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Welcome!

       on  your  decis ion to  pu rchase  a  home!   

Invest ing  in a home is one  of  the  most  importan t  decis ions  you’ ll  

make.   So  much more  than a  roo f over you r head,  your  home is  

where  l i fe unfolds  and memories  are  made, al l  while  bu ild ing a  

f inancia l foundation  for  your  future.

Deciding  how you’l l  nav igate  your  journey to  homeownersh ip  is 

equa lly  c ri t ica l  to the agent  you work  with.  As individuals  who 

have  been  in you r spo t  be fo re , we  a re  famil iar  with what’s cyc l ing 

through you r mind, and  as real  e sta te  agents,  we’ve  mas tered  the  ins  

and outs  of  the  home buy ing p rocess .  When you work with our  

team, you’ l l  benefi t  f rom our  experience , and  togethe r we’ l l work 

toward  mak ing sound,  smart  dec isions fo r you r fu tu re .

Congratulations



Th ese fou r va lu es  a re  the  pi l lars  of  o ur  team’s  foun da tio n.  

We s tr ive  to make  each c l ient  feel  a s if  they were our  only 

c lient , offer ing  the  t ime  to educa ting them a round the  

ho me b uyin g p ro cess  so  they feel  a  hig h level  of  co mfo rt  

and con fid ence in n ot  jus t  the  process,  bu t our  team.

We do n’t  want  to  jus t “sel l” a home  –  we want  to  he lp our  

buyers  f ind the righ t  home  for  them to help  sa t isfy their  

pa r ticular  needs , wants,  and homeownership goa ls .

ME E T  OU R T E AM

Education. Expertise. 
Communication. Service.



ME E T  OU R T E AM

GARY NORSELLI

Gar y  bega n  h is  c ar ee r in  r eal  es tate help ing  people  

buy  and  se l l  hom es  in  2011 ,  a f ter  r e cognizing  the 

im por tance  of  pur sing  a car e er  in  which  he cou ld  t r u ly  

en joy  and  m ake a pos i t ive impa ct  in  the  l ive s o f  

other s .  He qu ick ly  f ound  s ucce ss  th r ough  a 

f undam enta l  ph i los ophy… educ at ing  cl ien ts  to  be  

gr ea t  hom eowne rs ,  a nd  pr ov id ing  clea r  a nd  c onsis ten t  

com m unicat ion  bef or e,  dur ing , and  af ter  clos ing!  

STEVE NORSELLI

S teve’ s  ba ckgr ound  in  bus ines s and  technology  helps  h im 

del ive r  the  be st  too ls,  re sour ce s,  and  st r ate g ies to  gu ide h is 

cl ie n ts th r ough  the i r  hom e buying  and/or  s el l ing  jour ney .   

S teve take s a ver y  cons u l tat ive appr oac h  to  h is  bus ines s 

f ocus ing  s o lely  on  h is cl ien ts  and  thei r  ne eds , and  

pr ov id ing  exce p t ional  ser v ic e and  com mitm ent  to  ever yone 

he wor ks w i th .   No  st r ange r  to  har d  wor k , S teve i s r ea dy  to  

m ake your  re al  es tate d r eam s  a  r ea l i ty !  



Gary and h is  team a re  the  GOAT. We sen t an  inqu iry  on  a 

lon g weekend  an d h e got  b ack to  us  so q uick ly  we were 

able to  speed up our  t imeline . We  were  clueless first -t ime, 

long-dis tance homebuyers and Gary  walked us through 

every step o f th e process  with p at ien ce  and re sp ec t.  He 

he lped u s p ut  tog ethe r  a co mp eti t ive offe r with loca l  

service rs who a re  equa lly on point . You  can tel l  they love 

what  they d o and they're awesome at  i t . T hanks , y 'al l !

Courtney,  Irondequoit  NY

ME E T  OU R T E AM

Don’t take our word for it,
take theirs!

Gary and h is  team a re , hands  down  the  mos t  knowledgeable,  

organized and  effic ient  team I'v e worked  with . I  do mean  the  

entire  team, f rom Mark th e sho win g agent , to  the  ent ire  of  

team of  lawyers  at  Webb er  law,  to Ab by the clos ing 

coordina tor- no  de tai l  was missed and the process was 

f lawless.  Buy in g real-estate is  s tressful , b ut not  with this 

tea m.

Catye, Greece NY

We don’t  have any thing negative  to share af ter  us ing the 

Norse ll i Team to  sel l  and buy. The ir communica tion and  

preparedness  is othe rwo rldly,  and they  met  o r exceed ed any 

expectat ions  for the  entire  experience .

Just in,  Spencerport  NY



L OCA L ,  NAT I ON AL &  WORL DW I DE  RE AC H

While o ur  local  exp er t ise reaches th e fa r co rn ers of  the  

Grea te r  Rochester,  Fing er  Lakes,  an d Weste rn  NY region,  

ou r pa rtne r ing agents ac ro ss  the  coun try he lp  us  navigate 

ou r cl ien ts’ moves when  l ife  takes  them to o ther  c i t ie s and 

s ta tes .

We’v e taken g reat  str id es  to ensure our  c l ients  receive  

on ly the  h ighest  level  of  se rvice , no ma tte r  where  they a re 

sea rching  for  the ir  nex t home!  When i t comes to 

relocat ing  to or  f ro m the area , we  can  co nnect  our  c l ients  

to th e mo st  q ua lif ied  ag en ts  to aid in the ir home  sea rch –  

jus t  l ike we would!

Here. There.
Everywhere!



Stay Connected!

F OLLOW US  F OR ALL THI NG S  REAL ES TATE

Sign up for our monthly e-newsletter for 
exclusive tips, articles, and market updates!



How Buying a Home Works

D E C I D I N G  T O

B U Y

Under s tand  i t  i s  Y OUR  dec ision

W ea l th  bu i ld ing  oppor tun i t ies  

include  e qu i ty  bu i ld -up ,  va lue 

appr e ciat ion ,  and  tax  benef i t s

Cons ider  an  ex ist ing  hom e vs.  

new cons t r uct ion

E xplore  m ul t i - f am ily  and  

inves tm ent  op t ions

1.

Y O U R  R E A L

E S T A T E  A G E N T

E nsur e that  Y OUR  bes t  in ter es ts 

ar e  be ing  pr o tec ted  by  ha v ing  a  

Buye r’ s  Age nt

Re view  how your  Buyer ’ s Agent  

wil l  be help ing  you  dur ing  the 

p r oce ss

Not  al l  Rea l  E sta te Agents ar e  

RE ALT ORS ® 

T he REAL TOR ® Code  o f  Eth ic s

Conne ct  w i th  a  p r of es siona l  tha t  

s pecia l izes  in  d i f f er en t  ar ea s to  

m eet  your  desi r e d  goa ls

2.

3.

F I N D  Y O U R  H O M E

Re view your h ighes t  p rio r i ty  nee ds and  

wants

Dis cuss  the d i ff e re n t  s ea rc h  op t ions  

and  s howing  pr oce dur es w i th  your  

Buye r’ s  Age nt

S chedule  hom e tour s and  p lan  an  

i t iner a ry  wi th  our  te am

F avor i te hom es and  s ave them

Nix  home s that  don’ t  m ee t  the  m ar k

Obtain  nee ded  pr oper ty  in f or m at ion

Re view  com par ab le hom e sa les data

4.

HOM E  BUY IN G 1 0 1 :  8  S IM P L E  S T E P S

F I N A N C I N G

Always  consu l t  a m or tgage 

pr of es sional

E xplore  d i f f er e n t  le nder s and  

opt ions  to  bes t  s u i t  your f inanc ial  

nee ds and  goals

Know the d i f fe r ence  be tween  

being  pr e -qual i f ie d  vs . 

pr e-appr ove d

Obtain  a p r e -appr ova l  be for e  

look ing  at  home s

Know your  budge t  f o r  month ly  

m or tgage paym ent  and  ca sh  

nee ded  to  c lose

Be  pr epa r ed  for  upf r on t  c osts



HOM E  BUY IN G 1 0 1 :  8  S IM P L E  S T E P S

How Buying a Home Works

M A K I N G  A N

O F F E R

Re view key  ter ms  and  

cont inge ncies

Obtain  al l  r equ i r ed  d is closur e s

Cons ider  how the  c urr e n t  r ea l  

es tate  m ar ket  w i l l  impa ct  

negot ia t ions

Negot ia te to  c ome  to  ter m s on  an  

of f er

Know when  to  wa lk  a way

5.

C O N T R A C T  T O

C L O S E

S ave a copy  of  the fu l ly  exe cu ted  

pur cha se con tr a ct ,  f o r  your 

r ec ords

P r ov ide the agr eed  upon  ear ne st  

m oney depos i t

Have  bo th  at to r ne ys r ev iew  and  

appr ove  of  the pur chas e con tr ac t

P er f or m inspe ct ions

Apply  f or and  ob tain  m or tgage 

f inanc ing

Obtain  hom eowner s  ins ur ance

Re view  t i t le  docum ents w i th  the 

at to r ne y  a s nece ss ar y

6.

C L O S I N G

Be  pr epa r ed  to  c lose once  the  

lende r  i s sue s thei r  “cle ar  to  

clos e”

Clos ing  r e qu ire s com plete  a nd  

appr ove d  t i t le  pa ckage

T he at to r neys  w i l l  sc hedule 

clos ing

Conduc t  a  f inal  walk  th r ough

T ra nsf er  u t i l i t ies  in to  your  nam e

7.

P R O T E C T  Y O U R  

I N V E S T M E N T

S ave al l  pape r work  and  docum ents  

f r om clos ing  in  a  s af e and  se cur e p lac e

Us e due d i l igence  in  m ain tain ing  your  

hom e r egu lar ly

S chedule  to  have  a l l  hom e m echa nical  

equipm ent  s er v iced  annua l ly

Apply  f o r the NYS  S T AR c r ed i t

Cons u l t  w i th  a CP A when  fi l ing  taxe s 

to  take adva ntage of  home - r ela ted  tax  

bene f i t s

S ecur e  a  F inanc ial  Advisor  to  d is cus s 

s hort  and  long  ter m  goa ls and  home -

r ela ted  weal th  bu i ld ing  st r ate g ies

Conta ct  our tea m af te r clos ing  w i th  

any  f u tu r e needs  o r ques t ions

8.



MEET WITH YOUR AGENT

Se ttin g u p a  t ime to  mee t  with  ou r team well  be fore y ou 

begin you r home sea rch a l lows us to bet ter  unders tand 

your  needs and  he lp you best  p repare  for  the  home sea rch.   

We’ll  h elp you  c ro ss  yo ur  t ’s and  do t the i ’s !

GET PRE-APPROVED

Th ere are many  pieces to  the  f in an cial  puzzle  when i t  

comes  to purchas ing a home –  tha t’s  why  i t’s  bes t to s tar t  

with a  pre-approval  to understand you r buy ing power.

HOM E  BUY IN G 1 0 1 :  DE C ID IN G TO BUY

Let’s get started!
Two important first steps:

While there are many  grea t  reasons to purchase  a  home, 

f rom wea lth  bu ild ing to  tax  benefi ts , once  you have made  

the  decis ion to  bu y, you ’re read y to  tak e th e n ex t steps!

First things first.



HOM E  BUY IN G 1 0 1 :  Y OUR R E AL E S TAT E  A GE NT

Your Real Estate Agent
WHAT EXACT LY WILL YOUR AGENT DO FOR YOU?

Educate  you about  

the  current  market

Analyze  your  needs 

and wants

Guide  you to  homes 

tha t  match your  c ri te ria

Coordina te  the  work 

of  o ther  p ro fess iona ls

Negotiate on  your  

beha lf

Check  paperwork  and 

dead lin es  for  complian ce

So lv e prob lems that  

may  a rise

Advo ca te  for  your  

best  in teres ts



HOME LOANS  AT A GL ANCE

Financ ing you r home doesn’t  have to  be  a  

ter r ify ing exper ience.   Approach the 

process in a  prepared manner, and  i t  

could be  smoothe r than  you expect!

• Get pre-approved fo r you r loan

• Get an accepted  offe r  on  a home

• Apply  for  a  mortgage

• Get you r home appraised

• Obta in  cond it ional  loan approva l , 

aka “mortgage  commitmen t”

• Your loan goes  through underwrit ing

• You’re  c leared to close!

HOM E  BUY IN G 1 0 1 :  F I NAN CI NG

Financing Your 
Future Home

CONGRATS! 

YOU’RE APPROVED 

FOR A LOAN!

F ol low  the se  t ips  to  

pr o tec t  your  loan .

DO:

✓ Not i fy you r l e nde r of an y 

a ddr ess  ch an ge , wh et he r 

i t’ s  yo ur hom e  a ddr ess  or 

a not he r li s t ed  on  yo ur 

a ppl i ca t io n

✓ Not i fy you r l e nde r of an y 

sa la ry  or  wa ge  c ha nge s

✓ Be  p re pa re d t o pro vi de  

pr oof  of  s i gni fi c an t ba nk 

de po s it s

✓ Ac qui re  h om eo wne r’s  

i nsur an ce  i m me di a te l y 

a ft er  re c ei vi ng  t he  

c ond it i ona l  l oa n a pp rov al

✓ Ke ep  a ll  f orm s  o f d eb t 

pa i d a nd  i n c he c k

DO NOT:

✗ App ly  fo r n ew cr ed it  

c ar ds  o r l i ne s  of  c re di t

✗ Ma ke  l ar ge  pu rc ha ses  

us i ng  e xi s ti ng  c re di t 

wi th out  f ir s t ta l ki ng to  

yo ur le nd er

✗ Ma x o ut  yo ur ex is t i ng 

c re di t li m it

✗ Pa y o ff,  t ra nsfe r,  or  

c lo se cr ed it  b al a nc es  

un le ss  y our  l en de r 

i ns t ruc t s  yo u t o do so

✗ Ch an ge  j obs  wit ho ut  fi rs t  

t al ki ng  t o y our  l en de r

✗ Co -s i gn for  a not he r 

pe rso n se e ki ng to  ob ta i n 

a  l in e of cr ed it  o r t o 

m ak e a pur ch ase

HAVE-ON-HAND

☐ A m on th ’s  wo rt h o f 

yo ur mo st re ce nt  

pa ys t ub s

☐ Co pi es  of you r l a s t 

t wo y ea rs ’  fe de ra l  

t ax  re t urn s  a nd W-2s

☐ L ast  t hr ee  m on th s  of  

ba nk  s t at e me nt s

☐ T he  na m es  an d 

a ddr esse s  o f y our  

e mp lo ye rs  o ve r t he  

l as t  t wo ye ar s

☐ A c op y o f y our  fu ll  

pu rc ha se co nt ra ct

☐ T he  na m es  an d 

a ddr esse s  o f y our  

l an dl ord s  ov er  t he  

pa s t  t wo y ea rs

☐ Di vor ce / sep ar at i on 

de c re e

☐ Ch il d supp ort  p ap er s

☐ Ba nk rup tc y,  

di sc ha rge  o f 

ba nk rup tc y pa pe rs



While your  monthly mortgage  payment is  jus t one  

compon en t of  the  pre-approv al  p ro cess , a  big  fac to r fo r 

mos t  bu yers  are  the  ou t-of-pocket  cos ts  a ssoc ia ted  with  

pu rchasing  a  home .

HOM E  BUY IN G 1 0 1 :  F I NAN CI NG

Understand the Costs

1 –  D OWN  PA YM EN T

T he am ount  you  pu t  down towa rds  

your  mor tgage .  Th is  i s  gener al ly  a 

per c en tage  of  the pur chas e pr ice.

2 –  ESCR OW/ PR E-PAID S

T his com ponent  p r ov ides the in i t ial  

f unding  for  your  e sc row ac count ,  

and  cons ider s  r eim bur sing  the 

s el ler  f o r the por t ion  o f the taxe s 

they’ ve  a l re ady  paid .

3 –  BAN K COS TS

T hese  a r e the bank - r ela ted  fe es  

invo lved  w i th  the bank  pr oducing  a 

m or tgage f o r  the  buye r.

4 –  BUYER’ S AGENT

The  buy er ma y be  re spon s ible  for  

th eir  agen t’s  neg otia ted rate  of  

c ompe nsa tion  t o rep resen t the m.

5 –  A TTOR NEY FEE

Cus toma r y  in  New Yor k  S tate , ea ch  

par ty  to  the con tr act  has  a re al  

es tate  a t to rne y  r e pre se n t ing  the m 

in  the t r ansa ct ion .

Closing Costs
Paid at Closing

1 –  EAR NEST DEPOSIT

I t  i s cus toma ry  f or  the  buye r  to  

pr ov ide a depos i t  to  be held  in  

es cr ow unt i l  c losing  to  show thei r  

good  f ai th  com mitm ent  to  

f o l lowing  th rough  wi th  the 

pur cha se.

2 –  INS PEC TION S

Cos ts as soc iated  w i th  any  buyer  

ins pect ions  to  help  r educ e the ri s k  

of  ma jor hea l th , s af ety ,  a nd  

s t ruc tur al  conce rns  fo r  the 

pr oper ty .

3 –  BAN K APPRA ISAL

Com plete d  by  the buyer ’ s lende r  

to  conf i r m the value  o f  the 

p r oper ty  f o r f inanc ing  pur pos es.

4 –  INS UR AN CE PO LIC Y

T he buyer ’ s home owner ’ s 

ins ura nce po l icy  s hould  p r ov ide 

ade quate cove r age to  p ro te ct  the 

buyer  aga inst  unexpec ted  loss es .

Upfront Costs
Paid Prior to Closing



HOM E  BUY IN G 1 0 1 :  F I NAN CI NG

THE BOT TOM LINE

Wo rk in g with a team l ike  o urs h as  i ts perks .  Whe the r th is 

is you r first  time  secu ring a  home loan,  or  i t ’s you r 15 th 

and you ’re ready for  a  bet ter  a l te rnative , look to our  

recommen ded  len de rs  for  mod ern-day solu tio ns.

JOSEPH PETRALIA

Genesee Regional Bank

NMLS#: 471630

Cell/Text: 585-402-5084

JRPetralia@GRBbank.com

ADAM JONES

Premium Mortgage Corp.

NMLS#: 1220765

Cell/Text: 585-766-1021

AJones@PremiumMortgage.com

The            of theBest Best

JILL PEEK

InstaMortgage

NMLS#: 469081

Cell/Text: 315-521-0466

Jill@InstaMortgage.com

RACHEL WIENER

M&T Bank

NMLS#: 1483829

Cell/Text: 585-261-9983

RDWiener@mtb.com



HOM E  BUY IN G 1 0 1 :  F I ND YOUR  HOM E

Your Home Search, 
Your Way!

Yo u may thin k tha t  shop ping fo r homes star ts with  

jumping in the ca r and d riving a l l ove r  town.   And  i t’s t rue  

tha t  hopping  in the ca r to  go  look is  probably  the  mos t 

excit ing  pa rt  of  the  ho me  b uying  process.   Ho wever, 

dr iving  a ro und  is fu n for  o nly so lo ng –  i f  weeks  go  by  

withou t finding what  you ’re look ing for,  the  fun can fade 

pre tty  fas t.   Th at’s wh y we  say that  lo okin g for  y our  h ome 

begins  with care fu lly  assess ing you r va lu es , wants,  and 

needs,  bo th  for  the  shor t  and long terms.



HOM E  BUY IN G 1 0 1 :  F I ND YOUR  HOM E

Your Preference Profile
THE WHAT, THE WHEN, THE HOW.

LET ’S TALK ABOUT THE BE ST WAY TO GET IN TOUCH.

WHAT IS YOUR 

FAVORITE WAY TO 

RECEIVE INFORMATION 

OR UPDATES?
 

Sele ct  a l l  tha t  apply

☐ E ma i l

☐ Ca l l

☐ T ext

WHAT IS THE BEST TIME 

TO REACH YOU?

 

Sele ct  a l l  tha t  apply

☐ Mor ning

☐ Noon

☐ A f ter noon

☐ E ven ing

☐ Anyt im e

AS UPDATES ARISE, HOW 

OFTEN DO YOU PREFER 

TO BE NOTIFIED?
 

Sele ct  a l l  tha t  app ly

☐ AS AP

☐ I n  a  fe w  hour s

☐ T hat  day

☐ E ver y  f e w  da ys



Your Home Wish List

TO BEGI N

W ho wi l l  be  l iv ing  in  the home ? 

L ist  al l  adu l ts , ch i ld r en ,  and  pets  

that  w i l l  inhab i t  the spa ce.

W hat  ar e  the  non -negot ia b les  f o r  

your  home ?

I f  you  had  to  nam e your  top  f ive 

non-negot ia b les , w hat  w ould  they  

be?

Be yond  your  top  f ive  ne eds,  what  

i s  s ome th ing  you  r ea l ly  wa nt?

Do you  ha ve a p r ef er enc e fo r  the 

yea r  the  hous e was  bu i l t?

Do you  wa nt  a  hous e in  move - in  

condi t ion ,  o r  a re  you  wi l l ing  to  

do  som e wor k  on  i t?

W hen  people  v is i t  your hom e,  

what  do  you  wa nt  i t  to  sa y  a bout  

you?

Ar e ther e any  s peci f ic f ea tu re s 

that  would  ma ke your  ne x t  hous e 

f ee l  ins tan t ly  l ike home ?

W il l  you  r e qu ire  a cce ss ib i l i ty  

op t ions ?



Your Home Wish List

E XT E RI OR

W hat  type o f  home  a re  you  

look ing  f o r ( e. g . , sing le - f am ily ,  

condo ,  townhouse , etc .) ?

Appr oxim ately  what  squa r e 

f oo tage  would  ade quately  cove r 

your  l iv ing  s pace ?

How ma ny s to r ies  do  you  pre f er ?

W hat  lo t  siz e ar e you  looking  

f o r ?

W hat  ar c h i tectu r al  s ty les ar e  you  

dr awn to?

W hat  type of  ex ter io r  sid ing  

appe als  to  you?

Do you  wa nt  a  por c h , dec k , o r  

both?

W hat  ar e  you  look ing  fo r  in  

ter m s of  a gar age ( e. g . , at ta ched ,  

ca r port ,  etc. ) ?

W hat  type o f  d rive way  or  ve h icle 

en t r a nce/e x i t  w i l l  you  re qu ir e?

Do you  wa nt  a  s w im ming  pool  o r 

a ho t  tub?

Ar e you  looking  f or  any  

s t ruc tur es s uch  as a g r ee nhouse 

or  shed?

Do you  ne ed  spe cial  ou tdoor  

ar r ange me nts f o r  pe ts ( e. g .,  a  dog  

r un ,  f enc ed - in  yar d ,  e tc. )?

W hat  o ther  ex te rio r  f eatur e s ar e 

im por tan t  to  you?



I N T E R I O R

W hat  s ty le do  you  envis ion  f or  

the in ter io r  o f  your  home  ( e .g . ,  

f o r ma l , ca sua l , coz y , t r ad i t ional ,  

m inima l ist ,  mode rn ,  etc. ) ?

W hat  k ind  of  f loor  p lan  do  you  

pr ef er  ( e. g .,  open  vs.  wal ls o r  

div ided  l iv ing  spa ces ) ?

I n  gener al ,  what  ar e your  

pr ef er e nces  f o r  the in ter io r ?

 

BATH RO OM S

How ma ny ba thr ooms  do  you  

nee d?

W hat  ar e  your  needs  fo r  ea ch  of 

the bathr oom s?

W il l  any  bathr oom  ne ed  to  s er ve 

a s peci f ic pur pose  ( e .g . ,  powde r 

r oom , swim m ing  pool  ac ces s,  f i t  

f o r  s m al l  ch i ld r en ,  a cce ss ib i l i ty  

s peci f ica t ions) ?

B E D R O O M S

How ma ny be dr ooms  do  you  

nee d?

How wil l  e ach  of  those r oom s be 

us ed?

W hat  ar e  your  p r ef er enc es f o r  the  

owner ’ s  s u i te?

 

K ITCH EN

W hat  ar e  your  gener a l  

pr ef er e nces  f o r  the k i tchen?

W hat  f ea tu re s m ust  your  k i tc hen  

have  ( e .g . ,  b r ea kf ast  nook ,  type s 

of  app l ianc es,  etc. ) ?

W hat  f in ishe s do  you  l ike  ( e. g . , 

counte r tops,  f loor ing ,  c upboar ds,  

s ink , app l ia nces , etc .) ?

W ill  your  k i tc hen  need  to  

ac com moda te any th ing  w i th  

cus tom  m ea sur em ents  ( e .g . ,  

beve r age coo le r,  i sla nd , etc .) ?

Your Home Wish List



L I V I N G / F A M I L Y  R O O M

W hat  ar e  your  gener a l  

pr ef er e nces  f o r  your  l iv ing  

and/or  f am ily  r oom ( s) ?

W hat  s ize r oom( s )  do  you  have in  

m ind?

Do you  pr e fe r  your  l iv ing  a nd  

f am ily  room ( s)  to  be sepa r ate and  

in tende d  f or  d i f fe r en t  purpos es ?

Do you  wa nt  a  f i r ep la ce?

W hat  o ther  l iv ing  ar eas  ar e you  

look ing  f o r ( e. g . , p layr oom  f or  

ch i ld r e n , stud io ,  mudr oom ,  e tc. )?

W hat  els e do  you  s ee f o r  l iv ing  

ar e as?

D I N I N G  R O O M

W ould  you  l ike  the  d in ing  r oom  

to  be par t  o f the k i tche n  

conf igur at ion?

W hat  about  the l iv ing  r oom –  

how should  i t  be si tuate d  wi th  

r ega rd  to  the d in ing  r oom ?

W hat  s ize d in ing  room  tab le do  

you  have?   I s ther e  o the r d in ing  

r oom  f ur n i tu r e that  shou ld  be 

take n  in to  ac count?

Your Home Wish List



There’s only  one r igh t answer:

When  you f ind  a home tha t  you love.

Inventory and economy wil l  wax and  wane, but  when  you 

f ind a house you  can see you rself  in,  the  t iming is  jus t 

r ight .  We’l l  he lp you take  a  compara t ive look at  

ne ighborhoods  with  invento ry  tha t fi ts  your  prefe rences .

HOM E  BUY IN G 1 0 1 :  F I ND YOUR  HOM E

When is the best
time to buy?

Map Your Move



HOM E  BUY IN G 1 0 1 :  F I ND YOUR  HOM E

Your Neighborhood 
Preference

MAKE OUR WEBSITE YOUR HOMEBASE

W hat  neighbor hoods  or  ar ea s 

would  you  e n joy  l iv ing  in?

Ar e ther e any  s peci f ic s t re ets  o r  

cha r acte ris t ics  in  thes e 

neighbor hoods  you’ r e d r awn to?

I f  a pp l icab le , what  s chool  

d is t ric ts do  you  pr ef e r?

W her e  do  you  work?

W her e  a re  your  f avor i te p lac es to  

s hop?  W ha t  o the r conve nience s 

would  you  l ike  ne ar by?

W hat  do  you  l ike  to  do  f or f un?  

Ar e ther e any  r ec re at ional  

f ac i l i t ies that  you  en joy?

Any o ther  conside r at ions that  ar e  

im por tan t  in  f ind ing  your  ide al  

neighbor hood?

O ur  hyper - f i l ter ed  s ear ch  now  ex tends  nat ionw ide,  beyond  

the bounds  of  t r ad i t ional  ML S.   W ith  laye rs  o f op t ions  

neve r  e xper ience d  be f o re , our  w ebsi te  a l low s you  to  s ear c h  

by  neighbor hood  and  school  d is t ric t , r eve al ing  the detai l s  

that  m at ter  m ost .   S ave s ear che s,  fa vor i te home s,  a nd  

co l la bor ate.   Ge t  no t i f ica t ions whene ver  a  good  f i t  

bec ome s ava i lab le,  even  when  on  the go .

VI S IT  W W W .G REATERRO CH EST ERHO M ES . COM TO GET  ST ARTE D!



HOM E  BUY IN G 1 0 1 :  F I ND YOUR  HOM E

Our App:
Finding Your Way Home
Has Never Been Simpler

SEARCH

Find  yo ur  dream h ome in  wha teve r  way  works  

best  fo r you .  Whe ther  by neighborhood,  school  

dis tric t,  ZIP code,  and more , our  app has the 

too ls  to flex with you r needs , even wh en you r 

sea rch extends  na t iona lly.

NEIGHBORHOODS

Get real -t ime s tats  on  sp ec ific  co mmu nit ies  an d 

go  deeper  to see what  makes them t ick .  From 

the  locals ’ favor i te  coffee shop to  the  book club  

tha t  mee ts o nce a  week,  yo u’ l l ge t an  idea o f 

wha t  i t ’s  l ike  to actu al ly l ive  the re.

COLLECTIONS

Yo ur search resul ts wil l  b e fi l led  with  ho mes  

you want to save… and some  you’d ra ther  

forget .  Our  app lets you  “ favor i te”  the  homes  

yo u lo ve an d h id e th e ones you  do n’t .  Crea te 

Collect ions  to organ ize you r favo ri tes  so you 

can share and  f ind them with ease  and d iscuss  

with who mever  yo u p lease.

READY TO DOWNLOAD OUR APP?

H ea d  to  h t tps : / /app . kw . com/KW 2KJ ZCRF

Our app makes achiev ing 

your  homeownersh ip  

goals  more access ib le 

than eve r be fo re .  So 

much more  than sea rch,  

i ts indus try -leading  

fea ture set  and  r ich 

ins ights  will  prepare you 

to handle (and  en joy)  the  

entire  jou rney.



PRICE

T he am ount  f o r  w hich  the sel le r  a gre es  to  

s el l  the home  to  a buyer  f o r.   T h is i s  o f ten  

negot ia b le,  a nd  the  f ina l  a gre ed -upon  p r ice 

i s  c onsider e d  the  hom e’ s  “ fa i r  m ar ket  

value ” and  the “s ale p r ice. ”

ESCALATION CLAUSE

U s ed  prim ar i ly  in  com pet i t ive b idd ing  

s i tuat ions,  an  es cala t ion  c lause  a l lows a 

buyer  to  au tom at ica l ly  inc re as e thei r  o f f er  

pr ice  in  the p r es ence  of  h igher  o ff e rs ,  up  

to  a des ignated  m ax  am ount .

SELLER CONCESSIONS

W hen the buyer  as ks the se l ler  to  pa y  a  

por t ion  o f thei r  clos ing  c osts , the s el ler  i s 

p r ov id ing  a conce ss ion  ( o r  cr ed i t )  to  the  

buyer  at  clos ing .  Th is  a l lows the buyer  to  

s ave m oney  ou t-o f -pocke t  a t  c losing .

EARNEST MONEY DEPOSIT

I t  i s cus toma ry  f or  the  buye r  to  p r ov ide a 

depos i t  to  be  he ld  in  es cr ow  un t i l  c losing  

to  show  thei r  good  f a i th  c omm itm ent  to  

f o l lowing  th rough  w i th  the pur chas e 

contr a ct .   I f  the  buye r def a u l ts on  the  

pur cha se con tr a ct ,  the y  m ay  be at  r i sk  o f  

los ing  the i r ea r nest  m oney  depos i t .

CONVEYANCES

A ny “per s onal  p r oper ty” i tem s no t  af f ixed  

to  the p r oper ty  a r e conside r ed  

conve yance s.   T hes e i tem s should  be 

wr i t ten  in to  a purc has e con tr act  i f  they  ar e 

to  be included ,  o ther w ise  the  s el le r i s  no t  

ob l igate d  to  lea ve them  f or  the buyer .   

E xam ples o f  conveya nces  m ay  include  

k i tche n  a pp l iance s,  dehum id ifie r , etc .

HOM E  BUY IN G 1 0 1 :  M AKI NG AN  OF F E R

Common Terms & Contingencies

EXCLUSIONS

I f  the r e ar e i tem s in /on  the p rope r ty  tha t  

would  typ ical ly  r em ain  wi th  the home  tha t  

wil l  be exclude d  f r om  the  c on tr act ,  they  

s hould  be  s peci f ie d  a s an  exclus ion  fr om  

the s ale.

ATTORNEY APPROVAL

Cus toma r y  in  New Yor k  S tate , ea ch  par ty  

to  the con tr ac t  ha s a r eal  es tate at to r ne y  

r epr es en t ing  them  in  the  t r ans ac t ion .  The 

at to r ne y  wi l l  p r ov ide legal  couns el  and  

guidanc e th r oughout  the  p r oce ss .

FINANCING

A f inancing  con t inge ncy  st ipu late s the key  

ter m s to  how the  buye r  w i l l  be pur chas ing  

the p r oper ty .   I f  the  buye r  i s  una b le to  

obtain  f inanc ing , th is con t inge ncy  al lows  

them  to  c ance l  the  c on tr act .

INSPECTION(S)

Buye rs  who inc lude an  inspec t ion  

cont inge ncy  have the r igh t  to  h i r e a 

p r of es sional  hom e inspe ctor  to  r epor t  any  

f ind ings.   W hi le  the r e i s no  “ pas s o r  f ai l , ”  

the buyer  gene ra l ly  ha s an  oppor tun i ty  to  

r eque st  r em edies  o r  r es o lu t ions f o r i s sues  

or  conce rns  that  ar i se  f r om  the  ins pect ion .

PE RMITS

I f  the r e ar e add i t ional  s t ruc tu r es o r  

f ea ture s to  the p rope r ty  tha t  would  

nor m al ly  re qu ir e a per mi t  o r  cer t i f ica te o f 

com pl ianc e,  the  buye r  c an  re ques t  the  

s el ler  to  p r ov ide  wha t  doc ume nts they  se e 

f i t .



CLOSING DATE

T he agr eed  upon  date f o r  whic h  the  buye r  

w il l  clos e on  the  hom e.  N O TE :  I n  N ew  

Yor k  Sta te,  the  c losing  date in  the 

pur cha se con tr a ct  i s a  “tar ge t” date f o r  

w hich  al l  par t ie s aim  to  clos e by .

POSSESSION TERMS

Depe nding  on  ind iv idual  ci r c ums tance s,  

the buyer  m ay  be ab le to  imm edia tely  

occ upy  the  p r ope rty ,  take ea r ly  pos se ss ion  

of  the home  to  m ove in  be for e  c losing ,  o r  

m ay  al low  the se l ler  to  occ upy  the  

pr oper ty  af ter  clos ing  f or  a designa ted  

t im ef r am e.

GRANTS

E lig ib le buyer s m ay  have the oppor tun i ty  

to  r ece ive local ,  state , o r  fe der al  g r an ts  

depe nding  on  qual i f y ing  cr i ter ia .  If  a 

buyer  i s depe ndent  on  r e ceiv ing  thes e 

g r an ts , they  m ay  be included  in  the 

contr a ct .

HOM E  BUY IN G 1 0 1 :  M AKI NG AN  OF F E R

HOME WARRANTY

A home  wa r ra n ty  i s  a po l icy  that  cover s  

ce r tain  fe atu r es  o f  the hom e for  a 

des ignate d  pe riod  of  t ime .  Thes e ar e o f ten  

pur cha sed  th r ough  th i rd  par ty  com panie s 

at  the t im e a buyer  close s on  the home . 

SELLER INCENT IVES

I n  a com pet i t ive se l ler ’ s m ar ket ,  buye r s 

m ay f ind  c re at ive ways  to  o f f er  se l ler  

ince n t ives  to  m ake thei r  o f fe r  m or e 

f avor ab le , s uch  as o f f er ing  to  c over  a  

por t ion  o f the s el ler ’ s clos ing  costs / f ees ,  

of f er  to  c over  the  s el le r’ s  m oving  

expe nse s,  e tc.

APPRAISAL COVERAGE

W hen a buyer  ob tains  f ina ncing  and  the 

lende r  pe rf or m s an  appr ais al  on  the home , 

the ter m  “appr ais al  cove ra ge” r ef er s  to  

how any  d i f fe r ence  be tween  the pur chas e 

p r ice  a nd  a ppra ise d  va lue w i l l  be  ha ndled .



HOM E  BUY IN G 1 0 1 :  CO NT RACT  TO  CL OS E

Under 
Contract

PURCHASE CONT RACT

W hen a buyer  and  se l ler  com e to  te rm s  on  a 

con tr a ct ,  i t  i s r ef er r ed  to  as  a  “ fu l ly  exe cu ted  

pur cha se con tr a ct . ”  K eep  th is handy  in  cas e you  

nee d  to  r ef er e nce dea d l ines,  ter m s,  e tc.

EARNEST MONEY DEPOSIT

I nst r uc t ions w i l l  be  p r ov ide d  f o r  how  th is  ne eds  

to  be del iver e d , o f ten  imm edia tely  upon  ha v ing  

a f u l ly  exec u ted  purc has e con tr act .

ATTORNEY APPROVALS

T he at to r neys  w i l l  im me diately  r ev iew  and  

pr ov ide thei r  appr oval  o r  c oncer ns  ove r  the  

con tr a ct  w i th  the i r r es pect ive  c l ien ts .

INSPECTION(S)

I f  inc luded  as  pa rt  o f  the con tr act ,  the buyer  

w il l  per f o r m any  agr ee d  upon  ins pect ion( s ).   

Conc er ns over  any  f ind ings shou ld  be 

im me diately  addr e ss ed  w i th  the  s el ler .

OBTAIN FINANCING

Buye rs  ob tain ing  fina ncing  w i l l  a lso  

im me diately  app ly  f o r  f ina ncing  and  ob tain  a 

“c ond i t ional  mor tga ge appr oval” o r  “loan  

com m itme nt .”   T he lender  als o  m ay  r equ ir e that  

a s at i sf a cto r y  a ppr aisa l  be  c omple ted .

HOMEOWNE RS INSURANCE

T he buyer  w i l l  nee d  to  ob tain  an  appr opr iate  

hom eowner s  ins ur ance  po l ic y  be f ore  c losing .

TITL E PACKAGE

T he at to r neys  w i l l  get  r eady  f o r  the  t r a nsf er r ing  

o f  ow ner sh ip  by  p re par ing  a fu l l  t i t le  pac kage,  

w hich  m ay  include p r oper ty  abs t ra ct ,  s u r vey ,  

dee d , and  o ther  r equ ir ed  docum ents .

Up Next:
Preparing for Closing!

O ne of  the mos t  e xci t ing  par ts 

of  the home  buying  pr oces s i s  

having  an  o f f er  acc ep ted!   T he 

”c ontr act  to  close ” pr oces s w i l l  

gene r al ly  take about  45 -60  

days ,  de pending  on  the  type  o f  

f inanc ing  a nd  o the r ter m s.



Before You Close
F I NAL S T E P S  BE F OR E  CL OS I NG

CLEAR T O CLOSE

O nce  the  a t to r neys have  c omple ted  thei r  t i t le  

r ev ie w  ( appr ov ing  of  the  c omple te t i t le  packa ge)  

and  the buyer  has  p r ov ide d  a l l  r em ain ing  

condi t ions  to  the i r lende r  f o r  fina ncing ,  the  

lende r  w i l l  i ss ue the “c lear  to  c lose .”

CLOSING DATE

T he at to r neys  w i l l  coor d inate  a nd  c onf i rm  the 

date , t im e,  a nd  loc at ion  of  the  c losing  af ter  the 

lende r  ha s i ss ued  the clea r  to  clos e.   U nt i l  then ,  

the clos ing  date l i ste d  in  the pur cha se con tr a ct  i s 

s imply  a tar get  date .

TRANSFER OF UTIL ITIES

O nce  the  c losing  date  i s  c onf i rm ed  by  the 

at to r ne ys,  the  buye r  w i l l  con ta ct  the appr opr iate 

u t i l i ty  com panies  to  t r ans f er  ser v ic e in to  the i r 

nam e ef f ec t ive f o r the clos ing  date.

FINAL  WALK T HROUGH

J ust  p r io r to  clos ing , the buyer  w i l l  pe r fo r m  one 

las t  fina l  wa lk  th r ough  of  the  hom e to  ens ure  i t  i s  

in  the condi t ion  i t  i s  expec ted  to  be  in  at  the t im e 

of  closing .   A ny  is sues  that  ar i se  s hould  

im me diately  be addr e ss ed  prio r  to  closing .

HOM E  BUY IN G 1 0 1 :  CL O S IN G



BRING PAYMENT

Your  at torney wil l  p rovide  the  f inal  c los ing f igu res,  along 

with a  c lo sing  s ta tement, and  they wil l  prov ide 

ins truct ions  for  how to br ing payment.

IDENTIFICATION

At c lo sing , make  su re  eve ry one  who  is required  to sign  is 

in at tendance  and has  p roper  governmen t -issued photo  ID.

YOUR CHECKBOOK

In case there  are  any la st  minu te, unexpec ted changes  or  

needs fo r add itional  payment.

HOM E  BUY IN G 1 0 1 :  CL O S IN G

Don’t forget:
Important reminders

I t’s  an exc it ing  day when  clo sing  day a rrives!   Follow 

these  impor tan t  reminders, and be sure to a sk  ques tions if 

yo u n eed c lar ificat ion .  At  clos ing,  yo u’ ll  sign  the  

paperwork  for  your  new home  and rece ive  your  keys! 

Closing Day.



HOM E  BUY IN G 1 0 1 :  P RO T E CT YOUR  I NVE S T ME N T

Protect Your Investment
IMPORTANT POST CL OS ING REMINDERS

Chan ge  door  locks  

and entry codes

Apply  for  the  NYS 

STAR Cred it

Store  pape rwo rk  f ro m 

c lo sing  in a safe  place

Check  mechanica l  

equipment annually

Perform regular  home 

main tenance a s needed

Watch  for  s igns  of  leaks  

or  wa ter  damag e

Fix  sma ll  prob lems 

ear ly o r as  they a rise

Hire  a  CPA and 

Financ ial  Adv isor



When  you choose  to work with our  team, 

you’re  par tner ing  with  trained agents that  have 

the  back ing of  the  world’s la rges t real  es ta te 

company, consis t ing o f 180 ,000+ associates 

around  the  globe.   Tha t  pu ts your  sea rch in the  

hands o f the larges t , most  resourceful  rea l  

estate  ne twork.

Kelle r Will iams was buil t  on a  s imp le -ye t-

revolut ionary p rinc iple:  people are what  ma tter  

most.  To  he lp cement this  unders tand ing, 

we’ve  formalized a bel ief  sys tem tha t  gu ides  

how we treat  each o ther  and  how we do 

business .

WIN-WIN or  n o d ea l

INTEGRIT Y do  the  r ight  th ing

CUSTOMERS a lways  come f irst

COMMITMENT in al l  things

COMMUNICATION seek f irs t  to understand

CREATIVITY ideas  be fore results

TEAMWORK togethe r everyone achieves  more

TRUST s ta r ts  with h onesty

EQUITY opportun it ie s for  a l l

SUCCESS results th rough  peop le

OUR  P ROM IS E

Real Value
Real Experience

12
YEARS IN BUSINESS

330
TOTAL CL IENTS  

SERVED

$59M+
CAREER SALES 

VOLUME

50
CLIENTS SERVE D 

IN 2022



INDUSTRY INSIDER

Facil i tator,  negotia to r, teacher, 

chee r leader,  conf idan t  –  a  good agent  

wears a l l  the  ha ts.  In our  years  with  

Kelle r Will iams,  honing these sk il ls  has 

he lped u s develop  relat ionsh ip s of  va lue.   

With a  team-based app roach, our  

brokerage is  connec ted and he lps  cl ients 

access exc lusive oppo rtunit ie s,  sometimes  

be fore they even become public 

knowledge.

LOCAL EXPERT

We’ve become something  of  an area  

expert .   As ide from knowing  this  marke t  

ins ide and out , being  involved in the 

community has  shown  us  wha t  makes  i t  

un ique .  T he pe rsona li tie s and  the  places,  

the  new and the es tabl ished , the  good  and 

tha t-which-has-seen-be tter-days  –  a ll  feed  

our loca l  knowledge and wil l  he lp you 

when dec ision  t ime  comes .

TECH-ENABLED

Based on cus tomer  and agent  feedback 

ga the red f rom a l l ove r  the  world, we  

deve loped a  sui te of  leading  edge , 

customer-centr ic tools that  work  in you r 

favor, complemen ting your  exper ience fo r 

fas ter, best -in-c la ss  resul ts.

OUR  P ROM IS E

Our Competitive Advantage



We inves t in ourse lves  to ensure our  c l ients  receive  exper t 

knowledge and advice,  prov id ing value before,  du ring, and  

afte r the process!

OUR  P ROM IS E

Our Professional
Designations & Certifications

We aren’t just 
Real Estate Agents, 
we’re REALTORS.



The Bottom Line

Real  e sta te  is  co mplica ted.

That’s where we  come in.

At the  c lo sing  tab le, our  goa l is for  you to fee l  tha t  the  pu rchase  of  your  

home exceeded a l l of  your  expecta tions,  so throughout our  interact ions  –  

f rom search to close –  we’l l  work hard to ach ieve  tha t  goal .

When  you choose  u s a s you r pa rtne r, you  are  no t just  get t ing  tru sted, 

respected  agen ts –  yo u a re g et t ing loca l  expe rts  who  are  pass iona te abo ut  

serving  ou r commun ity  and th ose wh o cal l  i t  h ome.

Let’s Get Started!



GARY NORSELLI

CEO of The Norselli Team

Real Estate Associate Broker

Lic. #10301212575

AHWD, e-PRO, GRI, PSA, SRS

Cell/Text: 585-540-1998

Gary@NorselliTeam.com

STEVE NORSELLI

President of The Norselli Team

Real Estate Salesperson

Lic. #10401288168

ABR, e-PRO, SFR

Cell/Text: 585-540-1995

Steve@NorselliTeam.com

KELLER WILLIAMS REALTY GREATER ROCHESTER

1770 Long Pond Rd, Rochester, NY 14606

www.GreaterRochesterHomes.com

Here’s how you can get in touch with us.

Let’s find your

Dream Home!
Each Keller Williams Office is independently owned and operated.

This brochure/publication is not intended to solicit property currently listed with another broker.
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