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Ab o u t  
Dear  Future  Homeowners ,  

 

I  became  a  Real  Estate  Agent  so  I

cou ld  devote  my  l i fe  to  pos i t i ve ly

impact ing  as  many  people  as

poss ib le .  I  am  dedicated  in

pursu ing  my  pass ion  and  guid ing

fami l ies  towards  the i r  dreams .   

 

I  graduated  Magna  Cum  Laude

f rom  the  Clemson  Univers i ty

Ca lhoun  Honors  Col lege  with  a

degree  in  Civ i l  Engineer ing .  I  fed

my  hunger  fo r  serv ing  others  by

work ing  fo r  a  non -prof i t  chi ldren ’s

camp  and  t rave led  to  Nicaragua

for  three  Engineers  Without

Borders  serv ice  t r ips .  I  learned  the

ni t ty  gr i t ty  about  homes  whi le

serv ing  as  a  c iv i l  engineer ing

consul tant  before  becoming  a

Real  Estate  Agent .  

 

I  rece ived  my  rea l  estate

educat ion  f rom  the  esteemed

Tampa  School  of  Real  Estate  and

am  a  part  of  the  Welcome  Home

Team  at  Bra inard  Real ty .  We  have

so ld  over  $30  mil l ion  in  rea l  estate

and  are  pass ionate  about  help ing

you !  I  am  a  proud  member  of  the

Greater  Tampa  Assoc iat ion  of

REALTORS®,  the  F lor ida

Assoc iat ion  of  REALTORS® and  the

Nat iona l  Assoc iat ion  of

REALTORS®.  

 

In  my  f ree  t ime  I  love  to  read ,  go

to  the  beach  and  vo lunteer  at

Dress  fo r  Success ,  I 'm  a lso  the

Soc ia l  Media  cha i r  fo r  St .  Jude

Planning  Committee ,  a  part  of  the

Leadersh ip  Soc iety  fo r  the  F lor ida

Aquar ium  and  am  a  Tampa  Bay

Academy  of  Hope  Mentor !  

 

I  look  fo rward  to  help ing  you !   

 

Kseniya  Korneva  

 

 

“AS  SOON  AS  YOU

START  TO  PURSUE  A

DREAM ,  YOUR  LIFE

WAKES  UP  AND

EVERYTHING  HAS

MEANING ”   

-BARBARA  SHER



HOME  BUYING  GUIDE

KSENIYA  KORNEVA



Below  are  the  respons ib i l i t ies  of  a  Buyer 's  Agent :  

 

1 .  Be  there  fo r  you .    

2 .  L i s ten  to  your  needs  and  discover  what  you  are  t ru ly  look ing  fo r .  

3 .  Prov ide  a  l i s t  of  t rustworthy  vendors  fo r  the  process  ( lenders ,

home  inspectors ,  contractors ,  etc . )  

4 .  Educate  you  on  the  process .  

5 .  Constant ly  be  discover ing  new  too ls  that  wi l l  make  your        

 exper ience  eas ie r .   

6 .  Prev iew  homes  and  be  up - to -date  on  the  cur rent  market .  

7 .  Research  neighborhoods ,  schools  and  market  t rends .    

8 .  The  res t  of  the  s teps  covered  by  th i s  guide .    

 

HOME  BUYING  GUIDE

KSENIYA  KORNEVA

s t e p  1 .  s e l e c t  a  r e a l  

e s t a t e  a g e n t

e m b a r k i n g  o n  yo u r

a d v e n t u r e

Buy ing  a  home  i s  an  adventure .  There  wi l l  be  moments  of  anx iety  and

splashes  of  exc i tement .  There  wi l l  be  tough  days  but  they  wi l l  be

outweighed  by  the  joy  and  re l ie f  you  wi l l  fee l  when  you  cross  the

threshold  to  your  new  home .  In  order  to  make  the  journey  as  smooth  as

poss ib le ,  i t  i s  important  to  f ind  a  Real tor  who  wi l l  pr ior i t i ze  your  needs ,

and  hold  your  hand  as  they  lead  you  towards  the  f in i sh  l ine .  Your

Real tor  wi l l  serve  as  your  guide ,  f r iend ,  and  therapis t .  You  need  to  f ind

someone  who  wi l l  f ight  to  f ind  the  answers  to  a l l  of  your  quest ions  and

be  there  every  s tep  of  the  way .  I  pr ide  mysel f  on  being  that  person .  



KSENIYA  KORNEVA

HOME  BUYING  GUIDE

Here  are  some  of  the  quest ions  you  should  ask  your  Lender :  

 

1 .  Do  you  work  weekends  and  nights ?    

                   This  process  i s  very  t ime -sens i t i ve  so  you  need  someone  who  wi l l  act                          

  immediate ly  on  your  behal f .  

2 .  What  do  you  charge  fo r  discount  points ?    

                     1  discount  point=  1% of  the  loan  amount .  These  can  help  lower  in terest  rates  and

are  a lso  tax  deduct ib le .  

3 .  What  do  you  charge  fo r  Credi t  Reports ,  Or ig inat ion  Fees ,  Appra i sa l s ,  and  Record ing  Fees ?  

4 .  Do  you  have  underwr i te rs  in -house ?  

                     This  wi l l  speed  up  the  process .    

5 .  How  long  does  i t  take  you  to  c lose  a  loan ?  

                     On  average ,  i t  should  take  about  30  days  to  c lose  a  loan .  Some  lenders  are  able  to

speed  th i s  process  up  i f  the  f i le  i s  less  compl icated  (perhaps  even  14  days ! )  

 

The  documents  you  wi l l  need  to  get  pre -approved :  

 

1 .  W2  or  1099  depending  on  your  employment .  

2 .  Pay  s tubs  

3 .  Bank  s tatements  

4 .  Tax  documents

s t e p  2 .  o b t a i n  f i n a n c i a l  

p r e -a p p r o v a l

GETTING  PRE -

APPROVED  WILL

ALLOW  YOU  TO

DETERMINE  AN

ACCURATE  HOME -

SHOPPING  BUDGET .

LENDERS  ARE

LOOKING  OUT  FOR

YOU  TO  MAKE  SURE

YOU  CAN  AFFORD

THE  PAYMENTS .
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s t e p  3 .  An a lyze  yo u r  

n e e d s  i n  a  b uye r s  

c o n s u l t a t i o n  

The  longer  and  more  in  depth  the

buyers  consul tat ion ,  the  eas ie r  i t

wi l l  be  fo r  me  to  f ind  you  the

per fect  home .   

 

This  i s  a  t ime  fo r  us  to  get  to  know

each  other  and  bui ld  a  t rust ing

re lat ionsh ip  that  wi l l  ease  the

homebuy ing  process  fo r  a l l .   

 

I  wi l l  run  through  a  number  of

quest ions  about  your  pr ior i t ies  and

dream  cr i te r ia  and  together  we

wi l l  gain  a  better  understanding  of

what  you ’ re  look ing  fo r .   

 

After  discuss ing  the  character i s t ics

you ’d  l i ke  in  a  home ,  we  wi l l  walk

through  the  contract  with  you  so

we  aren ’ t  s tuck  going  over  i t

dur ing  the  t ime  sens i t i ve  of fer

s tage .  I  wi l l  answer  your  quest ions

regard ing  the  paperwork  and  the

upcoming  s teps  in  the  process .   

 

I  am  here  to  prov ide  you  with  a l l

o f  the  necessary  too ls  and

resources  in  order  to  make  th i s

journey  smooth  and  enjoyable  fo r

you !   

 

I f  you  are  re locat ing  to  the  area  or

cannot  f ind  a  spare  hour  to  meet ,  I

w i l l  accommodate  you  by  hold ing

the  buyer  consul tat ion  over  Skype

or  phone  ca l l  and  prov id ing  you

with  my  dig i ta l  resources .



KSENIYA  KORNEVA

HOME  BUYING  GUIDE

s t e p  4 .  H o m e  s h o p p i n g  

The  s tep  you 've  been  wait ing  fo r !  

I  wi l l  enter  your  cr i te r ia  in to  the

Mult ip le  L i s t ing  Serv ice ,  reach  out

to  my  network  of  Real tors  fo r  of f -

market  l i s t ings  and  together  we

wi l l  narrow  i t  down  to  a  few  lucky

propert ies .   

 

I  wi l l  conf i rm  that  they  meet  your

cr i te r ia  and  you  are  el ig ib le  fo r

them  (FHA  and  VA  loans  have

st r ingent  requi rements  fo r

e l ig ib i l i t y ,  espec ia l l y  fo r  condos ,

For  the  property  to  qual i f y  fo r  the

USDA  loan ,  i t  must  be  located  in

spec i f ic  areas ) .    

 

I  wi l l  a lso  look  fo r  any  red  f lags

that  are  assoc iated  with  the

property  ( the  Real tor  Remarks  may

ment ion  a  prev ious  s inkhole ,  l ack

of  permits ,  pr ior  damage ,  long

t ime  on  the  market ,  etc . ) .  I  wi l l

then  plan  a  route  that  wi l l  a l low

for  a  convenient  and  easy  day  of

showings  so  you  can  focus  on  the

homes  themselves ,  not  worry ing

about  gett ing  access ,  gate  codes ,

poss ib le  pets  on  premises ,  tenants ,

etc .    

 

Dur ing  the  showings ,  I  wi l l  be

focus ing  on  the  ni t ty  gr i t ty  deta i l s

o f  the  property -  look ing  up  at  the

ce i l ings  fo r  any  potent ia l  leaks ,

s tudy ing  the  qual i ty  of  the  roof ,

age  of  the  AC ,  and  making  sure

there  are  no  a larming  deta i l s  that

might  compl icate  the  loan

process .      

 

My  job  i s  to  help  you  make  an

informed  decis ion  and  not  be

consumed  by  the  emot iona l

aspects  of  purchas ing  a  home .
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s t e p  5 .  wr i t e  o f f e r ,  
n e g o t i a t e  t e r m s  &  

a c c e p t  c o n t r a c t  
Once  you  f ind  a  new  home  you  are  ready  to  wri te  an

of fer !    

 

I  wi l l  contact  the  l i s t ing  agent  and  discuss  the

property ,  ask ing  about  any  cur rent  of fers  and

necessary  disc losures  my  c l ients  should  know  about .    

 

The  next  s tep  i s  to  run  a  Comparat ive  Market ing

Analys i s  in  order  to  determine  the  of fer  pr ice  on  the

home .  This  analys i s  report  wi l l  compare  s imi la r

propert ies  so ld  in  the  l as t  6  months  with in  a  mile

rad ius  of  the  home - th i s  i s  something  that  the

appra i ser  wi l l  a lso  do  in  order  fo r  the  loan  to  be

granted .  The  expert i se  and  knowledge  of  the  area  i s

va luable  here .    

 

I  wi l l  go  over  the  se l le r 's  property  disc losures  with

you  as  wel l  as  any  potent ia l  red  f lags  such  as  lengthy

t ime  on  market ,  prev ious  f inanc ing  fa l l ing  through ,

and  other  i tems  that  the  se l le rs  or  l i s t ing  agent  have

disc losed .    

 

After  going  over  a l l  of  the  ava i lab le  in format ion ,  we

wi l l  agree  on  an  of fer  pr ice ,  length  of  inspect ion

per iod ,  c los ing  date ,  any  se l le r  concess ions  you  might

ask  fo r  (depending  on  the  loan  type  you  might  be

able  to  ask  up  to  6% in  c los ing  costs ) .  These  are  the

main  var iab les  in  a  contract .  The  highest  of fer  pr ice

i sn ' t  a lways  the  s t rongest  of fer .  I  wi l l  help  consul t  you

on  how  to  present  a  winning  of fer .  

   

There  are  a  number  of  ways  we  can  make  your  of fer

s tand  out  dur ing  a  mult ip le  of fer  s i tuat ion  and  we

can  implement  those  together .  Some  of  the  more

popular  ones  are  an  emot ion -evok ing  handwr i t ten

let ter  and  fami ly  photograph  or  a  v ideo  where  you

and  your  fami ly  discuss  what  th i s  home  means  to  you .

I  wi l l  go  above  and  beyond  to  help  you  make  the

st rongest  of fer  poss ib le .    

 

The  of fer  should  be  submit ted  with  the  pre -approva l

le t ter  f rom  your  mortgage  profess iona l  or  proof  of

funds  f rom  the  bank  i f  you ' re  pay ing  cash .
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s t e p  6 .   i n s p e c t i o n    
This is one of the most important steps. The inspection

period is typically around 15 Days (the shorter it is, the

stronger your offer).  

 

This is your time to do any due diligence you need on the

property. If financing, you will be required to complete a

few necessary inspections depending on the home and

the loan type.  

 

All homes will need a 4-point inspection in order to

satisfy the home insurance companies and in turn, the

loan programs. This inspection only covers the Electrical,

Plumbing, HVAC and Roof systems. In order to feel more

prepared for future issues, I advise getting a full-home

inspection that will provide thorough information

regarding the home's condition.  

 

The wind-mitigation inspection is optional but it might

lower your insurance payments if the home has hurricane

protections in place. 

 

FHA and VA loan programs require termite inspections to

be completed as well. 

 

Mobile homes will require  a structural inspection if you

are going with the FHA loan.  

 

If the home has a septic tank, a well, structural issues or

any other unique properties, it is highly recommended to

have those inspected during this period.  

 

The inspections typically take about 2-3 hours and the

reports should be completed and returned to you within

1-2 days. Budget about $800 for the inspection reports to

be completed depending on how many you want to get

done. Once you have the inspection report, I will reach

out to home insurance agents and discuss what repairs

will need to be completed in order to get insurance. We

will focus on these repairs during our negotiations. 
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s t e p  7 .  a p p r a i s a l  &  

t i t l e  c o m m i t m e n t    

The  appra i sa l  i s  bas ica l l y  the

lender 's  way  of  qual i f y ing  the

property .  They  send  out  an

appra i ser  who  wi l l  run  an

inspect ion  of  the  property  and

make  sure  i t  f i t s  the i r  s tandards

and  they  wi l l  run  the i r  own

Comparat ive  Mark ing  Analys i s  to

determine  whether  the  purchase

pr ice  i s  on -par  with  market  va lue .    

 

I f  the  appra i ser  requests  any

repa i r s  to  be  done  to  sat i s fy  the

loan ,  the  se l le rs  and  you  wi l l  have

to  negot iate  the  complet ion  of

them .    

 

I f  the  appra i sa l  pr ice  comes  back

equal  or  higher  than  the  purchase

pr ice  then  you  have  noth ing  to

worry  about !  But ,  i f  the  appra i sa l

comes  back  to  say  that  the  t rue

market  va lue  i s  lower  than  the

purchase  pr ice ,  you  and  the  se l le rs

wi l l  have  to  work  together  to

e i ther  lower  the  purchase  pr ice  or

cover  the  di f fe rence  in  cash .    

 

The  t i t le  commitment  i s  prov ided

by  the  t i t le  company  that  was

most  l i ke ly  chosen  by  the  se l le rs .

This  i s  bas ica l l y  a  way  to  ensure

that  any  lega l  i s sues  in  the  past

have  been  reso lved  and  you  are

not  enter ing  a  property  that  has

lega l  i s sues  such  as  hei r s  c la iming

ownersh ip ,  l i ens  on  the  property  or

other  a larming  i tems  the  t i t le

company  might  have  discovered .    

 

I  wi l l  go  over  the  t i t le  commitment

with  you  and  have  my  t rusted  t i t le

agents  look  over  i t  as  wel l .  



s t e p  8 .  c l o s e ! !

We  made  i t ! ! ! !  

 

The  t i t le  company  wi l l  send  you  a  set t lement

statement  that  wi l l  l i s t  the  "cash "  you  wi l l

need  to  br ing  to  c los ing .  This  wi l l  be  wired

to  the  t i t le  company  (you  can  do  th i s  ahead

of  c los ing  to  prevent  any  l as t  minute

mishaps ) .  BEWARE  OF  WIRE  FRAUD .  I t  i s

running  rampant  across  the  country  so

TRIPLE  CHECK  the  wir ing  ins t ruct ions  you 've

rece ived  by  ca l l ing  and  conf i rming  with  the

t i t le  company .  Cal l  the  phone  number  you 've

found  onl ine  rather  than  in  the  e -mai l  with

wi r ing  ins t ruct ions .  Be  very  care fu l .    

 

Most  t i t le  companies  wi l l  requi re  1  fo rm  of

ident i f icat ion  to  be  brought  to  c los ing ,  but

conf i rm  with  me  or  the  t i t le  company  that

they  do  not  need  two .  You  can  use  your

Dr iver 's  L icense  as  ID .    

 

Dur ing  c los ing  we  wi l l  go  over  the

set t lement  s tatement  and  the  lega l

documents  and  there  wi l l  be  a  br ie f  break

where  the  c los ing  agent  wi l l  reach  out  to  the

lenders  to  have  the  funds  wired  to  the  t i t le

company .  As  soon  as  your  loan  i s  funded ,  and

the  se l le rs  and  you  have  s igned  the

paperwork  you  are  of f ic ia l l y  a  homeowner ! !  

(The  se l le rs  s ign  separate ly  than  the  buyers ,

typ ica l l y  ahead  of  t ime ) .  

 

Congratu lat ions ! ! !



G o t  a ny  

Q u e s t i o n s?
DON 'T  BE  SHY !  E -MAIL ,  TEXT ,  CALL  US

BELOW :  

 

KSENIYA ,KORNEVA@GMAIL .COM  

813 -906 -941 1

HOME  BUYING  GUIDE

THANK  YOU

KSENIYA  KORNEVA


