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THE HOME-BUYING PROCESS

Buying a home is more than just finding a house you like and submitting an offer. Looking
at homes and writing a confract is just the beginning. At the Wethman Group, we pride
ourselves on the high level of service we provide, and we will guide you through the entire
process, oversee the details, and get you into the home of your dreams.
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BEFORE WE BEGIN

PRE-QUALIFICATION & PRE-APPROVAL

Many buyers apply for a loan and obtain approval before they find the home
they want to buy. Why?

Pre-qualifying will help you in the following ways:

1 Generally, interest rates are locked in for a set period of time.

1 You will know in advance exactly what your payments will be on the offers
you make.

f You won’'t waste time considering homes

Pre-approval will help you in the following ways:

1 Aseller may choose to make concessions if they know that your financing
is secured. You are like a cash buyer, and this may make your offer more
competitive.

1 You can select the best loan package without being under pressure.

How MucH HOME CAN You AFFORD?

There are three key factors to consider:

1. The down payment

2. The closing costs associated with your tfransaction
3. Your ability to qualify for a mortgage

DOWN PAYMENT REQUIREMENTS:

Most loans require a down payment between 3.5% and 5.0%, depending on
the type and terms of the loan. If you are able to come up with a 20% to 25%
down payment, you may be eligible to take advantage of special fast-tfrack
programs and possibly eliminate mortgage insurance. VA loans enable you to
buy with zero money down.

CLOSING CosTs:

You will be required to pay fees for loan processing and other closing costs.
These fees must be paid in full at the final settlement, unless you are able to
include them in your financing. Typically, total closing costs will range from 2%
to 5% of your mortgage loan.

QUALIFYING FOR THE MORTGAGE:
Most lenders require that your monthly payment range between 25% to 28% of
your gross monthly income. Your mortgage payment to the lender includes the
following items:

1 The principal on the loan (P)

1 The interest on the loan ()

1 Property taxes (T)

T Homeowner's insurance (1)
Your total monthly PITI and all debts (from installments to revolving charge
accounts) should range from 33% to 38% of your gross monthly income. These
key factors determine your ability to secure a home loan: Credit Report, Assets,
Income, and Property Value.

5
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THE MORTGAGE PROCESS

1. FINANCIAL PRE-QUALIFICATION OR PRE-APPROVAL

1 Application & Interview

1 Buyer provides pertinent documentation, including verification of
employment

1 Credit report is requested
1 Appraisal is scheduled for current home owned, if any

* HOME SEARCH PROCESS OCCURS*

2. UNDERWRITING

1 Loan package is submitted to underwriter for approval

3. LOAN APPROVAL

1 Parties are notified of approval
1 Loan documents are completed and sent to title company

4. TiTLE COMPANY

M Title exam, insurance, and title survey conducted
1 Borrowers come in for final signatures (or at settflement)

5. FUNDING

1 Lenderreviews the loan package
1 Funds are transferred by wire

Il I W N N N O N B O O EE W N W .
THE 10 COMMANDMENTS WHEN APPLYING FOR A MORTGAGE
Thou shalt not change jobs, become self-employed, or quit your job.
Thou shalt not buy a car, truck, or van (or you may be living in it)!
Thou shalt not use charge cards excessively or let your accounts fall behind H

OGN A~ON -~

9. E
10. Thou shalt not co-sign a loan for anyone. u

Thou shalt not spend money you have set aside for closing.

Thou shalt not omit debfts or liabilities from your loan application.

Thou shalt not buy furniture.

Thou shalt not originate any inquiries into your credit.

Thou shalt not make large deposits without first checking with your loan
officer.

Thou shalt not change bank accounts.




VA MORTGAGES

WHAT IS A VA LOAN?

A VA loan can be used to purchase an existing home (single-family home,
townhouse, or condo), or a new home that's
also be used to refinance an existing mortgage. VA does not make the loan — it
guarantees the loan, minimizing risk to the lender and reducing losses in the

event of foreclosure.

VA loans are guaranteed atf an interest rate agreed upon by the buyer and
the lender. Discount points, which are used to buy down an interest rate, are
negotiable and may be paid by the buyer or seller.

All potential borrowers for a VA loan must be active duty military or they must
have been honorably discharged. Reservists also are eligible, but some
restrictions apply.

VA DETAILS

THE PROGRAM:
VA does not make loans...VA guarantees the loans.

INTEREST RATE AND DISCOUNT POINTS:

These are negotiable between the buyer and lender. Points may be paid by
either the buyer or the seller.

MAXIMUM LOAN AMOUNT:

For 2010, the maximum loan amount for the greater Washington, DC area is
$768,750, including the VA funding fee. The funding fee is on a sliding scale
determined on usage of eligibility and the amount of the down payment, if any.

DOWN PAYMENT REQUIREMENTS:

The Veteran may finance 100% of the purchase price and the funding fee up to
$768,750.

R

TE%%ER CLOSING COsTs & PRE-PAYS

WILLIAMS. The seller may pay the buyers
REALTY conftributions are limited to 4% of the sales price.

Each office is independently
owned and operated.

closing cost




VA MORTGAGES

WHAT YoudL NEED

THE FOLLOWING DOCUMENTS ARE NEEDED TO START YOUR LOAN-
APPROVAL PROCESS:

The most recent 2 months of your LES

Your most recent 3 months of bank statements
W-2 forms for the last 2 years

Last 2 months of any brokerage accounts,
money market accounts, mutual funds, etc.

1 If you have had a divorce or declared
bankruptcy, a copy of your divorce or
bankruptcy papers.

= =4 =4 =

IF YOUQVE BEEN DISCHARGED, YOUQL ALSO NEED:
1 DD-214 form
1 Certificate of Eligibility (can usually be obtained
by the | ender i f the Vetere
original).

In order to assure a timely closing, it is imperative
that you are approved for your loan well in

advance of your arrival!
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VA MORTGAGES

VA SELLERG COSTS

The VA establishes all charges. Fees that cannot be charged to the Veteran are
charged to the seller.

NORMAL SELLER-PAID FEES:

1
1
f
f

Tax Service
Underwriting*

Flood Determination
Escrow/Closing 100%

Other seller costs associated with financing will still be charged to the seller,
including but not I imited to costs such

NORMAL BUYER FEES (BUT SELLER-ALLOWED FEES):

1

=4 =4 =4 =8 -4 -8 -4 -8 4 -9

Origination (set by VA at 1%)

Discount Points

Appraisal

Credit Report

VA Funding Fee

Buyer’'s Title I nsurance Policy
Recording Fees

Homeowner’'s I nsurance Premium
Pro-rated Taxes

Interim Interest

Reserve Account Set Up (2 months taxes and insurance)

*Effective May 1, 2010, the Veteran can now be charged the loan fees
(underwriting, processing, etc). These charges can be charged to the Veteran
as long as the total charges (including any points) do not exceed 1% of the loan

amount.

as
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VA MORTGAGES

OTHER VA TIDBITS

All VA transactions must be owner-occupied.

The Veteran may be able to pay for work orders — if they are included in
the sales contract and the agreement states that the Veteran will be
reimbursed for materials and labor if the fransaction is not completed.
Sufficient funds to close and the expense of the work orders will be verified.
The Veteran must acknowledge paying over the appraised value by
paying the cost of the work orders.

A Veteran with partial eligibility may be able to buy another VA home,
but must provide the current certificate of eligibility so a determination of
remaining entitlement can be made.

A Veteran’'s spouse can sign closing docum
under a specific power of attorney which contains the full street address,

legal description, and a clause

allowing encumbrance of eligibility.

On-site wells and septic systems require approval from the county health
department and VA must approve a schematic showing placement of the
septic field and well head.

Shared well agreements and road maintenance agreements must be
acceptable to the VA. The VA must approve community water systems, as
well.

Disabled Veterans may apply for a waiver of property taxes based on the
level of disability. Call your local VA office for details.

Veterans with disabilities from duty may be eligible to have the VA funding
fee waived. Check with your lender!

10



HOME SEARCH CRITERIA

O NOST HAVEO VS. IGENO HAVEO

Price

Location Condition

Remember that every buyer needs to be prepared to
maketrade -of f s. |1 tds i mportant to have
range so that you can discuss the trade  -offs between
condition and location with your agent.

UST HAVES NICE TO HAVES
BEDROOMS BEDROOMS
BATHROOMS BATHROOMS

Oogoodgoad

OO0O0O0oooOooOooOoooad
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THE SEARCH PROCESS

PRIOR TO YOUR ARRIVAL

Now that you have your price range and your
familiar with what’'s out there. Prior to yo
things you can do to scope out the neighbor

1 SEARCH ONLINE
§ Use Google Street View. Simply type in an address at Google
Maps and drag the yellow —personl ic
that you'd |like to see. You will get
area, and you can rotate your view to see what surrounds a
particular address.

1 RESEARCH TRAFFIC & COMMUTING (see page 23)

1 RESEARCH SCHOOLS & CRIME (see pages 24 & 25)

WHEN YOU ARE IN TOWN

By the time you arrive in fown for a visit, we will have identified 10 to 15 homes
that meet your criteria. In addition to vie
investigate the neighborhoods where we’ Il 1l b

1 Do 0 RIVEBYSO £OUISHE NEIGHBORHOODS: It is important that you
scout the neighborhood in person. You live in more than your house.
§ Talk to people who live in the community.
§ Drive through the entire area at different times of the day, during
the week, and on weekends.
§ Look carefully at how well other homes in the area are being
mainfained: Are they painted? Are the yards well cared for? Are
parked cars in good condition?

f  CONSIDER NEIGHBORHOOD FACTORS:

§ Look for things like access to major thoroughfares, highways, and
shopping.

§ Listen for noise created by commerce, roads, railways, public
areas, schools, etc.

§ Smell the air for adjacent commerce or agriculture.

§ Check with local civic, police, fire, and school officials to find
information about the area.

§ Research things like soil and water.

§ Look at traffic patterns around the area during different times of
the day and drive from the area to work.

§ s the neighborhood near parks, recreation centers, shopping,
theaters, schools, restaurants, public transportation, etc.2

§ Does the neighborhood have a Homeown

1 GO ON HOME TOURS WITH AGENT

DO NOT:
1 Call the listing agent
1 Contact a FSBO directly
1 Visit a new-construction sales office without consulting your agent

12



FAQS

WILL YOU INFORM ME OF HOMES FROM ALL REAL ESTATE COMPANIES OR ONLY KELLER
WILLIAMS REALTY?

We will keep you informed of all homes on the market, which are available on
any large brokerage website, including our own.

DO | CALL YOU OR THE LISTING AGENT IF | WANT TO SEE A HOME IN PERSON?

Call us! You should never call the listing agent if you are represented by your
own buyer agent, as it may create complications down the line.

CAN YOU HELP ME FIND NEW-CONSTRUCTION HOMES?

Yes, we can work with most builders and get you the information you need to
make a decision. On your first visit with the builder, we will accompany you. By
using our services with a new-construction home purchase, you will receive the
services we offer, as well as those provided by the builder, at no additional cost.

How DOESFOR SALE By OWNER(FSBO)WORK?

Homeowners trying to sell their home without agent representation are usually
doing so in the hopes of saving the commission. If you see a FSBO and want the
advantages of our services, let us contact the owner for you and make an
appointment. Since the agent is infroducing a potential buyer to their property,
most times the homeowner will work with an agent, even though their home is
not listed.

ARE THERE OTHER LISTINGS NOT IN THE MULTIPLE-LISTING SERVICE OR A WAY TO SEE WHICH

HOMES ARE COMING ON THE MARKET SOON?

New homes come on the market every day (more often later in the week), but
there is no central source of —coming soonl
with dozens of agents on a regular basis and sometimes learn of homes before

they come on the market.

E
KELLER
WILLIAMS

Each office is independently
owned and operated.
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CONTRACT TO CLOSE

WRITING THE OFFER

Once you’'ve found a property you Ilike, we
Williams office) for about two hours to discuss a Comparable Market Analysis,

which will help you determine the amount you wish to offer, along with other
decisions. Negotiations with the other side usually take anywhere from two days

to a week. Typically we have our first response from the seller within 48 hours. At

the time of writing the offer you will need your pre-approval letter from a lender
(but you do NOT need to have finalized your choice of lender at this point), as
well as your checkbook to write out your
unable to be in the area when we make the offer, this can be done remotely.

KeY DECISIONS YOU WIiLL NEED TO MAKE WHEN WRITING AN OFFER:

1 PRICE / SELLER SUBSIDY: What you offer on a property depends on a number
of factors, including its condition, length of time on the market, buyer
activity, and the urgency of the seller. While some buyers want fo make a
very low offer to see if the seller will accept it, this often isn't a smart choice
because the seller may be insulted and decide not to negotiate at all.

1 DEPOSIT AMOUNT: When you write an offer you should be prepared to pay an
earnest money deposit. This is to guarantee that your intention is to purchase
the property. The amount is negotiable.

T INSPECTIONS: You may want to have a home inspection, radon inspection, or
well and sepftic inspection if the property is not hooked up to public water
and sewer.

f CONVEYANCES: Often the seller plans on leaving major appliances in the
home. However, which items stay or go is offen a matter of negoftiation.

1 SETTLEMENT DATE: If you can be flexible on the possession date, the seller will
be more apt to choose your offer over others.

Typically you will not be present at the offer presentation — we will present it to
the listing agent and/or seller. The seller will then either accept the offer, reject
the offer, or counter the offer with changes. By far the most common response is
the counter offer. In these cases, our experience and negofiating skills become
powerful in representing your best interests. When a counter offer is presented,
we will work together to review each specific area of the counter offer, making
sure that we move forward with your goals in mind and ensuring that we
negotiate the best possible price and terms on your behalf.

The step-by-step contract procedure for most home purchases is standard. The
purchase agreement used is a standard document approved by our local real
estate board. The purchase agreement or contract constitutes your offer to buy
and, once accepted by the seller, becomes a valid, legal contract. For this
reason, it is important to understand what is written on the contract offer. We
have included a copy at the back of this packet.

14
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BEHIND THE SCENES

THE HOME INSPECTION

If you are purchasing a resale property, we highly recommend that you have a
professional home inspector conduct a thorough inspection.

The inspection will include the following:
1 Appliances

Plumbing

Electrical

Air Conditioning and Heating

Ventilation

Roof and Attic

Foundation

General Structure

=A =4 =4 -4 -4 -4

The inspection is not designed to criticize every minor problem or defect in the

home. It is infended to report on major damage or serious problems that require

repair. Should serious problems be indicated, the inspector willrecommend that

a structural engineer or other professional inspect it as well. Your home cannot
—passl or —faill an inspection, and your in
thinks the home is worth the money you are
make you aware of repairs that are recommended or necessary.

The seller may be willing fo negotiate completion of repairs or offer a credit for
completion of repairs, or you may decide that the home will take too much
work and money. A professional inspection will help you make a clear-headed
decision. In addition to the overall inspection, you may wish to have separate
tests conducted for fermites or the presence of radon gas.

In choosing a home inspector, consider one that has been certified as a
qualified and experienced member by a frade association. We recommend
being present at the inspection. This is to your advantage. You will be able to
clearly understand the inspection report and know exactly which areas of the
house need attention. Plus, you can get answers to many questions, tips for
maintenance, and a lot of general information that will help you once you
move info your new home. Most important, you will see the home through the
eyes of an objective third party.

KELLER
WILLIAMS.

RENET/\ S [P T
Each office is independently
owned and operated.
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BEHIND THE SCENES

VA WORK ORDERS

In addition to the items in your home inspection, VA may require certain repairs
to be completed. Here is a list of commonly found repairs by VA inspectors.
Checking these items EARLY may prevent any delays in closing and funding.

1. Replace any dry-rotted or deteriorated wood.

2. Place a vapor barrier under the house in the crawl space.

3. Wood-to-earth contact must have 61 <cleara
4

Floor joists must have adequate clearance above the soil under the
entire house.

Foundation and attic vents must be adequate.

Gutters, down spouts, and splash blocks must be in place.

Exterior and interior paint must be in good condition.

All levels of the home must be heated. Oil or gas space heaters in
living areas are inadequate.

9. Tub enclosures must meet local code for waterproof material (tile or

©No O

Formica).

10. Home must be hooked up to water and sewer system:s, if available.

1T.Hot water tank must have a 3/4I1 pressu
must have a 3/41l discharge | ine pumped

12. The roof may have up to two layers of composition.

13. Inspectors must look at the attic, so access is important.
14. Plumbing and electrical must be operating.

15. Any broken windows must be replaced.

16. Carpeted bathrooms must be acceptable to the buyer.
17. No lease-to-buy equipment is allowed.

18. The crawl space must be cleared of debris.

Joint-use and maintenance agreements acceptable to VA

are required for private roads and community water systems.

1. A pestinspection will most likely be required.

2. Allwork orders called for on the appraisal must be
completed and inspected prior to closing.

3. The sellers are responsible for the completion of all work
orders.

16



HOME-BUYER TAX CREDIT

ARE YOU ELIGIBLE FOR AN EXTENSION?

Even though the $8,000 first-time buyer credit and $6,500 repeat-buyer credit
expired April 30, 2010, members of the military serving outside the United States
have an entire exira year to buy a principal residence and still qualify!

The IRS has stated that eligible taxpayers must buy, or enter into a binding

contract to buy, a principal residence on or before April 30, 2011. If a binding

contract is entered into by that date, the taxpayer has until June 30, 2011, to

close on the purchase. Members of the uniformed services, members of the

Foreign Service and employees of the inteligence community are eligible for

this special rule. It applies to any indiuvi
spouse) who serves on qualified official extended duty service outside of the

U.S.* for at least 90 days during the period beginning after December 31, 2008,

and ending before May 1, 2010.

So if you're a member of the military that
have an extra year to take advantage of the $8,000 home buyer credit. Just
contact us if you have any questions!

*Only one spouse must be overseas to qualify.

¥
KELLER
WILLIAMS.
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SHORT SALES

WHY THEY DONd CLOSE

Most buyers know by now that a very low percentage of short sales close. What
are some of the reasons why2 And what happens to them?

First, what is a short -foaleec?d1 oS ugtedr ts ad el & vyi
wherein he is —shortl on his payoff to the
needs to sign off on any contract before it goes to settlement. The seller walks

away with nothing, while the bank takes a loss.

Sellers often |Iist homes for a very Il—-ow pri
the bank is the one taking the loss, and the seller just needs an offer. Once an

offeris in, the seller sends it fo the bank for approval, a process that could take

many months.

Short sales are often frustrating for buyers because they have such a low closing
ratio. Just because a home is listed as a short sale does not mean the bank has

approved the price. The bank may not even be aware the homeowner is trying
to selll

So why do short sales not close?

We can bucket the issues into two categorie
—problems. Il We combine Seller and Bank into
it’s not up to the seller by t-hteeldankiseghei t r e
one ftaking the loss, and so the bank is the one that has to sign off.

A bank may not approve an offer on a short sale for several reasons:
1 OFFER TOO LOW: The most obvious reason is that the offer price is too low. The
bank had no input into setting the price, nor any input on price reductions.
The seller is indifferent as to the offer price — after all, they are lucky to be
getting out of the house at all, and they are not going to walk away with a
dime. This is why you often see homes listed ridiculously low versus similar
homes nearby. The seller just needs an offer to get the process started.
 SECOND (ORTHIRD) TRUSTS: Cl osely related to the —offer
that the second trust may not sign off on the amount they are receiving (if
any). I|It’s quite common for sellers to ha
HELOC on the property, and second and third trust holders receive very little,
if anything, in short sales. Sometimes they refuse to sign off because they just
have no incentive to do so.
1 SELLER DOESNG QUALIFY: Sometimes a seller simply has too many other assets
for a bank to approve a short sale. If the seller has money in their accounts,
the bank is going to want that money. Similarly, a seller has to show a

hardship—t hey can’'t just say it’'s a short sal
‘% and don’t want to pay anymor e....sfenldl edrosn’'dto nt
KELLER volunteer this information to the bank at the beginning of the process — they
WILLIAMS. typically wait until they have an offer and hope that the bank will somehow

RIS\ S| R T

not ask to see evidence of their other assets.

Each office is independently
owned and operated.
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SHORT SALES

WHY THEY DON@ CLOSE (CONT.)

! WHY SELL WHEN You CAN LIVE FOR FREE?: Commonly a homeowner will stop
making mortgage payments once they realize they are in a short sale
sifuation. Though the homeowner gets the usual form letters and phone calls
threatening them with eviction, the fact is that they are living for free during
that period of fime. Some accept the foreclosure as inevitable and simply
live there for free as long as they can...completely unmotivated to accept
an offer because once an offeris approved, they have to move and start
paying to live somewhere else. They only have to show the bank that they
are —tryingl to sell the home.

1 FORECLOSURE TRUMPS SHORT SALE: | f t he bank is pursuing

f o

a race against the clock. The two depart m

Even if they do, often times a bank wild!l
foreclose than to accept too low a payoff.
1 UNEXPECTED CONSEQUENCES: These next t wo-dfi amdalize-iirit o t
did-a-short-sale-that-would-h appenll cat egory.
1 DEFICIENCY JUDGMENTS: MO st sel l ers don’'t realize

bank accepts aloss, the seller is still technically liable for that amount,
and the bank reserves the right to pursue that amount later. (This is also
frue of foreclosures.) It does not get wiped out as in a bankruptcy.

t

(

he

|

While it’'s uncertain whether banks actu

homeowners, the risk remains, and sellers may get cold feet at the last
minute, scuttling the sale.

1 TAX EFFecCTs: Sellers also may not realize that they will receive a 1099 for
the amount of their debft forgiveness, creating potentially taxable
income. There are several ways a seller can be exempt from this, but

it’'s critical to consul t a tax adviser.

realize this and have doubts, they could refuse to go forward.

And i f those reasons don’'t provide enough

stars align, the buyer might be the one to torpedo the fransaction:

1 HOME INSPECTION: Frequently the home inspection is not conducted until
after the bank gives its approval of the tfransaction (and why not...smart
buyers don’t want to risk their money on
chance of closing). But what if there are problems in the inspection? Short-
selling sellers rarely have enough money for any significant repairs, and the
bank is not going to agree to a lower amount after it took months to get a
sign off on the original offer.

1 APPRAISAL PROBLEMS: This cuts both ways — a low appraisal will frigger a
buyer to want to renegoftiate, but a high appraisal will frigger a bank

h

[

rejection of the offer as a —below mar ket |

1 BANK TAKES TOO LONG: The process can often take many months (count on
at least three, and up to a year or even more). Buyers often get frustrated
and back out while waiting for a response. There are also buyers who will put
in offers on many different properties hoping that something will hit, and

whi chever one answers first is the one t hi
advertised —already approved at this pric:¢

did get around to approving a contract, but the buyer had walked away by
that fime, leaving the seller with an approval letter, but no buyer.

19



SHORT SALES

WHY THEY DON@ CLOSE (CONT.)

So what's the good news on short sales?

Banks are getting better/faster at them, and some government programs are in
place to help incentivize both first and second trust holders (also referred to as
first lien holders and second lien holders). But that only addresses a few of the
potential issues discussed here.

There are also some programs and professional negotiators who are making
fremendous strides in mitigating some of the challenges listed here, significantly
increasing the chance of a settlement. They
buyer’'s interests while still optimizing th

But what happens to the short sales that never close? Sometimes they continue

to sit for months and months with an —actiywv
multiple-listing service. Sometimes the foreclosure department wins the race

and forecloses on the home. Sometimes the homeowner makes just enough of

a payment to keep the bank from moving forward with the foreclosure, and

sometimes the seller may start making payments again, thereby stopping the

entire process. Most of these homes, however, will eventually end up as a

foreclosure if the short sale process is not successful.

¥
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ABOUT THE AREA

WHERE IS NORTHERN VIRGINIA?

I f you're relocating to —Northern Virginial
you may be wondering where, exactly, that is. Of course generally , we know

people are referring to the northern end of the state, but just how far south and

west does it extend?

It depends whom you ask. For real estate statistical purposes, the Northern
Virginia Association of Realtors (NVAR) def
City, Arlington County, Falls Church City, Fairfax City, and Fairfax County. These

are also the counties covered by our local association, and NVAR members

have access to all the homes for sale in those jurisdictions.

But if you ask locals, many would also include Loudoun County to the west,
Prince William County to the west and south, and sometimes Stafford County to
the south as part of our metropolitan area.

The Washington, DC, Metropolitan Statistical Area (MSA) includes counties in VA,
MD, and also includes the District of Columbia — a large swath! It is further
divided intfo two divisions:
9 the Washington-Arlington-Alexandria, DC-VA-MD-WV Metropolitan
Division, comprising the majority of the metropolitan area, and

1 the Bethesda-Gaithersburg-Frederick, MD Metropolitan Division,
consisting of Montgomery and Frederick counties.

Counties include:
T MD: Calvert, Charles, Frederick, Montg

I DC: District of Columbia

1 VA: Arlington, Clarke, Fairfax, Fauquier, Loudoun, Prince William,
Spotsylvania, Stafford, and Warren counties, PLUS the independent
cities of Alexandria, Fairfax, Falls Church, Fredericksburg, Manassas,
and Manassas Park.

T Wv: (Yes, you read that right..our MSA
Virginia) Jefferson County

Obviously the MSA is foo large a fract to be looking at for your next home (and

be careful drawing any conclusions from real estate statistics based on such a

|l arge area). Commuting times here are a big
search based on where you’'l/| be working. Co
through some viable options for you!
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ABOUT THE AREA

COMMUTING

CAREFULLY CONSIDER YOUR COMMUTE TIME IN CHOOSING WHERE TO LIVE. Most
fransferees to our area are shocked by the commute time — it can easily take

30 minutes to go just 3 or 4 miles, so don’
not that far.Il This area’s congestion is am
fransit system is very good, though. Our subway system (known as Metro) is

fantastic, though very expensive to |ive ne
trains. | f you’'re willing to commute by rai

housing dollar. Commute times also vary widely based on whether you choose
to live in the District proper, Maryland, or Virginia.

HOW CAN YOU INVESTIGATE WHAT YOUR COMMUTE WILL BE LIKE ONCE YOU RELOCATE?

The easiest thing fo do is fo ask some of your future co-workers. Ask them where

they live, how long it takes, and how they fravel (care buse Metro?). Try listening

to traffic reports from a local radio station (WTOP reports every ten minutes

[103.5FM, www.wtop.com] ) so you can get a sense for where the backups

occur, since they typically occur in the same areas each day. If you have

satellite radio, they also have constant traffic reports throughout the day
(Channel 152 on Sirius, Channel 214 on XM).
ongoing major projects in the areaq, like the extension of the Metro line through

Tysons Corner, which will tie up fraffic in that area for the next few years.

You might also want to check out traffic websites during the hours that you

expect to be commuting (try traffic.com and trafficland.com for cameras).

Finally, once you arrive in the area for a visit, try some test runs from the area

you’ || be commyeisngitfrempainful to get wup e
can | eave your future home at the expected
way fo be sure of what your commute will be.

Whil e proximity to a Metro station is at a
has extensive bus service, as well as VRE and MARC railway service. And if you
live near a slug line, that’s a creative op

HELPFUL COMMUTING WEBSITES:

Meftro (rail & bus information): www.wmata.com

Meftrorail Extension in Tysons Corner: www.dullesmetro.com

Traffic: www traffic.com, www trafficland.com

VRE: www.vre.org

MARC: www.mta.maryland.gov/services/marc

Fairfax Connector Bus Routes: www.fairfaxcounty.gov/connector/
Arlington Rapid Transit: www.commuterpage.com/art/

WTOP Custom Commute Tool: http://wtop.com/2nid=370&sid=604381
Slug Lines: www .slug-lines.com

= =4 =4 -4 -4 -4 -4 -8 -9
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ABOUT THE AREA

RESEARCHING SCHOOLS

How can you evaluate the quality of a school districte There are so many factors
toconsider—youmust deci de what's i mportant to you
curriculum? Test scores? Diversity of student body?2 Many sources of information

are online, such as greatschools.net, schoolmatters.com, and the National

Center for Education Statistics. Of course, you should visit the school, if possible.

When researching school districts for your move, be warned: Fair Housing laws

make it very difficult for real estate agents to answer your questions because we
cannot be perceived as —steeringl buyers to
neighborhood in a discriminatory matter.So it ' s i mperative that
homework on school districts.

AREA SCHOOL DISTRICT WEBSITES:

Alexandria City Schools: www.acps.k12.va.us

Arlington County Schools: www.arlington.k12.va.us/aps/site/default.asp
City of Fairfax Schools: www .fairfaxva.gov/school/school.asp

City of Falls Church Schools: www.fccps.k12.va.us

Fairfax County Schools: www.fcps.edu/index.shtml

Guide to Private Schools (Washingtonian): www.washingtonian.com/
packages/privateschools/index.html

Montgomery County (MD) Schools: www.montgomeryschoolsmd.org
Prince William County Schools: www.pwcs.edu

Stafford County Schools: http://stafford.schoolfusion.us

Washington, DC Schools: http://dcps.dc.gov/portal/site/DCPS

=A =4 =4 =4 4 =4

= =4 =4 =4

OTHER HELPFUL SCHOOL WEBSITES:

1 National Center for Education Statistics: http://nces.ed.gov/
1 GreatSchools: www.greatschools.org
1 School Matters: www.schoolmatters.com
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ABOUT THE AREA

RESEARCHING NEIGHBORHOODS

One of the things that frustrates both clients and REALTORS® is that due to Fair

Housing laws, we are prohibited from commenting on whether or not a

nei ghborhood is —safe.ll The web, however, f
tools. One tool CrhAmeReparts.comr Jyst anteedn wdidress and

the map populates with recent crime data, including police calls and arrests.

The site had its inspiration in a local Arlington County resident, and is not without

its own controversy around privacy and othe
valuable tool for buyers investigating potential neighborhoods.

It doesn’t appear to have data yet for all
you can request the data from your local police department). Washington,

DC, and Montgomery County, MD, are already online, as are parts of Virginia,
including Leesburg and Loudoun County. Another valuable tool as you narrow

the search? The local police department — just give them a call or check online

to get the rundown on crime.

One more useful site as you are getting to know the area is the sex offender
registry. There is no requirement in our area that sellers disclose that a sex
offender is nearby, so do your research!

SEX OFFENDER REGISTRIES:

1 Maryland: http://www.dpscs.state.md.us/sorSearch
1 Virginia: http://sex-offender.vsp.virginia.gov

1 Washington, DC: http://sexoffender.dc.gov

OTHER SITES:
1 Alexandria Crime Reports: http://wwwa3.alexandriava.gov/police/
crime_reports/index.php
Arlington County Crime Reports: http://www.arlingtonva.us/Departments/
Police/crimereport/viewlist.asp
1 City of Fairfax: http://www.fairfaxva.gov/police
1 City of Falls Church Police: http://www.fallschurchva.gov/Content/
Government/Departments/PublicSafety/
PoliceDept/PoliceMain.aspx?&cnlid=2084
1 Fairfax County Crime Map: http://www.fairfaxcounty.gov/gisapps/
myneighborhood/mynpolice.aspx
1  Montgomery County Crime Map: www.crimereports.com
1 Prince William County Police: http://www.pwcgov.org/Default.aspx?
topic=040074
1  Washington, DC Crime Map: http://crimemap.dc.gov/presentation/
query.asp

==
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ABOUT THE AREA

THINGS TO DO

The Washington, DC, area is filled with things to keep you busy in your spare
ti me. From art museums to outdoor activitie
bored. Here are some of our favorites:

ARLINGTON NATIONAL CEMETERY: www.arlingtoncemetery.org

Perhaps the most famous cemetery in the nation, Arlington National Cemetery is
a popular stop for both the natives and visitors of Washington, DC. The cemetery
is open 365 days a year for visitation. Hours of operation are 8:00am to 5:00pm,
October 1st through March 31st. From April 1st fo September 30th, visitation
hours are from 8:00am to 7:00pMm.

BIKING/RUNNING/WALKING TRAILS: www.traillink.com

The Washington, DC, region has tons frails that you can use to explore the area

and get a good workout. The Washington & Old Dominion (W&OD) Trail

comprises three counties and runs for 45 miles from Arlington to Purcellville.

TrailLink.com lets you look up trails by location, so no matter where you are in

the area, you’'ll be able to find a place fo

JOHN F. KENNEDY CENTER FOR THE PERFORMING ARTS: www kennedy-center.org

The Kennedy Center opened in 1971, and since then has been the place o
go for plays, concerts, and performances. Check out their website for more
information and a schedule of performances.

MT. VERNON: www.mountvernon.org

Mount Vernon is open seven days a week year-round, including holidays. Here

you can watch blacksmiths making tools, take a tour of the house and the
grounds, and visit Washington’ s...theeslmteisWe ar
huge and you’'ll want to experience it all

THE NATIONAL MALL: www.nps.gov/nama/index.htm

Part of the National Park System, the National Mall & Memorial Parks was
officially established in 1965. It is home to some of the greatest American icons,
such as the Washington Monument, the Lincoln Memorial, and the World War |l
Memorial, plus many others.

NATIONAL PARKS: www.nps.gov

The Washington, DC, area has many national parks and historical sites nearby
for your enjoyment. Manassas National Battlefield Park, Great Falls Park, and the
Claude Moore Colonial Farm are all in the immediate area. Many more are just
a few hours drive or less from the region, including Shenandoah National Park,
Assateague Island National Seashore, and Gettysburg National Military Park.

KELLER SMITHSONIAN INSTITUTION: www si.edu

WILLIAMS. The Smithsonian has over a dozen museums in the area, including the Natural
Seldaas lb At History Museum, the Portrait Gallery, and the American Indian Museum, just to

Each office is independently

owned and operated. name a feW
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APPENDIX A

THE SALES CONTRACT

This section contains a sample copy of the contract that is customarily used for
transactions in the Washington, DC, area. Other addenda, such as the
jurisdictional or home inspection addendum, are also commonly used. Those
forms will be discussed and explained at the fime you write your contract.

If you have any questions about the sample contract included here (or anything
else in this guide), just let us know.
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APPENDIX B

PREFERRED LENDERS

If you have any questions about financing, please call one of our preferred
lenders. They are happy to answer any questions and are happy to help you!

Cindy Fox, CMPS

Senior Mortgage Planner

.
McLEAN

MORTGAGE CORPORATION

12500 Fair Lakes Circle, Suite 130
Fairfax, VA 22033

email: cfox@mcleanlending.com
cell:  (703) 409-2002
fox:  (571) 405-2549

Brig Light
HOME SAVINGS & TRUST MORTGAGE

Mortgage Banker

3701 Pender Drive, Suite 150
Fairfax, VA 22030

email: blight@hstmortgage.com
cell:  (703) 593-0159
home: (703) 709-8693 [after 7 PM]
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