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 Buyer Questionnaire     

 

Name(s):    

Address: Occupation(s):  

Cell #: 2nd Ph #:  

Primary Email: 2nd Email:  

Why have you decided to buy?   

Are you a 1st time buyer? If NO, do you need to sell before buying? If YES, when does your lease end?    

Will anyone be buying the property with you? Or helping your decision?    

How long have you been looking for a home?    

Have you seen any homes you’re interested in?   

Are you working with any other agents?   

What’s your time frame to move in?     1-3 MONTHS 3-6 MONTHS                                                                                

On a scale of 1-10 (with 10 as the highest) rate your interest  in buying a home in the next 45 days?   

Have you been pre-qualified?  Pre-approved?  Or do you need a mortgage  broker recommendation?    

How much will you use as a down payment?                              

Are you looking for a (circle all that apply): CONDO     CO-OP 1 FAMILY 2-4 FAMILY PRIMARY RESIDENCE INVESTMENT 

What town(s) are you looking in? preferred location(s) in town?           

What is your price range?   UP TO $         

How many Bedrooms?  Baths?  Square feet?           

Are you most interested in the size of the: BR(s) LIVING AREA DINING AREA KITCHEN 

Do you need Parking?  Or is it preferred?  Do you need more than one spot?  Outdoor OK?             

Are you looking for something Renovated, New, in Good Shape or that Needs Some Work?   

 
 CA/C     W/D in Unit  OR  Laundry Room Elevator  OR  Walk up to  
 Granite (Stone) Counters  Stainless Appliances  Lots of Closet space 
 Outdoor Space: Balcony or Yard Extra Storage     Gym in Building 

Any special requirements for your new property? (Commuting Issues, Kids, PETS, Wheelchair Access, etc)   

 
At most it should only take a couple of weeks to find a great home. If we find the right place… 
at the right price…are you prepared to make an offer and buy now?   

I can show over 99% of available listings. Have you noticed any properties that we should talk about?   

 
What are the best times for you to look at property?   

Please indicate 
the features you 
Prefer or Need. 
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The First Step: getting PRE-APPROVED for a loan  
 
It's an important first step to determine your price range and comfort zone. And, as it turns out,  
a copy of your pre-approval is necessary when we make an offer. But I'm getting ahead of myself.   

Most lenders offer prequalification, pre-approval or both to help you know where you stand.  
Here's the difference: 

 Prequalification: is a preliminary estimate of how much you can afford to pay for a home based  
on information you provide. Because credit and employment information aren't always validated for 
prequalification, it can only be considered a rough idea of a monthly mortgage payment and loan size. 
However, it can be a useful guide as you begin the home buying process. 
 

 Pre-approval: is a written commitment from a lender to finance your home purchase up to a  
set amount. This indicates that the lender has taken a close look into your financial history and  
has agreed to lend you a specific amount of money, reliant on certain details like a finalized sales  
contract and professional inspection. Pre-approval indicates to Sellers that you’re a serious buyer.  

 
Here are my “go-to mortgage guys.” Give them a call. No pressure. No cost to you.  
And no obligation. Just a 5 minute conversation to get started.  

 
Michael Mundy 
Senior VP, Pinnacle Mortgage 
Work: (877) 768-8800 x14 
Cell:  (973) 985-9948 
Fax:  (888) 585-6214 
Email: mmundy@pinnaclemortgage.biz 
 
 
Jacqui Atcheson 
Senior Loan Officer, REMN 
Office:  (201) 537-1210 
Cell:  (917) 353-1655   
Fax: (866) 755-3981 
Email: jatcheson@remn.com 
  
 
 

FYI – it's also important to have what I call an "A" team on your side. With a great Realtor,  
ender and lawyer helping you, the process will run 1,000 times smoother.  (Of course, I also  
have recommendations for attorneys, home inspectors, moving companies, handymen, etc.) 
 
Start with my mortgage gurus, then call me when you receive your pre-approval letter.  

  THE Brian Murray TEM 
empire REALTY GROUP 
(201) 232 – 4568 Office 

TheLeadingHomeTeam.com 
 
 

 

mailto:mmundy@pinnaclemortgage.biz
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Counseling Interview 

Negotiation Strategy 

 

Negotiate Offer 
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Underwriting 

Deed Preparation 
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The Buying Process 
 
 Making an Offer. We need three things to make an offer on a property.  

1. A copy of your pre-approval letter. Your pre-qual or pre-approval letter should be for a 
mortgage amount at least equal to the asking price, even if you plan on offering less.  
(Contact any of the lenders listed on the previous page.) 
 

2. A signed Offer to Purchase form or Sales Contract. I’ll prepare an Offer to Purchase (next 
page) or Sales Agreement/Contract for you to sign, and then submit it to the Seller as an 
official offer.  
 

3. A copy of your first deposit or escrow check. A check made out to empire REALTY GROUP 
Trust Account (usually for $1,000) is tendered as an initial down payment. If the offer is 
accepted, your deposit is transferred to the Seller’s Attorney Trust Account. If the offer is 
declined, you can: 1) counteroffer verbally;  2) fill out another Offer to Purchase and begin 
the process again;  3) decline to make a counteroffer and continue looking. (deposit is 
returned.)  

 
 Identify the Attorney that you will use for Attorney Review & Closing 
 
 Attorney Review begins when both Attorneys have copies of the contract signed by the Buyer 

and Seller. Attorney Review is at least 3 business days and generally a bit longer. (The Seller     
may continue to show the home and entertain offers from other Buyers until Attorney Review 
has completed. And you can back out at any time, without reason, and no financial penalty.) 

 
 Begin speaking with your lender about getting the actual mortgage commitment. 
 
 At the end of Attorney Review, your deposit is sent to the Seller's Attorney. At this point, you    

are obligated to continue with the sale provided there’s been no misrepresentation by the Seller     
or real estate agents. (Basically, if something isn't as it was agreed to in the sales agreement or 
something comes up at the Home Inspection then you can back out without financial penalty 
otherwise you are obligated to continue.) Have your Attorney address any and all issues with  
the Seller’s Attorney at this point so that nothing comes up later in the process as a surprise. 

 
 Your Home Inspection should be completed within 10 days after the end of Attorney Review. 
 
 Determine what needs to be repaired and buy whom (your Attorney should have gone through 

this with the Seller’s Attorney during Attorney Review). 
 

 A Title Search is ordered by your Attorney after the review period.  
 
 Your lender should provide a Mortgage Commitment within 30 – 45 days  

after Attorney Review. (And order an Appraisal.) 
 

 Perform a Final Walk Through the day of closing. 
 
 Remainder of deposit due at closing. 

 

THE Brian Murray TEAM 
empire REALTY GROUP 
 (201) 232 – 4568 Office 

TheLeadingHomeTeam.com 
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Offer to Purchase   
under the terms stated below   
 
Date:              
 
Property:            
 
Buyer(s):             
 
Seller(s):            
 
 
 
Purchase Price:            
 
Deposit Received:            
 
2nd Deposit Required:          
 
Balance at Closing:           
 
Mortgage Amount:             
 
 
Closing Date:           
 
Other Terms: Subject to review of Master Deed, By Laws, Disclosures, Financials  
 
   and a satisfactory Home Inspection.      
 

 
 
Buyer(s):   Date:   
 
     
 

 

Escrow/Trust Procedures 
1. Please make Escrow/Trust check payable to “Empire Realty Group Trust Account.” 
2. According to Real Estate Commission regulations, we are required to deposit trust checks in our trust  

account within several days of receipt. This protects the buyer by providing a clear paper trail of these funds.  
3. Empire Realty cannot issue a refund of deposit until the deposited check has cleared the bank. For this 

reason, checks are held in the account, which is non-interest bearing, for at least 10 business days.  
4. Please be aware that trust checks are cut weekly on Thursday afternoon and will be sent out in Friday’s  

mail. To receive a check we must be notified by 1PM Tuesday.  

 
  THE TODD FILIPPS TEAM 

empire REALTY GROUP 
 (201) 792 – 8300 Office 
 (201) 656 – 7026 Team 

TheLeadingHomeTeam.com 

  

The BRIAN MURRAY Team 

Empire REALTY GROUP 

(201)232 – 4568 Office 

(201)656 – 7026 Team 

TheLeadingHomeTeam.com 
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Information Needed at Loan Application 
 
 W-2 (2 years) & 1 Months Current Pay stubs  
 Landlord Name/ Address - 2 Years  
 Employer Name/ Address - 2 Years  
 Purchase Agreement or Deed if Refinancing  
 Bank Names, Account #'s, Balances  
 Bank Statements - Most Recent 3 Months, all Accounts  
 12 Months Cancelled Checks for Mortgage or Rent  
 Check for Application Fee & Rate Lock  
 Self-Employed - Last 2 Years Tax Returns with all Schedules, YTD, P & L  
 Green Card for Resident Aliens  
 Social Security Card & License (FHA)  
 Legal Description (FHA/VA)  
 Certificate of Eligibility (VA)  
 Account #'s, Address's, Balances, Monthly Payments on All Open Loans 

THE Brian Murray TEAM 
empire REALTY GROUP 
(201) 232 – 4568 Office 

TheLeadingHomeTeam.com 
 
 

 

Typical Closing Costs  
 
 Taxes (that the current owner may have paid in advance you would be 

paying him at closing and you may also be paying 3 months taxes in 
advance for your escrow account) 

 Home Inspection (usually paid at the time of the inspection) 
 Attorney (possible the lender's attorney and your attorney) 
 Credit Report 
 Flood Certification 
 Loan Fees (Origination Fees, Loan Application, Mortgage Fee, Loan Points, 

Courier Fees) 
 Recording Fee 
 Maintenance Escrow (often 2-3 months worth of maintenance fees, for 

most condo owners) 
 Moving Fee (some Condo Associations charge a small fee to offset 

damages done by movers) 
 Insurance Escrow  (generally 3 months worth, most condo owners don't 

have to pay insurance because the building has insurance, that comes 
from your maintenance fee) 

 Interest due until the end of the month (if you’re closing is on the Dec 
15th you would pay interest for 16 days, this is why it makes sense to 
close as close to month end as possible.) 

 Title Search 
 CO (Certificate of Occupancy) 
 Green Card (Certificate for Multi-Family Dwelling) 
 Any Pre-Paid Bills (i.e. Oil tanks partially filled or quarterly water bill) 
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Glossary of Real Estate Terms 

 
Adjustable-rate Mortgage (ARM): a mortgage in which the interest rate is subject to change 
periodically. An interest rate tied to the performance of corresponding fluctuations in an index or 
specified market rate.  
 
Amortization: paying down the principal over time. Initially, most of your payments are applied to the 
loan’s interest. As the interest portion decreases, the amount applied to principal increases so that the 
loan is paid off (amortized) in the specified time. 
 
Annual Percentage Rate (APR): number— expressed as a percentage—created according to a 
government formula intended to reflect the true annual cost of borrowing. The APR is always higher 
than the rate on your loan because it includes all the hidden costs of the loan. **When comparing 
loans, always compare the APRs. When it comes to what you’re paying—it’s the real bottom line.  

 
Clear Title: a title that is free of liens or legal questions as to ownership of the property. 
 
Conventional Mortgage Loan: any mortgage loan not guaranteed or insured by the government 
(typically through FHA or VA programs). 
 
Deposit: money given in advance of a larger amount being expected in the future. Intended to show 
willingness to follow through with the purchase agreement 
 
Earnest Money: see deposit 
 
Escrow: an item of value, money, or documents deposited with a third party (often an attorney) to be 
delivered upon the fulfillment of a condition or contract. For example, the earnest money is put into 
escrow until delivered to the Seller when the transaction is closed. 
 
Equity: the difference between the fair market value of the property and the amount still owed on its 
mortgage and other liens. 

Bridge Loan: loans obtained by those who have not yet sold their previous property, but must close 
on a purchase property. The bridge loan becomes the source of their funds for the down payment.   
 
Broker: has several meanings in different situations. Most Realtors are "agents" who work under a 
"broker." Some agents also have their broker’s license as well, and work for themselves or under 
another broker. In the mortgage industry, broker usually refers to a company or individual that does 
not lend the money for the loans themselves, but arranges the loans for larger lenders or investors.  
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Fannie Mae (FNMA) and Freddie Mac: the nation's two federally chartered and stockholder-owned 
mortgage finance companies, they are forbidden by their charters from originating loans (that is, from 
providing mortgage loans on a retail basis), these two Government-Sponsored Enterprises (GSEs) 
purchase and/or securitize mortgage loans made by others. Due to their directive to serve low-, 
moderate-, and middle-income families, the GSEs have loan limits on the purchase or securitization of 
mortgages (in 2001, the conforming loan limit is $275,000). The difference between these two entities 
often comes down to size (Fannie's larger), business strategy and execution.  
 
Fixed-rate Mortgage: a mortgage with an interest rate that does not change over the term of the loan.  
 

  
HUD-1 Settlement Statement: document that provides an itemized listing of the funds that are paid at 
closing. Items that appear on the statement include real estate commissions, loan fees, points, and 
initial escrow (impound) amounts. Each type of expense goes on a specific numbered line on the sheet. 
The totals at the bottom of the HUD-1 statement define the Seller's net proceeds and the Buyer's net 
payment at closing. It is called a HUD-1 because the form is printed by the Department of Housing and 
Urban Development (HUD). The HUD-1 statement is also known as the "Closing Statement" or 
"Settlement Sheet."   
 

Foreclosure: the process that allows a lender to recover the amount owed on a defaulted loan by 
selling or taking ownership (repossession) of the property. The foreclosure process begins when a 
borrower/owner defaults on loan payments (usually mortgage payments) and the lender files a 
public default notice 
 
        Foreclosure Process: 

Notice of Default (NOD): a non-judicial document filed by a trustee/bank that 
starts the foreclosure process.   
 

Lis Penden (LIS): notification of pending lawsuit. A judicial document filed by an 
attorney or trustee/bank that starts the foreclosure process.   
 

Auction / Notice of Trustee's Sale (NTS): filing by notice announcing a public 
auction.    
 

Notice (Judgment) of Foreclosure Sale (NFS): an order signed by a judge 
directing to sell the property at public auction.   
 

Real Estate Owned (REO): the final step in foreclosure process in which property 
ownership returns to lender. 

 

THE Brian Murray TEAM 
empire REALTY GROUP 
(201) 232 – 4568 Office 

TheLeadingHomeTeam.com 
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Lien: a legal claim against a property that must be paid off when the property is sold. A delinquent tax 
bill, mortgage or first trust deed is considered a lien.  
 
Loan-to-value Ratio (LTV): in a mortgage loan, the amount borrowed relative to the value of the 
property. An LTV of 80% means that the mortgage loan is for 80% of the value of the property, with the 
borrower making a 20% down payment.  
 
Mortgage Banker: a company that uses its own money to provide home loans and then usually sells 
them to investors (insurance companies) and Fannie Mae.  
 
Mortgage Broker: a company that receives payment from a lender for matching the lender with 
borrowers who meet the lender's criteria. 
 
Multiple Listing Service (MLS): a service combining the listings, in one database, of all the available 
homes, except those being sold by the owner, in a specific area.  
 
Negative Amortization: some adjustable rate mortgages allow the interest rate to fluctuate 
independently of a required minimum payment. If a borrower makes the minimum payment it may not 
cover all of the interest that would normally be due at the current interest rate. In essence, the 
borrower is deferring the interest payment, which is why this is called "deferred interest." The deferred 
interest is added to the balance of the loan and the loan balance grows larger instead of smaller, which 
is called negative amortization. 
 
Offer: an expression of willingness to purchase a property at a specified price; presenting for 
acceptance a price for a property parcel; the bid price in a real estate or security transaction. 
  
PITI (principal, interest, taxes, and insurance): four components of a mortgage payment. Principal refers 
to the part of the monthly payment that reduces the remaining balance of the mortgage. Interest is the 
fee charged for borrowing money. Taxes and insurance refer to the amounts that are paid into an 
escrow account each month for property taxes and mortgage and hazard insurance. 
 
PreApproval (Preapproval Letter): a written commitment from a lender to finance your home purchase up 
to a set amount. This indicates that the lender has taken a close look into your financial history and has 
agreed to lend you a specific amount of money, depending on certain details like a finalized sales contract 
and professional inspection. Pre-approval indicates to Sellers that you are a serious homebuyer.  
 
Prequalification (PreQual Letter): a preliminary estimate of how much you can afford to pay for a home 
based on information you provide. Because credit and employment information aren’t validated for 
prequalification, it can only be considered a rough idea of a monthly mortgage payment and loan size. 
This can be a useful guide as you begin the home buying process.  
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Private Mortgage Insurance (PMI): mortgage insurance that is provided by a private mortgage insurance 
company to protect lenders against loss if a borrower defaults. Most lenders generally require PMI for a 
loan with a loan-to-value (LTV) percentage in excess of 80 percent.  
 
Settlement Statement: See HUD1 Settlement Statement. 
 
Title: a legal document evidencing a person's right to or ownership of a property.  
 
Title Insurance: insurance that protects the lender (lender's policy) or the Buyer (owner's policy) against 
loss arising from disputes over ownership of a property.  
 
Title Search: a check of the title records (by a Title Company) to ensure that the Seller is the legal owner 
of the property and that there are no liens or other claims outstanding.  
 
Terms (Negotiating Terms: Other variables that the buyer or seller can use in the negotiation process  
(i.e. closing date, Use & Occupancy, waiving a mortgage contingency or Home Inspection, down payment) 
 
Transfer Tax (Realty Transfer Tax): State or local tax payable when title passes from one owner to 
another.  
 
Underwriting: the determination of the risk a lender would assume if a particular mortgage loan 
application is approved. Ability and willingness to abide by the mortgage loan terms, as well as the 
value of the property involved, are critical to the underwriting analysis.  
 
Use and Occupancy: the buyer or seller may negotiate to use and occupy the home before or after the 
closing date for a per diem arranged by the attorneys and agreed upon by both parties.  
 

THE Brian Murray TEAM  
empire REALTY GROUP 
(201) 232 – 4568 Office 

TheLeadingHomeTeam.com 
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CONSUMER INFORMATION STATEMENT  
REAL ESTATE RELATIONSHIPS IN NEW JERSEY 
 
In New Jersey, real estate licensees are required to disclose how they intend to work with buyers and sellers in a 
real estate transaction. (In rental transactions, the terms "buyers" and "sellers" should be read as "tenants" and 
"landlords," respectively.)  
 
Before you disclose confidential information to a real estate licensee regarding a real estate transaction, you 
should understand what type of business relationship you have with that licensee.  
 
There are four business relationships: (1) seller's agent; (2) buyer's agent; (3) disclosed dual agent; and (4) 
transaction broker. Each of these relationships imposes certain legal duties and responsibilities on the licensee as 
well as on the seller or buyer represented. These four relationships are defined in greater detail below. Please 
read carefully before making your choice.  
 
SELLER'S AGENT  
AS A SELLER'S AGENT OR SUB-AGENT, I, AS A LICENSEE, REPRESENT THE SELLER AND ALL MATERIAL 
INFORMATION SUPPLIED TO ME BY THE BUYER WILL BE TOLD TO THE SELLER.  
   
A seller's agent WORKS ONLY FOR THE SELLER and has legal obligations, called fiduciary duties, to the seller. 
These include reasonable care, undivided loyalty, confidentiality and full disclosure. Seller's agents often work 
with buyers, but do not represent the buyers. However, in working with buyers a seller's agent must act honestly. 
In dealing with both parties, a seller's agent may not make any misrepresentations to either party on matters 
material to the transaction, such as the buyer's financial ability to pay, and must disclose defects of a material 
nature affecting the physical condition of the property which a reasonable inspection by the licensee would 
disclose.  
 
Seller's agents include all persons licensed with the brokerage firm which has been authorized through a listing 
agreement to work as the seller's agent. In addition, other brokerage firms may accept an offer to work with the 
listing broker's firm as the seller's agents. In such cases, those firms and all persons licensed with such firms, are 
called "sub-agents". Sellers who do not desire to have their property marketed through subagents should so 
inform the seller's agent.  
 
BUYER'S AGENT  
AS A BUYER'S AGENT, I , AS A LICENSEE, REPRESENT THE BUYER AND ALL MATERIAL INFORMATION SUPPLIED TO 
ME BY THE SELLER WILL BE TOLD TO THE BUYER.  
 
A buyer's agent WORKS ONLY FOR THE BUYER. A buyer's agent has fiduciary duties to the buyer which include 
reasonable care, undivided loyalty, confidentiality and full disclosure. However, in dealing with sellers a buyer's 
agent must act honestly. In dealing with both parties, a buyer's agent may not make any misrepresentations on 
matters material to the transaction, such as the buyer's financial ability to pay, and must disclose defects of a 
material nature affecting the physical condition of the property which a reasonable inspection by the licensee 
would disclose.  
 
A buyer wishing to be represented by a buyer's agent is advised to enter into a separate written buyer agency 
contract with the brokerage firm which is to work as their agent.  
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DISCLOSED DUAL AGENT  
AS A DISCLOSED DUAL AGENT, I, AS A LICENSEE, REPRESENT BOTH PARTIES. HOWEVER, I MAY NOT, WITHOUT 
EXPRESS PERMISSION, DISCLOSE THAT THE SELLER WILL ACCEPT A PRICE LESS THAN THE LISTING PRICE OR THAT 
THE BUYER WILL PAY A PRICE GREATER THAN THE OFFERED PRICE.  
 
A disclosed dual agent WORKS FOR BOTH THE BUYER AND THE SELLER. To work as a dual agent, a firm must first 
obtain the informed written consent of the buyer and the seller. Therefore, before acting as a disclosed dual 
agent, brokerage firms must make written disclosure to both parties. Disclosed dual agency is most likely to occur 
when a licensee with a real estate firm working as a buyer's agent shows the buyer properties owned by sellers 
for whom that firm is also working as a seller's agent or subagent.  
 
A real estate licensee working as a disclosed dual agent must carefully explain to each party that, in addition to 
working as their agent, their firm will also work as the agent for the other party. They must also explain what 
effect their working as a disclosed dual agent will have on the fiduciary duties their firm owes to the buyer and to 
the seller. When working as a disclosed dual agent, a brokerage firm must have the express permission of a party 
prior to disclosing confidential information to the other party. Such information includes the highest price a 
buyer can afford to pay and the lowest price a seller will accept and the parties' motivation to buy or sell. 
Remember, a brokerage firm acting as a disclosed dual agent will not be able to put one party's interests ahead 
of those of the other party and cannot advise or counsel either party on how to gain an advantage at the expense 
of the other party on the basis of confidential information obtained from or about the other party.  
 
If you decide to enter into an agency relationship with a firm which is to work as a disclosed dual agent, you are 
advised to sign a written agreement with that firm.  
 
TRANSACTION BROKER  
AS A TRANSACTION BROKER, I , AS A LICENSEE, DO NOT REPRESENT EITHER THE BUYER OR THE SELLER. ALL 
INFORMATION I ACQUIRE FROM ONE PARTY MAY BE TOLD TO THE OTHER PARTY.  
 
The New Jersey Real Estate Licensing Law does not require licensees to work in the capacity of an "agent" when 
providing brokerage services. A transaction broker works with a buyer or a seller or both in the sales transaction 
without representing anyone. A TRANSACTION BROKER DOES NOT PROMOTE THE INTERESTS OF ONE PARTY 
OVER THOSE OF THE OTHER PARTY TO THE TRANSACTION. Licensees with such a firm would be required to treat 
all parties honestly and to act in a competent manner, but they would not be required to keep confidential any 
information. A transaction broker can locate qualified buyers for a seller or suitable properties for a buyer. They 
can then work with both parties in an effort to arrive at an agreement on the sale or rental of real estate and 
perform tasks to facilitate the closing of a transaction. A transaction broker primarily serves as a manager of the 
transaction, communicating information between the parties to assist them in arriving at a mutually acceptable 
agreement and in closing the transaction, but cannot advise or counsel either party on how to gain an advantage 
at the expense of the other party. Owners considering working with transaction brokers are advised to sign a 
written agreement with that firm which clearly states what services that firm will perform and how it will be paid. 
In addition, any transaction brokerage agreement with a seller or landlord should specifically state whether a 
notice on the property to be rented or sold will or will not be circulated in any or all Multiple Listing System(s) of 
which that firm is a member.  
 
YOU MAY OBTAIN LEGAL ADVICE ABOUT THESE BUSINESS RELATIONSHIPS FROM YOUR OWN LAWYER.  
THIS STATEMENT IS NOT A CONTRACT AND IS PROVIDED FOR INFORMATIONAL PURPOSES ONLY.  
 
NJ REAL ESTATE COMMISSION 
CN 328 
TRENTON, NJ 08625-0328 

THE Brian Murray TEAM 
empire REALTY GROUP 
(201) 232 – 4568 Office 

TheLeadingHomeTeam.com 
 
 

 


