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W E L C O M E

A Better Buying Experience Starts With a Plan
Buying a home is exciting, but the process can feel complicated when
financing, timing, inspections, contracts, and moving all overlap.

My role is to simplify the decisions, explain what matters, and help you move forward with
the right information. You will receive direct advice and a clear strategy, while remaining
fully in control of every decision.

“I provide the information, guidance, and
negotiation strategy. You are the boss and make
the final call.”

What you can expect: local market insight, organized communication, honest feedback,
thoughtful offer strategy, and steady guidance from the first conversation through closing.

8+ years
Helping Greater Cincinnati buyers and sellers

make confident moves.

$25M+
Career sales volume across a wide range of

homes and situations.

Local roots
Cincinnati native serving Hamilton, Butler,

Warren, and Clermont Counties.

Not sure where to begin? That is exactly what the consultation is for. We will organize your priorities, financing, timeline, and next steps
before the process gets busy.
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Y O U R  R O A D M A P

The Home Buying Process
Every purchase is different, but the major stages are predictable. The key is knowing what happens next and
which deadlines require action.

STEP 1

Consultation

Goals, timeline, location, lifestyle, and

representation.

STEP 2

Financing

Preapproval, budget, cash to close, and

monthly comfort.

STEP 3

Search Plan

Portal, neighborhoods, existing homes, and

new construction.

STEP 4

Tour Homes

Compare condition, layout, location, value,

and tradeoffs.

STEP 5

Offer Strategy

Price, terms, contingencies, closing, and

possession.

STEP 6

Under Contract

Earnest money, lender steps, title, and

deadlines.

STEP 7

Inspections

General and specialized inspections, then

negotiate.

STEP 8

Appraisal

Lender valuation and any appraisal-related

decisions.

STEP 9

Final Approval

Insurance, title, loan conditions, and clear to

close.

STEP 10

Walkthrough

Confirm condition, included items, and agreed

repairs.

STEP 11

Closing

Sign documents, transfer funds, receive keys

or possession.

STEP 12

Move In

Utilities, safety, records, maintenance, and

settling in.

Timing reminder: Closing and possession are not always the same date. We will confirm both before you schedule movers, deliveries,
contractors, or utility changes.
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S TA R T  W I T H  W H Y

Define the Home and Life You Want

Questions to discuss

Property types to consider

Single-family Ranch Patio home Condo Townhome

New construction First-floor primary Land / custom build

Must-have, strong preference, or nice-to-have?

FEATURE MUST PREFER NICE

Location / commute

Price / payment

Bedrooms / baths

One-floor living

Lot / outdoor space

Garage / storage

Condition / updates

HOA / maintenance

My ideal home would...

A useful rule: Separate needs from preferences before you start touring. It keeps a great kitchen or beautiful backyard from distracting you
from the things that truly determine whether the home works.

Why are you considering a move now?

What is your ideal move window?

Do you need to sell a home or end a lease first?

What would make the next home feel like a meaningful
improvement?

Which people, places, schools, work locations, or
amenities matter most?

What maintenance, accessibility, or lifestyle needs should
the home solve?

How long do you expect to own the next home?
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K N O W  T H E  N U M B E R S

Financing, Budget, and Cash to Close
The best price range is not simply the maximum a lender will approve. It is the range that supports your larger
financial life and still feels comfortable month after month.

1 Preapproval

A lender reviews income, assets, credit, debts, and loan options so

you can shop with a realistic range and a credible offer.

2 Down payment

The portion of the purchase price paid from your funds. Programs

and requirements vary by loan and borrower.

3 Earnest money

A good-faith deposit made after contract acceptance and handled

according to the purchase agreement.

4 Inspection costs

General and specialized inspections are normally selected and paid

for by the buyer.

5 Closing costs

Lender, title, recording, prepaid tax, insurance, and other

transaction expenses.

6 Post-closing reserve

Keep funds available for moving, repairs, appliances, furnishings,

and the surprises every home eventually creates.

Prepare for the lender Protect your approval

Your comfort range: Consider the full monthly cost - principal, interest, taxes, insurance, HOA fees, utilities, and maintenance - not just the
loan payment.

Recent income documentation

Bank and investment statements

Tax returns when requested

Identification and employment details

Documentation for large deposits or transfers

Homeowners insurance information

Do not open or close credit accounts without asking.

Avoid financing furniture, vehicles, or major purchases.

Do not move large sums without a paper trail.

Tell the lender before changing jobs or income structure.

Respond quickly to requests and deadlines.

Verify wire instructions using a trusted phone number.
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C L A R I T Y  B E F O R E  S H O W I N G S

Representation and Your Search Strategy

Your written agreement
Ohio law and current industry rules require a written agency agreement
before an agent provides certain buyer services, including touring
homes. The agreement explains the services, duration, agency
relationship, and compensation.

Broker fees and commissions are not set by law and are negotiable.
The signed agreement and purchase contract control the specific terms.

My role

Build a smarter search

1 Start broad enough to learn
Early tours help refine priorities. You may discover that
layout, location, or maintenance matters more than a
feature you originally considered essential.

2 Compare total ownership
Evaluate taxes, HOA responsibilities, condition, future
repairs, commute, utilities, and resale - not just the
asking price.

3 Include new construction carefully
Builder representatives work for the builder. I can help
compare communities, lots, contracts, options,
incentives, inspections, and resale considerations.

4 Adjust with evidence
If the right homes are not appearing, we will decide
whether to change price, location, property type,
condition expectations, or timing.

Reference: Ohio Department of Commerce consumer guidance and National Association of REALTORS® consumer guidance. Current
brokerage documents and signed agreements control.

Explain agency, services, forms, and costs.

Set up a focused property portal.

Identify existing, new-construction, and off-market
possibilities when available.

Schedule and organize tours.

Analyze comparable sales and current competition.

Prepare and negotiate offers.

Track deadlines and coordinate the transaction.
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C O M P A R E  W H AT  M AT T E R S

Touring Homes Without Losing the Details
Look beyond the decor

Do not diagnose during a showing. Notice concerns, ask
questions, and use the inspection period for qualified evaluation.

Quick home comparison

CATEGORY HOME 1 HOME 2 HOME 3

Location

Layout

Condition

Price / value

Maintenance

Outdoor space

Best feature

Biggest concern

Notes from today's tours

Location, street, traffic, noise, and surroundings

Floor plan, room sizes, natural light, and daily flow

Roof, exterior, drainage, windows, and foundation clues

Heating, cooling, electrical, plumbing, and age of major systems

Storage, garage, basement, and future flexibility

Maintenance demands, HOA rules, and shared amenities

Potential improvements and realistic costs

Resale considerations and likely buyer appeal
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M O R E  T H A N  P R I C E

Building a Strong, Thoughtful Offer
The strongest offer is the one that balances competitiveness with the protection you need. Price matters, but
sellers evaluate the entire package.

Financial terms Timing Property terms

How we decide what to offer Possible seller responses

Accept - the offer becomes a contract when fully signed
and delivered.

Counter - the seller proposes different terms for you to
accept, reject, or counter.

Reject or no response - the offer does not move forward.

Accept another offer - the seller may choose a different
combination of price and terms.

My approach: I will give you the market information and my recommendation. You decide the price and terms you are willing to offer.

Purchase price

Earnest money

Loan type and down payment

Proof of funds / preapproval

Closing cost requests

Appraisal terms

Offer deadline

Inspection period

Financing deadlines

Closing date

Possession date

Post-closing occupancy

Included / excluded items

Inspection rights

HOA review

Home warranty

Sale-of-home contingency

Other negotiated terms

Recent comparable sales

Current competing listings

Days on market and price changes

Property condition and improvements

Buyer activity and likely competition

Your budget, timing, and risk tolerance
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A F T E R  A C C E P TA N C E

Inspections and Due Diligence

A general inspection may review

Possible specialized inspections

Radon Sewer scope Wood-destroying insects Chimney

Roof Foundation Mold Well / septic

INSPECT Complete inspections within the contract period.
The buyer selects the inspectors and normally
pays their fees.

REVIEW Separate defects from preferences. Prioritize
safety, function, major cost, and items that
materially affect use or value.

REQUEST Choose a strategy. Depending on the contract
and findings, options may include accepting the
property, requesting repairs, seeking a credit,
renegotiating, or terminating if permitted.

RESPOND The seller may agree, counter, or decline. The
parties must reach a written agreement within the
applicable deadlines.

Important: An inspection is not a pass/fail test. It is a tool for
understanding condition, future ownership costs, and the
decisions allowed by your contract.

Questions and inspection priorities

Roof and exterior

Foundation and
structure

Basement / crawlspace

Drainage and grading

Heating and cooling

Electrical

Plumbing

Windows and doors

Attic and insulation

Garage and appliances
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S TAY  O N  T R A C K

Appraisal, Title, Insurance, and Final Approval

Appraisal
The lender may order an independent opinion of value. If
the appraised value meets or exceeds the required
amount, the loan process continues. If it is lower, possible
paths may include renegotiation, additional buyer funds, a
contractual remedy, or termination when permitted.

Remember: Appraised value, market value, and asking price are related
but not identical concepts.

Title and ownership
The title company researches ownership, liens, and other
matters affecting the property, prepares closing
documents, and coordinates the transfer of funds and
deed.

Review title documents, the survey if applicable, deed vesting, HOA
materials, and any questions promptly.

Homeowners insurance
Coverage must be arranged when required by the lender.
Ask about replacement cost, deductibles, water or sewer
backup, flood risk, umbrella coverage, and special property
features.

Clear to close
Final approval comes after the lender verifies all required
loan conditions. Continue responding quickly and avoid
financial changes until the transaction is complete.

Protect yourself from wire fraud
Never rely only on emailed wiring instructions. Independently call the title company using a trusted number and verify the
instructions before sending funds. Be suspicious of last-minute changes.

Final approval checklist
Loan conditions satisfied

Insurance active

Title questions resolved

Funds confirmed

Closing time and location confirmed

Identification ready

Possession and keys confirmed

Utilities scheduled
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T H E  F I N I S H  L I N E

Final Walkthrough, Closing, and Move-In

Final walkthrough

Bring to closing

Closing day
You will review and sign documents, the title company will coordinate
funds and recording, and ownership will transfer according to the
contract. Key delivery and possession may occur at closing or at another
agreed time.

First-week priorities

Closing and possession details

ITEM DETAILS

Closing date / time

Closing location

Possession / keys

Final walkthrough

Funds required

Confirm the property is in the expected condition.

Verify agreed repairs appear complete.

Confirm included appliances, fixtures, remotes, and items
remain.

Check for new damage, leaks, debris, or belongings left
behind.

Test major systems and review all areas of the property.

Report concerns before closing.

Government-issued photo ID

Approved form of closing funds

Any documents specifically requested

Your questions about the final figures

Rekey locks and change access codes.

Locate water, gas, electrical, sump, and shutoff points.

Test smoke and carbon-monoxide detectors.

Check for leaks and replace HVAC filters.

Save contracts, inspections, warranties, and closing
records.

Make separate lists for urgent repairs, maintenance, and
future projects.



Duncan Lahke

Ready When You Are
A successful purchase starts with a conversation about your goals, timing, and

options - not pressure to make a decision before you are ready.

(513) 440-4201
lahketotalhomes.com

Lahke Total Homes at Comey & Shepherd REALTORS®

Your next step: Bring your questions, your rough timeline, and your wish
list. We will turn them into a practical plan.

This guide is a general educational resource and is not legal, tax, lending, inspection, insurance, or accounting advice. Real estate contracts, agency agreements, lender requirements, current law, and
professional advice control whenever they differ from this guide.
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