefore, nearly impossible that the mortgage process of pre-approval will cause enough
damage to your credit score to hurt your mortgage terms, so don’t worry if your real estate agent asks to see
your letter of pre-approval.

What to Expect When Writing an Offer
To ensure your offer gets accepted, considering the following:
What type of sale is it?
• Foreclosure: Also known as REO’s (Real Estate Owned) or “bank owned,” these homes have been
foreclosed on and are taken back by the bank. The bank will want to close escrow within 30 days upon
accepting your offer. Banks are motivated to sell these homes quickly and typically price them slightly
below market value to create a bidding war with multiple offers to drive the price up. Even though you
may pay over the asking price these can still be great values.
• Short Sale: These are sellers who owe more than what they can sell their home for and therefore must
negotiate with their bank to receive a lesser amount. Typically, the negotiation process with the bank
can take 4-6 months to get an offer approved. The price is subject to change during this time. There is
also a chance that the bank will reject the seller’s request for a short sale and instead foreclose on it.
• Traditional Sale: These are sellers who have equity in their homes. They usually look to close escrow in
30-45 days. You will usually negotiate directly with the seller through their agent when writing an offer.
Is it priced right for the market?
• What is the buyer activity?
• Are there offers on the home?
• What other homes are for sale in the neighborhood?
• What has sold recently in the area?
• How long has it been on the market?
What is the seller’s motivation?
• Are they price driven or are there other important terms, such as the option to rent back after sale?
• How long of an escrow are they looking for?
Do you need concessions for closing costs?
• Closing costs such as title, escrow, and lender fees usually cost between 1-3% of the sales price.
Are there multiple offers on the property?
• This is not uncommon for homes priced right for the market and in great condition.
• Often timed, the seller will ask for your “highest & best” offer. In other words, what is the highest price
you will offer to avoid any regrets if another buyer offers more?

Meet Our Team
When you work with one of our agents, the whole team is on your side.
Who we are: The David Lewis Real Estate Group is a micro, full-service agency associated with the Sereno Group. We’re
an expert team of top-selling agents and dynamic marketing and finance professionals, ready to assist you with every
aspect of the buying and selling process.
What we offer: Our team members were selected for their finely-honed negotiating skills, ethical standards, and
personable manner. We’re highly accredited and entirely client centered. We support each other and extend premium
marketing, research, and legal services offered by the Sereno Group to each of our clients. We also invest in continuing
education to stay abreast of new technology and legal updates that benefit you.
David Lewis: Team Leader, Seller’s Agent | “David is a consummate professional who always goes the extra mile.”
David formed The David Lewis Group and partnered with the Sereno Group in 2015. He started his
career in real estate as an agent with Coldwell Banker 15 years ago and has consistently earned top
rankings and distinguished achievement awards. Prior to real estate, David owned a small business
that catered to Fortune 500 and 100 companies throughout Silicon Valley. He’s highly regarded by
his colleagues as an expert negotiator adept at identifying high value buyers. David and his wife,
Margaret, raised three children in Santa Clara County and are invested in the community they’ve
called home for 20 years. They enjoy spending time together in this unique region and David passes
his spare time organizing community events, coaching youth sports, weightlifting, jogging, and
surfing. He is a graduate of Long Beach University.
Kitty Costello: Buyer’s Agent | “Kitty made the process as painless as it could possibly be.”
Kitty brings a unique understanding of the relocation process to The David Lewis Group. She has lived
all over the country with her husband and two daughters and knows firsthand the stressors and
logistics of a home sale, purchase, and move. Kitty has true empathy for the adjustments required to
make such an involved change and is committed to remaining a great resource for clients well past
the transaction. She also brings a background in design and art. Her clients benefit from her fresh
perspective on house verses home and how to achieve the latter. After settling in California several
years ago, Kitty transitioned from a career in home design, flowers, and event planning to real estate.
Her strong and efficient work ethic made the transition an easy one. Real estate combines her passion
for design with her gift for helping people through transitions.

Meet Our Team cont.
Shannon Wagner: Buyer’s Agent | “?”
Shannon is a life-long resident of Silicon Valley and holds a deep appreciation for the wonderful
attributes this region offers. She grew up in Cupertino, resided in Santa Cruz, and settled in Los Gatos
with her husband and children. She graduated from San Jose State University and spent 20 years in
corporate finance and investor relations. Real estate was a natural transition for Shannon. She brings
top-quality, detail-oriented attention and service to her clients. She listens intently and focuses on
gaining a clear understanding of their priorities, expectations and goals. Shannon is adept at guiding
her clients through the real estate process by tailoring representation and assuring they are confident
in the decisions they make and pleased with the results at the end of the transaction. She values the
relationships established during the process and enjoys the long-term friendships that continue
afterward.

Ty Doughty: Buyer’s Agent | “?”
Ty is a second-generation Los Gatos native. While studying civil engineering, he discovered he had a
talent for sales and pursued his real estate license. He knows how to spot a good deal. Ty brings a
forward-thinking mindset and keen understanding of the latest technology. His motivated, energetic,
and innovative methods benefit The David Lewis Group’s agents and clients, alike. He is reliable and
identifies strongly with Sereno Group’s mission to bring back the personal and trusting side of the real
estate industry.

Julie Clothier: Escrow Officer, First American Title Company | “issues were dealt with quickly, and always
with good humor and class.”

Julie understand the complexities of real estate transactions. She began working in the escrow and
real estate field in 1984 in Chicago, Illinois. Over her three-decade career, she has gained the
experience and knowledge necessary to provide a smooth and successful escrow transaction. She
combines a strong work ethic with a service oriented philosophy and prides herself on giving excellent
service to every client. Going above and beyond has been the key to Julie’s successful career.

Meet Our Team cont.
Grant Michels: Senior Mortgage Planner, Silicon Valley Capital Funding | “?”
Grant has a proven track record of providing the highest level of service while closing loans on time
for his clients and obtaining the lowest rates in the marketplace. Born and raised in San Jose, Grant
graduated from CSU Chico with a degree in finance and spent 20 years working in high tech
corporate finance. He leveraged his years of customer service and finance experience in his
transition to mortgage planning and became a top producer with his company. Her is married with
two sons and lives in Almaden Valley.

Debbie Michels: Marketing Assistant | “?”
Debbie is the marketing pro behind the scenes. She joined The David Lewis Group in 2010 and
brings expertise and enthusiasm. She’s an alumna of U.C. Irvine and spent her early career in hightech communications with agencies and corporations. Born and raised in San Jose, Debbie currently
lives in Almaden with her husband of 20 years and their two sons. She enjoys travelling,
volunteering in the community, reading, theater, and watching her sons play sports.

Services you may need….
Company

Contact Name

Phone

Appliances
Clean Out & Hauling:
Electrical
Estate Planning
Exterminators
Flooring
Foundation Stabilizing
General Home Repair
Heating and Cooling
Inspections

Service

Meyer Appliance
Bob’s Handyman
Wingo Electric
Attorney-At-Law
RPM Exterminators
Lambert & Sons
Moore Construction
Bob’s Handyman
Valley Heating & Cooling
Thrasher Termite & Pest Control, Inc.

Rene Cortes
Bob Hyland
Mark Wingo
Sue Campbell
Keith Reuter
Nathan Lambert
Lee Moore
Bob Hyland

Insurance
Landscaping

AAA Insurance
KN Construction
Jose Silva
Romy Lock & Key
A-1 Certified Environmental Services
Silicon Valley Capital Funding
Princeton Capital
All Reason’s Moving
Olympic Painting
Water Clarity Plumbing
Pinnacle Pool Service
No Problem Pools
Bill Hamilton Roofing
Aaron’s Septic
MG Constructors & Engineers
Moore Construction
A. Pinck & Associates
Roma Tile
Five Star Windows
Pane-Less Window Washing

Jimmy Madriaga
Keith Neumann
Jose Silva
Dan Nienhaus
Carl Gibbons
Grant Michels
Camille DuPuis

650.968.8318
408.828.2278
408.379.6165
408.277.0648
408.445.1738
800.300.5603
408.849.9509
408.265.5459
408.294.6290
408.354.9944
x227
408.574.2291
866.414.3264
408.691.2375
408.978.1141
888.217.2719
408.507.1284
408.445.5179
408.240.0244
408.590.6478
408.275.9300
408.593.3762
408.448.POOL
408.510.2709
408.371.2350
408.842.5599
408.849.9509
408.298.7199
408.266.9444
408.482.3846
1-888-873-2290

Locksmith
Mold Testing
Mortgage Planners
Moving
Painting
Plumbing
Pool Service
Roof
Septic Inspector
Structural Engineer
Tax Services
Tile Work
Window Installation
Window Washing

Miguel Torres

Luis Gallego
Nick Satalino
Doug Haun
Steve Ash
Mark Garrison
Leigh Moore
Alan Pinck
Jeffrey Pickard

Buyer Testimonials
We were first time home buyers and David made the whole experience as easy and as transparent
as it possibly could be. David is an excellent real estate agent. He is very responsive, friendly and extremely
helpful. He spent over five months and countless hours looking for the perfect house with my wife and I. He
never tried to push us into a house we didn’t love and when it came time to make offers and eventually get
into contract on our house he worked to ensure we were going to get the best deal possible. Without David,
we likely would have never got into contract on our house. He is one of the most professional agents you will
encounter and a great ally to have in a challenging Bay Area housing market. He understands all the possible
negotiation points and the ins and outs of a real estate transaction.
Tatyana & Kevin Elliott (415) 308-7366

David has an amazing amount of knowledge about the changing market in our area. I have used
David and have recommended him to my friends all of whom have had great experiences with him. He is
extremely responsive and managed to negotiate us into contract at a time when multiple offers were the
norm.
Tracy & Kevin Wilkinson (408) 219-8423

The David Lewis Group spent the time to find the right house within our budget. The David Lewis
Group has a great mentality. The agents we worked with made sure to explain how the whole process works
ahead of time, so there were no surprises or hidden costs. We are very happy in our new home thanks to The
David Lewis Group and their sympathetic business model.
Brian A.

Kitty was absolutely fantastic in quickly honing in on what exactly we wanted and needed. She is
extremely knowledgeable, and always quick to answer questions and respond back. She quickly earned our
complete trust and confidence, and truly keeps her clients best interests as the top priority.
Cody G.

