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Your Real Estate Consultant...FOR LIFE!
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You’ll Never Need to Turn to The
Yellow Pages Again!

Over the years we have established a network of professionals in
various fields that we trust and are confident referring to others.

If you would like a recommendation for any of the following
services, please circle that group.

Professionals Home Maintenance
Financial Planner Handyman

Mortgage Consultant Heating and Air

CPA - Tax Consultant Lawn Care/Maintenance
Attorney Landscape Architect
Insurance Agent Interior Decorator
Dentist Carpet Cleaner

Medical Doctor Plumber

Optician Window Repair
Photographer Sprinkler Install or Repair
Car Dealer/Mechanic Remodeling Contractor

Other: Shelving
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Getting To Know You

Dear Valued Client,

Providing World-Class Service to you is our goal. Getting to know you better will help us serve you better.
Please take a moment to answer these few short questions.

Name: Date/Place of Birth

Spouse’s/Partner’s Name: Date/Place of Birth:

Children’s Names/D.O.B.s:

Please list your two favorite pastimes or activities:
You: |. Partner: I.
2. 2.

Favorite Restaurant:

You: Partner:
Home Phone: Home Phone:
Cell Phone: Cell Phone:
Work Phone: Work Phone:
Email: Email:

Are there any special upcoming events for you and/or your family (e.g., graduation, wedding, births, retirement,
vacations)?

Who referred you or how did you hear about us?

What one company has exceeded your expectations and delivered such a memorable experience that you would
introduce us to them?
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Our Mission Is
to Deliver an
Experience that
Is Deserving of
Your Referrals!




TAKE A GOOD LOOK!

REITY This is the closest thing to a

—=<s.. billboard you’ll ever see from us.

Why?

Because we work on a “Referral Basis.” This means that 100% of our

business comes from folks like you who introduce us to family mem-
bers, coworkers, and friends who need our help.

We are committed to delivering such an real estate ex-
perience that you can’t help but tell others about us, rather than trying
to come up with a clever catch phrase for you to view on a billboard as
you drive down the freeway.

We know that the best billboard
we can invest in 1s you. We look
forward to serving you and creating
an experience that you will tell oth-
ers about.







YOU’RE NOT OUR MEAL TICKET!

YOUR HOME...YOURTIMELINE

The Scary News: The real
estate industry is packed with
agents who are dependent on your
business this month to help them make
their mortgage payment.

Who Really Pays the Price:
Working with a “needy” agent ultimately
costs you. It's tough to receive the

best representation and advice b
from someone who MUST get your s
transaction closed. o

The Great News: Our mortgage is
covered so you don’t have to purchase a
home this month or even this year! You've
got all the time in the world to find the right
home for your specific needs — regardless
of how long that takes.
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The Role Of a
Consultant
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For Life



88 Types of
Turbulence

Things That Might Go Wrong During Your Transaction

The Buyer/Borrower:

1. Does not tell the truth on loan application.
2. Has recent late payments on credit report.
3. Finds out about additional debt after loan
application.

4. Borrower loses job.

5. Coborrower loses job.

6. Income verification lower than what was
stated on loan application.

7. Overtime income not allowed by underwriter
for qualifying.

8. Applicant makes large purchase on credit
before closing.

9. lliness, injury, divorce or other financial
setback during escrow.

10. Lacks motivation.

11. Gift donor changes mind.

12. Cannot locate divorce decree.

13. Cannot locate petition or discharge of
bankruptcy.

14. Cannot locate tax returns.

15. Cannot locate bank statements.

16. Difficulty in obtaining verification of rent.
17. Interest rate increases and borrower no
longer qualifies.

18. Loan program changes with higher rates,
points and fees.

19. Child support not disclosed on application.
20. Bankruptcy within the last two years.

21. Mortgage payment is double the previous
housing payment.

22. Borrower/coborrower does not have steady
two-year employment history.

23. Borrower brings in handwritten pay stubs.
24. Borrower switches to job with a probation
period.

25. Borrower switches from job with salary to
100% commission income.

26. Borrower/coborrower/seller dies.

27. Buyer is too picky about property in price
range they can afford.

28. Buyer feels the house is misrepresented.
29. Veterans DD214 form not available.

30. Buyer comes up short of money at closing.
31. Buyer does not properly “paper trail” addi-
tional money that comes from gifts, loans, etc.
32. Buyer does not bring cashier’s check to
title company for closing costs and down pay-
ment.

The Seller:

33. Loses motivation to sell (job transfer does
not go through, reconciles marriage, etc.).
34. Cannot find a suitable replacement prop-
erty.

35. Will not allow appraiser inside home.

36. Will not allow inspectors inside home in
a timely manner.

37. Removes property from the premises
the buyer believed was included.

38. Cannot clear up liens — is short on cash
to close.

39. Did not own 100% of property as previ-
ously disclosed.

40. Encounters problems getting partners’
signatures.

41. Leaves town without giving anyone
Power of Attorney.

42. Delays the projected move-out date.
43. Did not complete the repairs agreed to
in contract.

44. Seller's home goes into foreclosure
during escrow.

45. Misrepresents information about home
and neighborhood.

46. Does not disclose all hidden or unknown
defects and they are subsequently discov-
ered.

The Realtor(s):

47. Has no client control over buyers or
sellers.

48. Delays access to property for inspection
and appraisals.

49. Does not get completed paperwork to
the Lender in time.

50. Inexperienced in this type of property
transaction.

51. Takes unexpected time off during trans-
action and can’t be reached.

52. Misleads other parties to the transaction
— has huge ego.

53. Does not do sufficient homework on
their clients or the property and wastes
everyone’s time.

The Lender(s):

54. Does not properly pre-qualify the bor-
rower.

55. Wants property repaired prior to closing.
56. The market raises rates, points or costs.
57. Borrower does not qualify because of a
late addition of information.

58. Lender requires a last-minute second
appraisal or other documents.

59. Lender loses a form or misplaces entire
file.

60. Lender doesn’t simultaneously ask for
all needed information.

61. Lender doesn’t fund loan in time for
close.

The Property:

62. County will not approve septic system
or well.

63. Termite report reveals substantial
damage and seller is not willing to fix.

64. Home was misrepresented as to size
and condition.

65. Home is destroyed prior to closing.
66. Home is not structurally sound.

67. Home is uninsurable for homeowner's
insurance.

68. Property incorrectly zoned.

69. Portion of home sits on neighbor's
property.

70. Unique home and comparable proper-
ties for appraisal difficult to find.

The Escrow/Title Company:

71. Fails to notify lender/agents of un-
signed or unreturned documents.

72. Fails to obtain information from benefi-
ciaries, lien holders, insurance companies
or Lenders in a timely manner.

73. Lets principals leave town without
getting all necessary signatures.

74. Loses or incorrectly prepares paper-
work.

75. Does not pass on valuable information
quickly enough.

76. Does not coordinate well, so that many
items can be done simultaneously.

77. Does not bend the rules on small prob-
lems.

78. Finds liens or other title problems at
the last minute.

The Appraiser:

79. Is not local and misunderstands the
market.

80. Is too busy to complete the appraisal
on schedule.

81. No comparable sales are available.
82. Is not on the Lender’s “approved list.
83. Makes important mistakes on ap-
praisal and brings in value too low.

84. Lender requires a second or “review”
appraisal.

Inspectors:

85. Pest inspector not available when
needed.

86. Pest inspector too picky about condi-
tion of property.

87. Home inspector not available when
needed.

88. Inspection reports alarm buyer and
sale is cancelled.
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ALWAYS HAVE REPRESENTATION!
e

TO PROTECT YOURSELF AND
YOUR INTEREST NEVERVISIT
A HOMEWITHOUT ME!

New Construction, A Salesperson
Model Homes, For Who is Looking
Sale By Owner, and Out for Their
Homes With a Real Own Interest,
Estate Sign Not Yours!
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We will be happy to help you view any
home! Just give us a call at 651-458-9350.
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How'’s the Food?

In a way, your real estate transaction is like going out
to dinner at a restaurant. When you go out to eat
and receive great service you generally tip the waiter
or waitress. Although that server receives a small
paycheck from the restaurant, the bulk of his or her
income is derived through tips.

Likewise, we’re providing a service and will be com-
pensated through the brokerage for your real estate
transaction. However, it’s your referrals or “tips”’ that
tell us how you feel about your experience and help
our real estate practice succeed.
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. FINANCING YOUR HOME

SOMEONE YOU CAN TRUST!

The First Step in Your Home Buying
Process Should Be Speaking With a
Mortgage Consultant.

Having worked with a number of different
mortgage companies, we highly
recommend contacting:

RuwerCity
Jeff Pappenfus

763-509-7406
Cell: 612-741-7771

What If We’ve Already Spoken With a
Mortgage Company?

Our philosophy is that it never hurts to get a second
opinion. Although you may have already discussed your
situation with another lender, for your own protection
we would strongly encourage you to have another set of
eyes review your objectives.

15
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Important Questions

Client: Date:

o What feature do you enjoy most in your current living space!?

o What one thing about your current home drives you crazy?

o On a scale of 1-10 how much do you enjoy repairing things and engaging in handyman activities?
o What is your biggest fear about buying a home?

o How do you prefer to be communicated with? Email, Phone, Fax, Other

o How long do you plan to live in this home?
o On a scale of I-10, how important is a large kitchen? (10 being extremely important)
o Is age of the property a major concern?
If so, what is the oldest home you would be comfortable purchasing?
o If you had to choose between a bigger yard or more square footage, which is more important?
o How often do you entertain groups and what size of groups?
o Do you have any pets that will be moving with you?
o Do you ever anticipate keeping this property as a rental?
o lIs there a particular part of the county you want to avoid?
o Are you expecting any major life-altering changes in the next three to five years?
o Which is more important to you...a large home or a shorter commute?

Notes:

17




’I:’\LBOT ’/== The difference between a Real Es-

RE ALTY tate Consultant and a traditional

Realtor 1s the quality of questions

/\ asked!

Questions that may be on your mind...

Are we the right fit for each other?

What are my options?

What makes you different?

How does referring business to you help me?

How are you compensated?

What can | expect from the home buying process?

What do other clients have to say about their experiences?

18
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Search Log
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Your Real Estate Consultants
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7
Home Number: TALBOT 7=

R%Y
Location: o~
Number of Bedrooms: Number of Baths:
Square Footage: Price: $

Features You Loved:

Features You Disliked:

How Would You Rate This Home:
I: No Interest Whatsoever 2:Has Potential 3: Very Promising

Home Number:

TAaLBOT “

REALTY
Location: .
Number of Bedrooms: Number of Baths:

Square Footage: Price: $

Features You Loved:

Features You Disliked:

How Would You Rate This Home:

I: No Interest Whatsoever 2:Has Potential 3: Very Promising

20



7
Home Number: TALBOT 7=
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Location:
Number of Bedrooms: Number of Baths:
Square Footage: Price: $

Features You Loved:

Features You Disliked:

How Would You Rate This Home:

I: No Interest Whatsoever 2:Has Potential 3: Very Promising

Home Number:

TALBOT “
. REALTY
Location: T~
Number of Bedrooms: Number of Baths:

Square Footage: Price: $

Features You Loved:

Features You Disliked:

How Would You Rate This Home:

I:No Interest Whatsoever 2:Has Potential 3: Very Promising
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Home Number: TALBOT 7=

R%Y
Location: o~
Number of Bedrooms: Number of Baths:
Square Footage: Price: $

Features You Loved:

Features You Disliked:

How Would You Rate This Home:
I: No Interest Whatsoever 2:Has Potential 3: Very Promising

Home Number:

TALBOT/==

REALTY
Location: To—~—
Number of Bedrooms: Number of Baths:

Square Footage: Price: $

Features You Loved:

Features You Disliked:

How Would You Rate This Home:

I: No Interest Whatsoever 2:Has Potential 3: Very Promising
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Traditionally, once a
transaction closes,
that’s the end of the
relationship.
However, I prefer to
view it as 1t’s just the
beginning!

24



If it works for your car
and your body, why
not for your home?

You perform regular maintenance for your
car by changing its oil every 3,000 miles,
and you also perform regular mainte-
nance for your body by having an annual
physical or regular dental checkups.
However, it's easy to overlook a checkup
on your financial health.

As your real estate consultant for life, my
goal is to check in with you annually to
review your goals and any
changes in your life, and
discuss what's happening
In your market.

25
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Talbot Realty

6043 Hudson Road # 140F
Woodbury, MN 55125

051-214-9943



