


I know that having a handle on your wants, needs, and expectations 
early on ensures we're always working towards the same goal, 

together.

W I T H  
C O N F I D E N C E

every step of the way



FIND A GREAT AGENT
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MAKE AN OFFER AND NEGOTIATE
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Pick a Real 
Estate Agent

Get Pre-
Approved

Find the Right 
Home

Negotiating 
Offer

Inspections

Appraisal
Final Loan
Approval

Decide to Buy

Make an 
Offer

CLOSING!

Even if you have bought or sold a home in the 

past, the real estate process can be confusing.  

This chart will help you better understand the 

steps involved in your real estate transaction.  

My job is to tie the steps together as smoothly 

as possible and to keep you informed along 

the way.





A  r e a l  e s t a t e  a g e n t  i s  a  h u g e  a s s e t  t o  y o u  

a s  y o u  g o  t h r o u g h  t h e  h o m e - b u y i n g  

p r o c e s s .  T h i s  i s  o n e  o f  t h e  b i g g e s t  

d e c i s i o n s  o f  y o u r  l i f e  a n d  y o u  n e e d  a  

s k i l l e d  p r o f e s s i o n a l  g u i d i n g  y o u  t h r o u g h  

t h e  p r o c e s s .

Y o u r  a g e n t  w i l l  b e  w o r k i n g  w i t h  y o u r  b e s t  

i n t e r e s t s  i n  m i n d  a n d  c a n  h e l p  g u i d e  y o u  

t h r o u g h  a l l  t h e  s t a g e s  o f  h o m e  b u y i n g .   

CONNECT YOU WITH THE PERFECT HOME

NEIGHBORHOOD KNOWLEDGE

ATTENTION TO DETAIL

PROFESSIONAL NEGOTIATOR

EXPERT GUIDE

Agents often have access to information about homes going on the market before the 
public.  They can also arrange open houses and tours of homes that match your criteria.  

Agents will  be able to offer insightful details about the neighborhoods you are considering. 

The process of buying a home requires a good deal of paperwork. Your real estate agent 
will  help you f i l l  out all  documents and get them submitted properly.

Agents deal with any diff icult conversations that 
need to happen. They will  also help you submit 
a strong offer and negotiate with the seller on 
your behalf .

Realtors are there to help you with any 
questions you have along the way. They 
offer an objective opinion when you're 
analyzing the features you're looking for.  





Good service speaks for itself. 
I am  looking forward to the opportunity to earn your referrals, too! 

Teresa@TeresaButler.com
614-565-8161

TeresaButler.com

Purchasing a home is a very important 

decision. I will help you with honest, accurate 

information so you can make well-informed 

decisions regarding the purchase of your 

home. The materials in this guide will give 

you an idea of what to expect during each 

phase of the transaction. Please read over 

them and refer to them throughout your 

home buying process. Feel free to ask me 

any questions you have regarding buying a 

home or to request more information on any 

topic. 

I welcome the opportunity to serve as your 

real estate professional. I assure you that I 

will work very hard to help you meet your 

real estate goals. Please feel free to call me 

anytime if you have any questions or require 

any additional information.



My clients are some of the happiest in 
the world. Some of the things they 
love most about my service is that I 
keep them informed throughout the 
process, they know exactly what they 
are supposed to do next and I listen to 
what they say. They appreciate that I 
work solo and give them individual 
attention, they talk directly to me and I 
am easily accessible. 

As your Realtor, I work tirelessly to 
promote your best interests. I take the 
time to understand your needs and 
goals, so you have a true partner in 
your home buying journey. 





Teresa@TeresaButler.com

Te re s a Bu tle r.c o m

@ Te re s a Bu tle r2 1

@ teresa_butler_real_estate

@ Te re s a Bu tle r2 1

@ Te re s a Bu tle r

@ Teresa__Butler

•Licensed since 1983

•Earned the prestigious GRI (Graduate, Realtor Institute) designation

•Earned PSA (Pricing Strategy Analyst) designation

•Earned e-Pro designation

•Earned C2EX designation (Commitment to Excellence)

•Past president of the Gahanna Area Realty Association

•Member of the National Association of Realtors

•Member of the Ohio Association of Realtors

•Member of the Columbus Realtors

•Member of the Independent Brokers Association of Columbus

•Studied at Columbus State majoring in Real Estate Marketing / 

Management

•Studied at Capital University, Majoring in Music

•Graduated from Gahanna Lincoln High School

•Award winning Professional Artist and Photographer

mailto:Teresa@TeresaButler.com
http://teresabutler.com/
https://www.facebook.com/TeresaButler21
https://www.instagram.com/teresabutler22/
https://www.instagram.com/teresa_butler_real_estate/
http://www.pinterest.com/teresabutler21
http://www.linkedin.com/in/teresabutler
https://twitter.com/Teresa__Butler




REAL ESTATE TERMSto Know

APPRAISAL
A determinat ion of  the  va lue  of  

the  house you  p lan to  buy .   
An appra iser  makes  an es t imate  

by  examin ing the  property  wi th  
the  in i t ia l  property  pr ice  and 

compares  recent  sa les  o f  

s imi lar  property s ra le

APPRECIATION
Apprec iat ion i s  the  increase in  a  

home's  va lue  over  t ime .   How 
much a  home apprec iates  each 

year  depends  on the  local  rea l  
es tate  market  and any  

improvements  to  the  home.

CONTINGENCY
A provision in a contract stating that 

some or all  the terms of the contract 
will be altered or voided by the 

occurrence of a specific event, usually 
by specific dates leading up to the close.

CLOSING COSTS
The fees  a  se l ler  and  buyer  pay  

to  complete  a  rea l  es tate  
t ransact ion .

ESCROW
The ho ld ing of  funds  or  

documents  by  a  neut ra l  th i rd  
par ty  pr io r  to  c los ing your  home 

sa le .   
Th is  i s  typ ica l ly  done by  a  t i t le  

company .

HOME INSPECTIONS
An inspect ion i s  a  thorough 

invest igat ion of  a  home by  a  
l icensed inspector .  The inspector  

assesses  the  cond i t ion of  a  
property ,  inc lud ing i t s  heat ing ,  

coo l ing sys tems ,  p lumbing ,  

e lect r ica l  work ,  water  and  
sewage .  

MLS
A computer-based serv ice  that  

prov ides  rea l  es tate  
profess ionals  wi th  deta i led  

l i s t ings  o f  most  homes  current  
on the  market .   The publ ic  can 

access  most  informat ion 

through webs i tes  l i ke  Z i l low.  

ZONING
The local  laws  d iv ing c i t ies  o f  
count ies  into  d i f ferent  zones  

accord ing to  a l lowed uses .   

F rom S ingle-Fami ly  Res ident ia l  
to  Commerc ia l  to  Indust r ia l .   

TITLE
Ownersh ip of real estate or personal 
property.  A Title is evidence by a deed 

recorded in the county land records 

office. 

Here is a list of the real estate terms that you may hear.  Read over these so you are 
familiar and always in the know when discussions are being held with other parties and 

professionals.  



L e n d e r s  r e c o m m e n d  t h a t  y o u  s p e n d  n o  m o r e  

t h a n  3 - 5  t i m e s  y o u r  a n n u a l  i n c o m e  o n  a  n e w  

h o m e .  Y o u  c a n  f i n d  m a n y  m o r t g a g e  c a l c u l a t o r s  

o n l i n e ,  w h i c h  p r o v i d e  a  g r e a t  s t a r t i n g  p o i n t .  

W h e n  c a l c u l a t i n g ,  d o n ' t  f o r g e t  t o  i n c l u d e  e x t r a  

e x p e n s e s  l i k e  a t t o r n e y  f e e s ,  h o m e  i n s p e c t i o n  

a n d  a p p r a i s a l  c o s t s  a n d  m o n e y  f o r  a n y  h o m e  

i m p r o v e m e n t s .  

W h i l e  i t ' s  i d e a l  i f  y o u  c a n  p u t  a  2 0 %  d o w n -

p a y m e n t  o n  y o u r  n e w  h o m e ,  i t  c e r t a i n l y  i s n ' t  

n e c e s s a r y .  T h e r e  a r e  m a n y  w a y s  t o  p u t  d o w n  

m u c h  l e s s  a n d  w i t h  c e r t a i n  t y p e s  o f  l o a n s  y o u  

m a y  n e e d  a s  l i t t l e  a s  3 . 5 % .  

Do you need a down-payment?

H ow much h om e c an 
y ou a f f o r d ?



Credit Check

Pre-qualified & Pre-Approved

I t  i s  i m p o r t a n t  t o  h a v e  a  c r e d i t  c h e c k  d o n e  

a s  t h i s  w i l l  b e  a  f a c t o r  i n  d e t e r m i n i n g  y o u r  

m o r t g a g e  a p p r o v a l  a n d  i n t e r e s t  r a t e s .  

W h i l e  s o m e t i m e s  a  s c o r e  i n  t h e  5 0 0 ' s  c a n  

g e t  y o u  a  l o a n ,  i d e a l l y  y o u  w a n t  t o  a i m  f o r  

6 2 0  o r  a b o v e .  T h e  h i g h e r  t h e  s c o r e  t h e  

l o w e r  t h e  i n t e r e s t  r a t e .  

M a n y  t i m e s  t h e s e  t e r m s  c a n  b e  u s e d  i n t e r c h a n g e a b l y  i n  

d i f f e r e n t  a r e a s .  Y o u  w i l l  w a n t  t o  a s k  y o u r  r e a l  e s t a t e  a g e n t  

w h i c h  i s  m o r e  c r e d i b l e  i n  y o u r  m a r k e t  a n d  t h e n  a p p l y .  

E i t h e r  w a y ,  b e i n g  p r e - q u a l i f i e d  o r  p r e - a p p r o v e d  s h o w s  t h e  

s e l l e r  t h a t  y o u ' r e  s e r i o u s  a n d  t h a t  y o u  m o s t  l i k e l y  h a v e  t h e  

f u n d s  t o  p u r c h a s e  t h e  h o m e  s h o u l d  y o u  c h o o s e  t o  p l a c e  a n  

o f f e r .  P r e - a p p r o v a l  c a n  a l s o  h e l p  y o u  b u d g e t  a s  y o u  w i l l  

k n o w  e x a c t l y  w h a t  y o u  c a n  a f f o r d .

T h i s  p r e - a p p r o v a l  d o e s  n o t  g u a r a n t e e  a  l o a n  w i l l  b e  

o f f e r e d  s o  y o u  s t i l l  w a n t  t o  b e  c a r e f u l  w i t h  y o u r  s p e n d i n g  

d u r i n g  t h i s  t i m e .  D o n ' t  m a k e  a n y  l a r g e  p u r c h a s e s ,  c h a n g e  

j o b s  o r  a p p l y  f o r  n e w  c r e d i t  c a r d s  d u r i n g  t h i s  t i m e .



H O W  M U C H  C A N  
Y O U  A F F O R D ?

I want to ensure you buy a 

home at a price point that is 

affordable to you. Sacrificing 

too much of your income to 

pay the mortgage can make 

home ownership a burden 

rather than a point of pride. A 

lender will assist you in finding 

the right budget. 

A  P R E - A P P R O V A L  
A D D S  S T R E N G T H  
T O  Y O U R  O F F E R

Once you're successfully pre-

approved for a mortgage with 

a lender, you will appear to be 

a stronger buyer to sellers. 

When we submit an offer, I'll 

include a written letter of your 

pre-approval.  This 

demonstrates you are indeed 

a serious and capable buyer.

A PRE-APPROVAL FOR 
YOUR HOME LOAN



W H AT  T Y P E  O F  
L O A N  I S  B E S T ?  

Just like any major purchase, it is usually 

worthwhile to shop around for the best 

deal.  There are also many variables to 

consider to figure out what loan program 

would be best suited for your needs. 

A local mortgage professional will offer 

you guidance in weighing the many 

different options. Your income, job history, 

credit rating and debt-to-income ratio can 

determine which programs are available to 

you.

I will offer to arrange a pre-approval 

meeting with an experienced mortgage 

consultant if you'd like assistance getting 

started. 



Pre-Qualification is an informal you "might qualify for", non-committal 
determination by the lender or mortgage broker.

Pre-Approval is a formal determination in writing, subject to collecting all 
needed documentation, on a loan amount up to a specified amount from 
the lender or mortgage broker.  You will receive a letter of pre-approval, 
which gives you more negotiating power and leverage over a buyer that is 
not pre-approved i.e. offer subject to financing.  Some sellers will seek 
proof of funds and this letter may suffice.  Additionally, you have a price 
range to work in and can eliminate the guess work and wasting time.

Research

Find out if you qualify for a special loan, 
such as a VA, FHA, or HUD home buying 
program.

Request quotes from multiple lenders and 
comparison shop for loans. 

Get preapproved for a mortgage and 
receive your letter





As we begin our search, we'll 

utilize a variety of resources to find 

the home that best suits your 

needs.

We'll compile a list of homes you'd 

like to tour based on needs, wants, 

and any other specific criteria 

outlined in our consultation. 

We'll tour the homes, comparing 

what you liked and didn't. We're 

looking to find the "best home" for 

your needs. By taking the time to 

think about what you really need 

in a home - shopping for the right 

home is made a lot simpler.



• T a k e  p h o t o s  w i t h  y o u r  p h o n e  w h i l e  v i s i t i n g  e a c h  h o u s e .  
O r g a n i z e  t h e  p h o t o s  a t  h o m e  w i t h  t h e  a d d r e s s  o f  t h e  p r o p e r t y  
s o  y o u  c a n  r e m e m b e r  d e t a i l s  l a t e r .  

• F o c u s  o n  t h e  t h i n g s  y o u  c a n ' t  c h a n g e  l i k e  t h e  n e i g h b o r h o o d ,  
l o t  o r  s i z e  o f  b e d r o o m s .  

• T e s t  t h i n g s  a s  y o u  w a l k  t h r o u g h  t h e  h o m e .  O p e n  a n d  c l o s e  
w i n d o w s ,  t u r n  f a u c e t s  o n  a n d  f l u s h  t o i l e t s  t o  m a k e  s u r e  
e v e r y t h i n g  i s  i n  w o r k i n g  o r d e r .

M a k e  a  l i s t  o f  a l l  t h e  
t h i n g s  y o u  n e e d  a n d  
w a n t  i n  a  n e w  h o m e .  
T h i n k  a b o u t  h o w  m a n y  
b e d r o o m s  a n d  
b a t h r o o m s  y o u  n e e d .  

D o  y o u  w a n t  a  b i g  
k i t c h e n  o r  i s  a  
f e n c e d - i n  y a r d  m o r e  
i m p o r t a n t  t o  y o u ?  

W e  w i l l  s t a r t  t o u r i n g  
h o m e s  a n d  w e i g h  a l l  t h e  
p o s i t i v e  a n d  n e g a t i v e  
a s p e c t s  o f  e a c h  o n e .

W h e n  y o u  f i n d  T H E  h o u s e ,  
y o u r  n e x t  s t e p  w i l l  b e  t o  
m a k e  a n d  o f f e r  a n d  g o  
t h r o u g h  a n y  n e g o t i a t i o n s .  

Home searching tips......



Make a list of the things you'll need to have in the house. Ask yourself how many bedrooms and 

bathrooms you'll need and get an idea of how much space you desire. How big do you want the 

kitchen to be? Do you need lots of closets and cabinet space? Do you need a big yard for your kids 

and/or pets to play in?

Once you've made a list of your 

must-haves, don't forget to think 

about the kind of neighborhood 

you want, types of schools in the 

area, the length of your commute 

to and from work, and the 

convenience of local shopping. 

Consider your safety concerns as 

well as how good the rate of home 

appreciation is in the area.

Use the form on the next page to help you evaluate and track every home you visit.

Get a head start by compiling your home 
wish list.

Spend time in each area, imagining yourself 
living there.

Find properties in your price range in your 
preferred neighborhoods.

Visit open houses and have one of our team 
members schedule private showings.

Find the Right House
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ADDITIONAL COMMENTS: __________________________________________________________

___________________________________________________________________________________

___________________________________________________________________________________

___________________________________________________________________________________

ChecklistHOME TOURING

ADDRESS OF PROPERTY: ______________________________________________________

DATE VISITED: _______________________ PRICE: ________________________________

BEDROOMS: ________ BATHROOMS:________ SQUARE FOOT: __________

LOT SIZE: ____________________________ YEAR BUILT: ___________________________

SCHOOL DISTRICT: _____________________________________________________________





I ' ll analyze values of properties 
comparable to the home you'd 
like to purchase. 

I 'll also gather background 
information on the desired 
property such as - how long it 
has been on the market, pricing 
changes, or if it has gone 
through a previous listing period. 

Using this information, I can 
assist you in determining a 
realistic, yet attractive offer 
price to entice the sellers.

LOCATION

MARKET

AGE

CONDITION

IMPROVEMENTS



O n c e  y o u ' v e  f o u n d  t h e  
h o m e  y o u  w a n t ,  t h e  n e x t  
s t e p  i s  t o  m a k e  a n  o f f e r .  
W e  w i l l  l o o k  a t  
c o m p a r a b l e  p r o p e r t i e s  i n  
t h e  a r e a  a n d  d e c i d e  o n  a  
s t r o n g  f i r s t  o f f e r .  

M a n y  o w n e r s  p r i c e  a  
l i t t l e  h i g h  e x p e c t i n g  t o  
n e g o t i a t e  s o  w e  w i l l  t a k e  
t h a t  i n t o  c o n s i d e r a t i o n  
a s  w e l l .

M a n y  t i m e s  a f t e r  t h e  i n i t i a l  
o f f e r  i s  p r e s e n t e d  t h e  
o w n e r  w i l l  c o m e  b a c k  w i t h  
a  c o u n t e r - o f f e r .

A s  a  b u y e r ,  d o n ' t  b e  a f r a i d  
t o  b a r g a i n  f o r  w h a t  y o u  
w a n t .  W h e t h e r  t h a t  b e  
c o s t ,  a  n e w  r o o f  o r  t h e  
w h o l e  h o u s e  p a i n t e d .  Y o u  
d o n ' t  k n o w  w h a t  t h e y ' r e  
w i l l i n g  t o  d o  u n l e s s  y o u  
a s k .  



W R I T I N G  A N  O F F E R :  
F A C T O R S  T O  C O N S I D E R

- Purchase price                                - Financing condition

- Included & excluded items           - Home warranty

- Earnest money                                - Due diligence deadline

- Financing method                           - Finance & appraising deadline

- Possession                                       - Closing deadline

- Seller disclosures                           - Response to offer deadline

- Appraisal condition



In most cases, a seller will not accept your initial offer outright. 

Typically a counteroffer can include modifications to the purchase 

price, closing date, possession date and inclusions. Be prepared for 

negotiations to go back and forth until both parties agree to the terms.  

Additionally, in certain market conditions, you might also have to 

compete with other interested buyers.

As a buyer, you will be in a better negotiating position if: 

ONE TWO THREE
You are not 

selling a home

at the same time.

Your offer isn't

loaded with other

contingencies.

You have been

pre-approved for

a mortgage.

r



I t ' s  a l w a y s  a  g o o d  i d e a  t o  a d d  a  c o n t i n g e n c y  c l a u s e  i n t o  
y o u r  o f f e r  s t a t i n g  t h a t  y o u  h a v e  a  c e r t a i n  a m o u n t  o f  t i m e  
t o  h a v e  t h e  p r o p e r t y  i n s p e c t e d .  T h i s  g i v e s  y o u  t h e  r i g h t  
t o  b a c k  o u t  o f  t h e  a g r e e m e n t  i f  y o u  a n d  t h e  s e l l e r  c a n ' t  
a g r e e  o n  r e p a i r s .  

P l a n  t o  a t t e n d  t h e  i n s p e c t i o n  a n d  b e  
p r e p a r e d  t o  a s k  a n y  q u e s t i o n s  y o u  h a v e .  

Y o u  w i l l  r e c e i v e  a  r e p o r t  o f  f i n d i n g s ,  b u t  
i t ' s  s o m e t i m e s  e a s i e r  t o  s e e  t h e  i s s u e  
a n d  h e a r  t h e  i n f o r m a t i o n  d i r e c t l y  f r o m  
t h e  i n s p e c t o r .  

A f t e r  t h e  i n s p e c t i o n  i s  c o m p l e t e ,  d e c i d e  
i f  t h e r e  a r e  a n y  p r e s s i n g  i s s u e s  y o u  
w a n t  t o  n e g o t i a t e  w i t h  t h e  s e l l e r .  

B e  c a r e f u l  t o  n o t  b e  t o o  p i c k y ,  b u t  a l s o  
n o t  l e t  m a j o r  c o n c e r n s  g o  u n a d d r e s s e d .



THE INSPECTION PROCESS

Once our offer is accepted and the transaction is officially in contract, 
the contingency period begins. A home inspection is an all-
encompassing examination of the condition of the home and is an 
instrumental step of the process.

Appliances

Plumbing

Electrical

A/C

Heating

Ventilation

Roof & Attic

Foundation

Structure





Y o u r  l e n d e r  w i l l  r e q u i r e  a n  
a p p r a i s a l  o f  t h e  h o m e  b e f o r e  
f i n a l i z i n g  t h e  l o a n .  

T h e  h o m e  a p p r a i s e r  w i l l  
c o n s i d e r  t h e  n e i g h b o r h o o d ,  
h o u s i n g  m a r k e t ,  a g e  a n d  
c o n d i t i o n  o f  t h e  h o m e ,  e t c .  

A  p r o p e r t y  t i t l e  s e a r c h  w i l l  
e n s u r e  t h a t  t h e  s e l l e r s  a r e  
t r u l y  t h e  o w n e r s  o f  t h e  
p r o p e r t y  a n d  a n y  l i e n s  o r  
j u d g m e n t s  a r e  d i s c l o s e d .   

T h e  l o a n  i s  o n l y  f u l l y  c o m p l e t e  a f t e r  t h e  l e n d e r  a p p r o v e s  
t h e  l o a n .  Y o u  w i l l  r e c e i v e  a  f i n a l  a p p r o v a l  l e t t e r  a f t e r  t h e y  
r e v i e w  y o u r  i n c o m e ,  c r e d i t  r e p o r t  a n d  e m p l o y m e n t  s t a t u s  
o n c e  m o r e .  

H o m e o w n e r s  i n s u r a n c e  i s  a l s o  r e q u i r e d  b e f o r e  t h e  
m o r t g a g e  c o m p a n y  w i l l  f i n a l i z e  t h e  l o a n .  



APPRAISAL
An appraisal is an estimate of the value of a property made by a qualified 

professional.  Although the primary goal is to justify the lender's investment, 
the appraisal can also protect you from overpaying.

Your lender will typically hire the appraiser and charge you a fee
for the service at the closing. 



Title is the right to own, possess, use, control 

and dispose of property. When purchasing a 

home, you are buying the seller's title to the 

home.

Before the closing, a title search will be 

conducted for any problems that might 

prevent you from a clear title to the home. 

You will also want to determine how you 

wish to hold title to the property - especially 

if you're buying with a spouse, a partner, 

family member, or colleague.



F I N A L  W A L K T H R O U G H

Together, we'll complete a final walkthrough to confirm the condition of 

the home prior to closing. We'll ensure any necessary repairs have been 

completed and the home is in the same condition you expected it to be.





Y o u  w i l l  w a n t  t o  g e t  m o v e r s  
s c h e d u l e d  a s  s o o n  a s  p o s s i b l e .  
M a k e  s u r e  t o  a v o i d  s c h e d u l i n g  
t h e  m o v e  a n d  c l o s i n g  o n  t h e  
s a m e  d a y  i f  p o s s i b l e .  I f  y o u  w i l l  
b e  d o i n g  r e n o v a t i o n s ,  s t a r t  
g e t t i n g  q u o t e s  f r o m  c o n t r a c t o r s .

M a k e  s u r e  y o u  s e t  u p  t h e  
t r a n s f e r  o f  u t i l i t i e s  f o r  c l o s i n g  
d a y .  

C l o s i n g  i s  t h e  f i n a l  s t e p  f o r  y o u  t o  b e c o m e  t h e  l e g a l  o w n e r  
o f  y o u r  h o m e .  Y o u  w i l l  t a k e  a  f i n a l  w a l k - t h r o u g h  j u s t  b e f o r e  
c l o s i n g  t o  a s s u r e  t h a t  n e g o t i a t e d  w o r k  h a s  b e e n  c o m p l e t e d  
a n d  e v e r y t h i n g  i s  i n  w o r k i n g  o r d e r .  

T h e  c l o s i n g  p r o c e s s  i t s e l f  r e q u i r e s  a  l o t  o f  p a p e r w o r k  a n d  
p a t i e n c e .  B e  p r e p a r e d  w i t h  y o u r  g o v e r n m e n t  i s s u e d  p h o t o  
I D ,  c a s h i e r ' s  c h e c k  a n d  a n y  o t h e r  d o c u m e n t s  r e q u i r e d  b y  
t h e  t i t l e  c o m p a n y  o r  l o a n  o f f i c e r .  

D o n ' t  f o r g e t  t o  r e - k e y  a l l  t h e  l o c k s  a n d  c h a n g e  t h e  g a r a g e  
d o o r  o p e n e r  c o d e  w h e n  t h e  p r o p e r t y  i s  o f f i c i a l l y  y o u r s .  

C o n g r a t u l a t i o n s  o n  y o u r  n e w  h o m e !
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The beginnings.
Specializing in existing residential real estate and new-builds, I launched my 
career in 1983. After owning my first pre-owned home and building my next 

home at a young age, I was inspired to help others acquire the same American 
Dream. I realized early-on the wonderful advantages of a place to call home and 

building wealth through real estate. Since the start of my career I have helped 
many happy clients realize their dreams through real estate. As a result, my loyal 
clients, personal referrals and repeat business form the foundation of my career. 

My clients choose me for my knowledge, expertise, honesty and experience.

Born in Kentucky and raised in Gahanna, Ohio to a home builder and a 
homemaker, I have developed early in life a devotion to God, the importance of a 

loving family and a responsibility to community. My parents taught me the 
importance of honesty, loyalty, respect, generosity, kindness to others and hard 

work. As a result, I have run my real estate business based on these qualities.

Communities.
I represent homeowners and homebuyers in the areas of Gahanna, New Albany, 

Blacklick, Westerville, Johnstown and Pataskala. I will work with folks in other 
Central Ohio communities on request. Growing up in Gahanna I have witnessed 
tremendous growth that has transformed the area into one of the most sought-
after areas to live. You can count on me as your guide and resource for Central 

Ohio real estate.

When I am not working.
In my spare time I love to cook up delicious dishes and bake amazing baked 

goods. Around the holidays you will find me baking up lots of goodies for family 
and friends.

An artist by nature, I enjoy painting in watercolors and other mediums and have 
held several art shows. As in real estate, I have won awards for my art.

Background.
I grew up in Gahanna and attended Capital University (majoring in music) after 

graduating Gahanna Lincoln High School. I studied real estate marketing / 
management at Columbus State University.  
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Legal and Ethical Responsibilities
As a Realtor®, I subscribe to the Code of Ethics established by the National 

Association of Realtors. My success has been built upon the Code of Ethics, the 
Golden Rule, personal honesty, integrity, professionalism, and service. I also 

embrace the specific fiduciary duties required by Ohio law including:

Obedience—to promptly and efficiently obey all lawful instructions given by you.

Loyalty—to always act in your best interests.

Disclosure—disclose to you all known relevant and material information.

Confidentiality—keep confidential lawful information that might weaken your 
bargaining 
position.

Accounting—account for all money and property belonging to you and entrusted
to Worthington Realty. 

Reasonable care and diligence—use reasonable care and diligence when 
pursuing your goals.

Buying a home requires extensive, and sometimes confusing, documentation. 
From the initial government required agency forms to the dozens of documents 

to be signed at the closing. I will help guide you through the maze

Equal Opportunity
The sale and purchase of a home is among the most significant events most 
people will experience in a lifetime. This process impacts the hopes, dreams, 
aspirations and economic destiny of those involved in it. Equal opportunity in 
housing is “the law of the land,” and the right of every person in this country. 

Everyone benefits from an open housing market. Restrictions limit the pool of 
potential buyers. When all buyers are welcome, you are more likely to receive the 
best offer for your home. When a buyer is free to look anywhere, they can afford, 

he or she is able to find the most suitable property for his or her needs. It is 
Worthington Realty’s privilege to provide equal opportunity for all.

.  



W I T H  C O N F I D E N C E
every step of the way

Finding you the right home

Advocating on your behalf

Avoiding paperwork & contract 

headaches

Pricing expertise

Skilled negotiation



The Road to 
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