misty team

POWERED BY PLACE Summer2024 Edi’rion

CENTRAL IOWA

REAL ESTATE GUIDE

11111

==

. | e = -
- - "‘I._r .'

n £ F
T ¥
¥ —_— ¥

gﬁﬁf&% INNOVATIONS :if

e r— [ — REAL ESTATE - ,.: ---\_......._._‘_'._...._
T ¥

I I

s EEEEErnAnREiEEEErna N sesaaasgy| ' ligeeasa| -_-1




misty ../
contenls muerEem o

0 N O 1 A N -

=]
=

12
13
14
15
19
20

21

22
23

24

"%@;teclm Bef“lgf S

REAL 5 E

Cover

Contents

About Misty Darling

What is the Benefit of Our Team?
Mission Statement | Core Values
Team Endorsements

Our Marketing System

The Misty SOLD Team

Buying with our team of Professional
Real Estate Specialists...

Buyer’s Advantage Program
Home Buyer Ten Commandments
Home Buying Process

Tasks and Time Frames

88 Types of Turbulence

Community Outreach | Buyer & Seller
Guides

Misty Recommends...
Preferred Lenders
Notes

Contact Us

page 2



ABOUT MISTY DARLING

lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll

o o § o ] ® ® @ o @
® Misty has been an agent since 2000 o ® o ®
® 2017 — Chosen to be Brand Leader of e°%% 00 g gqg°

Better Homes and Gardens Real Estatein @ '. o BN ®
the Central lowa market . % g o e .@. @ .
® 2019 - 2022Emerald Elite Statuswith ~, o0 ¢
Better Homes and Gardens Real Estate g = .. @ . . .m
® 2023: We SOLD a home every 20 hours - more than 'I,/da:‘yr e O .
® 2023: 424 Homes SOLD, $101,000,000 i o 0,70
in real estate ®

® 2022: #34 on 2022 REAL TRENDS :
Thousand List Medium Team by Transaction Sides {4

@ 2023: #35 on 2023 REAL TRENDS
Thousand List Large Team by Transaction Sides

® 2022: Sell it Like Serhant Advisory Board,
Inaugural Board Member

® Commissioner, Warren County Compensation
Commission

¥ Past Chair, current Commission Member of
Indianola Planning and Zoning

® American Dream TVHOST

¥ Recognized nationally at industry
conferences and learning opportunities for

innovative business practices.
® Mother of 4 kids, 2 dogs, and 2 cats &3

|'| - SFR i)

e i nnu.m &

HEEDUH‘L-& CERTFIED DISTRESSED:
FRCHERTY EXPERT
Certified | Hall
@Tom w Residential 0k |
THE THDUSAND Specialist

s THE WALL STREET JOURNAL .




WHAT IS THE BENEFIT OF
OUR TEAM?

® Specialized Roles to Assist You

® Expert Knowledge
® Legendary Customer Service

® Valuable Partnerships




MISSION STATEMENT

This team of professionals is
nnovative and ambitious in our level of

Service and expertise, while being dedicated
to the highest standards, systems
and PErrormManNCe necessary to

CO"aboratively fulfill your real estate goals.

CORE VALUES

o attitude is everything
@ work hard and take action

@ team players only
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TEAM ENDORSEMENTS

- Central lowa Real Estate News -

- Advice on Buying and Selling -
- Interviews with Vendors -

@D iHeartRADIO
LISTEN NOTES

sunday Mornings at 9:30 am on 106.3FM KXMNO. Misty Darling & Heather Burnside interview experts on a variety of
Real Estate topics that effects your Central lowa Real Estate.

HENTRAL 1IOWA
HEALESTATE - . .

SUNDAYS 8:304M

kB
IS B
Mlstf&ghlscﬁ-

¢ " ﬂ_eEE?EEIEurnside

Endorsed & Mentored by Barbara Corcoran
(of ABC's "Shark Tank")
»Listen to Real Estate Podcast with
WHORadio’s “Max and Amy in the Morning”
P Works with local news and radio personalities

to give insight into the
EENTRAL 1I0WA £ REALESTATE

real estate market:
Max and Amy of WHORadio, Heather Burnside SliulitRal sl Ul iy

with Misty SOLDwisch & Hearher Bunnside

of KXNO Morning Rush
.|:u-:} 106.3 erﬂ SUNDAYS 9:30AM

with Barbara with Heather with Max Schaeffer and
Corcoran Burnside Amv Sweet
page &




OUR MARKETING SYSTEM

ﬁsearchCuMOWAHOMES.com

Better WWW.\ - inCentrallowa.com
ﬂ'ilf&mss INNOVATIONS ( nsnrrun.::.:m, oL

Where the World Shops % ? *

7 . _ ti'! aal”

reEaltoR for Real Estate Online™

NEWSRADID 1040

JTeam.com

craigslist ® Dylo p

rtrulia

_— °
;z:‘-‘ Z I I I Ow‘ Com Q IOWA PUBLIC RADIO. 1460AM =

Your Edge in Real Estate

WE GIVE OPTIONS SELLING YOUR HOME

=zl PLATFORM

You Choose the Program that BEST fits your needs

e m= - misty teqm
/\'\ =Y /g SOLD
CERTIFIED PRE-OWNED S b S
Pre-Inspected m :

PREMIER PROGRAM STANDARD PROGRAM SOLD ORI'LLBUY IT

page /
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Larry Gilbert Emily Burton

Director of Operations Directorof Sales Senior Real Estate Specialist

Licensed since 2014 Licensed since 2014
LarryG@MistySOLD.com FixB@MistySOLD.com Emily@Misty30LD.com
£15.803.4221 £15.208.6053 515.238.3317

Sheila Dickson Abbi Gilson Samantha Haommer

SeniorReal Estate Specialist SeniorReal Estate Specialist SeniorRBealEstate Specialist

Licensed since 2021 Licensed since 2018 Licensed since 2012
SheilaD@MistySOLD.com AbbiGEMIistySOLD.com SamanthaH@Misty$OLD.com
£15.782.2552 515.250.5920 E15.489.7448

Greg Wallenstein Shelby Allgood Alexis Geary

Senior Real Estate Specialist Real Estate Specialist Real Estate Specialist
Licensed since 2014 Licensed since 2023 Licensed since 2020
GregWaMistySOLD.com Shelby A@MistySOLD.com AlexisGE@MistySOLD.com
727.871.4734 701.308.0404 515.782.0484
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Matt Hale Cheryl Hefrick Jamen Hull

RealF iate state Associate Rec) EliaSa0cialt |
-:-'I'en sine 03 i censed since 2023 Licensed since 2022
‘. HH@MistySOLD.com  CherylH@MislySOLD.com S P e
913.212.8120 515.380.65674 it

R I .
Brianna Miller Jill Brierly
Real Estate Associate Real Estate Asscciate Real Estate Associate
Licensed since 2023 Licensed since 2013 Licensed since 2023
BriannaM@MistySOLD.com CarieMEZMistySOLD.com JillB@ MistySOLD.com
£15.322.4980 S15.577.6015 319.521.7724

b - Ry
Robert Tompkins Heather Burnside Jennifer Le Beau

Team Services Director Feal Estate Azsociate Real Estate Associate
Licensed since 2019 Licensed since 20272 Licensed since 2022
ReberdT@MistySOLD.com HeatherB@MistySOLD.com Jenniferl@MistySOLD.com
5152021149 L15.847.5308 515.494.6922

£

Terry Tillotson

John Murphy

Real Estate Asscciate Real Estate Associate Transacticns Cocrdinator
Licensedsince 1994 Licensed since 2014 Licensed since 2017
TerryT@ MistyS0OLD.com Juliew@MistySOLD.com JohnM@MistySOLD.com
E15.447.14622 515.3460.6750 L15.401.8122
page 7
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Miguel Vargas Michelle Goben

Transactions Coordinator

Gavin Smith

: : Financial Coordinator Media Marketing
Licensed since 2022 Coordinator
MiguelV@MistySOLD.com MichelleG@MistySOLD.com Gavin3@MistySOLD.com
515.721.5353 515.681.2074 515.344.8753

Aprille Calampiano Nikita Sebial

Listings Coordinator Marketing Specialist | Client ServicesTeam
Business Coordinator Assistant
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Our team of
Exclusive Buyer
Agents will evaluate
your home buying
needs at our first
meetfing with you.
We are highly skilled
in locating the ideal
home for you,
whetherit'san
existinghome, a For
Sale By Owner, or a
new builder
construction!

Buying with our team of
Professional Real Estate
Specialists...

(S 34y T Wy 1 24 Once we know your wants

and needs based on ourinitial consultation, we
spend time researching our properties that meet
your criteria. We show you homes listed by any
brokeragein the Des Moines metro area, and are
able to narrow alist of hundreds of properties down
to a manageable number. Our agents visit
hundreds of homes every month and through this
obtain real market knowledge and are able to save
you valuable time in the home buying process.

For Sale By Owner (FSBO) -
WOTK Wi omeowners who wish to sell their home
themselves. In fact, many of our listings are people
who have tried unsuccessfully to sell their homes.
We maintain awareness of all for sale by owner
properties in the area and will be happy to arrange
d showing for you. In this fransaction, you will
continue to be represented by us with cur buyer
agreement. [tis the sellerwho loses, as they
complete the fransaction with absolutely no
professional representation.

New Builder Construction VLY

omebuyers are not aware that the sales
representatives at new construction sales centers
work for the builder, and do not represent the
buyer's bestinterests. We have extensive knowledge
of area builders, floor plans and lots, aswell as
schools, neighborhoods, and amenities. As your
Exclusive Buyer Agent, wewill negotiate the
purchase price onyour behalf with the builder, assist
you in selecting upgrades, and ensure the building
process goessmoothly.

Land/Home Sites R s terit- 1o uile

your dream home or are looking for land for
agriculture purposes, our team has the expertise to
help you find the ideal location and soil ratings.

THE BOTTOM LINE IS TO SAVE YOU TIME & MONEY, AND LEVERAGE OUR
EXPERTISE TO HELP YOU TO NEGOTIATE THE BEST SITUATION!

page 11



' _, Buyer's Advantage
misty: 4 team Program

Exclusive Benefits for Our Clients

Buyer Clients with the Misty SOLD Team have access to all of these benefits that they may use at
any time during the home buying process and beyond:

Benefits Include:

$325 value Cancellation $5000 minimum value

Use our Misty SOLD Team G varantee Cwr Love it or Leave it which
Moving Truck for your mowve! Allows you to cancel this guarantees you that if you
agreement at any are unhappy with your

Isg. time if your purchase for any reason
3 E situation changes

within 12 months we will sell
fg orwe aren't meeting your home for FREE!
your needs. @~

t on Lercwa

$100 ki gunclerge Priority Access
Ameriserv Radon Mitigation will ervices f Spaciolofen iom o
offer you a discount on Free use of our e .
Miiig;ﬁon if needed for your notary, scan & color  Yendors with Priority “ *
e Rome copy services Scheduling.
HSEWM itigation Cﬂmplll_'nenturg
o Better Homes & 1117 s Magazines &
& Gurdens. |

wy Access to our 0 Yo 1o Cookbook from

Better Homes &
Gardens

MistySOLDTeam o

A Exclusives e P --- 0

Cff-rmarket sellers who have raised their
hand to be presented to serious buyers only

When you buy a home with Misty SOLD Team, we GUARANTEE you love it! If you change your
mind within the first 12 months of ownership, we make it EASY 1o get into the right home, with

no listing side commission!

You will pay only the Buyer Brokerage Compensation, if applicable, plus any home prep costs,
property sefflement fees brokerage fees, efc. (@ minimum $5000 savings!] Subject fo
purchasing subsequent homes during the process using Misty SOLD Team af Better Homes & Gardens

Real Estate Innovations with buyer brokerage compensation.

DISCLAIMER: Offers as of July 2024, subject to vendor changes.

page 12




TEN COMMANDMENTS

When Buying a Home or Applying for a Mortgage

THOU SHALT NOT
use charge cards
excessively or let
your accounts fall

behind.

THOU SHALT NOT
stop paying your rent
or current mortgage.

THOU SHALT NOT
make large deposits
without first checking
with your loan
officer.

fowrg,

THOU SHALT NOT
buy a car, truck, or van
or you may find
yourself living in it

THOU SHALT NOT
omit debts or
liabilities from your
loan application.

THOU SHALT NOT
co-sign on a loan for
anyone.

THOU SHALT NOT
change bank accounts
or transfer funds back

and forth between

accounts..




HOME BUYING PROCESS

..........................................................................................................................

Inspection

Period

7-10 Days
$350-$800

page 14
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Properies Online
\ v

View Available

Properiies
b
Make an Offer
on Property
e S
Accepted
Contract
\
Deposit Eamest
Money
\
Buyer Arranges
for Home
1 Inspection
Home
Inspection
IN;. o
Negoticte  1eeee
Repaoirs
>
Inspection
Period Ends
L
GoTo
Phase 2

Credit Report

MNegotiate
Terms of Offer

Chrder

Appraisal
e $400-$600

FHASEZ

Morigage
L Company

"4 Send Loan fo
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Company | e \ pe
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L
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Arrange Transfer
of Uilities and
Clotain
Homeownesrs

k Insurance
i

>

Mortgage
Company
Delivers Final
Loan Docs to
Closing

Company
.

Closing
Company
Prepares CD
Statement

\
>

Buyer Final
Walk-Through

\
f"
Buyer Brings

Cashiers Check
& ID to Closing
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TASKS AND TIME FRAMES

We will go through several steps together while finding and purchasing your
home. For many of these steps we simply inform you that the task has been
completed for you; however, others may require some work from you. We
inform you about every aspect of the transaction and remind you when there
are tasks that you should be working to complete. The chart on the previous
page shows the flow of these tasks so you can better understand the home
buying process.

TASK:
secure
financing

TIME FRAME:
before we
beginlooking

The first step in buying a home is To obtain loan pre-approval. This
provides you with the information you need to determine how
much home you can afford and what type of monthly payment
you are comfortable with. In addition, many sellers do not consider
offers from buyers who are not pre-gpproved. We work with several
lenders who have proven to offer exceptional customer service
and competitive interest rates.

3 elementsare crucial fo the purchase of a home:

DOWN PAYMENT

Conventional lenders typically require 10-20% down
payment, although you may be able to find loans
with no or less down payments. With down
payrments less than 20%, you will ikely have to pay
private mortgage insurance, which guarantees the
lender will be repaid in case of default. Mortgages
insured by the Federal Housing Administration [FHA)
and those available through the Veterans
Administration [VA] often require very low down
payrments, or none. FHA only requires a 3.5% down
payrment. Ask your lender if you can qualify for one
of these loans.

If you have trouble coming up with the down

payment, there are some tips to ease the burden:

Ask for a USDA Financing. Many smaller
communities qualify for 1 OO% USDA financing
programs. This requires NO down payment.
Income restrictions apply.

Convert stocks. Consider selling stock for the down
payrment. Sell an asset; if you hawve “toys" such as a
boat, extra car, or other assets, consider selling 1t for
the down payment.

Money from relatives. Today, lenders will allow you
to use money from relatives as the down payment
if it is provided as a gift. Check with your lender for
restrictions.

CLOSING COSTS

Mo matter what home you buy, there wil be
closing costs. These can include origination fees,
titte opinion, aftorney fees, a termite report,
appraisal fees, document preparation fees and
loan underwriting fees. Usually, these are due at
closing, but sometimes they can be rolled into the
mortgage. Depending on your mortgage, you may
be able to negotiate having some of the closing
costs paid by the seller.

LOAN QUALIFICATION

Primarily, your income plus the interest rate
secured, determines the size of the mortgage for
which you qualify. The higher the interest rate, the
higher the monrthly payment. and subsequently,
the more income you need to qualify for the
mortgage. For conventional financing, lenders
generally limit the monthly payment to 28%
percent of your gross monthly income. Exceptions
can be mode depending on the individual
circumstances. The amount of debt you cumently
have may also factor into the decision. You
absolutely need to contact o Lender prior to
making any offer on any house. The head start give
you a chance to resolve any problems that may
arise without the pressure of contract deadlines.
You can also get pre-approved for a loan, which
puts you in a strong position to make an offer on a
home.



TASKS AND TIME FRAMES

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii

......................................................................................

Upon acceptance of your offer, you will arrange for an inspection
of the property. This needs 1o be completed during the inspection

TASK: period so that if something is discovered during the inspection (that
inspection you cannot live with and the seller is not wiling to fix), you may
cancel the contract and receive a refund of your earnest money.
TIME FRAME: The inspection will take two to four hours, and we strongly suggest
starts at you attend the home inspection. All homes will likely hawve a long list
acceptance of of minor repairs. However, we are mainly looking for major
offer mechanical or structural defects to the property. The cost of the
(7-10 days) inspection varies based on the size and features of the home, and
will range from $300-$400. This payment is due at the time of the
inspection.
we recommend ‘md\
r HH
@“ﬂw Eoar il L by TASK:

inspection

After the Inspection, we wil complete an amendment to the
contract. This amendment wil include any items that were
discovered during the inspection that you would like the seller to
repdair for you., We will negotiate on your behalf with the seller for
the repairs you want completed. Once an agreement on repairs 1o
be completed has been reached, you will forfeit your right to any

addendum

TIME FRAME:
immediately
afterreceipt of

furtherrepairs on the property.

TASK:
obtain
homeowners
insurance

TIME FRAME:
afterinspection

inspection
report

In order to close on your new home, you need to arrange for
Homeowner's Hazard Insurance. You will need to notify your lender
of the insurance company you choose, a contact name, and
phone number. You may receive a discount by having your car
insurance and homeowner's insurance with the same company, so
check with your current insurance agent about that benefit. We
recommend that you obtain at least two estimates from different

period agents and then make a decision.

COUNTRY

. FINANCIAL., _——

we recommend

You wil need to transfer the utilities to your name before moving
into your new home . In order to save money on hook up fees call
ahead and ask the utility companies to transfer the biling to your
name upon cancellation by the seller. We will provide you with the
utility companies serving your new home. If you need further
information, please call us; we are here to help you.

Go toour Utilities Guide:
hitp ./ /www.soldincentraliowa .com/Utility-Information

TASK:
transfer utilities
[ schedule
services

TIME FRAME:
Two weeks prior
1o closing




TASKS AND TIME FRAMES

TASK: Many times buyers plan to use monies from stocks or 40 | (k]
ensure loan retirement plans as down payment on their new home. If you plan
commitment to liquidate stocks or 40 | (k] To supplement your down payment,
from bank the money from the sale of these funds must be available in the
form of cash in your bank account at least 72 hours prior to getting
TIME FRAME: a cashiers check. Because a withdrawal from a 40 | (k)] can be
two weeks prior complicated and a time-consuming process, we advise you 1o
1o closing begin the withdrawal of these funds immediately.

-------------------------------------------------------------------------------------------------

IMPORTANTTONOTE HNel average, most home mortgage loans goes through a quality control

check. The lender does this to ensure that the borrower's financial status has had no change since the
approval of the loan was granted. No matter,- how good your financial situation, lenders strongly

advise against changing your financial status from the date of your loan approval. This includes, but is
not limited to, applying for new credit, gaining new credit, purchasing appliances, furniture, cars,
changing jobs or quitting your job. An appropriate time to make any of the above financial changes
would be after the closing and funding of your new home. If you have any questions about your
purchase decisions while you are waiting to close on your new home, please consult you,- mortgage
lender for advice,

...............................................................................................

Lenders need to make sure that you receive the Closing Disclosure
at least three business days before closing. This gives you time 1o
review a summary of the final loan terms. The Closing Disclosure
can be compared with the information contained in the initial or a

revised Loan Estimate (or, in the case of a revised Closing TASK:
Disclosure, the initial Closing Disclosure). Flexibility has been built into closing
the rule to accommodate small, last-minute changes typical of disclosure (cd)
purchase transactions. However, when changes to the transaction

are significant, a new three-business-day review period is required. TIME FRAME:
Since large, last-minute changes should be rare, an additional three (3
review period should also be rare. To provide a Closing Disclosure business days
three business days before the closing that reflects all of the terms prior 1o

of the transaction, settlement agents and creditors need as much closing

information from the buyer, the seller and the agents about the
fransaction as far in advance of closing as possible. At the same
time, most settlement issues, such as adjustments to seller credits 1o
account for repairs, that are currently addressed as late as the day
of closing can continue to be handled at closing without requiring
a new three-business-day review period.

page 17/
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TASKS AND TIME FRAMES

Prior to Closing we will schedule a time for you to walkthrough your
new home to ensure everything is in the condition you expect and
to make sure there are no unexpected issues before you mowve in. If
any issues are identified, we wil work with the Seller's agent to
resolve those issues.

Your Lender will set the final closing time with you, generally at the
Attorney/Settlement Agents office, and sometimes at the bank.
They will give you instructions on the amount of a cashier's check
needed and who it should be made it. The closing wil take
approximately an hour. We will be there with you to answer any
transactionrelated questions and hand you the keys!

page 16
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88 Types of Turbulence

Selling a property can be like taking an flight across country.

When you start, you have no idea how the frip will go. Neither does the
pilot! You could run into turbulence, or you could have a smocth flight and land on
time. Just like pilots use their experience to navigate around storms with the least amount of

turbulence, it is our job as your real estate consultants, to find qualified buyers, negotiate and advecate for you
and close within your time frame, with the fewest aggravations.

misty

@t@dm

We can't promise no turbulence, but we can promise you that we'll utilize our experience and experlise to take you on
the smoothest flight that we can. If we do hit turbulence, we won't bail out on you. We'll be your teammate throughout
the Hight until we get you 5ufe|}r to your destination. Rest assured your udvccucy isour #1 gucﬂ, and that means you
must be daﬁg hted with the pr:}ducf we prmrida and deliver bﬂ}mnd your expectations during the process.

Attached is @ somewhat humorous list of the different types of turbulence we might run into during your sell, This list is
not all-encompassing, but catches most of the commaon issves. Please take a minute fo review the list.

Things That Might Go Wrong During Your Transaction

. Does not tell the truth on loan opglication

. Has recent late payments on credit report

. Additional debt alter loan opplication

. Borrower lozes job

. Cobarrower loses job

. Income lower than on loon opplication

. Seme incame not allowed by underwriter

. Mokes large purchase before closing

. lllness, diverce or other sethback

10. Lacks mativation

11. Gift donor chonges mind

12, Cannct locate divorce decree

13. Cannot locate dischorge of bankruptcy

14. Cannot locate tax returns

15. Cannot locate bank statements

14. Difficulty in obtaining rent verification

17. Interest rate increases

18. Loon progrom changes, higher rates,
pointz and fees

19. Child support not disclosed

. Bankruptey within the last two years

21. Mortgage payment is double the
previous payment

22. Bommower/co-borrower does not have
steady two-year employment history,

23. Brings in hondwritten pay stubs

24. Switches to job with a probation period

25. Switches from salory to commission

263, Bommower/co-borrower /seller dies

. Buyer is too picky about property in

affordoble price range

28. Buyer feels the house is misrepresented

29. Veterans DD214 form not available

. Short of money ot closing

31. No documented paper trail for gift money

32. Does not bring cashier's check to closing

SO 00 ] O Ln B L RO

The Seller

33. loses motivation to sell

. Cannet find a replacement property

35. Will not allow oppraiser inside home

. Will not allow inspectors inside home

. Remaves items from the premises that
buyer believed was included

. Cannet clear up liens

. Did not own 100% of property

. Preblems getting pariners’ signatures

41. leaves town without giving anyone

Power of Attorney

42. Delays the projected move-out date

43. Did not complete the ogreed repairs

. Home goes inte foreclosure

45. Misrepresents home and neighborhood

. Hidden or unknown defects in property

The Realtor(s)

. Has no control over clients

. Deloys occess to property for inspection
and appraisals

. Does not get completed paperwork to
the Lender in fime

. Inexperienced in type of transaction

51. Tokes unexpected time off, unavailoble

52. Misleads other parties

53. Does not do sufficient homework on

their clients or the property

The Lender(s)

. Does not properly pre-qualify borrower

55. Requires repairs prior to closing

. The market raises rates, points or costs

. Borrower does not quolify becouse of o
late addition of information

58. Requires a lastminute appraisal or
other documents

. loses a form or misplaces fils

. Doesn't simultanecusly ask for all
neaded information

&1. Doesn't fund loan in time for close

62

&3

70.

71.
72,

. Lets principols leove town without

74,
75,

76,
. Doesn't bend the rules on small issue

78,

. County will not approve septic system

ar well

. Termite report reveols domoge ond

seller is not willing to fix

. Home was misrepresented as fo size

and condition

. Home is destrayed prior fo closing
. Home is not structurally sound

57
68,
59,

Home is uninsurable for buyer
Property incorrectly zoned

Parion of home sits on

neighboring praperty

Comparable properties for appraisal
difficult to find

Fails to notify of unsigned or unreturned
documents
Fails to ebtain information in a fimely

getting all signatures

Lost or incorrect paperwork

Does not pass on valuable information
quickly enough

Does not coordinate well

Finds liens or other fitle problems

. Mot local, misunderstands the market
. |5 too busy to complete the appraisal

on schedule.

. Mo comparable sales are available
. |s not on the lender's opproved list
. Makes important mistakes on approisal

and brings in value too low

. Lender requires a second appraisal

Inspectors

. Pest inspector not available timely
. Pest inspector too picky about condition

of property.

. Home inspector not available timely
. Inspection reports alorm buyer ond

sale canceled
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COMMUNITY OUTREACH

® Teacher Giveaway! (1,130 teacher nominees)
@ Pumpkin Fie Giveaway! (Total of 1,065 pies)

® Winter Coat Drive - T — * k
® Charitable Giving oy o
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BETTER NEIGHBORS | €

Compassion Fund

"“We make a
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o e ST T /o8
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every honf_1e sale i
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fund. . "
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SR IER S SELLER GLIDES

Things to Consider When Buying a Home or Selling Your House

Buyer Guide Seller Guide
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MISTY RECOMMENDS...

Here are recommended experts that have put together special offers for our clients!

" COUNTRY

FINANCIAL

RIGHTWAY \ .

Miller Past & Termite
515.518.8844
contaci@millerthekiller.com

www_mmillerthekiller.corn

HOMEPFPRDO

YOUR INSPECTION CONNECTION

HOME INSPECTIONS: ”
Rob B. Keller

Insurance and Financial Services
515.941.2351

rob_keller@ countryfinancial .com

Adam McCarty
adam@rightwoyhi.com
313-802-0141
www._RightwayHl_com

EmenSer Radon Mitigation

........ J Oor lowa

:E__ -
—l
w

WARRANTY

HWA Home Warranty of America
BBB.492.7359
info@hwohomewarranty.com
www_hwahomewarranty .com

(etrs
FLOORS

Fhillips' Floors
515-941-7300

www_phillipsfloors.com

Ameridery Rodon Mitigotion
315.240.4175 f 712.830.7831

teamradon@amenservrodon.com
www.amenservrodon.com

JLK

Garage Doors

JLK Garage Doors
John Freshly
315.745.084¢8

Ben White
Home Inspector
trusthomepro@gmail.com

515-689.5483
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PREFERRED LENDERS...

KNMOTTO

MORTGAGE

CHUCK SIMMONS | EMILY HEMER

The Simmons-Hemer Teamn

515-778-8519 | 515-707-5944
Chuck_Simmons@mottomortgage.com
emily.hemer@mottomortgage.com
www_moftfornorgage.com

Land €3 Home

FINANCIAL I.'».I‘-II"IfI"["*L

DEREK HARJES

Senior Loan Officer

515-803-7098
Derek Harjes@LHFS .com
www. morgage.lhfs.com

NOTES:

¢

FORTRESS

—_— BANK —

ERIC BOKKER

Senior Loan Cfficer

515-554-3742
EBokker@BankForress.com
www_erichokker.com

ENVOY

MORTGAGE

BRYAMN ZEUTENHORST | BLYTHE DALTOR
Branch Manager | Loan Criginator Assistant

515-419-4701 | 815.262.7408
bryan.zevtenhorst@envoymortgage.com
blythe. dolton@envoymortgage.com
www_envoymaorigoge.com
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misty @team




misty .. 2/team

POWERED BY PLACE _;"
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e S0 o CONTACT US
Lo 515.229.9764

117 E Salem Avenue,
Indianola, |A 50125

wiww.SOLDINnCentrallowa.com S 0" '.
www.BHGmistySOLDTeam.com P L
www.SEARCHCentrallowaHomes.com A e ;_
www.youtube.com/MistySOLD = * e
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www.facebook.com/MistySOLD.com f www.facebook.com/BHGinnovations: e » l. .. .....‘.
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