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PULL UP A CHAIR, SIT BACK AND RELAX

Phillips and Associates is a boutique brokerage, offering a full range of residential real estate services.
We opened our doors in 2013, and are now recognized as one of Top 15 Residential Brokerages in
San Antonio by the San Antonio Business Journal.
OUR OATH IS SIMPLE:
We are AVAILABLE to our clients I TRUST is earned by our actions I We are HONEST above all things I We
take great pride in our ability to deliver outstanding results, and our satisfied home buyers and sellers can
attest to that fact.
What makes us more than just another real estate company is our attention to detail and the level of training we
provide to our agents. You can rest assured that a Phillips & Associates Realty REALTOR®
has the knowledge and expertise of a broker with 20 years in the business behind them.
At Phillips & Associates Realty we really do go the extra mile for our clients, which is why we have a client base
that continues to refer their family and friends. It means we not only have the expertise to see your purchase or
sale through from start to finish, we are there from that point on for any needs that may arise. It is an ongoing
commitment to excellence that delivers maximum peace of mind.
Top 25 Private Companies in San Antonio Ranked by Revenue
- Phillips & Associates Realty
Top 15 Real Estate Brokerages by Sales Volume
- Phillips & Associates Realty

PHILLIPS

& ASSOCIATES

--R E AL T Y--

TRADE IN. MOVE UP.
BUT WHATEVER YOU DO,
DON’T WAIT.
I F YO U ’ R E I T C H I N G T O S E L L A N D T R A D E U P,
G O O D N E W S – T H E T I M E I S R I G H T N O W.
Recent shifts in the housing market have made more home deals available, and many homeowners looking to upgrade are finding they can afford more than they think.
• Over the past few years, premium homes have gotten less attention than starter homes.
• A mismatch in inventory and demand has created an ideal move-up buyer environment.
• Entry-level and mid-level priced homes are expected to move quickly as new buyers keep
entering the market.
• Mortgage rates are expected to stay stable and affordable, hitting under 4 percent throughout 2020.
• Inventory is cooling off, but buyer demand remains hot – giving sellers the advantage.

R I G H T N O W, T H E R E ’ S A G O L D E N
O P P O R T U N I T Y T O M A K E YO U R N E X T D R E A M
HOME DREAMS COME TRUE.
Sources: U.S. News & World Report – Why You Should Sell Your Home in 2020 by Devon Thorsby (Jan. 8, 2020). Houseloanblog.net – Movin’ On Up:
Now’s the Time to Buy a New Home & Upgrade Your Space (Sept. 10, 2019). Keeping Current Matters – The 2020 Real Estate Projections That May
Surprise You (Jan. 2, 2020). Sources deemed reliable but not guaranteed.

DON’T SELL A HOME ALONE
HERE ARE SOME OF THE MANY BENEFITS
O F W O R K I N G W I T H A R E A L E S TAT E A G E N T
O N YO U R H O M E S A L E .
REAL GUIDANCE FROM A REAL PERSON
While there are tons of real estate resources out there, a good agent can help you make sense of
everything. They can help you understand the home selling process and exactly what to expect along
the way. They can also share insight on prepping and staging your home, scrutinize all offers, and
manage all transaction details.
MORE EXPOSURE FOR YOUR HOME
A good agent also knows when, where, and how to advertise in your market. But while advertising is
important, the National Association of Realtors (NAR) says the key to more than 80% of real estate
sales is who the agent knows: their past clients, referrals, and other contacts. From open houses
to cooperative marketing networks, they can work with other agents to bring in the most potential
buyers for your home.
SCREENING & SECURITY
Your agent can prescreen prospective buyers and accompany them on tours of your home. So, you
won’t have to feel wary about having strangers in your home with your agent by your side.
MORE VALUE FOR YOUR HOME
According to the NAR, a median-priced home sold by an agent can net an average $60,000 to
$90,000 more than one sold by its owner. Here’s a quick look at the numbers as reported by the
NAR:
• All For Sale By Owner (FSBO) homes: $190,000
• FSBO homes to a buyer the seller knew: $160,300
• All agent-sold homes: $250,000 (median price)
CONFIDENCE AT CLOSING
An experienced agent can negotiate the purchase contract on your behalf, plainly explain all the
legalese, handle required paperwork, oversee inspections, and resolve issues that could affect the
closing. From start to finish, they can take care of everything you need so you are a well-informed
home seller.

THE EASIER WAY TO
SELL YOUR HOME
LET CORNERSTONE PREQUALIFY POTENTIAL BUYERS!
Cornerstone Home Lending has been around for more than 30 years. We can simplify the process
for everyone involved in the transaction. That means you, your realtor, and your buyer can enjoy
a totally seamless experience from start to close!

MORTGAGE ON THE GO WITH LOANFLY®

MORE PROGRAMS AND RESOURCES

Buyers can start their loan, upload documents,

Because of our vast network of investors, we

see next steps, and stay connected to

have solutions that many lenders don’t have

the process on their favorite device with

or won’t offer. We can help more buyers

Cornerstone’s free all-in-one app.

successfully secure financing.

NO MORTGAGE MIDDLEMAN

SUPER-FAST CLOSINGS

We’re a direct lender with local, in-house

Our team can speed to closing in 10 days

operations and loan approvals.

while the industry average time is parked at
51 days.**

ADVANCED LOAN APPROVALS*

15-MINUTE EXPRESS CLOSING DAY***

Some buyers may qualify for upfront

We give our buyers a pre-closing day packet

underwriting approval, which gives them

in advance, so they have 40% fewer items to

“like-cash” buying power to close their

sign on the big day. Which means everyone

loan even faster. Plus, you could get your

spends less time at the closing table!

money quicker.

*Pending underwriting approval of the final appraisal. **Not all loans may qualify for the 10-day closing. Source: Ellie Mae® Origination Insight Report –
December 2019. Source deemed reliable but not guaranteed. ***Not all loans may take 15 minutes to close.

HERE’S A QUICK LOOK AT
THE HOME SELLING
PROCESS.

1) MEET WITH A REAL ESTATE AGENT

5) ACCEPT THE OFFER

Plan next steps, see comparable sales in your

When you and the buyer have agreed on terms

area, and set the right price for your home.

(through your agents) and signed agreements,
your home will go under contract. The buyer
also finalizes financing with their lender and

2) PREP YOUR HOME

handles other due diligence.

Check the wear and tear on your home and
decide what to fix (and whether to DIY or hire a
pro). Ask your agent for suggestions on kicking

6) GET READY FOR THE INSPECTION

up curb appeal, as well as a checklist of what

Based on what you and realtor discuss, make

house inspectors might look for.

any necessary repairs before the inspection.
Clear up clutter inside and outside your home
so the inspector can easily walk around and

3) STAGE & SHOW

complete their job.

Your agent can help your home stand out with
simple, effective staging. Once everything’s in
place, they’ll list your home on the market. Be

7) SOLD – AND CLOSED

flexible: Some showings could happen last-

On closing day, ownership transfers from you

minute based on interest from potential buyers.

to the buyer. You’ll know in advance when the
buyer will take possession, but it’s usually
within a few days after closing. And that’s it!

4) REVIEW OFFERS & NEGOTIATE

You’ve signed all the paperwork, paid closing

The buyer’s agent typically gives the offer to

funds, and transferred ownership (and the keys)

your agent, who will go over it with you. Expect

to the new owner. You did it!

smooth sailing during negotiations, but if things
get choppy, your agent will be your advocate
and problem-solver.

Seller's Checklist

PRIOR TO CLOSING

AFTER CLOSING

Provide Capital Title with current loan
company information, so a payoff statement can be
ordered from your lender. If your property is subject
to dues by homeowners association provide name
and phone number of the association.

Your lender will refund all monies left in your
escrow account approximately 15 to 30 business
days after they receive the payoff funds. The
lender will mail a package containing your original
promissory note marked 'PAID' and other loan file
documents. Retain these for future reference. They
may also include a release of lien document. This
document needs to be recorded with the county
clerk's office to remove the lien of record.

□

□

Provide documentation of any change in
marital status (divorce, marriage, death) during
current ownership.

□ In the event you will not be present to sign
documents at closing, and are planning to use a
power of attorney for signature of legal documents,
have the power of attorney approved by the title
company prior to closing.
REQUIRED AT CLOSING

□
□

Driver's license or valid ID

Bring extra house keys, garage door openers,
warranties or operational manuals for appliances
(heating, AC, stoves, etc.) to transfer to the buyer.

REQUIRED AT CLOSING

□ The lenders and title insurers require single
owners who have married during the course of
ownership of the property, to have their spouse join
in signing the documents at closing.

The information contained herein is obtained from outside parties and Capital Title makes no claim as to its accuracy.

□

□

Your closing statement serves as a substitute
form 1099 for tax purposes.

□

Call your loan officer or banking institution
and give them your new mailing address and
request a paid in full package so that you can make
sure the release of lien is recorded.

□

If you are the seller of a property, be sure to
ask your mortgage company what the balance in
your current escrow account is and how much you
should expect to have refunded to you.

□

Cancel your home owner insurance after the
closing is funded and ask how much money will be
refunded to you. Be sure to give them your new
mailing address and contact information.

YOUR COSTS
VS. THE BUYER’S COSTS
Closing costs include the variety of fees for services and expenses required to take a mortgage
out. Both the buyer and the seller pay closing costs. The payment and terms of closing costs can be
negotiated between the buyer and the seller. Here’s a quick look at who typically pays what.
BUYER:

SELLER (That’s you!)

Home lender fees, such as:

• Homeowner’s title insurance policy

• Origination
• Prorated interest
• Private Mortgage Insurance/PMI (if applicable)

• Half of escrow fee
• Excise tax
• Real estate agent or broker’s commission
• Outstanding utility bills

Third party fees, such as:
• Appraisal

• Loan balances and payoff costs (prepayment
penalty, etc.)

• Credit report

• Document fees (power of attorney, notary, etc.)

• Home lender’s title insurance policy

• Prorated property taxes

• Half of escrow fee*

• Home warranty (based on contract)

• County recording fee

• HOA fees

• Document fees (quit claim, etc.)

• Seller fees for FHA/VA loan

• First year of homeowner’s insurance

• Assessments

• Prorated property taxes
• Home warranty (based on contract)

Other potential fees (as applicable):
• First year of flood insurance
• Property inspection fees
• Property Survey
• Pest inspection fee
• HOA fees

MAKE PRE-SELL PREP
EASY & FAST
When you list your home for sale, it’s your number one goal to get your house sold at the most
competitive price possible. Taking care of several small projects in advance is an easy way to attract
buyers and get your property moving.

CURB APPEAL
Drive up to your home and look at it through the eyes of buyers.
Repair or replace damaged shingles.

Clean or paint the front door and mailbox.

Clean and repair gutters and HVAC units.

Power wash the exterior of your home, especially around entrances.

Fix broken windows, shutters and torn screens.

Wash the windows.

Make sure frames and seams have solid caulking.
buyers see.
Remove all toys, equipment and clutter.
Clear away cobwebs and nests.
Clean mildew, moss, and stains from the side of your home.
Remove stains from walkways and driveway.

bare spots.
Edge gardens and sidewalks.
Sweep walkways and driveway.
Replace worn doormats.

Repair and clean patio furniture and deck area.
Remove anything that can’t be repaired.

Polish stained wood doors and trim.

Make sure the spa and pool sparkle.
Touch up the exterior of your home with putty and paint.

OVERALL INTERIOR
Store, give away, throw or donate anything that you won’t need until after the move.
outlet plates, faucets and vent covers.

Vacuum the window blinds, shades and drapes, and wash or dry clean curtains.
Wash all the windows, frames and sills.
Remove all valuables: jewelry, artwork, knickknacks, medications, cash, coin collections, etc.

Clean and organize your closets.
Repair ceiling and wall cracks.
Repair peeling or torn wallpaper.
Add a fresh coat of paint in light, neutral colors.

buyers
see or smell when they walk into a room.
On show days, air out the house by opening the windows. Try to avoid air fresheners in
case people are allergic.

Inspection Checklist

Remember: Repairs made prior to the inspection will save time and aggravation. Depending on
the type of loan or the terms of the contract, some or all of the following list may apply.
Tips for a Good Inspection
Cut Tree limbs away from house
Wash stained siding and brick to remove discoloration
Install splash blocks at downspouts
Clean gutters and repair where necessary
Repair all rotted wood and paint to match
Remove any items stacked against the house or garage
Repair and replace damaged screens
Clean chimney
Clean and inspect heater
Check A/C; it should cool to 20 degrees below outside temperature
Check condensing unit and clean away any debris, leaves, grass, etc.
Test all smoke detectors; add new batteries where necessary
Toilets should be secured (should not rock)
Make sure all tubs and/or showers do not leak
Have all cracks in masonry repaired by a professional mason
Repair dripping faucets

The information contained herein is obtained from outside parties and Capital Title makes no claim as to its accuracy.

MAKE PRE-SELL PREP
EASY & FAST
(continued)

DINING, LIVING, AND FAMILY ROOMS

KITCHEN

Make these rooms spacious and inviting.

Make sure all appliances work.

Position furniture to showcase the shape of each room.

Throw out or eat all stored foods.

Discard or repair chipped furniture.

Clean the inside of the refrigerator, stove, and cabinets.

Replace worn rugs and pillows.

Make sure everything is organized to create a spacious look.

Remove magazines, games, toys, etc.

If your stove has electric burners, purchase new drip pans for each burner.

Set the dining table to help buyers imagine entertaining there.

Polish the cabinets with furniture oil.

Make sure the entertainment center sparkles.

Make sure all appliances, countertops, and the sink sparkle.
Install new faucets, if necessary.

BEDROOMS

ATTIC AND GARAGE

Arrange furniture to create a spacious look.
Remove clutter from nightstands.

Put items on shelves or in matching boxes.

Remove magazines, games, toys, etc.

Provide bright lighting.

Replace bedspreads, quilts, and pillow shams if they are worn or faded.

BATHROOMS
Remove rust and mildew stains.
Replace broken or cracked tiles, and re-caulk if needed.
Replace worn shower curtains, rugs, and towels.

Make sure everything - including the grout - sparkles

SELL YOUR HOUSE
+ GET HOME IN
10 DAYS
Once your home is tidied up, work with your
realtor and Cornerstone Loan Officer to get your
new home fast!

Work with your realtor on these and other ideas to get your home ready for showings.

KEEP IT CLEAN. ALL. THE. TIME.
The less mess you have to bless, the better! Having a clutter-free home makes it feel bigger and more welcoming.
Plus, you’ll be ready for any last-minute tours. Pro tip: Close the toilet lid before any showings!

FOCUS ON THREE KEY ROOMS.
According to the National Association of Realtors (NAR), the living room, kitchen, and master bedroom are the most
commonly staged rooms in selling. While your whole house should sparkle, it wouldn’t hurt to pay extra attention to
those rooms.

LET THERE BE LIGHT. LOTS OF IT.
Open the blinds and pull back the curtains to let as much natural light in as possible before a showing. Replace light
fixtures if they’re looking dingy or dated. Pro tip: Opt for whiter lighting, which looks more like daylight. Look for light
bulbs rated 5000K-6500K for daylight color temperatures.

MAKE YOUR HOME A BLANK SLATE.
Help buyers see themselves in your home. Clear away as many photos, chotchkies, and other personal items from
all surfaces and walls. But don’t shove them in a closet or drawer; box them up and move them out of the house.

FIDDLE WITH THE FURNITURE.
It’s easier said than done, but removing about half of your furniture can instantly make your home look bigger and
more attractive to buyers. When you decide on which pieces to stage, place couches, chairs, and tables away from
the walls. Pro tip: Add an area rug in the room to create a cozy space.

STAGING
STATS:

• 62% of seller’s agents said staging decreased how long a home spent on market
• 77% of buyer’s agents said staging made it easier for buyers to see the home as
their own
• 50% of staged homes had a 1-10% boost in dollar-value offers

Sources: The National Association of REALTORS® - Staging resources. Trulia.com – Tips for staging a house. Sources deemed reliable but not
guaranteed. National Association of REALTORS® 2019 Profile of Home Staging. Sources deemed reliable but not guaranteed.

LEARN THE LINGO
Amendment – Any alteration, addition, or correction that
doesn’t change the overall agreement.
Appraisal – A professional, objective evaluation of a
home’s market value, prepared by a licensed and certified
appraiser. Required by the lender to secure home
financing.
Assessed Value – A public tax assessor assigns your
home a dollar value for city/state tax purposes. The
assessed value is different from the appraisal value or
market value.
Assumption of Mortgage – When the buyer officially
takes over your mortgage, making them legally liable for
existing mortgage payments.
Closing Costs – These are the various costs required
to close the deal and are due on closing day when the
transfer of title occurs between the buyer and the seller.
Both the buyer and seller pay closing costs. Seller closing
costs are usually taxes, fees, prepayments, and services
based on location.

Legal Description – This is a type of land description
recognized by law and based on government surveys. It
details the exact boundaries of the entire plot of land so
there can be no confusion between it and another plot of
land.
Loan Estimate (LE) – When you apply for a new mortgage,
the lender must give you this detailed estimate within 3
days of receiving your application. The lender’s origination
fee, points, escrow, title insurance, appraisal fee, taxes, and
other expenses should be included. Compare the LE to your
final CD to make sure you’re getting the mortgage terms you
want.
Multiple Listing Service (MLS) – This is a list of real estate
properties available for sale nationwide. It’s considered the
most comprehensive and accurate resource for up-to-date
listings.
Purchase Agreement – This is the binding contract between
the seller and the buyer. The real estate agent will finalize
the terms of the agreement, which is then signed by the
buyer and the seller upon both parties’ approval.

Closing Disclosure – This form is a statement of the final
loan terms and closing costs for your new mortgage. Your
lender must give you this form at least 3 days before
your closing.

Recording – This is the process of making deeds and other
real estate documents part of public record for the county.
The buyer will record the final deed at the recorder’s office in
the county where the property is located.

Comparable Sales – Also known as “comps,” these are
homes in an area that have sold in the past six months;
agents and appraisers refer to comps in determining a
home’s value.

Walk-through – This is the buyer’s final tour of the property
to check for any problems that were missed in an initial
showing.

Deed – This is the written document transferring title
of your property from you to the buyer. It includes your
name (as the current owner) and the new owners’
names, along with a description of the property. It will be
given to the buyer on your behalf.
Earnest Money Deposit – This is a good-faith deposit
that the buyer makes into an escrow account after you
accept their offer. The amount goes toward the buyer’s
down payment on your home.
Equity – This is the portion of your property that you
own. As you make mortgage payments on a home,
your equity in it grows. You can cash out that equity to
improve your current home or apply it towards a down
payment on a new one.

What Is A
Commitment?

Schedule

Schedule

Schedule

Schedule

"Actual Facts"

Schedule "A" reflects all of the information that identifies the
specifics of the proposed transaction. This includes the effective
date, the proposed policy coverage amount, the name of
the current record title owner of the property, and the legal
description of the property.

"Borders, Boundaries, and Buyer Notification"

Schedule "B" sets out the proposed exceptions from coverage
that the title policy will not cover. Standard exceptions will
appear in every commitment while the special conditions will
be specific to the property.

"Curative"

Schedule "C" sets out requirements that must be met in order
to issue the title policy, or they will be placed on Schedule B as
exceptions to coverage.

"Disclosure"

Schedule "D" discloses basic information regarding all of the
parties involved such as:
• Ownership and officers of the underwriter and agent
• Estimated Premium Charges
• Any party recieving a portion of the premium

The information contained herein is obtained from outside parties and Capital Title makes no claim as to its accuracy.

Homeowner Association

Resale Certificates

A resale certificate and a copy of a community's governing documents are part of the resale
package that is exchanged when you buy or sale a home. It provides transparency about the
community and the financial obligations to the association.

What is it?

An HOA resale certificate gives specific information about the property and where it stands with
the HOA such as financial overview of the HOA and the seller's current standing. It discloses any
past-due payments, unpaid violations, pending violations, and any fees due upon closing.

What is the purpose?

It discloses the seller's standing with the HOA, lets the buyers know that the HOA is financially
sound, and minimizes the financial risk for the HOA. It ensures that if the seller isn't up to date on
payments, it can become the buyer's responsibility and the HOA won't be left unpaid.

How is it handled?

When the purchase contract is signed on a property located in an HOA, an ADDENDUM FOR
PROPERTY SUBJECT TO MANDATORY MEMBERSHIP IN A PROPERTY OWNERS ASSOCIATION will
also be filled out and signed. This addendum to the contract states what party is responsible for
paying for the HOA resale package and the amount of the transfer fee the buyer agrees to pay.
The title company then requests the statement from the management office. Since the HOA's
property management company handles the accounts for the association, it will complete the
certificate as a service to its clients. Fees vary by community, some management companies
require the fee for the resale package be collected before they will process the request in which
case the appropriate party will be contacted for payment information. Any remaining fees can be
collected at closing.

The information contained herein is obtained from outside parties and Capital Title makes no claim as to its accuracy.

How To Read
A Survey
SOMEWHERE ADDITION, PHASE II
FILM CODE NO. 654321
M.R.E.C.T.
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Bearing & Distance
The boundaries of a property
consist of "calls': Each call consists
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The legend is provided as an
explanatory table of all symbols used
on the survey.
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Notes & Exceptions
Any notes about the survey or
exceptions affecting the property
will be included here.
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The information contained herein is obtained from outside parties and Capital Title makes no claim as to its accuracy.

Property Information
Included here will be the information
about a property's location such as:
address, neighborhood, lot number,
block number, City and County.
Surveyor & Date
Information regarding the surveyor
that performed the survey and the
date it was completed.

Filling Out Your
T -47 Survey Affidavit
What is a T-47?
The T-47 is a Residential Real Property Affidavit. It's a notarized document that tells the buyer what the seller
knows about the home's boundaries.
Who needs the T-47?
The buyer needs this affidavit, and it is used by their lender and title company to figure out whether they are
going to accept the survey the seller has provided, or if they require a new one.
Typically, a seller might want to say,"I've changed no fences and added no extensions to my home, please
use the same survey that I got when I bought the home for title insurance purposes': The T-47 is a sworn
statement to that effect.
Or a seller might use the T-47 to swear,"I added a slab for a new shed in my yard since the last survey was
performed. Please consider re-using the old survey again:' (in this case, the lender and title company require
a new survey.) Sometimes there are grey areas, and it's up to the discretion of the lender and title company,
for example if you use the T-47 to swear,"I replaced my fence on the existing fence line since I bought the
home" or"I moved the fence two feet toward my house since the existing survey was performed':
How should the seller complete a T-47?
First, get a copy of the survey from when the home was purchased. If you don't have one, they might be able
to get in touch with the title company at which they closed escrow on the purchase of the home and ask
them for a copy.
Ask your agent for the Legal Description
If you can't find a survey, don't worry with the T-47.
Some of the fields are easy - date, name, address. The Affiant in question is you the seller. If you are married
or own the home in common with someone, only one of you needs to fill their name in and sign in front of a
notary. You can leave GF number blank - this is a file number for use by the title company at which you sell
your home.
T - 47 RESIDENTIAL REAL PROPERTY AFFIDAVIT
(May be Modified as Appropriate for Commercial Transactions)

GF No. Title Compa nytoComplete
Date: ______________
YourInformati on
Name of Affiant: -------------------------------Address of Affiant: ------------------------------Description of Property: L_e=-ga_ l D
_ i_ on_ ________________________
_ _es_c-'ript
County _______________,Texas
The information contained herein is obtained from outside parties and Capital Title makes no claim as it its accuracy.

GET LOANFLY, GET YOUR NEW HOME FAST (LIKE 10 DAYS FAST!)

It’s your home loan the way you want it: On your terms. With LoanFly®, you
have an all-in-one app that helps you soar from start to home in no time.
Plus, you’ll have us by your side whenever you need us.

PREQUALIFY QUICKLY
With a few taps, you can know for sure how
much you can afford before you start shopping
for a home.

SEARCH HOMES
ANYTIME, ANYWHERE
Browse up-to-date listings in your area and in
your prequalification range.

GET ANSWERS

Learn all you need to know about the
mortgage process with on-demand
resources and how-to videos. You can also
request rates and calculate estimated
payments.

ACCESS LOANFLY®
BORROWER PORTAL

Our secure online portal gives you a
transparent view of your mortgage
transaction. Easily track your loan status,
upload documents, and do so much more
in one convenient place.

GET READY FOR TAKEOFF
1. Visit LoanFly.com/ScottCummins on your
Apple or Android device
2. Download LoanFly® on your device
3. Start soaring home

MAKE A CONNECTION

LoanFly® makes it easy to fly solo during
the process. But you can always quickly
connect with our team at any time.

Available for Apple and Android devices. Internet access required.

Here to Help You!
Let’s discuss a plan that fits
your needs best.
Call me when you’re ready to
get started.
No time is too early
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