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C a s e y  i s  a  R e a l t o r  i n  K i n g s  C o u n t y ,  C a l i f o r n i a ,  w h o  h a s  w o n  n u m e r o u s  a w a r d s  s i n c e  b e c o m i n g
l i c e n s e d  i n  2 0 1 9 ,  i n c l u d i n g  2 0 2 0  K i n g s  C o u n t y  R i s i n g  S t a r ,  t h e  C e n t u r y  2 1  C e n t u r i o n ,  I c o n i c  S a l e s
P e r f o r m a n c e ,  M a s t e r ’ s  E m e r a l d ,  C i r c l e  o f  E x c e l l e n c e ,  a n d  P r e s i d e n t ’ s  C i r c l e ,  a s  w e l l  a s
c o n s i s t e n t l y  h o l d i n g  T o p  P e r f o r m i n g  S a l e s  A g e n t .  S h e  h a s  a l s o  e a r n e d  t h e  M i l i t a r y  R e l o c a t i o n
C e r t i f i c a t i o n  t h r o u g h  t h e  N a t i o n a l  A s s o c i a t i o n  o f  R e a l t o r s ,  w h i c h  g i v e s  h e r  a n  a d v a n t a g e  w h e n
w o r k i n g  w i t h  M i l i t a r y  p e r s o n n e l  –  i n  c a s e  g r o w i n g  u p  i n  a  m i l i t a r y  f a m i l y  w a s n ’ t  s u f f i c i e n t  i n
a c c o m p l i s h i n g  t h a t .  

W i t h  y e a r s  o f  e x p e r i e n c e  i n  t h e  R e a l  E s t a t e  f i e l d ,  i n c l u d i n g  r e s i d e n t i a l  r e a l  e s t a t e  s a l e s ,  m o r t g a g e
l e n d i n g ,  a n d  p r o p e r t y  m a n a g e m e n t ;  s h e  h a s  a  b r o a d  k n o w l e d g e  o f  t h e  p r o c e s s  t h a t  m a n y  a g e n t s  d o
n o t .  S h e  k n o w s  t h e  u n i q u e  c h a l l e n g e s  o f  m i l i t a r y  r e l o c a t i o n ;  h a v i n g  m o v e d  a c r o s s  c o u n t r y  a n d
o v e r s e a s  1 4  t i m e s  –  a n d  b e t w e e n  c o u n t l e s s  h o u s e s .  T h e  m i l i t a r y  i s  i n g r a i n e d  d e e p l y  i n  h e r  f a m i l y ,
w i t h  4  g e n e r a t i o n s  o f  m i l i t a r y  s e r v i c e ,  i n c l u d i n g  b o t h  p a r e n t s .  S h e  m a r r i e d  h e r  h i g h  s c h o o l
s w e e t h e a r t ,  w h o  e n l i s t e d  i n  t h e  N a v y  a n d  l a t e r  c o m m i s s i o n e d  a s  a  N a v a l  F l i g h t  O f f i c e r .  

C a s e y  i s  d e t e r m i n e d  t o  a s s i s t  m i l i t a r y  b u y e r s  a n d  s e l l e r s  i n  t h e  L e m o o r e  a n d  H a n f o r d  a r e a s
a c c o m p l i s h  t h e i r  r e a l  e s t a t e  g o a l s  w h i l e  p r o v i d i n g  e x c e l l e n t  a n d  p e r s o n a l  s e r v i c e ,  e d u c a t i o n ,
c o m m u n i c a t i o n ,  a n d  p e a c e  o f  m i n d  t h r o u g h o u t  t h e  t r a n s a c t i o n .  S h e  h a s  c r e a t e d  a  u n i q u e
m a r k e t i n g  p l a n ,  u t i l i z i n g  a n d  l e v e r a g i n g  s o c i a l  m e d i a  a n d  o t h e r  t e c h n i q u e s  g u a r a n t e e d  t o  g e t  i n
f r o n t  o f  m o r e  b u y e r s ,  e n s u r i n g  h e r  s e l l e r ' s  h o m e s  s e l l  q u i c k l y  a n d  f o r  t h e  h i g h e s t  p r i c e  p o s s i b l e .
H e r  s t r a t e g i e s  a r e  a b o v e  a n d  b e y o n d  w h a t  a n y  o t h e r  a g e n t  i n  t h e  a r e a  h a s  i m p l e m e n t e d  -  m e a n i n g
y o u  g e t  m o r e  v a l u e  f o r  t h e  s a m e  c o s t  o t h e r  a g e n t s  c h a r g e .  S h e  h a s  a  n e t w o r k  o f  l e n d e r s ,  h o m e
i n s p e c t o r s ,  t i t l e  a g e n t s ,  a n d  o t h e r  p r o f e s s i o n a l s  t o  h e l p  h e r  c l i e n t s  e a s e  t h r o u g h  t h e  p r o c e s s .  

Casey Budge

let's connect
CaseyBudge@gmail.com

sellyourplacewithcase.com

@caseybudgerealtor
@sel lyourpacewithcase

7 1 9 . 4 6 6 . 9 8 2 8

Realtor

a little about Casey...

mailto:caseybudge@gmail.com
http://www.sellyourplacewithcase.com/
https://www.facebook.com/casefacekillah
https://www.instagram.com/sellyourplacewithcase/


MEET THE

Casey Budge Ariel Finn
REALTOR TRANSACTION COORDINATOR

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

A r i e l  e n s u r e s  a l l
d o c u m e n t a t i o n  i s
c o r r e c t l y  a n d  f u l l y
c o m p l e t e d ,
c o o r d i n a t e s
i n s p e c t i o n s ,  a n d
k e e p s  t i m e l i n e s  o n
t r a c k .  S h e  f i l e s  a l l
n e c e s s a r y  d o c u m e n t s
t o  f a c i l i t a t e  a
s e a m l e s s  c l o s e .  
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10 STEPS TO

selling a home
FIND A GREAT AGENT

ESTABLISH A PRICE

PREPARE YOUR HOME

MARKETING

LISTING

SHOWINGS

OFFERS & NEGOTIAIONS

UNDER CONTRACT

CLOSING

FINAL DETAILS



U N D E R  C O N T R A C T

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

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

HOME SELLER'SRoadmap
321

F I N D  A G E N T P R I C I N G

W o r k  w i t h  y o u r  r e a l t o r
t o  p r i c e  y o u r  h o m e

c o m p e t i t i v e l y

P R E P P I N G

M A R K E T I N GL I S T I N G

F i n d  a  g r e a t  a g e n t  t h a t
y o u ' r e  c o m f o r t a b l e

w o r k i n g  w i t h
H i !  I t ' s  m e !  

P r e p a r e  y o u r  h o m e
f o r  p h o t o s ,

m a r k e t i n g ,  a n d
s h o w i n g s

Y o u r  h o m e  i s  l i v e
a n d  v i e w a b l e  b y
p o t e n t i a l  b u y e r s

I  w i l l  e n s u r e  t h a t  y o u r
h o m e  i s  m a r k e t e d

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

s t r a t e g y

S H O W I N G S

B e  a s  f l e x i b l e  a s
p o s s i b l e  t o  g e t  t h e

m o s t  p o t e n t i a l  b u y e r s
v i e w i n g  y o u r  h o m e

O F F E R S

A l l  o f f e r s  p r e s e n t e d ,
e x p l a i n e d ,  a n d

n e g o t i a t e  f a i r l y

U s e  t h i s  r o a d m a p  a s  a  q u i c k  o v e r v i e w  o f  t h e  s e l l i n g  p r o c e s s .  I f  y o u  h a v e
a n y  q u e s t i o n s ,  I ' m  a l w a y s  h e r e  t o  a n s w e r !
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Casey Budge
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C A S E Y B U D G E @ G M A I L . C O M

REALTOR

F I N A L  D E T A I L S

P r e p a r e  f o r
i n p s p e c t i o n s  a n d

s t a r t  p a c k i n g

C L O S I N G
M o v e  o u t ,  t r a n s f e r  k e y s  a n d

c e l e b r a t e !



TermsIMPORTANT

OFFER

CONTINGENCY

An agreement between a buyer and
a seller  to purchase a piece of  real
estate.  This  is  sometimes referred
to as a contract or  purchase
agreement.

When an offer  is  accepted by a seller,  there
are certain conditions (contingencies)  that
must be met before the sale is  f inal.  I f
those conditions are not met or
satisfactory,  a  buyer can cancel.

CLOSING COSTS
The fees that are paid at  the end of
the purchase by the buyer and seller.
These is  a broad term for al l  fees
including taxes,  insurance,  t it le,
Realtor,  and lender expenses.

EARNEST MONEY
Also known as "EMD" or "good faith"
money,  this  is  money sent by the
buyer to escrow to hold during the
transaction.  This action shows the
buyer is  serious about purchasing the
home.

HOME INSPECTION
An inspection is  a professional
examination of  the property's
condition.  Your agent can recommend
qualif ied home inspectors for  you.

TITLE SEARCH

APPRAISAL

DISCLOSURES

CLOSING

PRE-QUALIFICATION
A tit le search proves that the property
is,  in fact,  owned by the seller  and see
any l iens against  the property.  Tit le
insurance ensures no t it le  issues arise
after  close.

The appraisal  is  the value given to a
property based on comparable
properties that have recently sold by a
neutral  3rd party.  This  is  typically
required by the lender in order to decide
if  the requested loan amount is  in
alignment with the value of  the property.

All  sel ler's  are required to f i l l  out a
property disclosure stating what they
know about the property -  good or bad.  

This is  the f inal  step of  your real  estate
transaction.  At  closing the funds from
the buyer are provided to the seller  and
the buyer receives the keys.  In
California,  you typically  sign loan
documents days prior  to "closing".

A pre-qualif ication is  a prel iminary
evaluation conducted by the lender to
show that a buyer meets the credit
rrequirements,  work history,  and has
funds to purchase up to a certain amount.
This is  the f irst  step and should be done
prior to searching for  homes.



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  s e l l i n g
p r o c e s s .  I n  o n e  o f  t h e  b i g g e s t
t r a n s a c t i o n s  o f  y o u r  l i f e ,  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
s e l l i n g  -  m a k e  s u r e  y o u  c h o o s e  s o m e o n e
y o u  t r u s t .   

YOUR HOME TO BUYERS AND AGENTS 

OF NEIGHBORHOODS

TO DETAIL

NEGOTIATIONS

MARKETING

Getting your home in front of the most people possible wil l  guarantee you get the most money and the
best terms possible.

Knowing detai ls of your neighborhood and what homes typical ly sel l  for is imperative for marketing
and pricing.

The process of sel l ing a home requires a good deal of paperwork. Your real estate agent wil l
help you fi l l  out al l  documents and get them submitted properly.

Agents deal with any diff icult conversations that need to happen. They wil l  also help you determine
the strongest offer and negotiate with the buyer on your behalf.

Find an agent who wil l  provide professional marketing, including professional photos,
f loorplans, virtual tours,  and advertis ing both virtual ly and print. 

FINDING A GREAT
AGENT

Connect

Knowledge

Attention

Professional

Expert



ESTABLISH A PRICE

R e m e m b e r  t h a t  y o u r  h o m e  i s  o n l y  w o r t h  w h a t

b u y e r s  a r e  w i l l i n g  t o  p a y .  Y o u r  r e a l  e s t a t e

a g e n t  w i l l  r u n  a  c o m p a r a t i v e  m a r k e t i n g

a n a l y s i s  ( C M A )  a n d  p r o v i d e  y o u  w i t h  a  l i s t  o f

o t h e r  h o u s e s  t h a t  h a v e  s o l d  r e c e n t l y  i n  y o u r

a r e a .  T h i s  w i l l  h e l p  y o u  s e e  w h a t  h o m e s  o f

c o m p a r a b l e  s i z e  a n d  c o n d i t i o n  t o  y o u r s  a r e

g o i n g  f o r  i n  t h e  c u r r e n t  m a r k e t .  

T h i s  i s  n o t  a n  a p p r a i s a l .  Y o u  d o  n o t  n e e d  t o

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

a n d  i t  c a n n o t  b e  u s e d  i f  y o u  d o .  T h e  b u y e r

a n d  t h e i r  l e n d e r  w i l l  h a v e  t h e i r  o w n

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

WHAT DETERMINES
THE PRICE?

T h e  l i s t i n g  p r i c e  i s  o n e  o f  t h e  m o s t  i m p o r t a n t  f a c t o r s  i n  a

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

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

t o  g e t  a n y  o f f e r s .  

Y o u r  R e a l t o r  s h o u l d  b e  a n  e x p e r t  i n  w h a t  h o m e s  a r e  s e l l i n g  f o r  i n

y o u r  a r e a  a n d  b e  a b l e  t o  e x p l a i n  i t  t o  y o u  e a s i l y .  L e a n  o n  t h e m  t o

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

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

t i m e l y  m a n n e r  a n d  f o r  m o r e  m o n e y .  

PRICING YOUR HOME STRATEGICALLY...



Costs to Expect
Many homeowners don't know what costs to expect when selling their homes. For example - did you know as

a seller, the amount in commission you pay your Realtor is split between the buyer's and seller's agents?
Below is a list of typical fees you may be charged. 

Typical Closing Costs
Escrow Fee
Title Insurance
Notary Fee
Prorated Property Taxes
Title Insurance
Real Estate Broker Commissions
Recording fees
Transfer Tax
Mortgage Payoff

 

Closing Costs 
 

I estimate closing costs to be around 6-7% of
the sale price of your home. 

 
Once we have an offer and mortgage payoff, we

can give you a pretty close estimate on what
you'll make from the sale. 

Processing Fees
Home Warranty
Notary Fee
Unpaid Taxes
NHD Report
Pest Inspection
Per Diem Interest
Mortgage Payoff Fees

 

Most fees are dependent on the sale price and what you negotiate in your
offer.  Your Realtor wil l  give you an estimated net sheet prior  to l ist ing your

home, so you can get an idea of  what your fees wil l  be based on the value of
your home and what you can expect to net from the sale.  You wil l  receive

another estimated net sheet when you are being presented with any offers,
and another at  close.



PREPARE YOUR HOME

T h e r e  a r e  m a n y  l e v e l s  o f  h o m e  s t a g i n g  t o  c h o o s e  f r o m  b a s e d  o n  y o u r
b u d g e t  a n d  t h e  v a l u e  o f  s t a g i n g .  W h e t h e r  y o u  c h o o s e  t o  D I Y  o r  h i r e  a
p r o f e s s i o n a l  d o  y o u r  b e s t  t o  n e u t r a l i z e  a n d  d e p e r s o n a l i z e  a s  m u c h  a s
p o s s i b l e  t o  a p p e a l  t o  t h e  w i d e s t  r a n g e  o f  p o t e n t i a l  b u y e r s .

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

A L W A Y S  m a k e  s u r e  y o u r  a g e n t  h a s  p r o f e s s i o n a l  p h o t o s  t a k e n  a s  t h e s e
d e t e r m i n e  t h e  f i r s t  i m p r e s s i o n  t h e  p o t e n t i a l  b u y e r  w i l l  h a v e  o f  y o u r
h o u s e .  

T h e r e  a r e  m a n y  q u i c k
a n d  i n e x p e n s i v e
t h i n g s  y o u  c a n  d o  t o
i n c r e a s e  t h e
l i k e l i n e s s  o f  s e l l i n g .  

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

W h e n   p o t e n t i a l  b u y e r s
a r e  c o m i n g  t h r o u g h  y o u r
h o m e ,  m a k e  s u r e  t o
k e e p  a l l  v a l u a b l e s  a n d
p e r s o n a l  i n f o r m a t i o n
o u t  o f  s i g h t .  A l s o
r e m o v e  a n y  f a m i l y
p h o t o s  a n d  r e p l a c e  w i t h
a r t .  Y o u  w a n t  t h e
p o t e n t i a l  b u y e r  t o  b e
a b l e  t o  i m a g i n e
t h e m s e l v e s  l i v i n g  i n  t h e
h o m e .  Home Staging tips...



STAGING

INTERIOR

EXTERIOR

M o w  l a w n  

T r i m  a r o u n d  w a l k w a y s ,
t r e e s  a n d  b u s h e s

R e m o v e  w e e d s  f r o m
f l o w e r b e d s  a n d  m u l c h

R e m o v e  f l a k i n g  o r
p e e l i n g  p a i n t  a n d
r e p a i n t  o r  s t a i n

I n s p e c t  d r i v e w a y ,
s i d e w a l k s  a n d
f o u n d a t i o n  f o r  c r a c k s

K e e p  t h e  r o o f  a n d
g u t t e r s  f r e e  o f  d e b r i s

W a s h  a l l  w i n d o w s

E n s u r e  a l l  l i g h t s  a r e
w o r k i n g  a n d  b r i g h t
( d a y l i g h t  b u l b s  a r e  b e s t )

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

R e m o v e  a l l  c l u t t e r  a n d
p e r s o n a l  p h o t o s

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

P a i r  d o w n  o n  t o y s  a n d
k e e p  t h e m  o r g a n i z e d

C r e a t e  a  w a r m ,  i n v i t i n g
s p a c e  i n  e a c h  r o o m

Checklist



LISTING

Y o u r  o n l i n e  p r e s e n c e  i s  o n e  o f  t h e  m o s t
i m p o r t a n t  t o  a  p r o s p e c t i v e  b u y e r .  M a n y
p e o p l e  s t a r t  t h e i r  s e a r c h  o n l i n e .  

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

A f t e r  p r o f e s s i o n a l  p h o t o s
a r e  t a k e n  a n d  a l l  m a r k e t i n g
m a t e r i a l s  a r e  r e a d y ,  i t ' s  t i m e
t o  l i s t  y o u r  h o m e !  

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

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



MARKETING

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

A d v e r t i s e  a c r o s s  m u l t i p l e  c h a n n e l s

C r a f t  a n  e n t i c i n g  l i s t i n g  d e s c r i p t i o n

P r o f e s s i o n a l  P h o t o s  o f  y o u r  h o m e

H i g h  Q u a l i t y  M a r k e t i n g  M a t e r i a l s

F o r  s a l e  s i g n  w i t h  s o l a r  l i g h t s

P e r s o n a l i z e d  a p p r o a c h  d e p e n d i n g  o n  m a r k e t  r e a c t i o n

R e a l  T i m e  s c h e d u l i n g  o f  s h o w i n g s

Marketing Strategy



SHOWINGS

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

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

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



SHOWING

...if you have an hour

...if you have ten minutes
Make all  beds

Put al l  clutter  in a laundry basket,  then take with you in the car

Empty al l  garbage cans and take out trash

Wipe down all  countertops and put al l  dishes in dishwasher

Put out your nice towels

Pick up all  toys and personal  items

Turn on all  l ights

Do everything on the ten minute l ist  above

Vacuum all  carpet and rugs

Wipe down all  glass and mirrored surfaces

Sweep all  hard surface f loors,  mop if  you have t ime

Wipe down major appliances

Put away all  laundry

Quickly dust highly visible surfaces

Sweep all  hard surface f loors,  mop if  you have t ime

Set out an air  freshener or  freshly baked cookies

Checklist



OFFERS &
NEGOTIATIONS

D e p e n d i n g  o n  y o u r  m a r k e t
y o u  m a y  r e c e i v e  m u l t i p l e
o f f e r s  i f  y o u r  h o m e  i s
p r i c e d  r i g h t .  Y o u r  R e a l t o r
w i l l  b e  y o u r  b e s t  a d v o c a t e
a t  t h i s  p o i n t .  T h e y  w i l l  h e l p
y o u  r e v i e w  e a c h  o f f e r  a n d
d e c i d e  w h i c h  i s  b e s t  f o r
y o u .  M a k e  s u r e  y o u  d o n ' t
o n l y  l o o k  a t  t h e  o f f e r  p r i c e
-  o t h e r  t e r m s  a r e  a l s o
i m p o r t a n t !

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

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

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



UNDER
CONTRACT

A n  o f f e r  d o e s n ' t
b e c o m e  b i n d i n g
u n t i l  b o t h  t h e  b u y e r
a n d  s e l l e r  a g r e e  t o
t h e  t e r m s  a n d  s i g n  a
c o n t r a c t .  

A t  t h i s  p o i n t ,
s e v e r a l  t h i n g s  s t i l l
n e e d  t o  o c c u r
b e f o r e  c l o s i n g .
T h e s e  i n c l u d e :
d i s c l o s u r e s ,  h o m e
i n s p e c t i o n ,  t i t l e
s e a r c h ,  a p p r a i s a l ,
a n d  a  f i n a l  w a l k -
t h r o u g h  b y  t h e
b u y e r  w i t h i n  5
d a y s  o f  t h e
c l o s i n g .



TITLE AND ESCROW
O n c e  y o u  a n d  t h e  b u y e r  h a v e  a g r e e d
o n  p r i c e  a n d  t e r m s  -  
C o n g r a t u l a t i o n s  -  y o u ' r e  u n d e r
c o n t r a c t !  

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

 

The time between you accepting an offer and closing is called the "escrow" period. This is
typically between 30-45 days. During this time, the buyer will complete your inspections,

appraisal, loan, and all title requirements. 
 

The title company will verify you are the true owner of the house and have the right to sell it,
and will start their search for any liens, clouds, or issues with the title of the property to make
sure the buyer is purchasing it without any encumbrances from previous owners. Simplified;

the title company will make sure all mortgages have been paid and any debts against the
property are no longer there when it is transferred. They will issue "title insurance" to protect
the buyer against future debtors claiming ownership of the property. It ensures they have full

and clear legal ownership. 
 

You do not need to worry about this in depth, but make sure you ask the lender and Realtor if
they see any issues or red flags when the Preliminary Title Report is received. 



INSPECTION
T h e  b u y e r  w i l l  c o n d u c t  a n y
a n d  a l l  i n s p e c t i o n s  t h e y  d e e m
n e c e s s a r y .  T h e s e  m a y  i n c l u d e
a  g e n e r a l  h o m e  i n s p e c t i o n ,
r o o f  i n s p e c t i o n s ,  H V A C
i n s p e c t i o n s ,  s e w e r  o r
p l u m b i n g  i n s p e c t i o n s ,
e l e c t r i c a l  i n s p e c t i o n s ,  p o o l
i n s p e c t i o n s ,  e t c .  M a k e  s u r e
e v e r y t h i n g  i n  y o u r  h o m e  i s  i n
g o o d  w o r k i n g  o r d e r  p r i o r  t o
t h e s e  i n s p e c t i o n s  o r  i t  w i l l  b e
c a l l e d  o u t  a n d  t h e  b u y e r  m a y
a s k  f o r  y o u  t o  m a k e  r e p a i r s ,
o r  w o r s e ,  c a n c e l  t h e  c o n t r a c t .

APPRAISAL
The lender wil l  often require an
appraisal  of  the home before
finalizing the loan.  

The neutral  3rd party home
appraiser wil l  take into account
the neighborhood, housing
market,  age,  condition of  the
home, and any special  features of
your home. 

In strong seller's  markets,  buyers
often offer  "appraisal  gaps",
meaning they guarantee a certain
dollar  amount in cash over what
the appraised value is.
  



FINAL DETAILS

CLOSING
C l o s i n g  i s  t h e  f i n a l  s t e p  i n  y o u r  h o m e  s e l l i n g  p r o c e s s .   

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

S o m e  o f  y o u r  f i n a l  d o c u m e n t s  w i l l  b e  s i g n e d  p r i o r  t o  c l o s e  a t
t h e  t i t l e  c o m p a n y  o r  w i t h  a  n o t a r y .  K e e p  i n  m i n d  w h a t  y o u  m a y
b e  r e q u i r e d  t o  p a y  a t  c l o s i n g  i n c l u d i n g  a g e n t  c o m m i s s i o n s ,
m o r t g a g e  p a y o f f  f e e s ,  t i t l e  i n s u r a n c e  c h a r g e s  a n d  r e c o r d i n g
f i l i n g  f e e s .  T h e s e  f e e s  a r e  t y p i c a l l y  p a i d  o u t  o f  t h e  e q u i t y ,  i f
y o u  h a v e  e n o u g h  t o  c o v e r  t h e m .

C o n g r a t u l a t i o n s  o n  s e l l i n g  y o u r  h o m e !

T h i s  i s  a  g r e a t  t i m e  t o  g e t
s t a r t e d  p a c k i n g .  M a k e  s u r e  t o
k e e p  c u r r e n t  o n  i n s u r a n c e  a n d
h o u s e  p a y m e n t s .  C o m p l e t e  a l l
r e q u e s t e d  b u y e r  r e p a i r s  p r i o r  t o
c l o s e .  A l s o ,  b e  p r e p a r e d  a s
d e l a y s  c a n  h a p p e n .  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  b u t  D O  N O T  s c h e d u l e
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 .
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Casey is  amazing to work with.  She is  responsive,
knowledgeable & beyond helpful!  She has amazing

experience working with the VA loan and mil itary famil ies.

Noelle Lopez

Casey’s  amazing reputation within the local  mil itary community was a
huge factor in selecting her as our agent!  She goes above and beyond in
the communication department.  She’s professional,  easygoing,  and gets

things done quickly.  Casey helped us to f ind an amazing home as f irst
t ime buyers,  and made the process easy and stress-free.

Wynston Hammack

Testimonials

Jacquenline Lawrence

CUSTOMER
Let me start  by saying this  woman is  an angel!  As a mil itary couple,  we needed a

home quick & Casey worked her magic to f ind us a home in a pinch.  She negotiated
a great deal  for  us and certainly was our advocate.  The entire process was

seamless and stress free,  she truly handled it  al l  for  us!  Fast  forward,  we got new
orders and then needed to sell  our home fast  & Casey was ON IT.  She had our home
listed the following day and we were able to sell  our home in under 30 days!  Again,
the process was so easy as she handled all  the logistics which definitely helped us

during a cross country move.  Casey is  very professional,  easy to work with,  and
definitely knows what she’s  doing.  I  wil l  s ing her praises al l  day long!

I  reached out to Casey for  information on the dream house of  ours that we really  wanted
to buy,  but we unsure of  the market and we had to sell  our current home. Although,  it

was a shot in the dark for  al l  of  the stars to al ign perfectly Casey went to work to make
this happen.  Then after  everything was going smoothly with the accepted offer  on our

dream home and the sale of  our current house,  the appraisal  on the house we were
purchasing came in extremely low. We assumed this  would deal  would fal l  through but

Casey negotiated l ike a beast for  us,  and she kept us focused on the end game. I ’m truly
thankful  for  Casey and all  the hard work she put in when helping us with the purchase of

a new property and the sale of  home.

I  f irst  heard of  Casey Budge on the NAS Lemoore Spouses facebook page,  where
she was an active presence giving advice and helping spouses make the jump
into purchasing their  f irst  home or welcoming them to the community.  I  had
heard nothing but amazing things about Casey Budge,  so honestly,  when the
time came for us to start  looking,  after  chatting with her and getting to know
how amazing she is  as a person,  I  would have gone with any broker as long as

she was there!

Jul ia Davis

Jamie Brown
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