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Born and raised right here i Portland, Oregon, I have an exceptional feel and
understanding for the community and the local real estate market. I have always had
a passion for homes, starting in my early years working at the family plumbing
business and then painting houses throughout college. As a middle-school teacher
for fifteen years 1n the Portland area, I developed relationships with students and
families, and helped them grow and succeed. As your realtor, I strive to establish a
relationship that seeks to meet your home needs. My success 1s based on positive
results and your happiness in the end. I look forward to working with you!

I graduated from Gonzaga University with a B.A. in History, and also hold a
Masters in Teaching from the University of Portland. In the fall of 2015, I taught a
college course at Concordia University. I mention my education to show how I am
well-rounded and an effective communicator. Lastly, my ability to problem-solve, my
work-ethic and attention to detail 1s what you can count on to make your home-
buying experience smooth and successful!

503.704.4898 www.brokerjoepdx.com

jkennedy@windermere.com n www.joekennedypdx.com

600 “A” Avenue Lake Oswego, OR 97034
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BUYER'S TERMS

LOAN AMOUNT
The amount of the mortgage based on the

purchase price, minus the down payment

DOWN PAYMENT

Cash that the buyer provides the lender as
their portion of the purchase price. The down
payment is considerad the buyers equity (o

cash Imsestment) in thelr home

POINTS

Fees charged by the lender to offset their
interest rate, if it's below the prevailing market
rate, One point aquals one paercentage
point—so one point on a $100,000 loan

wiould b 51000,

APPRAISAL FEE

The amount paid for the lender's appraisal
af the property

CREDIT REPORT FEE

The fee charged by the lender 1o obtain

a credit report on the buyer

TITLE INSURANCE FEE

A one-time premium that a buver pays ol
protection against lass or damage In the
event of an Incommect search of r:.l'ci:ll.'
records of misinterpretation of title, The
tithe insurance policy also shows what

the property is subject 1o in terms of liens,
Laxes, encumbrances, deed restrictions
and easaments
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ESCROW FEE

The amount a buyer pays the escrow
Company of Chosing agent ror preparing
papers, accounting for all funds and
coordinating the information between a

parties invohsed in the transaction.

CLOSING CO5TS

A general term for all the estimated charges
associated with the transfer of ownership of

the property.

PREPAID INTEREST

I e amount of intarest dua on the Ioan
during the time period between the closing
Of escrowy and the Nrst mortgadge payment,

due at the time of closing

PITI

e estirmated house payrmeant, including

principal, interast, taxss and insurance

PRINCIPAL AND INTEREST

The loan payment, consisting of the amount
to be applied against the balance of the loan,
and the intarest paymeant, which 5 chargaa

for interest on the loan

TOTAL CASH REQUIRED

Ihe total amount of cash the buver will need
ncluding down payment and closing costs

PREMIUM MORTGAGE INSURANCE (PMI)
reurance for the lender, to cover potential

orsses if the borrower defaults on the boan.
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Buyers should be prepared to have enough liquid funds available to pay for the typical up-
front costs required prior to closing on a home.

+» Earnest Money = 1-2 % of sale price
% Home Inspection = $300 - $500
¢ Locate Underground Oil Tank = $100

% Soil Testing = $175- $250

% Sewer Scope = $125

PI'TT Mortgage

% Lead-based Paint Testing = $60+ (Principal, Interest, Taxes & Insurance)

Provides for 1/12 of the estimated
annual property insurance premiums,

¢ Radon Testing = $125 - $195

. ) ) ) property taxes, homeowners’
% Heating O1l Reimbursement association dues and/or special

assessments, 1f any, to be paid to the
% HOA Document Review by Attorney = $300 - $800 | mortgagee with the monthly principal
and nterest payment.

+» Mortgage & Escrow Costs:
» Closing Costs (loan, escrow & title fees) = $1,500 - $5,000
» Prepaid expenses for PITI = $1,500 - $5,000

EARNEST MONEY DEPOSIT

At the time a written offer 1s mitiated, you will be required by the seller to include a personal or cashiers
check as earnest money. Accepting cash can be done but is not recommended. (A good rule-of-thumb is
about 19%-5% of the purchase price of the home.)

The money 1s deposited nto the listing broker’s escrow account or a title company upon acceptance and will
remain in escrow until the time of closing. This amount is credited to the buyer as partial down payment and
represents your intent to purchase the property. If the offer is not accepted, this amount (or original check)
will be returned to you. Also, in the event that you do not qualify with the lender for a new loan or if the
contract 1s “terminated” for another contractually acceptable reason the earnest money will be refunded to
you.
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Home InSpECtions & Repairs WINDERMERE REALTY TRUST

All inspections, negotiations and estimates for repairs must be completed by the last day of
your home inspection period.

It 1s the seller’s right to refuse any repairs and the buyer’s right to walk
away 1f the seller refuses to repair the items or credit the buyer money for
the repairs. Negotiation depends on several factors including seller

* motivation, original price negotiations, who 1s performing the repair and

when the repair shall be made.

Generally, the seller would pay for repairs that pose immediate safety
risks and those which should have been part of regular maintenance.
The seller will probably not pay for upgrades, improvements or optional
repairs. In addition, if the repair will benefit the buyer for an extended
period of time, the buyer may want to consider contributing toward the
repair.

There are several ways to request that a seller pay for repairs that are discovered during inspection:

1. Request the seller make the repairs prior to closing with no offer to contribute money.

2. Request the seller make the repairs prior to closing and raise the sale price to reflect partial

contribution to the repair.

Request a credit for closing costs in order to handle your own repairs.

4. Reduce the sale price for the whole or partial amount of the repairs

Home Inspectors

When mterviewing a home inspector, ask the inspector what type of report format he or she
provides. There are many styles of reports used by property inspectors, including the checklist,
computer generated using mspection programs, and the narrative style.

Take the time and become familiar with your report. Should the report have a legend, key, symbols
or 1cons, read and understand them thoroughly. The more information provided about the site and
home, the easier to understand the overall condition.

At the end of the mspection your inspector may provide a summary with a question and answer
period. Use this opportunity to ask questions regarding terms or conditions that you may not be
familiar with. You should also accompany your mspector through the entire mspection if possible.
This helps you to understand the condition of the home and the details of the report.
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Track Your Progress!

[ Interview and select a lender.

[] Obtain a pre-approval letter.

[] Choose desired search criteria with your Real Estate Agent.

[] Review RMLS listings sent daily by your Real Estate Agent.

[1 Request showings and make appointments to see properties.

[ Visit properties with your Real Estate Agent. While on your search, prepare to write an offer by

selecting home inspectors, researching schools and neighborhoods, reviewing the Buyer’s
Advisory and staying in touch with your Loan Officer.

[] Find your dream home!

[] Your Real Estate Agent will gather background information
about the property and study comparables to determine an
appropriate offer amount.

[] Write an offer and a promissory note for earnest money.

[] Wait for the Seller’s reply.

[] Counter-offers | Rejections | Acceptance

[1 Schedule all inspections (10 -business day inspection period)
[] The promissory note is redeemed.

[ Have all scheduled inspections executed.

[1 You and your Real Estate Agent will review the Preliminary Title Report delivered by Escrow.
[1 Remove the home inspection contingency (or back out).

[] Obtain a bank appraisal.

[1 Complete any conditions for bank funding.

[] Obtain final loan approval.

[1 Conduct final walk-through and check repairs.

[] Receive estimated settlement statement.

[1 Sign loan documents at escrow | Be prepared with down payment and closing costs.

[1 Wait for funding from lender. (24-28 hours)

[] Wait for escrow to record deed.

[1 Confirm closing.

] Get your keys!
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Inspection & Testing Referrals WINDERMERE REALTY TRUST

Provided below are inspection referrals that have shown expertise and professionalism. You are
not required to use anyone from the list. I am happy to schedule all inspections and testing for
you...just let me know your preference.

Home Inspectors Sewer Scope

» Caliper Home Inspections _
Charley Newhouse- 971.220.5503 » Environmental Works

S . 503.719.6715
www.caliperinspections.com

Cost: $350 - $450 www.eworksnw.com
' Cost: $125

» Mountain View Home Inspections
David Gilpatrick- 971.645.1509
www.mountainviewhomeinspections.com

Estimated average cost: $350 - $450
(age of home and sq. footage affects $)

» Matt ‘n Mel’s Sewer Scoping Services
971.246.0188
Cost: $125

> Pillar to Post

Chris Livingston- 503.682.3053 Soil Testing, Tank Locate &
Estimated average cost: $395 - $525 S
(age of home and sq. footage affects $) Decommissioning

> Environmental Works
503.719.6715

Radon Testing www.eworksnw.com
» Caliper Home Inspections ‘ ‘
Charley Newhouse- 971.220.5503 > Xavier Environmental
www.caliperinspections.com 503.236.3796
Cost: $150-$195 www.xavierenvironmental.com

> Environmental Works
503.719.6715

www.eworksnw.com

Cost: $150

> Matt ‘n Mel’s Sewer Scoping Services
971.246.0188
Cost: $125
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APPLICATION

BAKNE INFORBIATION

Thank you far chaasing Pacific Residenial Marigage! |n order 10 s1an the loan application
procass, please gather and refum the following ilems at your aardies! convenience, Once
all of these items ane recehved, we can move forward fogether with your loan application

[:.-H E[.__..-hL.lE}T H" Most current pay check stubis) covernng the last 20 day periad; Tar

W’ Last baa years' W-2s or 1000s

page 2 of the returnis)

¥ Bl

PERSOMAL MFORMATION

proparty)

N SN N

Rodd Miller
or. Mortgage Banker

MM 5= TS

Office  503-699-LOAN (5626)
Cll S03-ToT-4487

Fa 203-005-4999

radd miller@pacresmorigage. com
e thercddmillergroup com

Dreams Approved Daily

ey rlecien 01758 L rphey whose s 3 ety oreadel g orp of T o2 barfere Infloregieon y by i changn edfcad redar
PR, CL. LL T Rl P eminpemssmes g orys pegL gkl g TORBRUN TP T

sali-employed apphcants, a year-lo-gate profit & loss stalement is
requined (Pof Bl DUBINESEEE Owhed)

@ Last bwo years' federal 1ax refums (personal and corporate,
if apphcable), please nclude all pages and all schidules, Paase sipn

g Mosi recent statements for all assets covering the last 80 days,
including tank Bocownts, investment accounts, amd relirnemant
acopunts (such as IMAs A (k]s elc. | Fliaase ncude all pages, aven

& legible copy of your driver’s icense, both front and back (pictunes
taken with & smart phone work vary weall)

Bankruptcy papers (if applicable within the last T years)
Dvgoree dacrea (if applicablal, includeng any support cnders

Tha name and Dalaphong mumbar al your Romeaowner s snsuranca
agent for all properies cwned (il applicable)

Provide curment renfallease agreement {if fimancing an mvestment

& copy of each of your last morgage kan statement(s) (i applicable)

Pacific Residential Morigage, LLC - pacresmortgage.com

Pacific Residential Mortgage

4549 Meadows Road ® 150
Lake Cevego, OR 51035
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