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Buyer Process
No two buyers are the same and no two properties are the same. We feel that we are matchmakers of sorts,
matching the right property to the right individual. We work with first time homebuyers, vacation and second
property owners, luxury homebuyers, new construction buyers, and even those wanting to buy vacant land and
build the home of their dreams. Our team’s diverse experience and knowledge has you covered!

Analyzing Your Needs

Review Listings

When we first start working together, we will want
to learn about the type of property you are looking
for. This includes areas or neighborhoods,
approximate square footage, number of bedrooms
and bathrooms, other requirements such as garage
and backyard, and budget. It is a good idea to keep
your search parameters as broad as possible so as
not to miss anything! If you haven’t met with a
lender yet, we have a number of great lenders to
refer, so please let us make that connection for you.

We will take the information you gave us about
what you are searching for and input that into the
MLS (Multiple Listing Service). This will sort
through the listings that come on the market each
day and send you viable candidates. We will also
sort through these listings to help you find ones
that might indeed suit your needs. Together we will
determine the homes that you should see inperson. At this point we will take you out to view
your possible properties.

Viewing

At our first live meeting, we will bring a packet of information for you on buying a
home in Washington State and Skagit and Island Counties, if that is where you are
looking. We will also bring you information on the current real estate market in the
area you are searching in. This will help you become informed regarding supply and
demand so you are better-prepared and ready to employ strategy when it comes time
to make an offer.

Once you have found a home you are ready to make an offer on, The Mayo Home Team
will find out additional information on the property by way of county websites, plat
maps, and supplementary materials. We will also find comparable properties that have
sold in the last 90 days or so to determine a fair market price for the property to include
in the offer. We will explain how we arrived at our comps so you are educated on the
value of your potential home. How “hot” the market is will determine our strategy. If
there are likely to be multiple offers, we will suggest a different strategy than we would if
the property had been on the market for 60+ days without a price reduction.

Making
An Offer

The Mayo Home Team will draft all the paperwork – there are usually between 20-30
pages to the offer. We will go through it together and once you are comfortable, you can
sign and we will send it over to the listing agent.

The seller can choose to accept the offer as written, submit a counteroffer, or reject the offer completely.
Hopefully the seller accepts the offer as written, but if it is countered, together we will decide how to
respond.

The Road to the Closing Table
Once the property is under contract, there are a lot of dates and deadlines to keep track of. You may be
overwhelmed, but not to worry! The Mayo Home Team will keep you on track. Your main job is to
communicate with your lender and provide any documentation as soon as it is asked for. If you are
securing a mortgage, you may be asked to provide documents up until closing, so never assume you are
done until the property change has recorded. We will help set up the home inspection and will be present,
communicate with title and escrow companies, make sure the appraisal is on schedule, and will help you
through everything else on the way to the closing table. Never be afraid to ask a question even if you
have bought and sold a number of properties. Rules, laws, and forms change all the time and we expect
that you will have questions.

Testimonials
Anya was instrumental in helping us buy our dream home recently. It was a slightly
involved transaction which included a sale of one home and purchase of another. She
was instantly on top of everything and helped us immensely in coordinating all the
pieces and people involved in the transaction. She was extremely responsive - be it
thru text, email or voice. Her experience in the Anacortes area was extremely helpful
to us as well. She is always able to recommend the best tradespeople to help with
whatever you may need with the sale or afterwards with the maintenance on your new
home. I really cannot recommend her highly enough. Is there such a thing as a twenty
star review? If so, she definitely qualifies for it. Job well done. Thank you!
-Susan
“Jacki showed us homes that weren't even listed and kept us up-to-date on any homes
fresh to the market. She was instrumental in the purchase of this home my family
loves. She truly knows what she is doing. The fears we faced over purchasing our first
home were individually squished by her knowledge and professionalism. I actually felt
very comfortable buying a house with her by my side because I knew that a seller was
not going to "get one over on me". She went through everything page by page, square
foot by square foot, and individual likes and dislikes for the house long before we
bought it. In fact, we valued her advice so much we took her with us to choose interior
and exterior colors for our home. I could not think of a better person to find that
perfect home or a better ally to have on your side when you eventually buy one. This is
one of the easiest recommendations I could possibly make. Thank you Jacki!”
-Heather
“Anya is fantastic! She helped us purchase our "forever home" and was incredible to
work with. The transaction had several unexpected challenges, which Anya resolved
quickly and effectively, while ensuring our needs were fully met. She took special care to
explain each step of the complicated process to us and made sure were fully informed
and engaged throughout. We are very happy with the knowledge and support that Anya
and the Mayo Team offered and highly recommend them to anyone looking for a new
home. Thank you, Anya!”
-Julia
We had a fantastic experience with Jacki and buying our first home with her! She was
so patient and so honest with us. With such a crazy market it was so nice to know that
she wanted what was best for us and our family. We will definitely be using the Mayo
team in the future!
-Rosa
Thank you so much, Anya! We appreciate all you and your team did for us on our
recent purchase. Your attention to detail and responsiveness kept the closing moving
forward in a timely manner. We have worked with many agents over the years and have
had many varying experiences. Our experience with you was great and we would
definitely highly recommend you.
-Don
“The Mayo Home Team is excellent at what they do. Making a cross-country move is
very difficult but thanks to Jacki and her team, finding the perfect home to move to
was easy. They worked tirelessly to help us find our new forever home. Because we
couldn't be there for every stage of the home building process, the Mayo team stood
in for us at every meeting and every inspection point along the way. We are very happy
that we chose the Mayo team. Thanks, Jacki!”
-Joni

Certifications & Designations
•Managing Broker- Managing Brokers have the ability to build and manage a team of agents
which allows them to better-serve your needs. Managing Brokers need a minimum of three
years full-time experience as an active real estate broker and successfully complete 90 hours of
approved real estate education (including 30 hours of brokerage management, 30 hours of
business management, and 30 hours advanced real estate law) within three years before
applying to take the Managing Broker exam.
•Military Relocation Professional (MRP) – This REALTOR® certification trains real estate
professionals on understanding the needs and timetables of relocating current and former
military personnel and families. Along with special resources, financing and programs available
only to military, the special training we received here equips us to handle the special needs and
details that military personnel and families require when buying or selling a home.
Additionally, this certification puts us in touch with other MRP-certified brokers in other areas
so we are better-equipped to help you relocate.
•Veterans Affairs Real Estate Specialists (VAMRES) – Not only does the VAMRES
training assist with learning the needs of military personnel, it also provides special training on
VA loan requirements and puts us in touch with additional resources and programs specifically
for military personnel, their families, and financial needs in Washington State.
•Certified Residential Specialist (CRS) - This is the highest designation a REALTOR® can
earn with only 3% of REALTORS obtaining it. CRS designees receive additional targeted
training in areas which they deem most relevant to their business. The designation recognizes
personal accomplishments in experience and education.
•Short Sale, Foreclosure, Bank Owned (SFR) – This designation is earned by agents who
study in-depth about short sales, foreclosures and bank owned properties and how to handle
both buyer and listing sides of these special transactions. We also learn the ability to guide
clients through these difficult transactions as quickly and smoothly as possible!
•At Home With Diversity (AHWD) - This accreditation trains agents to more effectively
work with and within today’s increasingly diverse pool of homebuyers while conveying to
clients expertise that transcends cultural barriers.

Timeline
NOTE: All timelines in the contract that are five days or less do NOT include weekends
or legal holidays. All timelines 6 days or more DO include weekends and legal holidays.
Timelines can only end on a legal business day. Finally, on any given date, unless
otherwise stated in the contract, the actual time of expiration is 9:00 P.M. PST
Date: “Day Zero”- date of Mutual Acceptance of the Purchase and Sale Agreement
Date: “Day Two”- By this date, Buyer must have delivered Earnest Money to Buyer’s
Broker or Closing Agent.
Date: “Day Five”- By this date, Buyer must have made formal application for financing.
Any changes to lender or loan type after this date require Seller’s written consent.
Date: “Day Ten”- By this date, Buyer must have completed the Home Inspection and
delivered a written response to Seller.
Date: “w/in 5 days prior to transfer of possession”- Buyer’s period of time to reinspect the property begins.
(per Form 22D)
Date: “Day 30”- On this date, if Buyer has not previously waived the financing
contingency, Seller can deliver a Right to Terminate Notice to Buyer, giving the Buyer 3
days to waive financing or Seller has the right to deliver a Termination Notice.
Date: Signing at Escrow- Buyer and Seller are advised to BE IN TOWN and keep some
free space on calendar to sign closing documents. **If either party will be out of town
escrow will need to arrange a mobile notary.
Date: “Closing & Possession Date”- On or before this date (before requires mutual
agreement) we are scheduled to close the transaction, and Buyer takes possession of the
home at 9 p.m. unless an earlier time is agreed by Seller.
***NOTE: Three days prior to closing, call all utility providers and tell them about the
upcoming transfer of ownership and billing.

Pending to Close
The Purchase & Sale Agreement is sent to escrow & lender (due ASAP after mutual)
Mayo Home Team collects earnest money and turns in to Escrow (due 2 business days after mutual)
You complete loan application (due 5 business days after mutual)
Buyers receive from 17 Seller Disclosure (due 5 business days after mutual)
Buyers sign receipt for receiving seller disclosure (due 3 business days after receiving Seller Disclosure)
ID of Utilities (due 5 business days after mutual)
Title Contingency Expires (expires 5 business days after mutual)
We schedule Inspection Response to Sellers
(due 10 days after mutual)

Septic Maintenance Records &
Inspection (due to buyer 10 days after
mutual at seller’s expense)
HOA Review Period Expires
(expires 10 day after mutual)

We send Inspection Response to Sellers (due 10 days after mutual)
Inspection response is signed by all parties
(seller has 3 business days to respond to buyer’s initial response)

Well Inspection
(due 10 days after mutual at buyer’s
expense)

Order Appraisal (due ASAP after all inspections are complete)
CO Detectors Need to be Installed

Utilities Need to Be On

Buyer’s Right to Re-inspect Property (w/i 5 days of closing)
Financing Contingency Expiration (due 30 days after mutual)
If loan approval is not received, seller
has right to terminate by giving a notice
to the buyer that gives the buyer 3 days
to waive financing or seller can
terminate transaction (extremely rare)

Receive Loan App. From Lender (due ASAP before closing)
Buyer to notify utilities of upcoming transfer of ownership
(due 2-3 days before closing date)

You complete loan application (due 5 business days after mutual)
Buyers receive from 17 Seller Disclosure (due 5 business days after mutual)
Buyers sign receipt for receiving seller disclosure (due 3 business days after receiving Seller Disclosure)

Financing
A buyer who has made application with a lender and whose income and credit
report have been verified can become a pre-approved buyer. A pre-qualified buyer
has given verbal, undocumented information to a lender.
A pre-approved buyer has a distinct advantage over a pre-qualified buyer.
Sellers will negotiate with and compromise more for a pre-approved buyer.
Because you are pre-approved, you become a stronger buyer in the eyes of the
seller.
Up-Front Costs
Lender: Appraisal, Title & Credit Report $500-1,000
Earnest Money $1,000-10,000 (depending on purchase price, usually 1%)
Home Inspection $400-650 (depending on home size)

Recommended Loan Officers
Tami Encinas - Home Street Bank
360-631-2975
Tami.Encinas@homestreet.com
Kurt McCloud - Loan Depot
360-544-4083
KMcCloud@loandepot.com
Esther Spence Crabb - Cornerstone Home Lending
360-929-0953
Esther@houseloan.com
Holly Peterson - Caliber Home Loans
360-420-4365
Holly.Peterson@caliberhomeloans.com

Items Needed for Loan Application
EMPLOYMENT
• Address for two full years
•

Gross monthly income

•

W-2’s from the last 2 years for all borrowers

•

Last 2 years of complete tax returns (including any business returns and K-1’s if applicable)

•

Proof of pensions, retirement, disability or Social Security

•

Proof of income from rentals, investments, etc.

•

Proof of child support or alimony paid/received

•

Year to date pay stubs

•

If Self-Employed:
• Two years 1040 tax returns
•

Current year profit & loss statement

CREDITORS
• Each creditor’s name, address, type of account & address
•

Account numbers

•

Monthly payments & appropriate balances

•

Amount of child care expenses

BANKING
• Names and addresses of savings institutions
•

Account numbers for all accounts

•

Type of accounts and present balances

•

Copy of current mortgage statements for any properties currently owned

MISCELLANEOUS
• List of assets in stocks, bonds and land
•

Life insurance cash value

•

If applicant is selling a home, copy of sales contract(s)

•

Home owners insurance agent contact info

•

Social Security numbers for all parties

•

Veterans-Certificate of Eligibility & DD-214

•

Cash or check to pay for application fee

Credit Do’s & Don’ts During Loan Process
• Do continue making your rent payments.
• Do stay current on all your existing credit cards and other accounts.
• Do keep working at your current employer.(Yes, some people quit their jobs while getting a loan!)
• Do keep the same insurance company.
• Do continue using credit as usual (As long as usual means paying on time!).
• Do call your lender if you have questions or want to change your finances in any way.

Also, Just Before & During the Loan Mortgage Process:
• Don’t make any major purchases. (car, furniture, refrigerator, etc.)
• Don’t apply for new credit. (even if you’re “pre-approved”)
• Don’t open a new credit card.
• Don’t transfer credit card balances.
• Don’t pay charge-offs. (unless your lender says to do it)
• Don’t pay off any collections. (ask your lender first!)
• Don’t close any credit card accounts.
• Don’t increase your credit card debt.
• Don’t change bank accounts.
• Don’t consolidate debt or credit cards.
• Don’t take out a new loan.
• Don’t open a new cell phone account, or any new accounts.
• Don’t pay off loans or credit cards unless your lender says it’s okay.

The best rule is don’t change anything unless you talk to your lender
first. Refer to this loan checklist of do’s and don’ts often.

Home Inspection
I cannot stress enough the importance of having an inspection…even on a brand new home.
While there may not appear to be any major problems with the home, having an inspection will give you
the assurance that the house is sound and will save you from costly surprises in the near future.
Plan to attend the inspection, ask questions and to learn as much as you can about your new home.
We recommend the following building inspectors. They are all members of the American Society of
Home inspectors and issue a written/electronic report to you upon finalized inspection. Their
inspections range between $400 and $650. Outbuildings, shops and structures are available at an
additional fee.
Joe Pruitt - The House Reporter
360-969-1524
HouseReporter@Outlook.com

Jason Matheny - Cedar Valley Inspections, LLC
360-420-9176
Jason@CedarValleyInspections.com

Rick Bunzel - Pacific Crest Inspections
360-588-9956
buni@Paccrestinspections.com

Greg - Fox Den Inspections
206-409-2036
Greg@FoxDenInspection.com

Understanding the Difference between Customer
and Client as it pertains to Real Estate
In real estate a client is entitled to a greater and more specified level of service than would
be a customer. Becoming a client typically involves signing a Buyer Representation
Agreement with a buyer’s representative, who then owes you fiduciary duties. This means
that the Mayo Home Team will exercise discretion when acting on your behalf, including
adhering to very specific responsibilities, obligations and high standards of good faith and
loyalty. As an authorized client we will: Pay full attention to your needs while keeping your
information confidential, focus on choices that satisfy your needs, provide material facts
and professional advice, negotiate on your behalf, and most importantly, protect and guide
you through the process of purchasing your home.

What is Title
Title insurance is a policy that protects against financial loss stemming from problems found in a
property's title, or legal ownership.
Think of it this way: As the buyer, how do you know the seller really owns the property? How can
you be sure there are no liens, such as from unpaid taxes and lawsuits, or
undisclosed heirs who might claim ownership? The answer lies in the title search.
A good title search generally turns up these types of issues. And a good title insurance policy will
protect you should they arise during your ownership.
A real estate agent can answer your questions on title insurance and direct you to a title company.
But at the same time, it's good to understand some of the basics.
Although you have the right to shop around for title insurance, most people follow the
recommendation of their loan officer or real estate agent. One note: Because
insurers generally follow the same pricing guidelines within each state, discounts can be
elusive.
Two Types of Policies: Lender's and Owner's
There are two policies for title insurance – one protects the lender, and the other protects you, the
homeowner.
Lender's Title Insurance
This insurance protects the lender, who technically owns the home until you pay off your mortgage.
You'll pay a one-time premium at closing, which protects the lender for up to the full amount of the
loan as long as you have the mortgage.
Owner's Title Insurance
This policy protects you. You're probably thinking: “I bought title insurance for the lender, and a
search showed the property title was free and clear of any problems. Why do I need an owner's
policy? It seems like a waste of money.”
The answer is that no title search is perfect. Without an owner's policy, someone could show up on
your doorstep one day and say, "Hey, this is my house. The person who sold it to you never got the
proper signatures from my now-dead relative, and according to his estate, I own this place."
Your owner's policy covers you for any losses in this case. Although a lender’s policy is required for
closing, the owner’s policy is not – and you may not be asked if you want it. Speak to your agent
about buying one during the escrow process.

What Is Escrow ?
So, what is escrow, exactly?
Escrow is an arrangement in which a neutral third party holds onto funds and key documents
involved in a home sale, and then distributes them according to the agreement between the
buyers and sellers. The escrow period begins when a seller accepts a buyer's offer, and ends at
the closing table.
Have your earnest deposit money in an easily accessible account when home shopping.
This will enable you to move fast on an offer if you find your perfect place.
Purchasing a house isn't like buying shoes; there's a lot of money involved, a lot of steps to
manage, and a lot at stake. So the buyers and sellers don't exchange money and documents
directly with one another. They do it through the escrow account.
Escrow ensures accountability. Buyers want to be sure all contingencies are met (inspection, title
report, secured mortgage, etc.) before the sellers cash any checks. Sellers want to make sure they
receive funds before they hand over the deed.

What happens during escrow?
An escrow account opens up when buyers put down earnest money to show the sellers that
they’re serious about buying the home. An escrow officer – usually someone within a title
company – is assigned to the account.
An escrow officer, or settlement agent, does the following:
• Holds funds and documents.
• Processes and facilitates the flow of documents and funds.
• Keeps all parties informed of progress.
• Responds to the lender's requirements.
• Secures a title insurance policy.
• Obtains approval of reports and documents from all parties.
• Prorates and adjusts insurance, taxes, rents, fees, etc.
• Records the deed and loan documents.
• Keeps track of and holds onto money owed and money deposited.

Client Authorization
We earn our livings selling real estate and are only paid a commission by the seller at the time
your home closes. All expenses are paid solely by us in advance. The commission reimburses
us for our time and expenses.
Our business philosophy is:

To provide you, our clients, with friendly, knowledgeable, comfortable service. While you are
looking for a home, our time is yours. We strive to provide a level of service that will make you
proud to say: “The Mayo Home Team is my Realtor.”

In return, we ask you to agree to the following:
• To work with The Mayo Home Team as your Realtor.
• All communication and correspondence of any kind is to go through prospective
agents. At no time will communications travel directly between the buyer and the
seller. This policy is in place to protect you!
• To contact us about information on any property that you see or that is brought
to your attention, including “for sale by owners” and “builder direct” properties.
• If you visit open houses, tell the host you are working with The Mayo Home
Team.
• If any agent offers information on homes that may be of interest to you, please
ask them to pass the information on to us.
• Do not negotiate without our presence.
• Speak with us the moment a concern arises. Let The Mayo Home Team answer
your questions.
• The highest compliment you can give us is to recommend our services to your
family, friends and associates.
Thank you in advance for allowing us to help you with the purchase of your new home !

Closing Costs

(who pays for what in Washington State)
Seller’s Responsibility
•
•
•
•
•
•
•
•
•

Owner’s Title Insurance Policy*
Half of the Escrow Fee*
Excise Tax*
Real Estate Broker Commissions*
Loan Balances
Pro-rated Property Taxes
Current Utility Balances
Pro-Rated HOA Dues
Miscellaneous HOA Fees

*Actual fees determined by Sales Price
and/or Loan Amount.

Buyer’s Responsibility
•
•
•
•
•
•
•
•
•
•
•
•

Lender’s Title Insurance Policy*
Half of the Escrow Fee*
Home Inspection
Recording Fees
1st Year Fire/Flood Ins. Premium
Pro-Rated Property Taxes
Survey Fee (if required)
HOA Fee’s (If applicable)
Pro-Rated HOA Dues (If applicable)
Lender Fees: Appraisal, Credit Report,
Loan Origination Fee, Pre-Paid
Interest, Private Mortgage Ins. (if applicable)

What to Bring to Your Closing!
VALID PHOTO IDENTIFICATION
Two forms of identification are typically required at closing, including one of the following:
• Valid U.S. driver’s license or non-driver ID
• Military ID
• Valid Canadian or Mexican driver’s license issued by the Official Agency
• Current United States or Foreign Passport
Foreign Passport must have been stamped by US Immigration and Naturalized Service
WIRE TRANSFER
In the event you are required to bring funds to closing, please contact us for bank routing
instructions to wire the funds. If you will be bringing a proceeds check from another
settlement, please contact us to verify the acceptance of those funds - we do not automatically
accept all checks.
Note:If you receive an email or any other communication that appears to be generated from our
company that contains new, revised or altered bank wire instructions, consider it suspect and call our
office at a number you trust. Our bank wire instructions seldom change.
ALL PERSONS WHO HOLD TITLE TO THE PROPERTY OR WHO WILL BE
PURCHASING THE PROPERTY MUST ATTEND CLOSING TO SIGN
DOCUMENTS

