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SERVICES
REALTOR 

Throughout the process, this will be
your expert best friend who negotiates
and writes contracts on your behalf.

LENDER 

This is the person who is
giving you money. Listen
to them.  

HOME WARRANTY 

Home Warranties are essential, I
negotiate this into the contract, please
keep this passed the first year 

INSURANCE 

You will have to get home
insurance on the property to
protect it and help cover
larger expenses. 

TITLE 

Non biased third party who
makes sure that both parties are
abiding by agreed upon
contractual agreements 



L E N D E R :

CONTACTS

I N S P E C T O R :

H O M E  W A R R A N T Y :

MICHAEL  MELTON

214 -735 -3352

MICHAEL .MELTON@SUPREMELENDING .COM

EZ  HOME  INSPECT IONS  

8 17 -896 -8906

INFO@EZHOMEINSPECT IONSDFW .COM

-  OLD  REPUBL IC

-  AMERICAN  HOME  SH IELD

-  NAT IONS  HOME  WARRANTY

HOMEWARRANTYREV IEWS .COM  

(2 14 )  980 -5630

AMBER@DORSEYDFWGROUP .COM

 



C O N S I S T E N T  I N C O M E  

L O W  T O  M O D E R A T E  D E B T

S A V I N G S  F O R

P A Y M E N T / C L O S I N G

3 0  D A Y S  O F  P A Y  S T U B S  

2  M O N T H S  O F  B A N K

S T A T E M E N T S  

2  Y E A R S  O F  W O R K  H I S T O R Y

2  Y E A R S  W 2  A N D  T A X  R E T U R N

ARE YOU READY?

(2 14 )  980 -5630

AMBER@DORSEYDFWGROUP .COM

 



TYPES OF LOANS

Self-quarantine is recommended for
indviduals who have been directly
exposed to the new Coronavirus or
have a history of travel in infected or
heavily populated areas.

FHA

VA

CONVENTIONAL

USDA

government agency like the Federal Housing Administration (FHA), Rural Housing
Service (RHS), or the Veterans Administration (VA). Conventional loans may be
conforming, meaning they follow the guidelines set forth by Fannie Mae and Freddie
Mac, or non-conforming, meaning they don’t meet Fannie and Freddie
qualifications.

are those that aren’t insured by a   

that is funded into the loan. First-time home buyers are ideal candidates for an FHA
loan because the down payment requirements are minimal and the borrower’s FICO
credit score does not affect the interest rate

are insured by the government through mortgage insurance  

served in the U.S. Armed Services and, in certain cases, to spouses of deceased
veterans. The main benefit to a VA loan is the borrower does not need a down
payment. The loan is guaranteed by the Department of Veteran Affairs, but funded
by a conventional lender..

This type of government loan is available to veterans who have  

program for rural borrowers who meet certain income requirements. The program is
managed by the Rural Housing Service (RHS), which is part of the Department of
Agriculture. This type of mortgage loan is offered to "rural residents who have a
steady, low or modest income, and yet are unable to obtain adequate housing 
through conventional financing." Income must be no higher than 115% of the
adjusted area median income [AMI]. The AMI varies by county.

The U.S Department of Agriculture (USDA) offers a LOAN



C H O O S E  A  L E N D E R
A P P L Y  F O R  L O A N  
A P P R O V A L  D O C U M E N T S
N E E D E D :

1 .

2 .

3 .

- P A Y S T U B S
- B A N K  S T A T E M E N T S
- T A X  R E T U R N S
- W - 2 ' S
- P R O O F  O F  E M P L O Y M E N T
- 6 2 0 +  C R E D I T  S C O R E
 

LET'S GET 
PRE-APPROVED

(2 14 )  980 -5630

AMBER@DORSEYDFWGROUP .COM

 



P A Y  E A R N E S T  M O N E Y  T O  T I T L E

C O M P A N Y

P A Y  O P T I O N  F E E  T O  S E L L E R

I N S P E C T I O N  A N D  N E G O T I A T E

R E P A I R S

O R D E R  A P P R A I S A L

F I N D  H O M E  I N S U R A N C E

F I N A L I Z E  M O R T G A G E  D E T A I L S

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

 

OFFER ACCEPTED
WHAT'S NEXT?

(2 14 )  980 -5630

AMBER@DORSEYDFWGROUP .COM

 



P R O P E R T Y  A P P R A I S A L

H O M E  I N S P E C T I O N

P R O C E S S I N G  F E E

U N D E R W R I T I N G  F E E

L E N D E R  F E E

L O A N  D I S C O U N T  F E E

R E C O R D I N G  F E E

S E T T L E M E N T  
   O F F I C E R  F E E

CLOSING COST
BREAKDOWN

T I T L E  I N S U R A N C E

D O C U M E N T  P R E P A R A T I O N
F E E

E S C R O W  T A X E S  A N D
I N S U R A N C E

P R E P A I D  I N T E R E S T  

C R E D I T  R E P O R T  

T R A N S F E R  T A X E S  

A T T O R N E Y / N O T A R Y  F E E  

(2 14 )  980 -5630

AMBER@DORSEYDFWGROUP .COM

 



REAL ESTATE TERMS

A P P R A I S A L

A S S O C I A T I O N  
F E E / H O A :

C L O S I N G

A  r e p o r t  h i g h l i g h t i n g  t h e  e s t i m a t e d  v a l u e  o f  t h e
p r o p e r t y  c o m p l e t e d  b y  a  q u a l i f i e d  3 r d  p a r t y .  T H i s  i s
t y p i c a l l y  d o n e  f o r  t h e  b e n e f i t  o f  t h e  b u y e r  o r  t h e
b u y e r ' s  l e n d e r  t o  e n s u r e  t h e  p r o p e r t y  i s  w o r t h  t h e
p u r c h a s e  p r i c e  

I n  add i t i on  to  a  mor tgage ,  ce r ta in  hous ing

commun i t i e s  such  as  townhome  have  a  month l y

f ee  as soc i a tedw i th  main ta in ing  the  common

areas  and  ament i t i e s  

When  the  new  t i t l e  to  the  prope r t y  i s  o f f i c i a l l y

r eco rded  by  the  count r y  r eco rde r ' s  o f f i ce  and

owner sh ip  o f  the  prope r t y  t r ans fe r s  to  the  new

buye r

C L O S I N G  
C O S T

C L O S I N G  
D I S C L O S U R E  

C O M M I S I O N

D E B T  T O  
I N C O M E  R A T I O

THe  buye r  and  se l l e r  have  expenses  as soc i a ted  wi th

the  t r ansac t i on  othe r  than  tha t  o f  the  ac tua l  cos t  o f

the  home .  f o r  example ,  the  buye r  has  a  va r i e t y  o f  f ee s

due  f o r  obta in ing  a  new  l oan  and  the  se l l e r  must  pay

commis s i on  to  both  agent s .  

A  f o rm  tha t  prov ides  the  f i na l  deta i l s  about  the

mor tgage  l oan .  I t  i nc ludes  l oan  t e rms ,  pro jec ted

month l y  payment s ,  and  how  much  the  ex t ra  f ee s  wi l l

be .

A  percen t  o f  the  sa l e  pr i ce  o f  the  home  tha t  i s  pa id

to  agent s .  the  se l l e r  pays  commis s i on  to  both  the

buye r  and  l i s t i ng  agent .

a  l ende r  wi l l  eva lua te  whethe r  a  bor rower ' s  i ncome

i s  l a rge  enough  to  hand le  the i r  payment s  on

ex i s t i ng  debt s  p lus  the i r  new  mor tgage



REAL ESTATE TERMS

D O W N  
P A Y M E N T

E A R N E S T  
M O N E Y

H O M E  
I N S P E C T I O N

A  percen t  o f  the  cos t  o f  the  prope r t y  tha t  i s  pa id

up  f r on t  as  a  pa r t  o f  the  mor tgage

The  depos i t  made  f r om  the  buye r  to  the  se l l e r

when  submi t t ing  an  o f f e r .  THe  depos i t  i s  t yp i ca l l y

he ld  i n  t ru s t  by  a  th i rd  pa r t y .  upon  c lo s ing ,  the

money  wi l l  gene ra l l y  be  app l i ed  to  the  down

payment  o r  c lo s ing  cos t s .

The  proces s  i n  which  a  pro fe s s i ona l  i n spec t s  the

se l l e r ' s  home  f o r  i s sues  tha t  may  not  be  r ead i l y

appa ren t ,  and  then  c rea te s  a  r epo r t  f o r  the  buye r  to

rev i ew .

H O M E
W A R R A N T Y  

P R O P E R T Y  
T A X E S  

T I T L E

A  one -yea r  se r v i ce  tha t  cove r s  the  cos t  o f  r epa i r s  o r

rep lacement s  to  i t ems  cove red  i n  the  p lan  ( such  as

s toves ,  d i shwashe r s ,  a /c ,  hea te r s ,e tc )

These  a re  the  t axes  tha t  a re  en fo rced  by  the  c i t y ,

town ,  county ,  and  s t a tegove rnment  ent i t i e s .

Somet imes  they  a re  i nc luded  i n  the  to ta l  month l y

mor tgage  payment  pa id  to  the  l ende r  and

somet imes  they  a re  pa id  d i rec t l y  by  the  owner .  

a  l ega l  document  prov ing  cu r ren t  and  prope r

owner sh ip  o f  the  prope r t y .  a l so  r e f e r r ed  to  as  a  t i t l e

deed ,  th i s  document  h igh l i gh t s  the  h i s to r y  o f

p rope r t y  owner sh ip  and  t r ans fe r s .  



A L L  A B O U T

Y O U R

R E A L T O R

Amber, is the team lead of Dorsey Realty

Group. A Dallas native, who is very familiar

with all facets of the metroplex and truly

vested in investing income ownership. She is a

graduate of University of Arkansas, where she

received her Bachelors Degree in broadcast

journalism and minored in communication

and African American Studies.

Amber has held her real estate license for over

5 years, with a background in City

Management and government, Property

Management and Residential Development.

Her career background have equipped her

with the ability to understand the real estate

market that is beneficial to both sellers and

buyers.

She prides herself on teaching her clients, 

making them comfortable with such a large investment. When working with Amber, it’s

more like looking at houses with your best friend and her role is to make sure your goal

is number one and that the other parties don’t stress you out. 

Selling or buying your home should feel like you're working with your best friend!


