
By nature, purchasing a home is a straight-

forward sequence of events. Yet, reality shows 

that there are many different nuances based on 

each particular home and the agreed-upon 

purchase terms. Think for a moment about how 

different a brand-new modern home appears 

from an historical home. Similarly, building type, 

age, condition and ownership directly affect the 

desirability, required disclosures (paperwork), 

inspections & repairs, possession rights & more. 

As a buyer’s agent representing your best 

interests, I have assembled a team of profes-

sionals to get you moved into the home you 

want and need! Our core team includes our 

transaction coordinator, a recommended local 

lender with access to many different types of 

loans and a skillful and reputable title com-

This Realtor & “The Team” try VERY HARD to make it 

transparently EASY FOR YOU TO OWN A HOME! 

As a local market specialist, I will 

provide you with a relocation pack-

age, school information, market sta-

tistics going back over the past 24 

months as well as a snapshot of our 

current market. 

As your Realtor® , I will provide an 

overview of the attributes of tradi-

tional resale's, short sales, relocation 

sales and REO sales (foreclosed 

homes). The inconsistencies with 

short sale transactions may not be 

acceptable, especially to relocation 

buyers as it may be weeks or 

months before you know if your 

offer has been accepted.  
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You Will Be an Informed Buyer, I Promise! 

My team and I 

are dedicated 

and focused on 

“Getting YOU 

Where YOU  

Need to Be!” 
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OWN a HOME! 
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pany.  

Our support team members vary, based on 

your specific requirements. You may opt for a 

licensed home inspector or demand a general 

contractor for your home inspection. The choice 

is yours. I have an expansive list of contractors 

recommended by past clients for just about 

any need, from a chimney sweep to a struc-

tural engineer. 

I am Committed to Your Success! 
I pride myself on providing the highest level of service mixed with a strong skill dynamic overlaying 

a strong technology background. Through my past corporate positions, I moved numerous times and 

learned first-hand the skill disparity between Realtors®. Experience the difference! Work with a 

committed professional. 

The positive attributes I bring to you as s buyer‟s repre-

sentative include, but are not limited to: great listening 

skills, ability to pinpoint & focus on customer requirements, 

dedication to the task, skill & experience, education, abil-

ity to harness technology and great communication skills. 

My focus is on delivering a high level of service cus-

tomized to meet and exceed the specific needs of each 

client.  

òI pride myself on providing the 

highest level of service mixed with 

a strong skill dynamic overlaying a 

strong technology background.ò 

    Vickie Nagy 



Consult a  Lender, Choose a Loan Type, Get Prequalified 

Area Consultation, Then Preview Homes & Select the “One for You” 

limits of conforming loans and 

are not government insured. 

They generally have higher 

rates and are held in an inves-

tor portfolio. 

VA loans are made available 

to specific veterans. Loans 

cannot be acquired until you 

have a „Certificate of Eligibil-

ity‟. Loans can be up to 100%, 

but do have a funding fee of 

2.15% for first time users, that 

can be financed right into the 

loan. Some sellers will not ac-

cept offers using VA loans due 

to higher seller‟s closing costs. 

There are many more types 

of loans available. Consult a 

lender for more details. 

All lenders are not equal! It‟s 

important that you choose and 

consult with a lender who of-

fers loans across the broad 

spectrum of options in order to 

determine the type of loan 

that works best for you in your 

own unique situation.  Ask 

about loan costs, which can 

vary greatly from lender to 

lender. 

Each type of loan has it’s 

own advantages & disad-

vantages. Major loan types 

include: 

FHA loans are insured by a 

governmental agency. The 

required down payment may 

be as little as 3% and most of 

your closing costs and fees can 

be included in the loan. Avail-

able up to $417,000 or FHA 

jumbo up to $625,000 in Con-

tra Costa County. There is an 

upfront mortgage insurance 

premium of 1.75% 

Conventional loans are also 

insured by governmental 

agencies. They include all 

loans  under the current FNMA 

& FHLMC limits. Conventional 

loans generally have stricter 

qualifying criteria and require 

higher down payments. There 

is no upfront mortgage insur-

ance premium. 

Jumbo loans are loans that 

exceed the maximum dollar 

Every client is different and has different needs. If you‟re new to 

the area, it‟s a good practice  to spend a bit of time on an area 

overview consultation with your Realtor®. It‟s very common for 

area buyers to leapfrog to a nearby city based on needs and 

wants. The better schools generally support higher home prices 

and often those without children want more house for their 

money. 

It‟s important that your wants are needs are on separate lists. The 

target price range, coupled with your list of your needs will de-

termine the pool of potential new homes for you. If there is a 

huge pool of homes, it is wise to review them all on paper and 

scrutinize their attributes while considering your list of needs. 
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Make a Shopping List of “Wants & Needs” for Your Home 

Sit down & decide what you want & 

what you need in your new home.  

A “need” is a fundamental requirement, 

such as being located close to mass transit 

lines because you do not and can not drive, 

or the home must be single story due to mo-

bility issues of the occupants or frequent 

guests. Must it be single family? Or condo? 

A “want” is an attribute that you that you 

desire. Common wants often involve pre-

ferred proximity (to schools, shopping or 

work), size of living space, number of bed-

rooms, number of bathrooms, age of home, 

number of garage spaces, size of the yard, 

etc. It‟s the list attributes that encompasses 

the full vision of the home you see yourself 

living in.  

If there are two of you, first complete this 

exercise alone, then compare notes, discuss 

your differences and distill a single list of 

important attributes. Be sure to involve any 

serious sticking points before you provide the 

list to your Realtor® for review and consulta-

tion relative to your target price range. 

Armchair Research 
My website has downloadable 

relocation packages for the local 

areas that are also available in 

print on request. However, it‟s 

impossible to include everything! 

So here‟s a few ideas for relocat-

ing families. There are huge 

amounts of local information on 

the web. My own website at 

www.BestTriValleyHomes.com has 

hundreds of blogs about the local 

area, neighborhoods, median 

home prices and local events.  

Review the city web site with links 

to parks & recreation, schools, 

event calendars and more. 

I specialize in this area, so 

please call me with any ques-

tions that arise, now or in the 

future! 

I recommend making a selection of the top two or three homes. 

Take a break. Go to lunch. Consider your selections and why. 

Then go back for a second look at these homes in succession. 

There is no “perfect” home. It is very rare to find a home that 

possesses ALL of your wants and needs. You‟ll probably discover 

that some of your priorities shift based on the preview of local 

homes, and that one specific very positive characteristic can out-

weigh two negative, but now minor characteristics. That lovely 

large fenced backyard may compensative for the low ceilings 

and age of the home. Only you can make that decision. 



Signing Day,  
Then the Big Day! 

Things work differently in differ-

ent states. In California it’s sign, 

fund, record. The signing can‟t 

occur until the lender gets “the 

package” to the escrow officer. 

Your signing day should be no 

less than early morning two days 

prior to the designated date of 

closing per the executed contract. 

Lender funds the next day. Re-

cording takes place in the morn-

ing, generally by 10 am. Once 

the escrow officer has confirmed 

recording of the title, the listing 

agent will release the keys to 

your agent. 

Stake Your Claim on the Home You Want and Need 

Sit down with your agent and review the 

actual selling prices of comparable homes 

in the area that have sold recently. This 

information will give you some idea of the 

actual market value of the home you have 

chosen. 

Next, review the disclosure and inspection 

reports if available. Information contained 

on these reports may influence the offer 

price or whether you wish to move forward 

on this home. 

Realtors are licensed to practice forms-

based real estate. The offer form and dis-

closures were written by the California As-

sociation of Realtors in conjunction with le-
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This is where our core team members shine! 

Our expertise and professional contacts will 

keep us moving toward your goal of home-

ownership. 

The ball really starts rolling on the very first 

day! 

A copy of the executed contract will go im-

mediately to the core team members so that 

we can all get started on our job, making 

sure that you get in your new home! 

The transaction coordinator will create the 

timeline, upload all documents to the website 

and issue log-ins and passwords to all core 

team members. Members will be reminded of 

upcoming hurdle dates by e-mail. You, as the 

buyer will also be given a log-in and pass-

word. 

We‟ll meet, by phone, or face-to-face to re-

view the timeline and your task list. It‟s impor-

tant that you make an appointment with your 

lender immediately as he needs to get started 

on the file so that he can do the things he 

needs to do within the allotted time. It‟s also 

important that you choose the inspectors you 

wish to use and appointments are set at their 

very earliest opportunity in order to give us 

ample time to review the reports and poten-

tially get estimates for any recommended 

repairs. If you are able to make an immedi-

ate decision on inspectors, I will also order 

your home inspections immediately 

I will interview your lender to ascertain they 

can meet the terms of our contract. Some lend-

ers cannot meet the strict timeline for removal 

of the loan contingency and the appraisal 

contingency within the contracted time, usually 

17 days in our market. This contingency re-

moval requirement, which is unique to Califor-

nia real estate transactions, often disqualifies 

out of state lenders.  

The lender must supply a preapproval letter 

for the new loan that is based on your written 

application and credit report within 7 days. 

Either you or the lender must supply proof of 

down payment funds and closing costs within 7 

days.  

I will attend your home inspections. You should 

too! You will learn the location of the water 

cut-offs, gas cut-offs and electrical panels are 

located and pick up some other general infor-

mation about the house. 

By Day 17 we will have cleared all contin-

gencies, reviewed all homeowner‟s associa-

tion documents and be rolling smoothly along 

toward closing, all core team members work-

ing in tandem to make your dreams of owning 

your next home a reality! 

We Have an Executed Contract, Now What? 

gal counsel. These forms include the neces-

sary language to make an offer, yet the 

checkboxes, blanks and pertinent open lines 

make it possible to set your own terms on 

the offer you are making. 

The goal here is to write an offer that has 

a chance of being accepted. The dollar 

amount on your offer is often the first thing 

a seller looks at, but other terms embedded 

in the offer may have a direct affect on the 

seller‟s net proceeds. For example, there 

are certain fees associated with a home 

purchase, generally paid by the buyer, 

that the Veterans Administration will not 

allow a buyer to pay when using a VA loan 

(about $2500 according to my lender). Or, 

you may need down payment assistance 

from the seller. 

Ask your agent, in writing, to be allowed to 

present your offer to the sellers in the pres-

ence of their agent. This will enable your 

agent to explain the basis of the offer and 

to present the comparables. 

The seller may choose to accept, reject or 

counter your offer. If they counter, it‟s time 

to review their terms to determine if they 

are acceptable to you. You may choose to 

accept, reject or counter their counter. It is 

necessary for both parties to agree to 

terms and create an executed contract. 



My Initiative, Skills & Training = YOUR Successful Real Estate Transaction 

Vickie Nagy, GRI® 

GRI's are nationally recognized as 

top performers in the real estate 

industry. They have dedicated their 

time and money on real estate 

education to bring you quality ser-

vice.  Graduate REALTOR® Institute 

designees have made the commit-

ment to provide a high level of 

professional services to their clients. 

The GRI curriculum incorporates a 

common body of knowledge for 

progressive real estate profession-

als comprised of 90 specialty 

classroom hours and passing three 

written exams. A GRI® can make a 

difference. 

When you see the letters "GRI" 

after an agent's name, you can 

count on receiving the knowledge 

and guidance you need to make 

your transaction go smoothly. In 

short, you can count on getting the 

best service available from a real 

estate professional. 

Vickie Nagy, CRS® 

I am a REALTOR who has the ap-

propriate education, expertise and 

professionalism to get you where 

you nee to be. I will care about 

your needs as much as you do. I 

am one of the nearly 39,000 CRS 

Designees located throughout the 

country. (There's over a MILLION 

Realtors).  More important, a CRS 

is pre-qualified for you. As a CRS 

Designees, I have completed ad-

vanced training in residential real 

estate and have a proven track 

record of sales transactions re-

quired to earn the CRS® Designa-

tion. Less than 4% of agents in the 

nation have earned the valued 

CRS® Designation. 

Your new home, somewhere in the Tri-Valley awaits you. 

I WILL find it for you! 

Vickie Nagy, ABR® 

The Accredited Buyer Representative designation is the 

benchmark of excellence in buyer representation. This 

coveted designation is awarded to real estate practitio-

ners by the Real Estate BUYER'S AGENT Council (REBAC) 

of the National Association of REALTORS® who meet the 

specified educational and practical experience criteria.  

760 Camino Ramon, Suite 200 

Danville, CA 94526 

Phone: 925-855-8333 x260 

Mobile: 925-407-7987 

Fax: 925-226-1981 

Email: Vickie@BestTriValleyHomes.com 

Web: www.BestTriValleyHomes.com 

SPECIALIZING IN 

“GETTING YOU WHERE YOU NEED TO BE!” 

Kel l er  Wi l l i ams  Rea l ty  

Visit Me on the Web! 

BestTriValleyHomes.com 

Vickie Nagy ñ Realtor 

ABR, CRS, GRI, e-PRO, SRES 

Vickie brings with her over 20 years of professional experience including a ten 

year stint as Vice President of Marketing and Merchandising for a large public 

corporation. She prides herself on providing the highest level of service mixed with 

a strong skill dynamic overlaying a strong technology background. Through her 

past corporate positions, she moved numerous times and learned first-hand the 

skill disparity between Realtors. Her focus is on delivering a high level of 

service customized to meet and exceed the specific needs of each client. As an 

expert in her previous field, she developed a passion for professional development 

to be the very best she could be. Moving forward, within her first year of 

becoming a Realtor®, she achieved the prestigious National Association of Realtors 

designations of GRI and CRS. Less than 5% of Realtor‟s in the country have both 

these designations, and very few achieve that within their first year of business.  

“Vickie’s understanding that smart people want to work with an agent who has 

a keen knowledge of the real estate business,” Keller Williams Team Leader, 

Kristin White said, “coupled with her highly motivated, diligent and dedicated 

attitude, are exactly the kind of agent we are proud to call ours.”  

Vickie spent the first half of her life in farm and horse country in Kentucky. She and 

her husband became residents of San Ramon in 2000. Following a recent hiatus 

in South Florida they have returned for good. “The San Ramon Valley is home”, 

said Vickie. Her children attended school here and one of the main reasons she 

came back to this area was because of the school systems in the Diablo and Tri-

Valley areas. Vickie says, “People want to live in this area because of our fantastic 

school systems.”  

Licensed in CA since January 2003 

What YOU Should Know About Vickie Nagy 


