
Finding The House 
You’ll Call Home.

A Buyer’s Handbook.



Building Community,
One HOme at a time.

The fabric of any community is made up of its architecture, neighborhoods, 
schools, worship, and workplaces – all woven together by the people who 

live there.

Finding the house you can proudly call home within that community should be 
a deliberate and delightful process through which you discover the one that 
best reflects your lifestyle, life stage, finances, design tastes, and dreams for 
the future.

With Washington, DC’s wonderful - yet sometimes overwhelming - diversity 
of homes and neighborhoods, both first-time and experienced home-buyers 
will affirm that having a guide facilitates, expedites, and enhances the pro-
cess. For over a decade, Jason Townsend has been successfully guiding people 
in the DC area through the home buying and selling process with not only  
professional and personal expertise, insights, and knowledge about each 
unique neighborhood in the DC area but also patience and, humor.

As the triple entendre of our name suggests, our goal is to build capital  
(superior) communities through the care-full process of capital (financial) real 
estate investments in the capital of the USA. 

We hope the following pages help you prepare for your home search and  
enjoy the buying process. You’ll be home before you know it!

JASon E. ToWnSEnD 
CApiTAl CommUniTY propErTiES

Associate Broker, Gri
mobile: 202.415.7400 
Jason@CapitalCommunityproperties.com

Licensed in DC, VA and MD. All other areas by Referral.



Before the House Hunt Begins...
one of the best ways to get a sense of what you’re looking for is for us 

to simply get out there together and start looking --- which is generally 

a thoroughly enjoyable and educational experience! But before we do, 

there are you should give some thought to a few questions:

How long does it take to find a house?

There is no “normal” home search timeframe. it could take a week or a 
year, depending on a variety of factors, such as how keen a sense you 
have of what you’re looking for, where you want to live, and what the 
market inventory is offering. You never want to make a hasty decision 
but, especially in the DC market, where homes and neighborhoods re-
ally are unique, you should be prepared to be decisive when the right 
home presents itself so that you don’t miss a great opportunity.

How long do you plan to own your home?

most Americans live in a home for five to seven years. As you know, 
your life can change pretty dramatically in that amount of time. Will 
you have children in school? Will a parent come to live with you? 
Could your commute change? planning for your anticipated needs a 
few years down the line will help you find the right home now.

Also, consider not only how long you’ll plan to live in the home, but also 
how long you are willing to own the property even after you move. His-
tory proves that the longer you own your home, the better your return 
on investment. renting your home after you move, it could generate 
income to support your long-term investment. The best homes will be 
those that are appropriate and enjoyable for you now, and also give 
you the most versatile options in the future.



Are you willing to “buy ugly?”
We all know we pay a premium to live in the DC metro market, and the 
majority of home sales inside the beltway are resales of older homes. 
But there are great values if you have a little vision and are willing 
to “buy ugly.” Generally speaking, the uglier you buy, the better the 
location, space, and price. You might be willing to forego the appeal 
and convenience of a newly renovated house for the convenience of a 
larger, better located un-renovated house.

Understanding the offerings of different DC neighborhoods and what 
older homes will require is our specialty at Capital Community prop-
erties. There’s no need to be afraid of a little sweat equity. There are 
many projects you can do yourself, even if you don’t have experience. 
it is our pleasure to help our clients envision their new space and work 
with the best contractors to help you put your stamp on your new 
home. in the end, you’ll have a house that has the space and location 
you want, and it will be customized to your tastes and preferences.

However, if you know you don’t want to do any renovations, take heart. 
There are great opportunities for you, too!

How does home ownership fit in your financial picture?
it may seem like it goes without saying, but starting your home search 
knowing what your can comfortably afford is a good idea.

First, you want to think about what you can afford monthly. Generally 
speaking, the monthly costs associated with owning your home (mort-
gage, insurance, taxes and upkeep) should not exceed 25% of your 
gross household income.

Then, consider the borrowing terms you’re likely to be offered. You 
can access a free credit report at www.annualcreditreport.com. review 
it carefully to see if anything has been reported inaccurately or could 
otherwise be addressed before you apply for a loan. While you’re in 
the home-buying process, it’s best not to make any other major pur-
chases (like a new car) that could change your financial picture.

Finally, getting pre-approved for a mortgage is the best way to find out 
the loan amount you’ll qualify for. You don’t have to buy a home at 
that price, but you’ll know the max. once you reconcile that with your 
target monthly payment, you’ll know your target price range.



What are your Non-Negotiables, Negotiables, and Bonuses?

Begin to make a list of what you absolutely must have in your new 

home. These are your “non-negotiables.” These might include loca-

tion, number of bedrooms, or school district. next to it, make a list 

of features you’d like to have, but aren’t deal breakers if you can’t 

have them. These are your “negotiables” and might include features 

like a wood-burning fireplace, a separate office, or off-street parking. 

Finally, list your “Bonuses,” or features you’d love to have but don’t 

expect to have, like Corian countertops or a mother-in-law suite. This 

is a great exercise to go through with your family or spouse so you can 

talk about what’s most important to you together.



Who’s Who
Throughout the home-buying process, you’ll be working with a num-

ber of people in different roles. The decision about who to work with 

in each sector is entirely yours. if you’d like a recommendation, we 

are pleased to refer reliable professionals you might like to interview. 

A glossary of the professionals involved in the real estate investment 

process and the roles and responsibilities of each is included at the end 

of this guide.
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Your Real estate Team 

Real estate Agent: An individual licensed by the state to represent 

a seller or a buyer in a real estate transaction. realtor®: An agent or 

broker who is a member of the national Association of rEAlTorS® and 

who thus abides by nAr’s code of ethics. Dual Agent: A real estate 

agent who represents both the buyer and the seller in a particular sales 

transaction. Subagent: An agent or broker who assists another agent 

in representing a buyer or seller in a purchase transaction, or who 

brings a buyer offer to another agent that results in a sale. real Estate 

Broker: An individual or firm that holds a state brokerage license and 

serves as an agent of the buyer or seller. Buyer Broker: A real estate 

agent or company that exclusively represents the buyer.

The Loan Process Mortgage Banker: A company such as commer-

cial bank that uses its own money to provide loans for the purchase or 

real estate. loan officer: An authorized representative of a lending in-

stitution who is empowered to act on the lender’s behalf within speci-

fied limits. mortgage Broker: An individual or company that matches 

the lenders’ criteria to loan applicants. institutional lender: An indi-

vidual or institution such as a commercial bank, savings & loan, or 

mortgage company that lends and invests money for customers.

other Players escrow Company: A licensed and bonded company 

(used in most states) that serves as a neutral third party at the request 

of the buyer or buyer’s agent after a seller accepts a buyer’s offer. real 

Estate Attorney: An attorney who specializes in real estate issues. Title 

Company: The firm that ensures that the property title is clear (other-

wise known as title insurance). They also sometimes handle other clos-

ing matters, as well. inspector: An individual who’s hired to inspect a 

home for structural defects and potentially for toxic substances includ-

ing asbestos, radon, pests, or the presence of lead in paint or water.
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The Real starting Line

You’ve laid the groundwork. You’ve done some planning, reviewed 
your financial picture, and considered where you’d like to live. But no 
matter how much you plan and analyze, the home buying process re-
ally begins when you start looking.

Getting to Know Your dNA

There are a number of ways to begin a home search. Chances are, 
you’ve already started to look at what’s available by browsing online. 
You’ll find some great online search tools on our website, and we en-
courage you to stay as up to date on new listings as you like.

But nothing will help us find you the right home like simply walking 
through them. That’s why the first thing we do with homebuyers is take 
them on a “Slingshot Tour.” We put together a tour of homes that meet 
your criteria in a variety of ways and then get out there.

As we tour the properties with you, we get to know your tastes in spaces, 
neighborhoods, and design. We call it “getting to know your DnA.” As 
you see how your criteria match up with what the market has on offer, 
you may find that some of your non- negotiables become negotiables, 
and vice versa. As we get to know your DnA, we can help marry your 
price point and preferences with the reality of the market.

You’ll laugh, you’ll cry, you’ll love everything one day and hate it all 
the next. Going through this enjoyable-exhilirating-exhausting-enter-
taining-educational experience is how we navigate the wonderful (and 
sometimes vexing) variety in the DC market – and how you’ll end up 
with a home you absolutely love. The importance of working with a 
professional realtor during this sometimes tedious, always competitive 
process cannot be under-estimated, given the major significance of the 
investment you are making from both financial and quality-of-life per-
spectives.

Becoming an educated Buyer

over time, you will likely find yourself drawn to certain neighborhoods. 
So that we can be ready to take decisive action and make an offer 
when the right home is available in your favorite neighborhood, it’s im-
portant to do the homework first. We recommend visiting the neighbor-
hood at different times of day so that you can get a sense of variables 
such as noise and traffic patterns. We will help you research zoning in 
the neighborhood (what’s approved for residential or commercial use 
and where), find out about any plans for development, explore ameni-
ties (such as the schools), s and research demographics (such as crime 
rates). Also, we’ll find out if there are Homeowner’s Association rules 
to know about ahead of time. Finally, we’ll research what prices other 
comparable homes in the neighborhood have sold for, to know the fair 
market value of the homes. When the right home presents itself, you’ll 
be confident about making an offer and be ready to do it quickly.



Making an offer

if you’ve taken all the steps we’ve outlined so far, making an actual offer on 
a home will be exciting and enjoyable. As your representative in the transac-
tion, we will handle all the details with your approval. once an agreement on 
price and terms is reached, the offer becomes a ratified contract.

From Contract to Closing

Congratulations! Your new home is under contract, and you’re on your way to 
owning it. A number of actions need to be completed before you head to the 
closing table, though. Here’s an outline:

Agreement of sale: This is the contract that lists the terms and conditions 
of sale. There are often some “contingencies” in this agreement, or reasons 
that the sale would not be completed. if you have a home to sell before you 
can qualify for another mortgage, for example, but are not able to sell it in the 
agreed-upon timeframe, your contract may be nullified. Also, most contracts 
include a contingency for satisfactory inspection report and value appraisal.

Upon ratification, you are required to send your Earnest money Deposit (EmD) 
to the Escrow Agent. in most cases, the Escrow Agent is the Title Company 
or could be the real Estate Broker.  The EmD can be wired or sent via check. 
Wire is usually preferred because it tends to be easier and more secure. The 
EmD, symbolically, is ‘putting your money where your mouth is.’ legally, it is 
consideration for the contract and is what most courts of law would award a 
Seller if you were to default on the contract. 

There is no exactly formula for what is an appropriate amount of EmD. We’ve 
written them as small as $1,000 and as large as $100,000.  We usually sug-
gest at least 3-5% of sales price as a fair amount.  The EmD sits in an escrow 
account and is applied toward the funds you need for closing at settlement.

Home Inspection: A home inspector helps uncover any flaws  such as prob-
lems with heating and central air conditioning systems, interior and outdoor 
plumbing, electrical systems, the roof, attic, visible insulation, walls, ceilings, 
floors, windows, foundations, and basements. if there are problems, there 
may be an opportunity to negotiate home price or other compensation for 
repair.

Appraisal: The mortgage lender will require a professional appraisal of the 
home’s value to determine if it is worth the amount of the loan value you are 
requesting.

Title search: prior to a real estate closing, a title search is prepared on the 
property you wish to buy. Using the Circuit Courts, every document that per-
tains to this property is examined. The chain of title is traced and any defects 
noted. A defect in title could be an outstanding mortgage debt, unpaid taxes, 
judgment, or other recorded claims. other types of defects in title include 
easements (the right someone has to make limited use of another’s property), 
encumbrance (liens or claims upon property), and use restrictions. There are 
also hidden risks, fraud or forgery, missing heirs, improperly recorded deeds... 
the list goes on and on. it is the title agency’s responsibility to uncover all de-
fects to prevent the possibility of claims against your property. A title insurance 
policy guarantees you free and clear title to the property you have purchased.



Your Home Mortgage Application
What Mortgage Companies Will Require 

1. Social Security numbers of applicants 
2. previous residence if at current residence less than two years.  
 name/address of mortgage company/landlord. 
3.   previous employer if with current employer less than two years. 
4.   if self-employed, or employed by a family-held business, W-2s for the  
 previous two years, tax returns (1040s) for the previous two years, and  
 a current profit/loss statement for the business. 
5.   if a union member, the name/address of the union. 
6.   if overtime, bonus, or commission is earned all documentation of it to  
 be averaged for the past two years. 
7.   if dividend or interest income received, verification of it for the past  
 two years. 
8.   if rental property is owned, copies of leases. 
9.   if bankrupt in the past seven years, copies of the petition and  
 discharge. 
10.  name/address/account number of depositories where assets are held.  
 include savings and checking accounts, stocks, bonds, mutual funds,  
 irAs, etc.
11.  Face and cash value of life insurance. 
12.  Documentation of vested interest in retirement fund. 
13.  Vehicles owned – year, make, mode, title (if owned free and clear). 
14.  Value of furnishings and personal effects. 
15.  Documentation of any extraordinarily valuable personal effects, i.e.,  
 jewelry, furs, antiques, coin collections, etc. 
16.  Value of any other assets with documentation. 
17.  names/addresses/account numbers of revolving charge accounts, e.g.,  
 Visa, masterCard, Sears, etc. 
18.  names/Addresses/Account number of installment loans such as car  
 payments or appliance purchases. 
19.  names/addresses/account numbers of mortgages – including current  
 residence, second home and rentals. 
20.  names/addresses/account numbers of any other debts not  
 covered above. 
21.  if suing alimony or child support received as a basis for loan  
 qualification, copies of the divorce or separation decree setting forth  
 the terms of payment and past 12 months bank deposit slips or   
 canceled check to evidence receipt of funds. 
22.  if obligated to pay alimony or child support, copies of divorce/ 
 separation decree which sets forth the terms of payment. 
23.  if married less than two years, any previous names in which credit  
 was held. 
24.  if a name change has occurred in the past tow years, any previous  
 names in which credit was held. 
25.  name and address of any entity holding deposit toward purchase.
26.  Copy of sales contract of property being acquired. 
27.  if not a U.S. citizen, your “green” card.



What to Bring to Closing
When it’s time to make the home officially yours, you should bring the 

following items to closing.

•  Binder for Homeowner’s Insurance and Paid Receipt. This 

shows you have adequate insurance and have paid the first year’s pre-

mium. Your lender will not issue the mortgage loan without it. 

•  Funds Needed to Close. The funds you need to close are for your 

down payment and closing costs.  These numbers will be reviewed and 

explained to you by your lender.  You can find out the exact amount 

you’ll need by contacting your lender a day or two before the closing.  

You can either wire the funds to the settlement company or bring a cer-

tified/cashier’s check with you at closing.  if possible, we recommend 

wiring funds because it is more secure and convenient.

•  Government-issued Photo Id.

After Closing
Welcome to your new home! rest assured that we’ll be here to help you 

long after you accept your house keys. We often joke that we should 

add “General Contractor” under our name on our business cards. if 

you need recommendations on painters, plumbers, interior designers, 

carpenters, carpet installers, or electricians, let us be your first phone 

call. We’re always happy to put you in touch with professionals who 

have proven their talent and value over and over again.

Don’t forget to send your change of address to friends, family and the 

US postal Service, and pick a date for your housewarming party!

We wish you every happiness in your new home as you savor the privi-

lege and pleasure of home ownership in the days and decades ahead.



Each Office is Independently Owned and Operated. All information deemed reliable but not guaranteed.

Keller Williams Capital Properties
801 D Street, NE Washington, DC 20002


