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Before I Start Looking At Homes, I Will…
•  Explain the details of the Purchase Agreement and give you a copy for your review

•  Estimate, in writing, the expenses you will incur so there will not be any surprises at the time of closing

•  Explain the various financing options, fixed mortgages vs. adjustable and 15 year vs. 30 year mortgages

•  Discuss and explain the Multiple Listing System

•  Arrange an appointment with a mortgage representative to pre-qualify and determine the amount of   
 mortgage you can obtain

•  Discuss the architectural style, location, schools and special features that you desire

While Your Transaction is Pending, I Will…
•  Order title insurance, deed and survey

•  When appropriate, meet appraiser at property and present market data.

•  Review the inspection report with you

•  Keep you up-to-date on the pending details

•  Follow up with the borrower’s lender

•  Assist cooperating agent with any problems relative to the sale

•  Review the title work

•  Schedule the closing
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BENEFITS OF HOME OWNERSHIP
7 Reasons to Own Your Home  

1. Tax breaks. The U.S. Tax Code lets you deduct the interest you pay on 
your mortgage, your property taxes, as well as some of the costs involved in 
buying your home.  

2. Appreciation. Real estate has long-term, stable growth in value. While 
year-to-year fluctuations are normal, median existing-home sale prices in 
central Indiana increase in the 5 to 6 percent range each year. First-time 
home buyers make up 35-40 percent of the the central Indiana market and, 
nationally households are expected to continue to rise through 2025. The 
U.S.Census predicts 13.6  million new households by 2025 and another 11.5 
million in the 10 years after that creating continued high demand for housing

 3. Equity. Money paid for rent is money that you’ll never see again, but 
mortgage payments let you build equity ownership interest in your home.   

4. Savings. Building equity in your home is a ready-made savings plan. And 
when you sell, you can generally take up to $250,000 ($500,000 for a married 
couple) as gain without owing any federal income tax.   

5. Predictability. Unlike rent, your fixed-mortgage payments don’t rise over 
the years so your housing costs may actually decline as you own the home 
longer. However, keep in mind that property taxes and insurance costs will 
increase.   

6. Freedom. The home is yours. You can decorate any way you want and 
benefit from your investment for as long as you own the home.   

7. Stability. Remaining in one neighborhood for several years gives 
you a chance to participate in community activities, lets you and your 
family establish lasting friendships, and offers your children the benefit of 
educational continuity.   Online resources: To calculate whether buying 
is the best financial option for you, use the “Buy vs. Rent” calculator at 
www.GinnieMae.gov.
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THE BUYING PROCESS
Step-by-step-process to buying a home
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WHY YOU NEED A BUYERS AGENT
You’ll Have an Expert to Guide You Through the Process

Buying or selling a home requires forms, reports, documents, and 
statements. A knowledgeable expert will help you prepare the best deal 
and avoid delays or costly mistakes.

Get objective information and opinions. I can provide local 
community information on utilities, zoning, schools, and more. I’ll also be 
able to provide objective information about each property. I will be able to 
help you answer these two important questions: Will the property provide 
the environment I want for a home or investment, and will the property 
have resale value when I am ready to sell?

Find the best property out there. It will take some investigation by 
your REALTOR® to find all available properties.

Benefit from our negotiating experience. There are many 
negotiating factors, including but not limited to, price, financing, terms, 
date of possession, and inclusion or exclusion of repairs, furnishings, or 
equipment. I can advise you as to which investigations and inspections are 
recommended or required.

Before you talk to a builder, talk to me. I am your new home 
specialist. There is no cost to you. I know what  you should receive and 
what “extras” might be available. Questions concerning site location, builder, 
design and decor are important, and I can provide insight into which 
amenities will add to the resale value of your home. I know you are building 
not only for today… but also for tomorrow.

When visiting an open house. The agent who is holding the open 
house represents the seller. Their fiduciary duty is to the seller, which means 
they must represent the seller to the best of their abilities. Anything you say 
to that agent can be used during negotiations. A buyer’s agent always has 
your best interests in mind. If you are already working with a buyer’s agent, 
be sure to let the open house agent know with whom you are working.
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YOU AND YOUR SALES ASSOCIATE
Sales Associates Depend on You

Sales Associates spend many hours holding houses open, researching 
financing alternatives, keeping abreast of the current market and market 
trends, and pursuing continuing education studies.  All of this activity (and 
much more) is done with a desire and a dedication to earn the loyalty of 
clients and build a reputation for efficient, friendly and professional service. 
Each Associate’s success depends on referrals, recommendations and repeat 
business.

The Tucker Sales Associate you choose can give you information about any 
property on the market, even when the sign in the front yard belongs to 
another company or a builder.  You only need one Sales Associate to help 
you find the home of your dreams.

Sales Associates are Self-employed

Self-employed means that a Sales Associate does not receive a salary, a 
company car, an expense account, vacation pay, insurance or retirement 
benefits, etc.  In addition to these expenses, the Associate also pays license 
fees, Brokers Listing Cooperative® fees and annual membership dues to 
local, state and national REALTOR® associations.

Each Tucker Associate has a contractual agreement with the F. C. Tucker 
Company, Inc.  This agreement states that the individual may list and sell 
real estate as an Independent Contractor representing the F. C. Tucker 
Company.

Sales Associates Earn Commissions

At the time of closing, after all the work has been completed to the 
satisfaction of everyone concerned, the real estate commission is 
subtracted from the seller’s proceeds. This commission is then divided 
between the company and the Sales Associate representing the seller, and 
the company and Sales Associate representing the buyer.

Each member of the Tucker Team is dedicated to giving each client 
(past, present and future) the very best service.  They exemplify the 
professionalism you’ve come to expect when you Talk to Tucker®— Indiana’s 
#1 Real Estate Company.



CREDIT AND YOU
What You Can Do to Improve Your Credit

Credit scores, along with your overall income and debt, are big factors in 
determining whether you’ll qualify for a loan and what your loan terms will 
be. So, keep your credit score high by doing the following:  

1.  Obtain free credit report from www.annualcreditreport.com 
and check for any errors but discuss with lender before making any 
corrections or paying off anything if within 12 months of buying.  

2.  Pay down credit card bills. If possible, pay off the entire balance 
every month. Transferring credit card debt from one card to another 
could lower your score.  

3.  Don’t charge your credit cards to the maximum limit.  

4.  Don’t order items on credit such as appliances and furniture, until 
the day after you close on your new home.    

5.  Don’t open new credit card accounts before applying for a 
mortgage. Too much available credit can lower your score.  

6.  Shop for mortgage rates all at once. Too many credit applications 
can lower your score.

7.  Avoid finance companies. Even if you pay the loan on time, the 
interest is high and it will probably be considered a sign of poor credit 
management.  

This information is copyrighted by the Fannie Mae Foundation and is used with permission of the Fannie 
Mae Foundation. To obtain a complete copy of the publication, “Knowing and Understanding Your 
Credit”, visit www.homebuyingguide.org.
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GE T PREAPPROVED
We Recommend that You Begin the Loan Preapproval Process

Getting preapproved requires that a lender verify your financial information, 
and it serves as their commitment to lend a specified amount based on 
that information.  It will give you a number of advantages. When you find 
a property, sellers will take your offer more seriously given that you have a 
lender that has committed to backing your offer.

It also gives you the assurance that you’re looking at homes you can 
confidently afford to finance.  Your efforts will be focused on properties that 
match your financing abilities.

You’ll have an edge over other buyers who aren’t preapproved. In situations 
where there are multiple offers on a property, this can be the difference 
between having your offer accepted or losing the property to another 
buyer.

I’m eager to help you get preapproved.
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FINANCING ME THODS

Fixed-Rate Mortgage

The interest rate stays the same for the entire term of the loan —usually 15 or 30 
years — so the interest and principal portions of your monthly payment remain 
the same. Your payments are stable and predictable, but initial interest rates 
tend to be higher on a fixed-rate mortgage than on adjustable-rate loans.

Adjustable-Rate Mortgage (ARM)

The interest on an adjustable-rate mortgage is linked to a financial index, such 
as a Treasury security, so your monthly payments can vary, up or down, over the 
life of the loan - usually 30 years. Some adjustable-rate mortgages have a cap on 
the interest rate increase to protect the borrower.  The lower initial payments on 
ARMs make it easier for buyers to qualify.

Conventional Loan

A conventional loan can have as little as 3% down with mortgage insurance. 
To avoid mortgage insurance, you have to have a minimum of 20% down. The 
maximum amount for conventional loans is $424,100. Loans above $424,100 
require a jumbo loan. The advantage of a conventional loan is that there is no 
upfront mortgage insurance payment and mortgage insurance can be removed 
when you have paid the loan down to 80%.

FHA

An FHA loan requires at least a 3.5% down payment. The advantage of an 
FHA loan is that it has lower credit score guidelines and allows higher debt 
to income ratios to qualify. This is generally a good choice for first time 
homebuyers, but be sure to talk to a trusted lender to determine if this is the 
right product for you.

VA

A VA loan requires zero down payment and does not require mortgage 
insurance. It also has lower credit score guidelines and allows higher debt to 
income ratios. This loan is reserved for qualified veterans. To determine if you 
qualify, you can work with your trusted lender to obtain your certificate of 
eligibility.

USDA

USDA loans require zero down payments, but they do require guarantee 
insurance, which is similar to mortgage insurance. Homes are restricted 
to designated rural areas determined by USDA, and USDA has maximum 
household income limits for eligibility.



LOAN PREAPPLICATION CHECK LIST

Information Needed For Application

1.     Full Name, date of birth, and Social Security Numbers for all borrowers

2.     Last 2 year’s residence history (dates included)

3.     Last 2 years employment history (dates and job title)

Documentation Needed For Application

1.     Last 2 pay stubs for all borrowers

2.     Last 2 years W2’s / 1099’s for all borrowers

3.     Last 2 months bank statements (all pages)

Additional Items may be required 
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IDENTIFY YOUR WANTS AND NEEDS
Discover What is Most Important to You 

What are you looking for in your next home? How much space will 
you need? Are there specific amenities you can’t live without? These 
are all important questions to ask yourself as you begin the home 
search process. I will open the door to a bigger and better real estate 
market and create a plan that will allow you to find a home that’s as 
unique as you.



Competition

Buyers educate themselves by viewing many homes. They know what is a fair 
price. If you home is not competitive in value with those they have seen, it will 
not sell. Buyers typically look at homes within a $5,000 price range. If your home 
is not priced within that correct range, it very likely will not be exposed to its 
potential buyer. 

Reputation

Overpricing causes most homes to remain on the market too long. Buyers and 
agents aware of a long exposure period are often hesitant to make an offer 
because they fear  “something is wrong” with the home. Often homes that are on 
the market for a long time eventually sell for less than their fair market value. 

Time

Chances are good that your home will sell at its fair market value. Pricing it 
realistically at the outset simply increases the likelihood of a timely sale with less 
inconvenience.

More Money

Your opportunity to receive more 
money is greater when you market your 
home with us than any other company 
because of the quality and number of 
agents, our membership in the Relocation 
and Referral Network, our advertising and  
personal marketing program, referrals from more 
than 100,000 past clients, and our commitment to 
negotiate the highest price for you.



PRESENT AN OFFER
Stay Competitive and Achieve Your Goals

Before an offer is even written, I will provide you with a snapshot of 
the marketplace, including listings in the area that are comparable to 
the property you want. This crucial information will help establish an 
appropriate starting offer and ensure that your offer stays competitive.

I will then write the offer and present it with the necessary research and 
documentation to the seller’s agent for review.
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NEGOTIATE YOUR TERMS
Use a Strategic Approach to Reach an Agreement

Offer.  You will work with your buyer’s agent to create a purchase 
agreement. The purchase agreement is where you set out the specific 
terms under which you will purchase the property. You can negotiate 
price, possession, closing date, which appliances stay with the home, taxes, 
inspection, and much more. I will help you determine the best approach to 
negotiating each of the items. The seller can then accept, reject or counter 
your offer.

Counteroffer.  The counteroffer(s) is where you and the seller work 
toward an agreement acceptable to both parties. There may be several 
counteroffers before you reach the final agreement.

Earnest Money.  Earnest money allows the buyer the opportunity to 
show the seller that they are “earnest” about their offer. Earnest money is 
submitted with an offer and the check is deposited and held by the listing 
agent’s broker upon acceptance of the offer. Earnest money is held in a 
non-interest bearing account and is applied to the buyer’s down payment 
costs at closing.

Contingencies.  Contingencies are conditions that must be met for 
the purchase of the home to proceed. Common contingencies include 
financing, inspection, insurance and appraisal.
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FROM CONTRAC T TO CLOSE
Work with Our Team to Ensure a Seamless Experience

After accepted offer and prior to closing, I will

• Coordinate possession details and final utility readings.

• Help you arrange for any necessary inspections of the property in order 
to evaluate the major elements of the home and review the report with 
you.

• Assist you in determining the appropriate financing and help you select 
the best financial institutions to obtain your mortgage.

• Inform you of the amount that your wire transfer will need to be at the 
time of closing. Most banks require ten days for any deposit to clear 
before they will issue a wire transfer. 

• Assist you in obtaining a Power of Attorney if needed.

Appraisal.  For purchases where a lender is involved, the appraisal is 
ordered by the lender. The appraisal must meet the purchase price of 
the home for the lender to agree to finance the purchase.  Appraisals are 
a subjective opinion of the market value of the property and, thus, can 
sometimes come in lower than the purchase price of the property.

Inspection.  The inspection process is designed to help the buyer 
understand the condition of the home they are purchasing. I always 
recommend that a buyer get a home inspection. The inspection is ordered 
by the buyer and paid for at the time of the inspection. An inspector will 
look for safety issues, major repair items and maintenance items. Once the 
inspection is complete, we will work together to determine if we want the 
seller to make repairs to the home before the purchase moves forward. 

Insurance.  Homeowners will need to apply for homeowner’s insurance. 
They should be prepared to provide the BLC® sheet to their insurance 
agent. Flood insurance can be costly, so it is important for a buyer to know if 
flood insurance will be required.

Final Walkthrough.  The final walkthrough is an opportunity for the 
buyer to ensure that all repairs have been made and that the sellers have 
left the home in “broom swept” condition. Buyers should also make sure 
that all appliances that the sellers agreed to leave are in the home.



ENJOY YOUR NE W HOME
The Best is Yet to Come

Now that the home is officially yours, the fun part begins. Do you need to 
hire a moving company, painter, plumber or any other professional? I can 
recommend a number of experienced and reliable contractors in the area 
to make sure life in your new home is off to a great start.

Home Warranties

Home warranties are designed to insure the home buyer against budget-
busting repairs of critical systems in your new home. It is important for the 
buyer to understand any limitations to their coverage and to call the home 
warranty company first if a repair is needed.

As an agent, I work largely by referral. If you would like 
your friends and family to experience the same customer 
service that I offered to you, please do not hesitate to refer 
them to me.
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GLOSSARY

Adjustable-Rate Mortgage (ARM): A loan 
characterized by a fluctuating interest rate, 
usually one tied to a bank or savings and loan 
association cost-of-funds index.

Agent: Like brokers, real estate agents 
(REALTORS®, sales associates, licensees, etc.) 
are trained and licensed to conduct real estate 
transactions. Agents, however, must operate 
under the supervision of a broker, and their 
training is not as extensive.

Amortized loan: A loan in which the principal 
as well as the interest is payable in monthly or 
other periodic installments over the term of 
the loan.

Appraisal: An estimate of the quantity, quality 
or value of something. The process through 
which conclusions of property value are 
obtained; also refers to the report that sets 
forth the process of estimation and conclusion 
of value.

Appreciation: An increase in the worth 
of value of a property due to economic 
or related causes, which may prove to be 
either temporary or permanent; opposite of 
depreciation.

Assessed value: The valuation placed upon 
property by a public tax assessor for the 
purposes of taxation.

Broker: A real estate broker is a person 
licensed to carry out real estate transactions 
and receive a fee for these activities.

Brokerage: The bringing together of parties 
interested in making a real estate transaction.

Chain of title: The succession of conveyances, 
from some accepted starting point, whereby 
the present holder of real property derives 
title.

Closing: The occasion when a sale is finalized; 
the buyer signs the mortgage and closing 
costs are paid.

Closing agent: Presides over the closing; 
works on the buyer’s behalf to transfer title 
and ownership from the seller to the buyer.

Closing costs: Expenses (over and above the 
price of the property) incurred by buyers and 
sellers in transferring ownership of a property.

Closing statement: A detailed cash 
accounting of a real estate transaction 
showing all cash received, all charges and 
credits made and all cash paid out in the 
transaction.

Cloud on title: Any document, claim, 
unreleased lien or encumbrance that may 
impair the title to real property or make the 
title doubtful; usually revealed by a title search 
and removed by either a quitclaim deed or 
suit to quiet title.

Collateral: Property pledged as security for 
a debt, such as the real estate pledged as 
security for a mortgage.

Commission: Payment to a broker for services 
rendered, such as in the sale or purchase of 
real property; usually a percentage of the 
selling price of the property.

Competitive Market Analysis (CMA): A 
comparison of the prices of recently sold 
homes that are similar to a seller’s home in 
terms of location, style and amenities.

Contingency: A condition that must be met 
before a contract is legally binding.

Conventional loan: A loan that requires no 
insurance or guarantee.

Counteroffer: A new offer made in response 
to an offer received. It has the effect of 
rejecting the original offer which cannot be 
accepted thereafter unless revived by the 
offeror.

Debt-to-income ratio: The ratio used 
to qualify potential borrowers for a loan. 
Compares total monthly housing expense and 
other debt with total monthly income.

Deed: A written instrument that, when 
executed and delivered, conveys title to or an 
interest in real estate.

Default: Failure to make mortgage payments 
on a timely basis or to comply with other 
conditions of the mortgage.

Discount point: A unit of measurement used 
for various loan charges; one point equals one 
percent of the amount of the loan.

Down payment investment: Part of the 
purchase price which the buyer pays in cash 
and does not finance with a mortgage.

Earnest money: Money deposited by a buyer 
under the terms of a contract, to be forfeited if 
the buyer defaults but applied to the purchase 
price if the sale is closed.

Easement: A right to use the land of another 
for a specific purpose, such as for a right-of-
way or utilities.

Equity: The interest or value that an 
owner has in property over and above any 
indebtedness.

Escrow account: The trust account 
established by a broker under the provisions 
of the license law for the purpose of holding 
funds on behalf of the broker’s principal or 
some other person until the consummation or 
termination of a transaction.

Evidence of title: Proof of ownership of 
property; commonly a certificate of title, an 
abstract of title with lawyer’s opinion or title 
insurance.

Federal Housing Administration (FHA) 
Loan: A loan insured by the Federal Housing 
Administration and made by an approved 
lender in accordance with the FHA’s 
regulations.



Foreclosure: A legal procedure whereby 
property used as security for a debt is sold 
to satisfy the debt in the event of default in 
payment of the mortgage not or default of 
other terms in the mortgage document. The 
foreclosure procedure brings the rights of all 
parties to a conclusion and passes the title in 
the mortgaged property to either the holder 
of the mortgage or a third party who may 
purchase the realty at the foreclosure sale.

Homeowner’s insurance policy: A 
standardized package insurance policy that 
covers a residential real estate owner against 
financial loss from fire, theft, public liability and 
other common risks.

Housing expense ratio: The relationship 
between the monthly payments made for 
housing costs and monthly income.

HUD 1 Statement: An itemized statement 
of all charges that will be collected at closing, 
whether they are required by the lender or a 
third party.

Leverage: The use of borrowed money to 
finance an investment.

Lien: The right given by law to certain 
creditors to have their debts paid out of the 
property of a defaulting debtor, usually by 
means of a court sale.

Limited agency: Representing both parties in 
a transaction where both parties agree to it.

Loan origination fee: A fee charged to 
the borrower by the lender for making a 
mortgage loan. The fee is usually computed as 
a percentage of the loan amount.

Loan-to-value ratio: The relationship 
between the amount of the mortgage loan 
and the value of the real estate being pledged 
as collateral.

Mortgage: A conditional transfer or pledge 
of real estate as security for the payment of a 
debt. Also, the document creating a mortgage 
lien.

Mortgage lien: A lien or charge on the 
property of a borrower that secures the 
underlying debt obligations.

Broker’s Listing Cooperative (BLC): A 
marketing organization composed of member 
brokers who agree to share their listing 
agreements with one another in the hope of 
procuring ready, willing and able buyers for 
their properties more quickly than they could 
on their own.

Negative amortization: Payment terms 
under which the borrower’s monthly 
payments do not cover the interest due; as a 
result, the loan balance increases.

Payment cap: The limit on the amount the 
monthly payment can be increased on an 
adjustable-rate mortgage when the interest 
rate is adjusted.

Prepaid items: On a closing statement, items 
that have been paid in advance by the seller, 
such as insurance premiums and some real 
estate taxes, for which he or she must be 
reimbursed by the buyer.

Prepayment penalty: A charge imposed on 
a borrower who pays off the loan principal 
early. This penalty compensates the lender 
for interest and other charges that would 
otherwise be lost.

Principal: The original amount (as in a loan) of 
the total due and payable at a certain date.

Private Mortgage Insurance (PMI): 
Insurance provided by private carrier that 
protects a lender against a loss in the event of 
a foreclosure or deficiency.

Prorations: Expenses, either prepaid or paid 
in arrears, that are divided or distributed 
between buyer and seller at closing.

Rate cap: The limit on the amount the interest 
rate can be increased at each adjustment 
period in an adjustable-rate loan. The cap may 
also set the maximum interest rate that can be 
charge during the life of the loan.

Real estate: Land; a portion of the earth’s 
surface extending downward to the center of 
the earth and upward indefinitely into space, 
including all things permanently attached to 
it, whether naturally or artificially.

Realtist: Members of the National Association 
of Real Estate Brokers use the term Realtist.

REALTOR®: Members of the National 
Association of REALTORS® use the term 
REALTOR.

Survey: The process by which boundaries are 
measured and land areas are determined; the 
on-site measurement of lot lines, dimensions 
and position of a house on a lot, including the 
determination of any existing encroachments 
or easements. Surveys prepared from public 
records are called location surveys. Surveys 
prepared on-site by a professional surveyor are 
called stake surveys.

Title: (1) The right to or ownership of land. (2) 
The evidence of ownership of land.

Title insurance: A policy insuring the owner 
or borrower against loss by reason of defects 
in the title to a parcel of real estate, other 
than encumbrances, defects and matters 
specifically excluded by the policy.

Veterans Affairs (VA) loan: A mortgage 
loan on approved property made to a 
qualified veteran by an authorized lender and 
guaranteed by the Department of Veterans 
Affairs in order to limit the lender’s possible 
loss.

Zoning: The division of a city or county by 
legislative regulations into areas (zones), 
specifying the uses allowable for the property 
in those areas. Buyers are encouraged to 
investigate any zoning issues directly with the 
appropriate city or county division.
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WHY THE F.C.  TUCKER COMPANY?
The Benefits of Buying Your Home  
Through the F. C. Tucker Company

• Serving Indiana’s real estate needs since 1918.

• Indiana’s Largest Real Estate Company.

• With our growing network of statewide affiliates, we’re also the 
undisputed leader in Indiana and one of the largest independent 
REALTORS® in the nation.

• We know that the ONLY reason we’re Indiana’s number one real estate 
firm is because we do our best to insure the complete satisfaction of 
ALL of our clients. When you’re looking to buy or sell a home, talk to the 
company that’s talking success—Talk to Tucker®.

• F. C. Tucker is a member of the Realty Alliance, a strategic alliance of the 
top 50 independent real estate companies in the nation.

• We are members of the Leading Real Estate Companies of the WorldTM, the 
#1 Global Referral Network. Your property is marketed to buyers on six 
continents.

• The F. C. Tucker Company’s market penetration is one of the highest in 
the United States.

812
336-7300

Bloomington Realtors®

TuckerBloomington.com

SOLD



ALL OVER INDIANA
The Benefits of Buying Your Home  
Through the F. C. Tucker Company
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487 S. Clariz Blvd.

Bloomington, IN  47401

812.336.7300

tuckerbloomington.com

Real Agents. Real Answers

F.C. Tucker/Bloomington REALTORS®
Independently Owned & Operated

812
336-7300

Bloomington Realtors®

TuckerBloomington.com

SOLD


