
Naples, Florida
239.287.2576

Buying
 Property

because good enough just isn't



In my real estate practice, you com e f irst . My goal 

is to exceed your  expect at ions with technology, 

marketing, communications and results.

I am committed to a partnership with you where I 

provide the insight and knowledge to help you find 

the perfect home and guide you through the offer, 

negotiation and closing process. 

I look forward to working with you and helping you 

achieve your goals.

When given the opportunity, I will win your t rust , 

conf idence and business  through my t ireless 

com m it m ent  to deliver  result s.

The Buying Process

R e n é e

Pleased To Meet You

IMPORTANT : This is an abbreviat ed version of  a larger  book  I creat ed for  
buyers t hat  cont ains inform at ion on HOAs, Inspect ions, Insurance, and 
m any ot her  key it em s. 

Access at : ht t ps:/ / yournaplesexper t .com /buyer -resources.ht m l



1. ANALYSIS AND SEARCH

- Needs assessment

- Property search

- Property assessment

- Property tours

2. LOCAL EXPERTISE

- Neighborhood research

- Community information

- School rankings

- Market assessment

3. CONTRACT AND CLOSING

- Disclosures review

- Offer guidance

- Contract completion

- Home inspections

- Closing support

To make the buying process efficient, transparent and effective, I take a rigorous and analytical 

approach, which includes the following steps:

Make the best use of your time 
focused on properties that best 
match your requirements.

Provide value-added insights 
to facilitate an informed 
buying decision.

Facilitate the successful 
contract and closing 
process for your new 
purchase.

The Buying Process



As a full-time professional real estate agent, I will invest as much time as I need to in order to 
ensure that your real estate goals are realized. I love my line of work and take great satisfaction 
in helping you (sincerely).

In my line of work, I only receive a commission payment at the point of deal closing (later if it is a 
new construction). As part of my profession, I recognize that the work I do may not conclude in a 
sale every time and willingly accept that. Your needs are the top priority for me and I commit to 
giving my best to you regardless of the outcome.

I choose not to require my customers to sign buyer agreements because I believe that if I do my 
job well, I should not have to force someone to work with me. In return for the investment of my 
time, money and energy,  I ask for just a few simple things:

- Please allow  m e t o represent  you. This includes interactions with seller 's agents, 
builders, etc. Not only does it ensure that our professional relationship and commitment 
to one another is not compromised, it also allows me to best represent your needs and 
priorities.

- Please be honest  and candid w it h m e at  all t im es. This 
includes letting me know if something is not working for you. 
Again, my intentions are to delight you to the point that you 
would be comfortable referring me to your closest friends and 
family members. If, at any point, I am falling short of that, I want 
to have the opportunity to make improvements.

Our Commitment

- Please be open and specif ic w it h m e. By clearly defining your 'must haves' and deal 
breakers, I am able to better serve you. Giving me feedback along the way on properties 
that you like and ones that don't appeal t you and why allows me to better help you

- Please don't  give personal inform at ion t o any ot her  agent  or  direct ly cont act  
anyone to see properties, even if you think you are saving me some time and effort. I am 
here to serve you and will make every effort to accommodate your needs and asks. I am 
happy to provide you with some of my business cards if you want them on hand to give 
out in these type of situations



MY OBLIGATIONS AS A REALTOR IN FLORIDA

As a Realtor working for a transaction broker, I wanted to make sure to share the information 

on what this means. The obligations refer to the relationship between the buyer and the broker. 

As a representative of the broker, these same obligations apply to me. You will be asked to sign 

off that you have been notified of this.

A transaction broker provides a limited form of representation to a buyer, a seller, or both in a 

real estate transaction but does not represent either in a fiduciary capacity or as a single agent. 

The duties of the real estate licensee in this limited form of representation include the following:

- Dealing honestly and fairly;

- Accounting for all funds entrusted to the licensee;

- Using skill, care, and diligence in the transaction;

- Disclosing all known facts that materially affect the value of residential real property and 

are not readily observable to the buyer;

- Presenting all offers and counteroffers in a timely manner, unless a party has previously 

directed the licensee otherwise in writing;

- Limited confidentiality, unless waived in writing by a party. This limited confidentiality will 

prevent disclosure that the seller will accept a price less than the asking or listed price, 

that the buyer will pay a price greater than the price submitted in a written offer, of the 

motivation of any party for selling or buying property, that a seller or buyer will agree to 

financing terms other than those offered, or of any other information requested by a 

party to remain confidential.



Starting your home search usually begins with your list of must haves and nice to haves. Those 
that start with a rough idea of what these things are and communicating them to their agent tend 
to have a more productive and less frustrating experience.

As with any home purchase, you tend to start with your long list and then make trade off 
decisions as you progress in your house hunting. Taking the time to think through and prioritize 
the things that are must haves and nice to haves up front will help you make decisions on 
properties to confirm the best home for you. Below is a list to consider as you start:

Be prepared for trade off decisions... For example, you want new and want to be closer to the 
Gulf of Mexico. At some point for your price, you may need to choose location over age of home.

Getting Started

Pr ior it y (1 
Highest  /  3 
Lowest )

Area of  Considerat ion

Type of  Hom e

Are you looking for a single family home, a condo, a villa? Think through how 
you envision living in the space. As with many of these, cost may play a part in 
what is available for consideration.

St yle of  Hom e

With Condos there may be less variety in the style of the home but certainly 
with single family homes, you will have different architectural designs. With 
condos it may be deciding if you need an attached garage or not.

Size of  Hom e

When considering the size of the home, I always start with which rooms are 
absolutely necessary... how many bedrooms do you need, do you need 
separate living and family room, do you need separate dining room versus eat 
in kitchen? Homes in SW Florida tend to run smaller than some Northern 
homes so focusing on the rooms you need, size will fall into place.

Pr ice Point

What is your ideal price point and your upper limit. Have you considered 
taxes and community fees as a part of that decision? I always encourage 
people to start at their ideal price point and only push up if you can't find 
what you want at the lower price point. Other wise, you are likely to always 
be drawn to the higher priced homes and the lower priced ones don't have 
as good of a shot of peaking your interest.



Type of  Com m unit y

Do you need something with litt le to no fees or do you want a community 
with amenities with higher fees? If you want golf, discuss the different kinds of 
golf clubs (bundled versus membership).

Pr ior it y (1 
Highest  /  3 
Lowest )

Area of  Considerat ion

Locat ion

Almost everyone wants to start closer to the Gulf but many eventually push 
further out because of price. In addition to the East/West consideration, think  
through other location related matters (e.g. are schools important, etc)

Age of  Hom e

Age of home and location tend to be two opposition trade off points since 
older homes tend to be located further west as that is where the 
development originally started. As such, if a new home is important, you may 
have to  push NE or SE. Also, if you like newer, would you consider a 
remodel?
Hom e Feat ures

Given that we live are in Florida, the pool tends to play a more important role 
here than in other places. How important is that to you? There are also other 
features such as, do you prefer gas cooking, which is not available in many 
communities?  Consider these and other desired home features.



Pr e p a r e  f o r  h o u s e  h u n t in g

KNOW THAT THERE?S NO ?RIGHT? TIME TO BUY
If you find the perfect home now, don?t risk losing it because you?re trying to guess where the 
housing market and interest rates are going. Those factors usually don?t change fast enough to 
make a difference in an individual home?s price. 

DON?T ASK FOR TOO MANY OPINIONS
It?s natural to want reassurance for such a big decision, but too many ideas from too many people 
will make it much harder to make a decision. Focus on the wants and needs of the people who 
will actually be living in the home. 

ACCEPT THAT NO HOUSE IS EVER PERFECT
If it?s in the right location, the yard may be a bit smaller than you had hoped. The kitchen may be 
perfect, but the roof needs repair. Make a list of your top priorities and focus in on things that are 
most important to you. Let the minor ones go. Also, accept that a litt le buyer?s remorse is 
inevitable and will most likely pass. 

DON?T TRY TO BE A KILLER NEGOTIATOR
Negotiation is definitely a part of the real estate process, but trying to ?win? by getting an 
extra-low price or refusing to budge may cost you the home you love. 

REMEMBER  THE OTHER IMPORTANT LONG-TERM FACTORS                                                                                                
Don?t get so caught up in the physical aspects of the house itself that you forget about important 
issues such as noise level, access to amenities, and other aspects that also have a big impact on 
your quality of life. 

PLAN AHEAD                                                                                                                                                                                
Don?t wait until you?ve found a home to get approved for a mortgage, investigate insurance, or 
consider a moving schedule. Being prepared will make your bid more attractive to sellers. 

CHOOSE A HOME FIRST BECAUSE YOU LOVE IT; THEN THINK ABOUT APPRECIATION                                                      
A home is still considered a great investment, but it 's most important role is as a comfortable, 
safe place to live. 

Ke y  t h in g s  t o  b e  awa r e  o fThings To Consider



Pr e p a r e  f o r  h o u s e  h u n t in g Ke y  t h in g s  t o  b e  awa r e  o f

Earnest  Money ?  At the time you make a written offer, you should be prepared to make an 

?earnest money deposit? (the deposit that secures a buyer?s offer). It will be made payable to the 

Title Company or to a Law Office. In Naples, it is not unusual for this to by 10% of the purchase 

price.

Escrow  and In it ial Tit le Check  ?  Upon acceptance of the offer signed by both parties an 

escrow will be opened with a Local Title Company. They will begin handling many of the details 

outlined in the Purchase Agreement. Plus, a preliminary tit le report will be generated, which 

confirms that the seller is the legal owner of record of the property and identifies real estate 

taxes and special assessments. 

Disclosures, Inspect ions, and Cont ingencies ?  The seller must disclose any material facts 

about the property. Disclosure of material facts can include any property defects or any lawsuits 

regarding claim to ownership on the property. We will work with you to arrange and order all of 

the necessary inspections. We will review and explain all inspections on the home. We will work 

to remove each contingency only when you fully understand what each of them means to you. 

Hom eowner ?s Insurance ?  It?s your responsibility to obtain homeowner?s insurance. Lenders 

always require the buyer to have proof of homeowner?s insurance secured before they approve 

your loan. Insurance policies vary widely, so shop around. Our insurance partners can provide 

you with a free, no-obligation quote. 

Appraisal of  Proper t y ?  The lender will arrange for the property to be appraised. The 

appraiser?s report will describe the physical characteristics of the property and comparable 

property values will be used to determine the value of the property. There will probably be a 

thorough interior and exterior inspection. 

Loan Approval ?  Once all of the necessary steps are completed, and your loan has been 

approved, the lender will notify the tit le company that they?ve approved your loan request, and 

will send the loan documents to the tit le company so that the documents can be signed at the 

closing appointment. At this point we will need to sign a document to remove the financing 

contingency, if one exists.

Wire Transfer  ?  A wire transfer is used for initial deposits and also for final funds due at 

closing.  The Title Company will provide you with the exact amount the week of your closing. 

Please be sure to verify any wiring instructions with the tit le company with a live discussion as 

wire fraud through interception of emails is a

Final St eps ?  Once you ?sign-off?, the transaction needs to be recorded by the county and the 

formal change of possession must take place. We will arrange for the transfer of the property 

keys and accessories. 



Depending on where you have owned property in the past, SW Florida may introduce you to a 

whole new world of home styles and names.  Having a grasp of this also helps you set the 

appropriate search criteria. Here is a quick introduction to the home styles that exist.  

Styles Of Homes 

Low Rise Condos

Low Rise Condos are buildings with multiple units 

that are 3 floors or less. There are 6 or more units in 

each building. Not always, but these are often more 

affordable style condos. The properties typically 

share a walkway for each floor and may have 

common elevators. Some may have enclosed 

parking and some may be carport style parking 

spots. Most buildings may have in unit 

washer/dryers but some buildings, especially near 

downtown, may have shared laundry facilit ies.

Mid Rise Condos

Mid Rise Condos have four to seven floors of 

condos. Typically the higher levels, with better 

views, are priced higher than lower levels. Some 

may have enclosed parking and some may be 

carport style parking spots. Some buildings may 

have common amenities within the buildings.

High Rise Condos

High Rise Condos are eight floors or more. These 

types of condos are typically closer to the water and 

the highest floors are generally priced more than the 

lower floors as the views become more expansive 

the higher you go. These buildings always come 

equipped with elevators and the majority have 

common amenities within the building such as 

fitness centers, meeting rooms, etc. Some may have 

guest suites that are available to homeowners for 

purchase or short-term rental. 



Single Fam ily Hom es 

Single Family Homes are freestanding homes where 

the homeowner owns the land and the property on it. 

The sizes of these homes is a wide spread from under 

2,000 square feet to much higher.

At t ached Vil la

These are typically single story buildings that often 

come with an attached garage. These share a roof 

and one or more wall with neighbors. Attached Villas 

are often in sets of 2 but may have up to 6 units in a 

building. These properties are typically found in gated 

or planned communities.

Det ached Vil la

At first blush these will often be viewed as a 

single-family home as they do not share any 

common roof or walls with other homeowners. 

However, they are typically classified as a Villa 

because of their smaller lot size. They are popular for 

those who want separation but don?t desire larger 

yards.

Coach & Car r iage Hom es 

Most people from out of town ask if these are 

townhomes. They are multi-unit buildings that are 

typically 2-stories with a unit on each floor. The 

smaller units are downstairs and the larger units are 

upstairs taking advantage of additional space above 

the garage. They tend to have their own garages with 

private access to each unit. The buildings may have as 

few as 4 and as many as 12 units. developer. 



Renee@YourNaplesExper t .com  

(239) 287-2576

www.YourNaplesExper t .com

We were so fortunate to have Renee referred to us by local agents in Charlottesville, VA. Her knowledge 
of the area and above-and-beyond service started well before our house hunting trip to Naples. She 
listened to our requirements, set us up to review listings before our visit, previewed each property 
before our visit, and was a joy to work with. When we asked to move up closing by 10 days so we could 
go to our granddaughter's graduation in Maryland, Renee made it happen. When I missed passing on 
a requirement from our lender, Renee made it happen seven days prior to closing! Renee is the 
consummate professional, AND she is a pleasure to be around! We love our Naples winter home and 
our Naples real estate professional!"

It's been a pleasure working with you to sell our home. Your organizational, interpersonal and 
communication skills and your work ethic are way above and unlike any other agent we have ever 
worked with, and we have done this quite a few times...thank you very much." 

Having 7 different addresses in the last 10 years, our family has had many experiences with Realtors. 
Renee is easily on the top of our list of favorite Realtors. Renee's energy and optimism created a fun 
and engaging search process. Her industry knowledge, intelligence, negotiations skills and attention to 
detail helped us feel comfortable through the buying process. But, most importantly, her focus on 
client service and "going the extra mile" for her clients is amazing and a rare find. Renee genuinely 
wants to find the best option for her clients and it shows in everything she does. I'd highly recommend 
Renee."

Seller whose home sold in 1 week at 98.5% of list price?

Buyer for 2nd home purchase

Buyer for primary home purchase (and later a customer as seller)
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