THE SUNNY GAWRI

HOME BUYERS EXPERIENCE

TA B LE O F C O NTENTS
1. Getting to Know You
2. Preparing to Buy
3. Finding Your Perfect Home
4. Making an Offer
5. Closing the Sale
6. Moving In

G E T T ING TO K N OW YOU
1. Are you under contract with another
agent?

7. Is your present home currently on the
market?

2. How much do you know about Real
Estate and the Buying Process?

8. How long have you been thinking
about moving?

3. When was the last time you worked
with a real estate agent?

9. What locations are you interested in?

4. If you could, what would you change
about your last experience?

10. Have you looked at other homes
already?

5. Do you currently own or rent?

11. What features are MOST important in
your next home?

6. How long have you lived in your
present house?

12. What lifestyle are you looking for in
your new home?

13. What is most important to you …
price … timing … convenience?

19. Are you the sole owner? who else will
be buying with you?

14. Do you need to sell your present
house to buy your new one?

20. Why are you moving (downsizing
etc...)?

15. Have you been pre-approved for your
mortgage?

21.Types of buyers – Which are you?
1. Browsing
2. Motivated right now
3. Investor

16. When do you need to move by? Is this
date flexible 30/60/90?
17. If you saw the right house today, are
you ready to buy today?
18. Are you a first time home buyer?

A Little About Me
• Married with 3 children
• Supporting Make A Wish & Royal LePage Shelter Foundation
• I never over promise and under deliver
• I sincerely love to help my clients beyond the transaction

Experience in Real Estate
• Licensed in 2013
• Sold $50,000,000 in Real Estate transactions
• Expert Negotiator, CNE designation
• Local expertise in Oakville and Mimico, Toronto
and Mississauga

PREPARING T O BU Y
Let’s talk about preparing to buy and getting your
finances in order, so when we find the perfect
house, you are ready to put in an offer.

How Much Can You Afford?
Before you buy a home, it is essential to figure out how much you can afford.
I want to see you buy the perfect house and still have enough money left over to
truly enjoy it.
General Rule of Thumb: Your household expenses (mortgage, taxes, utilities,
condo fees, etc.) should not exceed 40% of your income (before income tax).

How is Your Credit?
• When you apply for a mortgage, your credit score is important.
• Postpone major purchases like buying a new car or furniture with cash or credit,
until after you buy your new home.
• Get a credit report on Equifax and clear up credit issues before you apply for your
mortgage.

Mortgage Insurance
• Mortgage insurance allows buyers to purchase a home with a down payment of less
than 20%.
• Access the same low interest rates as buyers with higher equity because mortgage
insurance protects the lender in case of borrower default.
• Premiums can be paid in full at closing, but are normally added to the mortgage
and paid over the life of the mortgage.

Mortgage Pre-Approval
• Before you start looking at houses, you should get pre-approved for a mortgage.
• It narrows your search, so you’ll know what price range to shop in.
• It gives you time to source options, so you get the best interest rates and terms
available in the market.

My Mortgage Professional
Recommendations:

*Varun Uppal - RBC Mobile Mortgage Advisor

*Ashish Gandhi - Principal Broker

RBC

The Mortgage Division

Phone: 647 545 1100

Phone: 416 621 7501

Email: varun.uppal@rbc.com

Email: ashish@themortgagedivision.com

NOTE: You are not obligated to use the lender who pre-approves you, but getting pre-approved makes you a
much stronger purchaser and it locks in your interest rate for a period of time while you shop for a house.
*We don’t endource, only recommend people. You are free to choose who you want to work with.

FIN D I N G YO UR PERF ECT HOME
• Many buyers think that finding the perfect house is easy, but by searching online,
you are only seeing the tip of the iceberg when it comes to the homes on the
market. Many houses are sold before they even make it onto the MLS.
• Once I add you to my preferred client list, you will get first opportunity at some of
the best properties as soon as they come on the market, often before others even
know they are for sale.

Finding the Right
Neighbourhood
• Lifestyle: I will help ensure the property you
find provides the lifestyle you are looking for
(amenities, schools, local attractions, public
transportation, zoning, etc.).
• Resale Value: I will help you determine if the
property will have resale value when you are
ready to sell.

Finding the Right Property
• Current Listings: I will help you search for properties. Did you know that some
properties for sale are never advertised? That’s where my expertise and connections
come in.
• New Listings: I will notify you of all new listings that meet your criteria. I will also
keep you informed of all price reductions on current inventory.
• Booking Appointments: Once we find a property you like, I will make arrangements
for us to view it. I will personally take you through the property and answer all of
your questions.
• Seeking Advice: If we spot a defect, I will consult with home inspectors, roofers,
electricians, etc. To obtain advice if needed.

Paying the Right Price
• Comparable Properties: Once you find a property you like, I will show you
comparable properties that have sold recently and those currently on the market at
similar prices.
• Local Market Knowledge: My local market expertise will ensure you don’t pay too
much for the property. I will also help you identify defects that may affect the price.

Understand how the Market Affects Price
Buyer’s Market:
• Many houses for sale

• Longer days on the market

• You can offer a lower price

• You can ask for better terms

Seller’s Market:
• Fewer houses for sale

• Houses sell very quickly

• You must offer a higher price

• Seller dictates the terms

MA K I N G A N O FFE R
This is the most critical step.
Emotions run high and it is my job
to ensure you make good decisions.
I’m an expert negotiator, so you are
in good hands.

5-Star Buyer Certification
When competing with multiple offers:
Offering over asking price may lead to appraisal
issues, so I recommend five strategies that will
increase the seller’s position and make your offer
stand out:
1. Large Deposit –it proves to the sellers that you
are serious.
2. Financing–submit a lender commitment letter
with the offer.
3. Warranty–buy protection to cover both you and
the seller.
4. Moving Expenses –pay $__________ on closing
towards seller’s moving costs.
5. Commission–offer to pay a % of the seller’s
commission.

What Price do You Offer?
Important Questions to Consider:
• How old is the house?

• How many previous owners?

• What was the last purchase price?

• Have they done extensive renovations?

• Are there good schools in the area?

• What are the neighbourhood demographics?

• Is the property stigmatized (was it ever a meth lab or crime scene, etc.)?
• Are there any annoyance factors, such as heavy traffic or railway tracks?

Writing the Offer
Consider the sellers: Imagine their reaction to everything you include. In order to
get what you want, they have to accept it.
• It is more complicated than price: Because of the huge dollar amounts involved,
both you and the seller will want to build in safeguards to limit your risk. Include
terms such as inspections/repairs required, who pays what closing costs, chattels
included, terms of cancellation, etc.
• Legally binding agreement You can withdraw your offer anytime before the seller
accepts it, but once they accept it, you’ve got a legal agreement.

Managing Counter Offers
Once you submit an offer, the seller can accept it, refuse it, or counter back with a
different offer.
• Trained Negotiator: I remain objective during the negotiations, which can
sometimes get clouded by emotions.
• Expert Knowledge: I understand property values and real estate contract law to
ensure you get to closing with fewer complications.

Getting an Accepted Offer
Once the offer is accepted, the clock starts ticking.
I will be there every step of the way until closing to:
• Coordinate the inspection and appraisal

• Ensure required repairs are performed

• Coordinate the final walk-through

• Keep you informed if problems arise

• Distribute documents to the lender, lawyer/title
• Ensure terms and conditions are met within the required time frames

Managing the Details
I often hear people say that buying a house is one of life’s most stressful events, but
it shouldn’t be. Your job is to pick out the perfect home and my job is to look after
everything else.

C LO S I N G TH E SALE
When it is time to close, you will meet with your lawyer/title company to make the
final arrangements:
• Settlement of taxes and utilities

• Payment of closing costs

• Signing of final documents

• Disbursement of funds to the seller

• Transfer of title to the property

• Handing over the keys

Congratulations! Now you legally own the house!

MO V I NG IN
Let me take the stress out of moving. I can provide you with referrals for:
• Movers

• Painters

• Plumbers

• Electricians

• Contractors

• Handymen

• Maid Services

• Interior Decorators

• Landscapers

• And anything else you need

Service Pledge Guarantee
• I will do everything possible to make buying
your house an exceptional experience.
• My Service Pledge Guarantee gives you peace
of mind that you are making the right choice.

Signing an Exclusive Agreement
Before we get started, we need to establish our working relationship.
The buyer representation agreement establishes:
• Exclusivity of services
• Commission rate
• My duty to work in your best interests
• Liability coverage through my brokerage

Real-Time Communication
Cell : 416-648-4004 (preferred)
Email : sunny@royallepage.ca
NOTE: I always check my email and text messages. I never answer the phone while I’m with
clients, but I frequently check my messages throughout the day. I promise to return
your messages promptly.

GOING BEYOND THE TRANSACTION!
YOURHOMEWORTH.CA
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*Not intended to solicit those under contract with another Brokerage
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