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Welcome!

You are about to embark on the exciting journey of finding your ideal home.
Whether it is your first home or your tenth home, a retirement home, or an
investment property. We will make your home-buying experience fun and
exciting. We can help you find the ideal home with the least amount of hassle;
and we are devoted to using our expertise and the full resources of our office
to achieve these results!

Purchasing a home is a very important decision and a big undertaking in your
life. In fact, most people only choose a few homes in their lifetime. We are
going to make sure that you are well equipped and armed with up-to-date
information for your big decision. We will guide you through every phase of
the home-buying process. This packet gives you helpful information during
and after your transaction. Use its reference pages, note pages and agency
explanations, as an invaluable guide on your home-buying journey.

Please keep this packet with you during your home-buying process. There are
pages that contain important phone numbers and dates and areas for notes to
help you stay organized.

So |l etds take an exciting journey togethe

real estate needs every step of the way!

The Barnes Young Team
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A bout Keler Willams Realy

Often, we judge the caliber of people by the company they keep i this is why we would like to tell
you a little bit about Keller Williams Realty and our office within the Keller Williams system.

Keller Williams® Realty was founded in Austin, Texas in 1983 with the specific premise that
buyers and sellers deserve the best service for their real estate needs. For more than 17 years
that founding premise has been a major factor in the continued growth of Keller Williams® across
North America. Two visionaries lead Keller Williams® Realty i Gary Keller, founder and Chair-
man of the Board, and Mo Anderson, Chief Executive Officer.

Because each Keller Williams® Market Center has grown within its respective community, Keller
Williams® real estate agents have intimate knowledge of each community's character, mood, and
growth potential. Due to the fact that the majority of Keller Williams® Associates live in the
communities and neighborhoods they serve, they are eager and capable of tackling unique
challenges that families encounter when selecting new homes.

At Keller Williams® Realty, we are Real Estate Consultants. We are not agents. We are
not salespeople. What this means is that we build fiduciary relationships with our clients.
A fiduciary is someone who represents your best interests.

We are a profit sharing company where associates are in partnership relationships with the
owners; this means that everyone at Keller Williams® Realty wants your home to sell because
everyone benefits.

The Keller Williams culture is based upon a belief system that is summed up by this acronym:
WI4C2TS:

Win-Win, or no deal
Integrity, do the right thing
Commitment, in all things
Communication, seek first to understand
Creativity, ideas before results
Customers, always come first
Teamwork, together everyone achieves more
Trust, begins with honesty
Success, results through people
R
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M eet Your Team

Jennifer Barnes: Atlanta has been my home since 1983 when | left my small town
in Tennessee to attend Agnes Scott College in Decatur, Georgia. A job
offer with Wachovia Bank (then know as First Atlanta) kept me here.
My successful and exciting career assures me Atlanta will as ways be my home.

| have been an active, licensed real estate agent for 15 years. | work with a team
of four highly trained licensed agents whose ultimate goal is to make the process
of buying and selling your home enjoyable, trouble free and financially
advantageous to you. Our energy, enthusiasm, experience and expertise have
successfully assisted over 600 families move into, out of and all around the Metro
Atlanta area.

Dawn Young: Atlanta has been my home for 9 years. Prior to Atlanta, | lived in
Memphis, Tennessee after graduating from The University of Mississippi. After
moving to Atlanta, | new | had found the city | wanted to start my career in.

I | have been active in residential real estate since 2001. | strongly believe in this
community, its people and its future. As your real estate consultant, | promise to
go the extra mile to make the sale or purchase of your home a pleasurable
experience. | will serve you to the fullest with the goal of earning your trust and
confidence. | am determined to help you achieve a quality of life tailored to fit your
individual needs and desires. Together, we will make it a WIN-WIN situation!

Noreen Alders: Having lived in a great number of places in my life, | have
loved living in Atlanta for the past 10 years. Moving around so much in my life
gave me a unique perspective on the difference in my mind between a house and
home. So it was only natural that after almost twenty years in retail sales and
management | would eventually find my way into real estate. | enjoy hunting
through houses to find the perfect home!

Erin Lopez: Atlanta has been my home all of my life; from attending grade school in
Marietta to being a graduate of Georgia State University. Being a native of Georgia, | bring
to the Barnes Young Team an intimate knowledge of Georgia in addition to marketing
experience and customer relations experience. | began behind the scenes moving into
a lead role a Marketing Manager. My love for helping people buy and sell homes
quickly pushed me to continue my growth and attain my own real estate license. |
have been working in real estate for the past 11 years and find it more exciting
each day. In my role as Marketing Manager, | am dedicated to staying in touch with our
clientsd real estate needs. I f as k eldvowdhavée to my
answer: "Making others happy by helping them achieve their new dreams and opening doors
to a new future!"
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Jennifer Barnes Noreen Alders
404-419-3532 (voice mail) 404-419-3539 (voice mail)
404-271-1347 (cell) 404-276-2766 (cell)
jsbarnes@mindspring.com noreenalders@comcast.net
Dawn Young Erin Lopez
404-419-3537 (voice mail) 404-419-3535 (voice mail)
404-610-0311 (cell) 404-864-8478 (cell)
dawnyoung@kw.com erin@barnesyoung.com

also visit our website at:

www.barnesyoung.com

Where you will find information on searching for homes by school, area, neighborhood and more.
You will also find resources such as county information, school information, Atlanta activity guide,
golfing information and even our preferred service providers.
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Our Mission

Our mission is to provide our clients with an exceptional real estate experience that
relieves their anxiety exceeds their expectations, and opens doors to their future.

Our Vision

Our vision is that our business will continue to grow and improve in our commitment
to our clients. As a result, The BarnesYoung Realty Team up will become the
Realtors® of choice for our clients, their families, friends, and acquaintances.

Our Values

Family, Friends, Home and Business

Our Beliefs

Our beliefs are an essential part of who we are and how we conduct business.
The Keller Williams Belief System(WI4C2TS) is the foundation for providing a
rewarding real estate experience for our clients

Win-Winé é¢éé. or no deal

Integrity é é é é . do the right thing.

Customer éé. . al ways come first.
Commitment¢ . é.in all things.

Communicatoné seek first to understand.
Creativityé ¢ ¢ é i deas before results

,,,,,,

Trustée é éeéé begins with honesty
Teamworké € é é together everyone achieves more.

,,,,,
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What By Referral Means to You

Being referred to us means you will receive the utmost in personal commitment.
In recommending you to our care, a special trust has been placed in us, and it is
important we justify that confidence. It is our pledge to you, you will receive the
highest level of attention and care just as we would to a member of our own family.
Working with you as a referral client will enable us to give you our
undivided attention since our time and energies will not be otherwise occupied in
seeking new customers.

Our goal is for you to be so pleased with your forthcoming home-buying
experience that you will not only seek us out should you have further real estate
needs, but will enthusiastically recommend us to your friends and acquaintances to
assist them in their home purchases or sales.

We believe people prefer to work with people they like and trust. Having an
opportunity to do future business with more people like you makes it a pleasure be-
ing in real estate. We are interested in building a strong, lasting, lifelong career
based on relationships like ours, one person at a time. This is why we prefer to do
businessé.

BY REFERRAL




éarnes l/oung

TEAM

opening doors to  your ﬁ;we

[) ERSONAL Performance Guarantee

» As Real Estate professionals dedicated to providing an unsurpassed level of service
we are offering you, the BUYER, a Personal Performance Guarantee outlining what
you can expect from us.

» You may exercise your right to cancel your Buyer Agency agreement at any time you
are not 100% satisfied with our service. This Easy Exit guarantee keeps you in
control of the purchase of your new home.

» You will have your phone calls returned within the same day. If we fail to do this, or if
webdbre | ate for an appointment without notify
per occurrence to your favorite charity. You keep the record...no questions asked.

+ You will be contacted at least once a week with a status report on homes
currently available that meet your requirements.

» The service you receive will be caring and compassionate at all times. We will listen
to your needs and concerns and will treat them as if they were our own.

+  Finally, but most importantly, you will not be forgotten after the closing. You will hear
from us on a regular basis. We will always be available to you, your family, friends
and associates for assistance with any Real Estate needs and/or questions.

+ You have our word that your Real Estate Experience with us will be professional,
thorough and as enjoyable as possible. You can expect prompt quality information
before, during and after the purchase of your new home. As you know, many Real
Estate agents are unable or unwilling to offer this level of service. We choose to
perform this way because we truly believe that when someone receives this type of
personal service they will feel compelled to refer the people thy care about to such a
professional.

We are those professionals and are striving to be your Real Estate consultants o for life!
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O UR EXPECTATIONS OF YOU ASABUYER

You will continuously communicate with us about your priorities so that our
activities on your behalf can be productively focused.

If you perceive we have not interpreted your needs correctly or should your
needs change for any reason, you will notify us immediately.

That you are willing and ready to buy within a reasonable time frame.

You have the financial resources, or are willing to initiate steps to obtain
lender qualification prior to placing any offer on a property.

You will allow us to show you anything on the market, which you feel meets
your criteria, whether it is new construction or resale. Further, should you
visit an open house or new construction sales office, you will immediately
identify us as your agent(s).

You will respect our integrity and that of our company in the negotiating
process. We will always act in a highly professional and ethical manner.

That you will refer to us your friends, neighbors, relatives or business
associates WHEN we earn the right to ask for these referrals because you
are pleased with the outcome of our efforts on your behalf.
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Why Do you need a reaftor?

As licensed real estate professionals, we provide much more than the service of helping
you find your ideal home. Realtors are expert negotiators, seasoned financial advisors with
clients, and superb navigators around the local neighborhoods. We are members of the
National Association of Realtors (NAR) and must abide by a Code of Ethics and Standards
of Practice enforced by the NAR. A professional Realtor is your best resource when buying
your home.

Let us be your gui deé

As a knowledgeable Realtor, we can save you endless amounts of time, money and
frustration.

We know the housing market inside and out and ca

We can help you with any home, even if it is listed elsewhere or if it is being sold directly by
the owner.

We know the best lenders in the area and can help you understand the importance of being
pre-qualified for a mortgage. We can also discuss down payments, closing costs, and
monthly payment options that suit you.

We are an excellent source for both general and specific information about the community
such as schools, churches, shopping, and transportation - plus tips on home inspection and
current market statistics.

We are experienced at presenting your offer to the homeowner and can help you through
the process of negotiating the best price.

We bring objectivity to the buying transaction, and we can point out the advantages and the
disadvantages of a particular property.

And the best thing about using The Barnes Young Team
is that all our help normally wondét <cos
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Who works for whom?

Seller Agency (Single Agency)

Agent will represent the best interests of the seller.

Agent will owe the seller fiduciary duties.

Agent must give the buyer all material facts so that the buyer can make an educated
decision.

Buyer Agency (Single Agency)

Agent will represent the best interests of the buyer.

Agent will owe the buyer fiduciary duties.

Agent must give the seller all material facts so that the seller can make and educated
decision.

Dual Agency

Agent represents both the buyer and the seller equally.

Agent és objective is to get a mutually satisfact
Agent gives all options to the buyer and the seller.

Depending on the local market, all parties may be present at contract presentation to

negotiate on their own behalf.

All parties have confidentiality. Agent may do nothing to the detriment of either the buyer

or the seller.

Both the buyer and the seller have a right to counsel. Before making any decisions, both

parties have the right to seek family, religious, legal, or financial counsel.

In all relationships, as your Agent,
we have a duty to act honestly with both the buyer and the seller.
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B enefits of owning your own home

A <l <
N
3

Quiality of life

Tax deductibility of mortgage interest
Tax deductibility of property taxes
Appreciation potential

Deferred gain and capital gain treatment
Once in a lifetime exclusion

Principal accumulation

Pride in your home

No landlord

Leverage

The real cost of renting -

for example, at $700 per month, with a 6%

rental increase per year, you will pay
$110,719 over a 10 year period!

10
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T he home buying process

+ Agent meets with Buyer for a one-hour consultation. We discuss
specific real estate needs, i.e., price range, geographical area, special.
features, amenities and buyer representation. At this meeting, the Home R
Buyers Guide is reviewed.

+ Buyer has been qualified by a mortgage company to determine loan amount, monthly
mortgage payments, review loan processing steps, cash down payment, various loan programs,
etc. When the loan application is approved, the Lender will provide the Buyer an approval letter
and a Good Faith Estimate of the required down payment, closing costs, etc.

+ Agent researches properties that meet Buyeros cr
+ Appointments are scheduled for Buyer to tour homes with Agent.

+ When a Buyer selects a home on which they plan to make an offer, Buyers and Agent will then
review all the specifics of the Purchase Agreement. A written Purchase Agreement offer is
made and the Agent presents the offer to the listing Agent.

+ The Listing Agent and Seller will review the purchase Agreement. An offer will be accepted,
rejected or countered. When a counter offer is made, then the negotiating process begins and
continues until and agreement is reached or not.

+ Once both parties (Buyer & Seller) have come to an agreement, according to the terms of the
Purchase Agreement, an inspection of the property should be preformed. The inspection is
preformed at the Buyers expense. A list of repairs is then presented to the Listing Agent and
Seller. In some instances, the list of repairs will require additional negotiation. The agreed upon
repairs will be the Sellerb6s responsibility.
items can not be agreed upon by the Buyer and Seller.

+ The Agent will notify the Buyer of their closing requirements. The Lender will confirm with the
Buyer the amount of money needed for closing.

+ Buyer is given a checklist for moving to assist

+ After service care begins the day of closing. We will continue to provide you with useful
Real Estate information and we are always here to assist you in any way we can.

11
__________________________________________________________________________________________________________________________________________|
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How much Can you Afford

Use the following to chart to determine your monthly principal
and interest payments at various interest rates for either a
15 or 30-year term.

INTEREST RATE PER 1,000

Interest Rateq Term 15 Years Term 30 Year$ Interest Rate | Term 15 Year$ Term 30 Yearp
4 7.40 4.77 8 9.56 7.34
4Y, 7.52 4,92 8% 9.70 7.51
4% 7.65 5.07 8 Y2 9.85 7.69
4, 7.78 5.22 8% 9.99 7.87
5 7.91 5.37 9 10.14 8.05
5% 8.04 5.52 9Y, 10.29 8.23
5% 8.17 5.68 9% 10.44 8.41
5% 8.30 5.84 9% 10.59 8.59
6 8.44 6.00 10 10.75 8.77
6 Vs 8.57 6.16 10 Ya 10.90 8.96
6 Y2 8.71 6.32 10 % 11.05 9.15
6 ¥ 8.85 6.48 10 % 11.21 9.33
7 8.99 6.65 11 11.36 9.52
7Y% 9.13 6.82 11 Y% 11.52 9.71
7Y% 9.27 6.99 11% 11.68 9.90
IEZ 9.41 7.16 11 % 11.84 10.09

Find the appropriate interest rate. Look across the column to the appropriate term to determine your interest
rate factor. Multiply the interest rate factor by your loan amount in $1,000s. Add your monthly insurance pre-
mium and your property tax to your principal and interest to determine your total monthly payment.

EXAMPLE

Interest Rate = 6 %

Desired term = 15 years

Interest rate factor per $1,000 = 8.71
Mortgage = $200,000

Monthly Principal & Interest = $1,742 (8.71 x4200)

We are providing this information as a guide. We strongly recommend that you contact our mortgage specialist.
We have established relationships with them and know they will provide
you with the best service.

12
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