
Looking for a dream home?



The perfect home – in today’s world of compromises and rushed  
decisions, does it even exist? At @properties, we believe it does.  
In fact, we know it does. Because every day, in neighborhoods  
around town and our beautiful suburbs, we help our clients find 
that home. 

Of course, it’s not as simple as sifting through properties and 
setting up showings. Finding the perfect home is about listening: 
understanding your wants and needs, priorities and concerns, 
tastes and lifestyles. 

It’s about networking: drawing on relationships and resources,  
information and support. It’s about professionalism: maintaining  
honesty and integrity, dedication and respect. And it’s about hard 
work: employing energy and hustle, passion and drive. 

At the end of the day, the perfect home is out there, waiting for an  
@properties client, thanks to an @properties agent who  
understands just what perfect means to you.  n

The Perfect Home



@properties was founded in 2000 by Mike Golden and Thad 
Wong. They envisioned a new brokerage where clients not only 
experienced the highest level of service, marketing and support, 
but where the next generation of real estate would be born. 

What began as a four person brokerage, has grown to over 
1,400 agents with over $4 billion in annual sales, the #1 
independent brokerage by sales volume and market share in 
Illinois, the #1 market share in the city of Chicago and second 
largest and fastest-growing market share on the North Shore. 
While other firms were reducing their size from 2009-2012, 
@properties expanded the company to include a strong and 
growing presence on the North Shore, bringing a staggering 
400% market share growth in less than four years.

Despite tremendous growth, @properties has successfully 
maintained its small feel, collaborative environment and 
commitment to being a local company that serves both client 
and community. Every resource developed, every dollar 
invested our growth is founded on bringing maximum value 
to our clients. With markets in flux, we are a constant. Where 
others see challenge, we see opportunity: the opportunity to 
excel, to succeed, to grow, to serve.

About @properties



Owning a home.



A home is most likely the biggest purchase you’ll ever make, and 
it marks a major step in life. There’s no scientific formula that tells 
someone when they’re ready to buy, but you should take stock of 
your financial situation as well as your personal lifestyle. In  
general, there are a number of advantages to homeownership, 
both tangible and intangible, that you’ll want to consider. 

•  InvesTmenT – Every payment you make on your mortgage 
puts you one step closer to acquiring a major possession. And 
every improvement you make to your property not only enhances 
your way of life, but also adds value to your home.

•  ProTecTIon from InflATIon – Once you purchase a home,  
the bulk of your housing costs are not exposed to inflation.  
That means your only housing expenses that will rise over time 
with inflation are property taxes, homeowners insurance and 
maintenance costs. 

•  equITy – Because a home increases in value even as you are 
paying down your loan, most buyers effortlessly build equity. 
Equity creates wealth and can help you accomplish any number 
of financial goals, such as paying for retirement and funding a 
child’s education. 

•  TAx AdvAnTAGes – Your real estate taxes and the interest on 
your mortgage are deductible from your income tax. For many 
buyers, that tax break can go a long way toward making home 
ownership just as affordable as renting. 

•  sATIsfAcTIon – For many people, but certainly not all, home 
ownership simply makes life more enjoyable, whether it’s the 
pride that comes from decorating and maintaining your home or 
the knowledge that your family will grow up in the neighborhood 
of your choice. Homeownership is still the American Dream.  n  

The Advantages of Homeownership 



A real estate professional.



With a wealth of online resources, a growing “for sale by owner” 
market and countless cable TV shows on the subject of real estate, 
it’s not surprising that some homebuyers consider a “do it yourself” 
approach when purchasing a new home.  

But for most, a real estate professional is an indispensable  
partner in the home-buying process. While buyers today are more  
educated about real estate than ever before, all the research in the 
world can’t match an experienced agent’s “in-the-trenches”  
understanding of what’s happening in the market today. Without 
the pavement-pounding and advance scouting an agent does on 
your behalf, you might wind up overpaying for a home or losing out 
on the home of your dreams. 

Also, unlike a parent, spouse, partner or best friend, an agent can 
give you a completely objective and professional opinion of the 
properties you are considering. 

If nothing else, keep in mind that a buyers’ agent is typically  
compensated by the seller. You have nothing to lose and  
everything to gain by tapping the expertise of an agent.  
And from the moment you select an @properties agent  
until the day you move in, our team will be working for you. 

How An Agent Works for you



Beginning your search.



The Buying Process

On the surface, buying a home may seem like a relatively  
straightforward process. However there are dozens of variables in 
any transaction that can make home-buying quite complex. Being 
prepared and organized makes the process that much easier and 
more enjoyable. Here are some steps to take before beginning 
your search:

Getting started



The Buying Process.



Stop looking, 
start finding.



A skilled advisor.



1.
choosing An @properties Agent

Choosing an advisor to guide you through a transaction is as  
important as buying a home. So homebuyers should give just as 
much consideration to hiring a buyer’s representative as sellers 
give to hiring a listing agent. That means conducting interviews, 
seeking referrals and researching the company as well as  
the individual.  
 
While it’s important to ask potential agents a number of questions 
relating to their experience and routines, it’s also important to  
listen for the questions they ask you to get a feel for if they’re  
really intent on understanding your needs.  
 
Experience in your preferred neighborhood and/or style of home 
is important, but so is the comfort level between agent and client, 
because buying a home is a highly personal experience.  
Ultimately, you only work with one agent, so it should be  
someone you like, trust and respect and who feels the same  
way about you.  
 
Learn more about the agents of @properties at  
www.atproperties.com.  n

 

The Buying Process



Assessing your financial situation.



2.
In today’s home-buying environment, a mortgage  
pre-approval is not only essential; it is also incredibly easy  
to obtain – whether online, over the phone or in-person.  
A mortgage pre-approval lets you know exactly what you can  
afford to buy. It also demonstrates to a seller that you are a willing 
and able buyer. And it gives you a head start in getting an actual 
loan commitment. Learn more about pre-approvals by visiting with  
one of our preferred lenders online or in person. More about  
mortgages located in this guide.  
 
Use an online mortgage calculator to get a sense of your buying 
power and monthly mortgage payments. As a general rule, most 
experts say that your housing expenses should not exceed 28  
percent of your gross monthly income, but a variety of factors – 
from your credit score to other debt – can open this ratio up to  
a pretty wide range. Remember that there are other costs involved 
in buying a home, such as moving, decorating and remodeling  
expenses. You should also consult with your accountant or  
financial advisor to talk about how real estate affects your financial 
goals. Knowing where you will come out of the transaction will give 
you a lot more confidence going in.  n

Getting Pre-Approved for A mortgage

The Buying Process



The perfect home.



3.
Almost every home purchase involves some degree of  
compromise, which is why it is important to prioritize your  
wants and needs before you begin your search. There are many  
variables to think about depending on your lifestyle, budget  
and future plans, but some universal considerations include:

•  Location - Location matters. Each individual neighborhood 
offers it’s own unique flavor and sense of community. Consider 
the factors that are important to you, such as schools; 
transportation; and neighborhood amenities like restaurants, 
shops and parks.  
 
Here are some ways to research an area you’re considering. 

 •  Tap local resources like the Chamber of Commerce,  
which can provide information about area businesses  
and community events.

 •  Seek out neighborhood residents and get their opinion  
about where they live. 

 •  Drive or walk through the neighborhood at various times  
of the day and evening. 

 •  Leverage your agent’s expertise in the neighborhood.

•  type of home - A great diversity of housing exists:  
single-family homes, condominiums, lofts, new-construction, 
gated communities, rural and vacant land. You probably have a 
preference for a certain style of construction. Weigh the pros and 
cons to narrow your focus.

 •  features and amenities - Garage parking, hardwood 
floors, a fireplace, outdoor space, a large yard close to parks. In 
the end, these are the kinds of details that drive the decision to 
purchase one home versus another. In creating this list, some 
things to consider are resale value, your daily routine, and the 
cost of making changes or additions down the road.  n 

creating A Wish list

The Buying Process



Visiting homes.



4.
Once you have obtained a mortgage pre-approval and selected a 
real estate agent, you are ready to begin your home search:

•  review Listings  
Using the guidelines you set forth, your agent will present you 
with available listings. In addition to price and property attributes, 
pay close attention to data like property taxes, market time and 
monthly assessments for condos and town homes. 

•  view properties  
Your @properties agent will schedule showings and accompany 
you on each appointment. When you walk through a home, some 
things to consider are: how the space functions for your lifestyle; 
what’s included in the total square footage (balcony, decks, 
basement or garage); and, in new construction, which features 
are standard and which are upgrades.  
 
According to the U.S. Department of Housing and Urban  
Development, the average buyer will view 15 homes before  
buying one. But that is just an average. Some buyers will  
purchase the very first home they see. Others will look at  
more homes. 

finding your Home

The Buying Process



Expectations and the marketplace.



•  open houses 
Remember, if you are attending Open Houses without your  
agent, be sure to mention that you are being represented by  
an @properties agent. This will save you from being inundated 
with calls from other agents trying to represent you. Ask your  
@properties agent to supply you with some of his or her business 
cards to make the Open House sign-in process even easier.

•  compare properties 
Discuss each home you see with your agent, and provide  
candid feedback. Your expectations and the marketplace will 
begin to converge, and your agent will be able to adjust certain  
parameters such as location and features in order to present you 
with alternatives. Use @properties’ Property Comparison Sheet 
to track and compare each listing. When you find a home  
and are ready to make an offer, your agent will perform a  
Comparative Market Analysis or CMA. This report compares  
the subject property with other properties that are currently  
listed and recently sold to help you formulate your offer. 

finding your Home

4.

The Buying Process



A variety of housing styles.



ProPerTy TyPes 
From towering skyscrapers to lakefront estates to fantastic fixer-
uppers, our area gives homebuyers virtually limitless options when 
looking for a home to call their own. Just about any neighborhood 
offers a variety of housing styles to choose from. Following is 
a brief rundown of the types of residences you’re most likely to 
encounter during your home search: 

•  singLe-famiLy homes  
Officially defined as a residential structure that includes only  
one dwelling, single-family homes are readily available in most of 
Chicagoland neighborhoods. Especially in the city, buyers should 
be prepared to pay a premium for the extra land, privacy, square 
footage and outdoor space a single-family home affords. 

finding your Home

4.

The Buying Process



Vintage walk-up or airy loft?



•  condominiums 
Purchasing a condominium in a multi-unit building means the 
buyer owns an individual unit as well as a share of the building’s 
common areas, such as the lobby, corridors and amenity areas. 
Many buyers choose condominiums because they require little 
maintenance, frequently offer amenities such as a swimming 
pool or fitness center, and in most cases are relatively affordable 
compared to town homes or single-family homes.  
 
Because of the shared ownership, a condominium association  
is responsible for decisions regarding the operations of the 
building, and owners must abide by the rules and regulations set 
forth by the association. Condominium owners also pay monthly 
assessments, which cover maintenance and repairs of common 
areas as well as costs associated with shared amenities.  

•  Lofts 
Traditionally, a loft is found in the city. It is adapted from a large 
open space in a factory, warehouse or other commercial building. 
Hallmark features of an authentic loft include high ceilings, large 
windows, exposed timber or concrete support columns, timber 
or concrete ceilings, exposed brick walls and exposed ductwork. 
In recent years, buildings in many of Chicago’s former manufac-
turing and industrial districts have been converted to residential 
lofts. Loft homes have become so popular that many developers 
now build “soft-loft” or “loft-style” buildings. 

finding your Home

4.
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Spacious town homes and luxurious flats.



•  townhomes 
Townhomes are multi-level dwellings that share at least one com-
mon wall with a neighboring home, which typically has a similar 
façade. In downtown Chicago, where land costs are high, town 
homes tend to be more affordable than single-family homes since 
they use land more efficiently. In the suburbs, a townhome is of-
ten a great entry point to the market or ideal for someone wanting 
less maintenance. Townhomes offer buyers many of the features 
they would typically find in a single-family home, such as ample 
living space, a private garage and an outdoor area. Townhome 
buyers enjoy the benefits of a strong community.   

•  two- and three-fLats 
Ubiquitous in Chicago and some surrounding suburbs, traditional 
two- and three-flats are brick or greystone residential buildings 
with a common front entrance and separate residences on each 
floor. Many two- and three-flats are vintage buildings that are 
popular with rehabbers, who update them with luxury interior 
finishes and modern floor plans. Likewise, developers in many 
of Chicago’s most popular neighborhoods have modernized the 
two- and three-flat in new-construction condominium buildings.  

finding your Home

4.

The Buying Process



Green Chicagoland.



lIvInG Green 
Just as recycling gradually became a part of our everyday lives, 
“green” features in Chicagoland homes are becoming more and 
more common, thanks to demand from homebuyers who want to 
address their concern for the environment in their day-to-day living. 

Encouraging this trend toward green building is the United States 
Green Building Council’s LEED (Leadership in Energy and  
Environmental Design) rating system, which certifies both  
residential and commercial buildings for meeting environmentally 
responsible design and construction standards. 

Although LEED-certified residences are still somewhat rare, most 
developers agree that the eco-friendly building techniques and 
features endorsed by the Council will soon be the standard in  
new-construction homes. In the meantime, homebuyers can 
choose from plentiful housing options that offer many of the same 
features that contribute to LEED certification, such as:   

• A location near public transportation.

• Building materials containing recycled content.

• Renewable energy sources such as solar power.

•  Energy-efficient windows, appliances and heating  
and cooling systems.

• Plumbing fixtures that reduce overall water use.

•  Rapidly renewing or recycled materials for interior finishes,  
such as bamboo flooring, wool carpet, and countertops made 
from recycled metal or glass.

•  Low-VOC (volatile organic compound) paints, carpets adhesives 
and sealants, which limit emission of volatile organic compounds 
and thereby promote a healthier indoor environment .

• Native vegetation in landscaped areas or on a green roof.

• A landscape irrigation system that recycles rainwater.

• Facilities for storage and collection of recyclables.

If green features are important to you, talk to your @properties 
agent. We’ll help you find a housing option that fits your needs.  n 

finding your Home

4.
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The real estate contract.



5.
Chances are, when you find a home you absolutely love, someone 
else may love it too. So it’s important to act quickly and make an 
educated offer based on a rational approach to pricing and  
negotiating that you and your agent have discussed. To start the 
process rolling, your agent will draw up a contract that includes 
your offering price and other terms and contingencies. Buyers 
often focus on price, but there are other important terms to a real 
estate contract. You can include any terms you like, but the more 
you add, the more likely the seller is to object. Here are the most 
common elements of a real estate contract:

•  price 
The market will determine the final price, but your agent will help 
you formulate an offer based on comparable listings and sales, 
and current market conditions. 

•  mortgage contingency  
A mortgage contingency stipulates that you will buy the home 
subject to obtaining a mortgage. If you cannot obtain a mortgage, 
and the seller will not agree to finance the sale, then the contract 
will be void. The terms of the mortgage must be stated in the  
contract, and you will also need to establish a timeframe for 
securing financing. 

•  home inspection contingency  
A thorough inspection of the property by a licensed home  
inspector protects you against structural or material problems  
that are not detectable in a casual walk-through. Home  
inspections are just as important in new construction as they  
are in resale. Obviously, buyers can’t inspect a home that isn’t 
built yet, but they can request an inspection prior to closing.  
In new construction, an inspector will make sure that all  
mechanical systems are working properly. They may also spot 
repairs that need to be added to the builder’s punch list (a list of 
items that need to be completed). The buyer, not the seller,  
is responsible for hiring and paying the inspector. 

making An offer

The Buying Process



Reviewing the contract.



•  attorney approvaL  
Attorney approval is generally a one-week period, in which  
your attorney can review the contract and suggest alterations.  
In most transactions, the seller is also represented by an  
attorney. Alterations will usually focus on the language of the  
contract in an attempt to protect you from any undue obligations.  
Your attorney will also add language to address points that were 
agreed to as part of the negotiation but that aren’t a part of a 
standard contract.  
 
Even if you are using a standard-form real estate contract,  
an attorney’s review is always highly recommended. It is also 
recommended that you use an attorney that specializes in real 
estate transactions. Something that is obvious to a real estate  
attorney might be overlooked by an attorney that isn’t familiar  
with real estate transactions or real estate contracts.  
 
Upon attorney review, if the contract is not acceptable to  
either party, both have the option to cancel. If the contract is  
acceptable, then the transaction moves forward. 

making An offer

5.

The Buying Process



Completing the purchase.



•  earnest money  
Earnest money is a deposit, given by the buyer to the seller, 
which secures the contract until the closing. An initial deposit, 
usually in the form of a check, must be given to the seller or  
seller’s agent along with the contract, and the balance of the  
earnest money is usually due upon attorney approval. Earnest 
money is typically held in an escrow account until the closing, 
when it may be applied to the down payment and/or closing 
costs. If the sale does not go through due to contingencies  
covered within the contract, then the earnest money may be 
returned to the buyer. However, if a buyer is in breach of  
contract, then a seller may be entitled to keep all or a portion  
of the earnest money.

 

•  cLosing date  
One of the most important terms of a real estate contract is the 
closing date – the date when ownership changes hands. This is 
usually, but not always, the date that the seller must vacate and 
the buyer may occupy the property. Flexibility on the closing date 
can give a buyer a big advantage over other potential buyers. 
Occasionally, it can also allow you to negotiate a lower price or 
other, more favorable terms.  n 

making An offer

5.

The Buying Process



Skilled negotiator.



6.
In many transactions, there is a fair amount of negotiation – offers 
and counteroffers – before both parties are satisfied. This is one 
aspect of a real estate transaction in which an agent is invaluable. 
Not only can an agent draw upon his or her experience and market 
knowledge to offer sound advice during a negotiation, but he or 
she can also serve as a buffer between the buyer and the seller/
seller’s agent. Negotiating for a home can be a highly charged and 
emotional process. But the most emotional buyer will look like one 
cool customer behind the right agent, and in the end, you usually 
wind up with what’s important to you.  n 

negotiating counteroffers 

The Buying Process



Managing the sale.



7.
In a real estate transaction, there are dozens of loose ends to tie 
up between signing the contract and closing the sale. @properties 
is known for our attention to detail during this important phase in 
which we coordinate and oversee the following steps:

• Deliver earnest money with the seller or seller’s agent.

•  Recommend and schedule a home inspector and accompany  
the buyer on the inspection. It is always highly recommended  
that the buyer attend the inspection along with his or her  
@properties agent in order to make sure that any issues that 
come up are properly relayed to the buyer’s attorney.

• Recommend real estate attorneys.

•  Obtain important documents, such as property disclosure  
forms and condominium documents (budget, declaration,  
condo association minutes), and deliver them to the buyer  
and buyer’s attorney.

•  Recommend mortgage brokers and help expedite  
the loan-application process.

• Monitor all contingencies to ensure that they have been met.

•  Recommend service providers for moving, home-improvement 
and repairs.

•  Schedule a final walk-through. Again, both buyer and buyer’s 
agent should be present. 

• Coordinate and attend your closing.  n

contract To closing

The Buying Process



Your new home.



8.
Your @properties agent will work closely with you, your lender, 
your attorney, and the seller’s agent to make sure everything is  
in place for a smooth and efficient closing.

Typically, a day or two prior to the closing, your lender will forward 
all loan documentation to the title company and let you know the 
amount required to close. You will be responsible for bringing the 
balance of your down payment and closing costs (such as lender 
fees, title company fees, and state and city transfer taxes) to the 
closing in the form of a cashier’s check. At the closing, your  
attorney will guide you through the many documents you need to 
sign, including the bill of sale, the deed and the affidavit of title. 

@properties’ goal is to provide you with the information you need 
to feel confident at your closing. If you have questions about your 
closing, contact your agent at any time.  

In addition, if you have an existing home to sell, @properties  
will customize a comprehensive marketing program to help you 
achieve the highest possible sales price in the shortest amount  
of time. For more information, ask your @properties agent or visit  
www.atproperties.com.  n

closing

The Buying Process



Settling into your new home.



9.
While your transaction is complete, our work is not. In fact,  
@properties maintains relationships with our clients long after 
closing. We are always glad to help you find a variety of service 
providers and tradesmen to perform work on your home or make 
life a little easier. 

As you’re getting settled into your new home, here are a few  
situations you may encounter in the coming months and years  
that are important to think about. 

•  rebuiLding your savings 
And mAInTAInInG fInAncIAl dIscIPlIne  
Buyers should definitely take the time to review and evaluate  
their finances after a home purchase. One important step to 
consider is setting up an automatic electronic payment with your 
mortgage lender, which lets you avoid costly penalties associated 
with late payments. 

Also, make a plan for gradually rebuilding your savings account, 
which many buyers deplete in order to make their down payment 
and pay for moving costs. As a homeowner, it’s more important 
than ever to have a cash reserve set aside for unanticipated  
maintenance that your home may require. In fact, a general  
rule of thumb is that homeowners should expect to spend about  
1 to 3 percent of the cost of their home per year on maintenance 
and repairs.   

after you buy 

The Buying Process



Updating and upgrading.



•  refinancing 
Keep an eye on interest rates even after you purchase your 
home. If rates go down, you may be able to save money by  
refinancing, which simply means you take out a new mortgage 
at a lower interest rate to replace your original loan. Another 
common situation that calls for refinancing is the expiration of the 
initial, fixed-rate period on an Adjustable Rate Mortgage (ARM).  
If prevailing fixed rates are substantially lower than the rate  
your ARM will carry once it adjusts, then it might make sense  
to refinance into a fixed-rate loan.  
 
Today, many lenders offer no-cost refinancing, which basically 
means they take the costs and fees associated with refinancing 
and roll them into the interest rate. It’s a way for homeowners to 
lower their monthly payment with little or no money out of pocket.  
 
While refinancing a mortgage has become much easier in  
recent years, it is still a major financial transaction with important 
implications. So be just as diligent in a refinance as you were in 
securing your original mortgage. Your @properties agent  
will happily refer you to a mortgage professional to help  
you determine the right time to refinance. 

•  home improvement 
Whether it’s a fresh coat of paint, new hardwood floors or a  
major kitchen remodel, most new homeowners have at least  
a few projects they want to undertake once they move in.  
Your @properties agent can help you find a variety of service  
providers and tradesmen to perform work on your home.  n 

after you buy

9.
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Financing your home.



As your Realtor®, it is our responsibility to arm you with the very best 
information, resources and advice you need to successfully complete 
your transaction. So when it comes to financing your home purchase, 
@properties is here to answer your questions and point you in the 
direction of a reliable mortgage professional. 

Over the past decade, the proliferation of mortgage products has  
made it easier than ever for people to own a home, but it has also given 
homebuyers a whole new set of choices to grapple with. Fortunately, 
our agents will work in tandem with your loan officer to make sure the 
financing process runs as smoothly as possible. 

As the leading independent real estate brokerage firm,  
@properties has relationships with a number of top mortgage brokers 
and bankers, from large institutions to boutique lenders. We’re happy  
to make a referral if you need one. 

Online, at www.atproperties.com, our Mortgage Center will also help 
you approach the mortgage process with insight and confidence. 
Whether you are a first-time or repeat buyer, the Mortgage Center 
features valuable information and resources, including interest rates; 
information on getting pre-approved and ordering your credit score;  
and FAQs. 

Following are some mortgage basics: 

mortgages

Mortgages



Securing your home.



Pre-APProvAl 
A mortgage pre-approval is one of the most important steps in  
the home-buying process, and one that should be performed  
before you begin your search. Here’s why. 

First, a pre-approval lets you know exactly how much you can  
afford. Your time is valuable, and you don’t w ant to waste it 
looking at properties outside of your price range. That doesn’t 
only apply to homes that are too expensive. Uninformed 
buyers underestimate their buying power just as often as they 
overestimate it. 

Second, a pre-approval demonstrates to potential sellers that 
you are a willing and able buyer. Most sellers would rather 
accept a lower offer from a bona fide buyer than risk a higher 
bid from someone who is not pre-approved. 

Finally, getting pre-approved you begin your home search 
gives you an important head start on the process of securing 
an actual loan commitment. Keep in mind there are important 
differences between being pre-qualified, pre-approved and 
approved for a mortgage.

mortgages

•  Pre-Qualification: Pre-qualification is an informal assessment of  
your borrowing power based on information you provide to a 
lender. Actual financial documents are not used or verified when 
determining this estimate. 

•  Pre-Approval: Pre-approval is an estimate of the amount you can 
borrow based on a lender’s verification of your financial docu-
ments, employment and credit history. While a pre-approval is 
adequate backup to enter into a real estate contract, it is not an 
actual loan commitment. 

•  Approval: Approval is the actual, written loan commitment, which 
states that the lender has verified and appraised the property, 
verified your financial information, and will issue a loan for a 
specified amount. 

Mortgages



Credit evaluations.



credIT scores
Today, most mortgage lenders use consumer credit scores as the  
key measure for evaluating borrowers. A credit score is an objective 
appraisal of your credit risk, based on past credit activity. Scores range 
from a low of 300 to a high of 850, and lenders equate a higher score 
with less risk – and better terms for the borrower. Since your credit 
score is based on several factors, including your payment history, 
outstanding credit obligations and the length of time you have these 
obligations, there are steps you can take to maintain a high score or 
improve a low score.

 • Pay bills on time.

 • Maintain low balances on credit cards and other revolving credit.

 • Pay off debt rather than moving it from one card to another.

 • Apply for and open new credit accounts only as needed.

 • Maintain some open credit.

 •  If you miss payments or run into problems, take steps to  
re-establish a good track record as soon as possible.

 • Contact a professional financial planner for a long term plan.

For more information on credit scores, visit www.myfico.com and  
www.truecredit.com.  n

mortgages

Mortgages



Online Tools.



Today, approximately 80 percent of home searches begin on the 
Internet, and if you’re searching for a home in Chicago and neighboring 
communities, there’s only one web address you need to know:  
atproperties.com.

Our web site includes tools, tips and access to all of the area properties 
listed in the MLS. Best of all, you’re in control. Sign up to customize and 
manage your search, receive e-mail updates on new  
listings as they become available, conduct several searches at once and 
save properties. 

vIrTuAl Tour & PHoTo GAllery

All @properties listings are featured with a virtual tour and photo gallery. 
View 360 degree scenes and photos of every room and print an online 
brochure of the property.

ATProPerTIes.com

Online Tools



Tools to help.



Leveraging @properties’ “market within a market,” our agents use a 
customized app for company-wide communication. The @gent App 
connects @properties buyers and sellers, allowing your agent to help you 
find the home of your dreams more effectively though our powerful internal 
network. You learn insider information about properties soon to be listed 
before they hit the market.

The App matches your needs with suitable properties just like a like a 
property matchmaker. You may have an early opportunity to view and 
purchase during a time when others are waiting for properties to hit the 
Multiple Listing Service. In a competitive marketplace, the app may help 
avoid the frenzy of a multiple-offer situation giving you the first option to 
purchase. It’s a pre-market advantage.

 @gent App

Online Tools



Personalized home search.



@Home AGenT

Our @Home Agent program matches you with an @properties agent 
who will provide you with additional property information, schedule 
showings and guide you through the home buying process.

@Home AGenT Tools

• Manage your daily email updates.

•  Review and find out when your saved properties  
are under contract.

• Update your profile.   n

atproperties.com

Online Tools



Understanding the sale.



AccelerATIon clAuse
A provision in a mortgage note that gives a lender 
the right to demand repayment of the entire 
balance of the loan under certain conditions, 
such as the failure to make timely payments or a 
transfer of the property. 

AddITIonAl PrIncIPAl PAymenT
An amount paid by a borrower of more than the 
scheduled principal amount due. This type of 
payment reduces the remaining balance and 
shortens the term of the loan. Also called a 
“principal curtailment.” 

adjustabLe-rate mortgage (arm)
A mortgage that permits the lender to periodically 
adjust the interest rate on the basis of changes in 
a specified index. 

AdjusTmenT dATe
The date on which the interest rate changes for an 
adjustable-rate mortgage (ARM). 

AdjusTmenT PerIod
For an adjustable-rate mortgage, the time period 
between interest rate change dates, as stated in 
the mortgage note.

affordabiLity anaLysis
An estimation of a borrower’s ability to afford the 
purchase of a home and/or the payment on a loan. 
An affordability analysis may consider income, 
liabilities, the type of mortgage, the loan amount, 
purchase price, the expected closing costs, and 
other factors. 

AmorTIzATIon
The gradual reduction of the mortgage debt 
through regularly scheduled payments over the 
term of the loan. 

AmorTIzATIon scHedule
A timetable for payment of a mortgage loan. An 
amortization schedule shows: the amount of each 
payment; the amount to be applied to principal 
and interest; and the remaining principal balance 
after each payment is made. 

AmorTIze
To repay a mortgage with regular payments that 
cover both principal and interest. 

annuaL percentage rate (apr)
The measure of the cost of credit stated as a 
yearly rate; includes such items as the stated 
interest rate, plus certain charges.

AnnuITy
An amount paid yearly or at other regular intervals, 
often at a guaranteed minimum amount. Also, a 
type of insurance policy in which the policy holder 
makes payments for a fixed period or until a stated 
age, and then receives annuity payments from the 
insurance company.

APPrAIsAl
A written estimate or opinion of a property’s value 
prepared by a qualified appraiser.

APPrecIATIon
An increase in the value of an item (e.g., the 
increase in the market value of real estate).

Assessed vAlue
Typically the value placed on property for the 
purpose of taxation. 

Assessor
A public official who establishes the value of a 
property for taxation purposes. 
 
AsseT
Anything of monetary value that is owned by a 
person or company. Assets include real property, 
personal property, stocks, mutual funds, etc.

AssIGnmenT of morTGAGe
A document evidencing the transfer of ownership 
of a mortgage from one person to another. 

attorney & inspection review (a/i )
This states the deal is still awaiting contingency 
approval and as soon as all have been met – it 
goes into pending.  Both attorneys (seller’s and 
buyer’s) handle the A/I period as such and do 
not renegotiate price or closing date (usually) 
and make sure that everything is agreed to in the 
contract for their respective clients Typically the 
buyer turns in the balance of earnest money at  
this point. 

baLLoon mortgage
A mortgage in which the borrower’s monthly 
payments are amortized over a longer period than 
the actual term of the mortgage. As a result, at 
the end of the loan term, the borrower must pay 
off the remaining balance with a single lump sum 
payment or refinance the loan.
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baLLoon payment
The final lump sum payment that is made at the 
maturity date of a balloon mortgage.

before-tax income
Income before taxes are deducted. Also known as 
“gross income.”

bridge Loan
A short-term loan secured by the borrower’s 
current home (which is usually for sale) that allows 
the proceeds to be used for building or closing on 
a new house before the current home is sold. Also 
known as a “swing loan.” 

broker
An individual or firm that acts as an agent between 
providers and users of products or services, such 
as a mortgage broker or real estate broker. 

buiLding code
Local regulations that set forth the standards and 
requirements for the construction, maintenance 
and occupancy of buildings. The codes are 
designed to provide for the safety, health and 
welfare of the public. 

cAP
For an adjustable-rate mortgage (ARM), a 
limitation on the amount the interest rate or 
mortgage payments may increase or decrease.

cAsH-ouT refInAnce
A refinance transaction in which the borrower 
receives additional funds over and above the 
amount needed to repay the existing mortgage, 
closing costs, points, and any subordinate liens. 

cerTIfIcATe of dePosIT
A document issued by a bank or other financial 
institution that is evidence of a deposit, with 
the issuer’s promise to return the deposit plus 
earnings at a specified interest rate within a 
specified time period.

certificate of eLigibiLity
A document issued by the U.S. Department 
of Veterans Affairs (VA) certifying a veteran’s 
eligibility for a VA-guaranteed mortgage loan. 

cHAIn of TITle
The history of all of the documents that have 
transferred title to a parcel of real property, 
starting with the earliest existing document and 
ending with the most recent. 

cHAnGe orders
A change in the original construction plans 
ordered by the property owner or general 
contractor.

cleAr TITle
Ownership that is free of liens, defects, or other 
legal encumbrances. 

closInG
The process of completing a financial transaction. 
For mortgage loans, the process of signing 
mortgage documents, disbursing funds, and, if 
applicable, transferring ownership of the property. 
In some jurisdictions, closing is referred to as 
“escrow,” a process by which a buyer and seller 
deliver legal documents to a third party who 
completes the transaction in accordance with 
their instructions. 

closInG cosTs
The fees charged in connection with a mortgage 
loan transaction. Money paid by a buyer (and/
or seller or other third party, if applicable) to 
effect the closing of a mortgage loan, generally 
including, but not limited to a loan origination fee, 
title examination and insurance, survey, attorney’s 
fee, and prepaid items, such as escrow deposits 
for taxes and insurance.

closInG dATe
The date on which the sale of a property is to be 
finalized and a loan transaction completed. Often, 
a real estate sales professional coordinates the 
setting of this date with the buyer, the seller, the 
closing agent, and the lender. 

co-borrower
Any borrower other than the first borrower whose 
name appears on the application and mortgage 
note, even when that person owns the property 
jointly with the first borrower and shares liability for 
the note. 

commIssIon
The fee charged for services performed, usually 
based on a percentage of the price of the items 
sold (such as the fee a real estate agent earns on 
the sale of a house). 

commITmenT leTTer
A binding offer by a lender to loan money at a 
future date subject to the borrower’s compliance 
with stated conditions.
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common AreAs
Those portions of a building, land, or 
improvements and amenities owned by a planned 
unit development (PUD) or condominium project’s 
homeowners’ association (or a cooperative 
project’s cooperative corporation) that are used by 
all of the unit owners, who share in the common 
expenses of their operation and maintenance. 
Common areas include swimming pools, tennis 
courts, and other recreational facilities, as well 
as common corridors of buildings, parking areas, 
means of ingress and egress, etc.

comparabLes
An abbreviation for “comparable properties,” 
which are used as a comparison in determining 
the current value of a property that is 
being appraised. 

condomInIum
A real estate project in which each unit owner 
holds title to an individual unit in a building, and an 
undivided interest in the common areas.

conTInGency
A condition that must be met before a contract is 
legally binding. For example, home purchasers 
often include a home inspection contingency; the 
sales contract is not binding unless and until the 
purchaser has the home inspected. 
Convertible ARM
An adjustable-rate mortgage (ARM) that allows 
the borrower to convert the loan to a fixed-rate 
mortgage under specified conditions. 

cost of funds index (cofi)
An index that is used to determine interest rate 
changes for certain adjustable-rate mortgage 
(ARM) plans. It is based on the weighted monthly 
average cost of deposits, advances, and other 
borrowings of members of the Federal Home Loan 
Bank of San Francisco. 

credIT HIsTory
A record of an individual’s debts and repayment 
record. A credit history helps a lender to determine 
whether a potential borrower has a history of 
repaying debts in a timely manner. 

credIT rePorT
A document provided by a credit reporting 
agency containing information about an 
individual’s previous mortgage history, bank loans, 
credit cards, and public records dealing with 
financial matters. 

credIT score
A numerical value that ranks a borrower’s credit 
risk at a given point in time based on a statistical 
evaluation of information in the individual’s credit 
file that has been proven to be predictive of 
loan performance.

debt-to-income ratio
The relationship between a borrower’s total 
monthly debt payments (including proposed 
housing expenses) and his or her gross monthly 
income; this calculation is used in determining the 
mortgage amount that a borrower qualifies for.

deed
The legal document conveying title to a property 
(i.e., transferring the ownership of real property 
from one party to another.)

deed of TrusT
A legal document that conveys title to real estate 
to a disinterested third party (a “trustee”) who 
holds the title until the borrower has repaid the 
debt. In some states, this document is used in 
place of a mortgage. 

defAulT
The failure to make a scheduled payment or 
otherwise comply with the terms of a mortgage 
loan or other contract. 

delInquency
Failure to make a payment when it is due. The 
condition of a loan when a scheduled payment 
has not been received by the due date, but 
generally used to refer to a loan for which payment 
is 30 or more days past due. 

doWn PAymenT
The amount of cash a buyer puts toward 
a purchase. 

eArnesT money dePosIT
A deposit submitted with a purchase offer to show 
that the buyer’s offer is being made in “good faith.” 

eAsemenT
A right to the use of, or access to, land owned  
by another.
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encroAcHmenT
The intrusion onto another’s property without right 
or permission.

encumbrance
Any claim on a property, such as a lien, mortgage 
or easement.

equaL credit opportunity act (ecoa)
A federal law that requires lenders to make 
credit equally available without regard to the 
applicant’s race, color, religion, national origin, 
age, sex, or marital status; the fact that all or part 
of the applicant’s income is derived from a public 
assistance program; or the fact that the applicant 
has in good faith exercised any right under the 
Consumer Credit Protection Act.

equITy
The owner’s interest in a property, calculated as 
the current fair market value of the property less 
the amount of existing liens. 

escroW
An item of value, money, or documents deposited 
with a third party to be delivered upon the 
fulfillment of a condition. For example, the deposit 
by a borrower with the lender of funds to pay taxes 
and insurance premiums when they become due, 
or the deposit of funds or documents with an 
attorney or escrow agent to be disbursed upon the 
closing of a sale of real estate. 

escroW AccounT
An account that a mortgage service establishes 
on behalf of a borrower to pay taxes, insurance 
premiums, or other charges when they are 
due. Sometimes referred to as an “impound” or 
“reserve” account.

evIcTIon
The legal act of removing someone from 
real property. 

exclusIve lIsTInG
A written contract that gives a licensed real estate 
agent the exclusive right to sell a property for a 
specified time. 

execuTor
A person named in a will and approved by a 
probate court to administer the deposition of an 
estate in accordance with the instructions of 
the will. 

fAIr credIT rePorTInG AcT
A consumer protection law that regulates the 
disclosure of consumer credit reports by credit 
reporting agencies and specifies procedures for 
challenging errors on a credit record.

fAIr mArKeT vAlue
The price at which property would be transferred 
between a willing buyer and willing seller, each of 
whom has a reasonable knowledge of all pertinent 
facts and is not under any compulsion to buy 
or sell. 

federaL housing administration (fha)
An agency within the U.S. Department of Housing 
and Urban Development (HUD) that insures 
mortgages and loans made by private lenders. 

fHA-Insured loAn
A loan that is insured by the Federal Housing 
Administration (FHA) of the U.S. Department of 
Housing and Urban Development (HUD). 

fIrsT morTGAGe
A mortgage that is the primary lien against 
a property.

first time home buyer
A person with no ownership interest in a principal 
residence during the three-year period preceding 
the purchase of the security property.
 
fixed-period adjustabLe-rate 
morTGAGe
An adjustable-rate mortgage (ARM) that offers 
a fixed rate for an initial period, typically three 
to ten years, and then adjusts every six months, 
annually, or at another specified period, for the 
remainder of the term. 

fixed-rate mortgage (frm)
A mortgage loan in which the interest rate does 
not change during the entire term.
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foreclosure
The legal process by which a property that is 
mortgaged as security for a loan may be sold 
and the proceeds of the sale applied to the 
mortgage debt. A foreclosure occurs when the 
loan becomes delinquent because payments have 
not been made or when the borrower is in default 
for a reason other than the failure to make timely 
mortgage payments. 

forfeITure
The loss of money, property, rights, or privileges 
due to a breach of a legal obligation. 

fully AmorTIzed morTGAGe
A mortgage in which the monthly payments are 
designed to retire the obligation at the end of the 
mortgage term. 

GenerAl conTrAcTor
A person who oversees a home improvement or 
construction project and handles various aspects 
such as scheduling workers and ordering supplies. 

good faith estimate (gfe)
A form required by the Real Estate Settlement 
and Procedures Act (RESPA) that discloses an 
estimate of the amount or range of charges, for 
specific settlement services the borrower is 
likely to incur in connection with the 
mortgage transaction.

GovernmenT morTGAGe
A mortgage loan that is insured or guaranteed by 
a federal government entity such as the Federal 
Housing Administration (FHA) or guaranteed by 
the U. S. Department of Veterans Affairs (VA), or 
the Rural Housing Service (RHS). 

growing-equity mortgage (gem)
A fixed-rate mortgage in which the monthly 
payments increase according to an agreed-upon 
schedule, with the extra funds applied to reduce 
the loan balance and loan term.

Home equITy conversIon morTGAGe 
(hecm)
A special type of mortgage developed and insured 
by the Federal Housing Administration (FHA) that 
enables older home owners to convert the equity 
they have in their homes into cash, using a variety 
of payment options to address their specific 
financial needs. Sometimes called a 
reverse mortgage.

Home equITy lIne of credIT
A type of revolving loan, that enables a home 
owner to obtain multiple advances of the loan 
proceeds at his or her own discretion, up to an 
amount that represents a specified percentage of 
the borrower’s equity in the property. 

Home InsPecTIon
An examination of the construction, condition 
and internal systems of a home prior to purchase; 
satisfactory home inspection may be a condition 
of purchase. 

homeowner’s insurance
A broad form of insurance coverage that combines 
hazard insurance with personal liability protection 
and other coverage.

homeowner’s warranty (how)
Insurance offered by a seller that covers certain 
home repairs and fixtures for a specified period 
of time. 

homeowners’ association
An organization of homeowners residing within 
a particular area whose principal purpose is 
to ensure the provision and maintenance of 
community facilities and services for the common 
benefit of the residents. 

HousInG exPense rATIo
The percentage of a borrower’s gross monthly 
income that is devoted to housing costs. 

Hud-1 seTTlemenT sTATemenT
A document that lists all closing costs on a real 
estate purchase or refinance transaction. Also 
known as the “closing statement” or 
“settlement sheet.” 

Income ProPerTy
Real estate developed or purchased to produce 
income, such as a rental unit. 
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Index
A number used to compute the interest rate for 
an adjustable-rate mortgage (ARM). The index 
is generally a published number or percentage, 
such as the average interest rate or yield on U.S. 
Treasury bills. A margin is added to the index to 
determine the interest rate that will be charged on 
the ARM. This interest rate is subject to any caps 
on the maximum or minimum interest rate that 
may be charged on the mortgage, stated in 
the note.
 
InITIAl InTeresT rATe
The original interest rate for an adjustable-rate 
mortgage (ARM). Sometimes known as the 
“start rate.”

InsTAllmenT
The regular periodic payment that a borrower 
agrees to make to a lender. 

instaLLment debt
A loan that is repaid in accordance with a 
schedule of payments for a specified term (such 
as an automobile loan). 

InTeresT
The fee charged for borrowing money, usually 
expressed as an annual percentage of 
the principal. 

InTeresT AccruAl rATe
The percentage rate at which interest accumulates 
or increases on a mortgage loan.

InTeresT rATe cAP
For an adjustable-rate mortgage, a limitation 
on the amount the interest rate can change per 
adjustment or over the lifetime of the loan, as 
stated in the note.

InTeresT rATe ceIlInG
For an adjustable-rate mortgage (ARM), the 
maximum interest rate, as specified in the 
mortgage note. 

InvesTmenT ProPerTy
A property purchased to generate rental income, 
tax benefits, or profitable resale rather than 
to serve as the borrower’s primary residence. 
Contrast with “second home.” 

judGmenT lIen
A lien on the property of a debtor resulting from 
the decree of a court. 

jumbo Loan
A loan that exceeds the mortgage amount eligible 
for purchase by Fannie Mae or Freddie Mac. Also 
called “nonconforming loan.”

leAse-PurcHAse oPTIon
An option sometimes used by sellers to rent a 
property to a consumer, who has the option to 
buy the home within a specified period of time. 
Typically, part of each rental payment is put aside 
for the purpose of accumulating funds to pay the 
down payment and closing costs.

LiabiLity insurance
Insurance coverage that protects property owners 
against claims of negligence, personal injury or 
property damage to another party. 

lIen
A legal encumbrance or claim on property as 
security for a debt. 

lIfeTIme cAP
For an adjustable-rate mortgage (ARM), a limit 
on the amount that the interest rate or monthly 
payment can increase or decrease over the life of 
the loan. 

lIquId AsseT
A cash asset or an asset that is easily converted 
into cash. 

loAn orIGInATIon
The process by which a lender makes a loan 
which may include taking a loan application, 
processing and underwriting the application, and 
closing the loan. 

loAn orIGInATIon fee
A fee to cover some of the administrative costs of 
processing a loan. It is often expressed in points. 
One point is equal to 1 percent of the loan amount. 

locK-In
An agreement in which the lender agrees to “lock-
in” the borrower’s interest rate for a set period of 
time before closing.
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mArGIn
For an adjustable-rate mortgage (ARM), the 
amount that is added to the index to determine the 
interest rate on each adjustment date, as stated in 
the note. 

morTGAGe
A loan to finance the purchase of real estate, for 
which the borrower pledges the real property 
as security for the repayment of the loan. The 
borrower gives the lender a lien on the property as 
collateral for the loan. 

mortgage broker
An individual or firm that brings borrowers 
and lenders together for the purpose of loan 
origination. A mortgage broker typically takes 
loan applications and may process loans, but 
generally does not use its own funds to close the 
loan. Mortgage brokers often act as independent 
contractors and not as an agent of the borrower 
or lender. 

neGATIve AmorTIzATIon
An increase in the balance of a loan caused by 
adding unpaid interest to the loan balance; this 
occurs when the payment does not cover the 
interest due. 

originaL principaL baLance
The total amount of principal owed on a mortgage 
before any payments are made. 

orIGInATIon fee
A fee paid to a lender to cover the administrative 
costs of processing a loan application. The 
origination fee typically is stated in the form 
of points. One point is 1 percent of the 
mortgage amount. 

oWner fInAncInG
A transaction in which the property seller provides 
all or part of the financing for the buyer’s purchase 
of the property. 

oWner occuPIed ProPerTy
A property that serves as the borrower’s 
primary residence. 

PArTIAl PAymenT
A payment that is less than the scheduled monthly 
payment on a mortgage loan. 

PendInG
Once all contingencies are met in the sale you are 
clear to close. 

PersonAl ProPerTy
Any property that is not real property. 

PITI
An acronym for the four primary components of 
a monthly mortgage payment: principle, interest, 
taxes, and insurance (PITI).

PITI reserves
A cash amount that a borrower has available after 
making a down payment and paying closing costs 
for the purchase of a home. The principal, interest, 
taxes, and insurance (PITI) reserves must equal 
the amount that the borrower would have to pay 
for PITI for a predefined number of months. 

PoInT
An amount equal to 1 percent of the loan amount.

Pre-APProvAl
A process by which a lender provides a 
prospective borrower with an indication of how 
much money he or she will be eligible to borrow 
when applying for a mortgage loan. This process 
typically includes a review of the applicant’s credit 
history and may involve the review and verification 
of income and assets to close.

Pre-quAlIfIcATIon
A preliminary assessment by a lender of the 
amount it will lend to a potential homebuyer. 
The process of determining how much money a 
prospective home buyer may be eligible to borrow 
before he or she applies for a loan. 

PrePAymenT
Any amount paid to reduce the principal balance 
of a loan before the scheduled due date. 

PrePAymenT PenAlTy
A fee that a borrower may be required to pay to 
the lender, in the early years of a mortgage loan, 
for repaying the loan in full or prepaying 
a substantial amount to reduce the unpaid 
principal balance.

glossary of terms

Glossary of Terms



PrIncIPAl
The amount if money owed on a loan, excluding 
interest. Also, the part of the monthly payment that 
reduces the remaining balance of a mortgage. 

private mortgage insurance (pmi)
Insurance for conventional mortgage loans that 
protects the lender from loss in the event of default 
by the borrower. 

PromIssory noTe
A written promise to repay a specified amount 
over a specified period of time. 

PurcHAse And sAle AGreemenT
A document that details the price and conditions 
for a transaction. In connection with the sale of 
a residential property, the agreement typically 
would include: information about the property to 
be sold, sale price, down payment, earnest money 
deposit, financing, closing date, occupancy date, 
length of time the offer is valid, and any 
special contingencies.

quAlIfyInG GuIdelInes
Criteria used to determine eligibility for a loan. 
 
quAlIfyInG rATIos
Calculations that are used in determining the loan 
amount that a borrower qualifies for, typically a 
comparison of the borrower’s total monthly income 
to monthly debt payments and other recurring 
monthly obligations. 

rATe cAPs
For an adjustable-rate mortgage loan, the 
maximum interest rate that may be charged, either 
at the time of each adjustment date or over the life 
of the loan.

rATe locK
An agreement in which a lender “locks in” or 
guarantees an interest rate for a specified period 
of time prior to closing. 

reAl esTATe seTTlemenT Procedures 
act (respa)
A federal law that requires lenders to provide 
home mortgage borrowers with information about 
transaction-related costs prior to settlement, 
as well as information during the life of the loan 
regarding servicing and escrow accounts. RESPA 
also prohibits kickbacks and unearned fees in the 
mortgage loan business.

reAl ProPerTy
Land and anything permanently affixed there to — 
including buildings, fences, trees, and minerals. 

refInAnce TrAnsAcTIon
The process of paying off one loan with the 
proceeds from a new loan using the same 
property as security. 

revoLving debt
Credit that is extended by a creditor under a plan 
in which (1) the creditor contemplates repeated 
transactions; (2) the creditor may impose a finance 
charge from time to time on an outstanding unpaid 
balance; and (3) the amount of credit that may be 
extended to the consumer during the term of the 
plan is generally made available to the extent that 
any outstanding balance is repaid. 

rIGHT of fIrsT refusAl
A provision in an agreement that requires the 
owner of a property to give another party the first 
opportunity to purchase or lease the property 
before he or she offers it for sale or lease to 
others. 

secured loAn
A loan that is backed by property such as a house, 
car, jewelry, etc. 

seTTlemenT
The process of completing a loan transaction 
at which time the mortgage documents are 
signed and then recorded, funds are disbursed, 
and the property is transferred to the buyer 
(if applicable). Also called closing or escrow in 
different jurisdictions.

seTTlemenT sTATemenT 
A document that lists all closing costs on a real 
estate purchase or refinance transaction.
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sInGle-fAmIly ProPerTIes
One- to four-unit properties including detached 
homes, townhouses, condominiums, and 
cooperatives, and manufactured homes attached 
to a permanent foundation and classified as real 
property under applicable state law. 

TAxes And InsurAnce
Funds collected as part of the borrower’s monthly 
payment and held in escrow for the payment of 
the borrower’s state and local property taxes and 
insurance premiums. 

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 losses arising 
from defects in the title not listed in the title report 
or abstract. 

TITle seArcH
A check of the public records to ensure that the 
seller is the legal owner of the property and to 
identify any liens or claims against the property.

TrAde equITy
Real estate or assets given to the seller as part of 
the down payment for the property.

TrAnsfer TAx
State or local tax payable when title to property 
passes from one owner to another. 

TreAsury Index
An index that is used to determine interest rate 
changes for certain adjustable-rate mortgage 
(ARM) plans. It is based on the results of 
auctions by the U.S. Treasury of Treasury bills 
and securities. 

TruTH-In-lendInG
A federal law intended to promote the informed 
use of consumer credit by requiring disclosure 
about its terms and costs. Creditors are required 
to disclose the cost of credit as a dollar amount 
(the finance charge) and as an annual percentage 
rate (APR).

underWrITInG
In mortgage lending, the process of evaluating a 
loan application to determine the risk involved for 
the lender. Underwriting involves an analysis of 
the borrower’s creditworthiness, ability to repay 
the loan, and the value of the property securing 
the loan. 

vA GuArAnTeed loAn 
A mortgage loan that is guaranteed by the U.S. 
Department of Veterans Affairs (VA). 

WAlKTHrouGH
A common clause in a sales contract that 
allows the buyer to examine the property being 
purchased at a specified time immediately before 
the closing, for example, within the 24 hours 
before closing.
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Stop looking, 
start finding.




