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August 14, 2010

Dear Consumer,

Buying a home is all about decision making.  Working on your behalf, I can provide 
you with the important details regarding real estate market prices and data in the 
areas you are considering, as well as information regarding the necessary steps 
involved in the home buying process, so that you feel comfortable when you 
ultimately make that home buying decision.

I have helped many home buyers work through this crucial decision making 
process: decisions based on location, the market, financing options, the condition of 
a home as it relates to sale price, and recommendations of service providers related 
to the details of moving.

Also, as a member of the Multiple Listing Service, I have instant access to the 
information for any listing that is available in the area – so you have the luxury of 
one-stop shopping should you be curious about a particular home, perhaps one-stop shopping should you be curious about a particular home, perhaps 
something you have seen on the internet, an advertisement or a for sale sign on a 
home.  Please feel free to contact me, and I can provide you with the property 
information.

I look forward to working with you, and appreciate the opportunity to assist you 
through the home buying process.

Sincerely,

Aldo M. Martinez
Broker/Branch Manager
Prudential Americana Group Realtors®



Prudential Americana 
Group Realtors®

Expect the best.  At Prudential Americana Group it’s more 
than just a name, it’s the philosophy that makes us the 
only Prudential in the Las Vegas and Henderson Area

At Prudential Americana Group we take pride in a 
reputation for quality customer service. Our sales 
associates and employees form an elite international 
network backed by comprehensive training, powerful 
advertising, extensive relocation programs, and exclusive 
marketing systems.marketing systems.

To help guide our customers through the complex process 
of buying and selling a home, our sales associates are 
equipped with the most powerful tools available anywhere 
in the real estate industry – tools designed to 
communicate and to get results.

We are committed to serving you with honesty and 
integrity. We stand committed to these ideals because we 
want you to be our customer FOR LIFE!



Aldo M. Martinez
Prudential Americana Group Realtors®

Career Summary

Aldo M. Martinez is the Managing Broker of our Prudential Americana Groups Southwest 
Branch’s Residential and Commercial operations. He directly oversees over 200 Sales 
executives, 4 Commercial teams, and 10 REO Groups servicing over 1300 assets and 500 
listings. Aldo has over 17 years experience in Residential and Commercial operations in the 
Greater Las Vegas Area.
Experience

Prior to Joining Americana group in 1993, Aldo was the Recruiting and Retention Sergeant 
Major, overseeing the operations and Budgets of 7 west coast states, including Hawaii, 
Guam, Puerto Rico and the Virgin Islands. Since his joining Americana Group, Aldo 
finished as best new agent in 1994, averaging sales in excess of 5 million dollars and has 
became the Managing Broker of the Southwest office upon its grand opening in April 2005.  
Since then the Southwest Branch has risen to become the Number three office in Las Vegas Since then the Southwest Branch has risen to become the Number three office in Las Vegas 
and was recognized in 2009 as the 3 Prudential Office Nation Wide over 300million in gross 
sales and over 2000 units closed.

Education

● Associates in Science-Associates Degree Vincennes University, Vincennes, IN
● Attended University of Nevada Las Vegas, BA in Sociology (21 Credits to complete)
● Sergeants Major Academy, United States Sergeants Major Academy, FT. Bliss, TX
● GRI, Graduate REALTOR Institute of the Nevada Association of Realtors
● ABR, Graduate Accredited Buyers Representation
● ABRM, Graduate Accredited Buyers Representative Manager
● ITI, Instructor Training Institute Certification Course
● CSP, Certified Short Sale Professional
● RDCPro, REO Default Certified Professional
● Vice Dean of Faculty Greater Las Vegas Association of Realtors
● Property Management Certification Permit

Professional Affiliations

● NAHREP National Association of Hispanic Real Estate Professionals, Nevada Chapter
● NAR National Association of REALTORS®
● NVAR Nevada Association of REALTORS®
● GLVAR Greater Las Vegas Association of REALTORS®



WORKING WITH A BUYER’S AGENT

So, what is a Buyer’s Agent and why should you work with one?  A Buyer’s Agent 
represents you, the home buyer, during every step of the real estate transaction.  
That means your interests and preferences are always the first consideration, from 
the moment you start looking to the moment you receive the keys to your new 
home.  This type of focus and dedication allows you to shop for a home with the 
ease and confidence of knowing you have someone looking out for your best 
interest.

As you can imagine, there is a lot involved in the purchase of any home.  As a 
potential home buyer, there are numerous items to be addressed before you finally 
move into the right home for you.  Working with a knowledgeable agent, that you 
are comfortable with, who will take on the responsibility of handling the details of 
your home purchase, is a very important first step.

To help you FIND a home I will:
•Discuss your home requirements, including size, location and price.
•Explain financing alternatives and assist you in the selection of a mortgage 
lender, if necessary.     
•Provide information on properties available meeting your search criteria, and 
arrange viewing appointments.

To help you CHOOSE a home I will:
•Discuss the benefits and drawbacks of each home in relation to your specific 
needs.
•Gather data regarding comparable sales information to assist in determining 
market value.
•Give you a complete estimated Buyer’s Cost Analysis Statement for any property 
on which you make an offer to purchase.

To help you BUY a home I will:
•Prepare and negotiate a Real Estate Purchase Agreement for the price and terms 
which are right for you.
•Handle all the details and negotiations, and carefully explain all written 
documents.
•Accompany you to the closing, making sure you understand the entire settlement 
process.



FINANCING YOUR NEW HOME 
The Lender

Most people use financing of one type or another to buy a house.  
The amount you can afford will depend upon how much cash you 
have for the initial investment, or down payment, plus the amount 
of mortgage you can afford according to your income and debt 
levels.

There are many advantages in working with a reliable, professional 
mortgage company.  Some of the more important services that 
good lenders provide:

Pre-approval of your loan: A mortgage lender can provide a loan 
pre-approval through an examination or your credit status and pre-approval through an examination or your credit status and 
current financial situation.  It will save you valuable time.

Ability to find the right loan at competitive price s: Today there 
are hundreds of different loan programs, all with different terms, 
rates, and fees.  A professional mortgage lender can help you 
choose the best program at the most competitive rate.

Efficient and timely follow-up: Once the transaction has been 
negotiated, a skilled mortgage consultant works to insure that the 
loan is processed and funded within the specifications of the 
purchase agreement.



FINANCING YOUR NEW HOME
Pre-approval vs. Pre-qualification

What could be more comforting than the peace of mind that goes 
with knowing your mortgage is fully approved?

You will have a greatly improved negotiating position when you are 
pre-approved for a mortgage. Sellers are more apt to negotiate with 
someone who already has a mortgage approval in hand. The pre-
approval letter lets the seller know they are working with a serious 
buyer, and that your offer is solid. A pre-approved buyer can also 
close on a property more quickly- -another major consideration for a 
motivated seller. In today’s market, it is not unusual for multiple 
offers to be made on a property, and a pre-approved mortgage is 
almost essential in that situation.almost essential in that situation.

Pre-qualification is not a commitment by a lender to loan you 
money, it’s merely an indication of what you can probably afford to 
pay. A pre-qualification includes an analysis of your income, monthly 
debt, employment and available cash for down payment to 
determine the best loan for you and the amount you might qualify 
for.

Pre-approval takes this process another step further and uses 
basic information as well as electronic credit reporting. When you 
are pre-approved, you actually have a lender’s written mortgage 
commitment. It is a true mortgage commitment to financing your 
home and an indication of the total mortgage amount available to 
you.



FINANCING YOUR NEW HOME
Information to have available when you

contact the mortgage lender

About You
•Name and Social Security number of each applicant
•Address of landlord or address or mortgage company and 
mortgage account                                                      

Assets
•Source(s)  of down payment and closing costs
•Bank aggress, account number and approximate balance
•Value of assets (Stocks, bonds, mutual funds, etc)

DebtsDebts
•Confirmation of credit cards and installment loans
•Information on any other properties owned (rental, investment, 
second homes)
•Alimony/child support payments (if applicable)

Income
•Monthly salary and sources of income
•Information on employment



FINANCING YOUR NEW HOME
Things you should not do when

applying for a home loan

Don’t buy or lease an auto. The lender looks carefully at the debt-to-
income ratio and a large payment such as a car lease or purchase can 
greatly impact those ratios and prevent you from qualifying for a home 
loan.

Don’t move assets from one bank account to another. These 
transfers show up as new accounts and complicate the application 
process, as you must then disclose and document the source of funds 
for each new account. The lender can verify each account as it stands. 
You can consolidate your accounts later.

Don’t change jobs. A new job may involve a probation period which 
must be satisfied before income form the new job can be considered for must be satisfied before income form the new job can be considered for 
qualifying purposes.

Don’t buy new furniture or major appliances for you r “new” home.
If the new purchase increases your debt load, it can disqualify you from 
the loan or deplete your funds to close.

Don’t run a credit report on yourself. This will show as an inquiry on 
your lender’s credit report. Inquiries must be explained.

Don’t attempt to consolidate bills before talking t o your lender.
The lender can advise you if this needs to be done.

Don’t pack or ship information needed for the loan application.
Important paperwork such as W-2 forms, divorce decrees, Form 
DD214, and tax returns should not be sent with your household goods. 
Duplicate copies can take weeks to obtain.



HOW MUCH CAN YOU AFFORD?



INTEREST RATE FACTOR CHART



UNDERSTANDING ESCROW

You may have heard phrase such as “we are in escrow” or “we are 
waiting for escrow to close”. So just what is escrow anyway? 
Simply stated, escrow is the involvement of an impartial third party 
in a real estate transaction. This neutral third party acts as an 
intermediary between the buyer and seller, and also collects and 
remits funds as instructed. Generally, this means that when you 
buy a home, you do not pay the seller directly, instead you deposit 
funds with the escrow company which then remits to the seller on 
your behalf. The basic concept of escrow is to ensure that both the 
buyer and seller are protected during any real property transaction.

Not only does escrow act as the neutral third party receiving and Not only does escrow act as the neutral third party receiving and 
disbursing funds, but it also performs other transaction services: 1) 
Prepares escrow instructions according to the terms of the 
purchase agreement. 2) Determines the legal ownership and status 
of the property through a title search. 3) Requests payoff 
statements for existing deeds of trust, liens, judgments, special 
assessments and homeowner association dues.  4) Prorates all of 
these related financial matters, in addition to taxes, insurance and 
interest. 5) Records all legal documents as necessary. 6) Closes 
escrow when all instructions have been fulfilled. 7) Disburses funds 
as instructed and prepares final closing statements for all parties.

In addition, the escrow officer makes sure that the transaction 
closes in compliance with its instructions, with no changes made 
except by mutual written agreement of the buyer and seller. 
Escrows have clearly defined time limits. If for some reason, the 
transaction is not closed by the time limit, buyer and seller must 
agree in writing whether the escrow is to be extended or canceled. 



THE ESCROW PROCESS



COMMON WAYS OF HOLDING TITLE

Sole Ownership

1. A single Man/Woman: A man or woman who has not been legally married. 
2. An unmarried Man/ Woman: A man or woman who has previously and is now legally 
divorced.
3. A Married Man/Woman as His/ Her sole & separate property: A married man or woman who 
wishes to acquire title in his or her name alone
.
Co-Ownership

1. Community Property: A form of vesting title to property owned by husband and wife during 
their marriage which they intend to own together. Community property is distinguished from 
separate property, which is property acquired before marriage by separate gift or bequest, after 
legal separation, or which is agreed to be owned only by one spouse.
2. Joint Tenancy: A form of vesting title to property owned by two or more persons, who may or 
may not be married, in equal interest, subject to the right of survivorship in the surviving joint 
tenants. Title must have been acquired at the same time, by the same conveyance, and the 
document must expressly declare the intention to create a joint tenancy estate. When a joint document must expressly declare the intention to create a joint tenancy estate. When a joint 
tenant dies, title to the property is automatically conveyed by operation of law to the surviving 
joint tenant. Therefore, joint tenancy property is not subject to disposition by will.
3. Tenancy In Common:  A form of vesting title to property owned by two or more individuals in 
undivided fractional interests. These fractional interests may be unequal in quantity or duration 
and may arise at different times. Each tenant in common owns a share of the property, is 
entitled to a comparable portion of the income from the property and must bear an equivalent 
share of expenses. Each co-tenant may sell, lease and/or will to his/her heirs that share of the 
property belonging to him/her.

Other Ways Of Vesting Title

1. As a Corporation: A corporation is a legal entity, created under state law, consisting of one or 
more shareholders but regarded under law as having an existence and personality separate 
from such shareholders.
2. A Partnership: A partnership is an association of two or more persons who can carry on 
business for profit as co-owners as governed by the Uniform Partnership Act. A partnership 
may hold title to real property in the name of the partnership.
3. A Trust: A trust as an arrangement whereby legal title to property is transferred by the 
grantor to a person called a trustee, to be held and managed by that person for the benefit of 
the people specified in the trust agreement, called the beneficiaries.

How title is vested has important legal consequences. You may wish to consult an attorney to determine the most 
advantageous form of ownership for your particular situation.



WHAT ARE THE CLOSING COSTS?

Closing costs are an accumulation of separate charges paid to different entities for the 
professional services associated with the buying and selling of real estate.
If you are purchasing with a loan, the lender will disclose a good faith estimate of what 
the closing costs will be, although not all items will be included in that estimate, such 
as inspection fees or Home Owner Association fess.
An estimate of fees will also be provided for you at the time a purchase agreement is 
prepared for a property, so that you will have an estimate for a specific property. 
Other than the earnest money which is provided when a purchase agreement is 
prepared, and initial loan application and inspection fees, the balance of funds is 
required at the time of closing. Some of the items associated with the closing costs 
are:

Down Payment: The cash portion paid by a buyer from his own funds, which in 
addition to that portion which is borrowed, equal the purchase price.

Loan Fees: Fees charged by a lender in connection with the processing of a new 
loan. These may include: initial application fee, loan origination fee, discount points, 
credit report, processing fee, appraisal fee. 

Escrow Fee: Charged by the escrow company for services in preparing documents 
necessary to the real estate transaction, handling funds, and facilitating the closing.

Title Insurance: Required by the lender to protect its lien position. This is in addition 
to the title insurance policy provided by the seller for the buyer’s coverage.

Hazard Insurance: You will need to pay for an entire year’s hazard insurance 
premium up front. Also the lender may require you to place an amount into a reserve 
(impound) account to be held by the lender for future payments on your behalf.

Prepaid Interest: Interest on the loan from the date of funding to the end of the 
month you close.

Inspection Fee: Fees charged for various inspections as requested per the 
purchase agreement, such as the home inspection or termite inspection.

Document Preparation and Recording: To cover the preparation of the final legal 
papers, including the note and deed of trust, and charges paid to the county to record 
the document.

Miscellaneous Fees: Document Processing Fee, HOA dues and transfer fees, 
express mail or wire fees.



HOME INSPECTION

You feel you have found the home you’ve been looking for! You love 
the floor plan and it is in the area you want. You know this is the 
house. But before you complete the purchase, you will want to have 
a professional home inspector give you an unbiased point of view 
about the condition of your potential new home. To do this, the 
inspection must be included as a contingency in the purchase 
agreement, to occur within a period of time, agreed to by both buyer 
and seller.

Nevada is one of the only few states that currently requires home 
inspectors to be State Certified. There are three certification levels for 
inspectors. The first level is Residential Inspection, which allows the inspectors. The first level is Residential Inspection, which allows the 
inspection of single family homes, duplex, triplex, four-plex and small 
commercial buildings under10,000 square feet. The next level is 
General Inspector, and this covers all residential and any size 
commercial building. The final level is Master Inspector, which is a 
teaching and training certification, allowing the holder to work with 
inspectors in training.

Once you have selected a home inspector, and the appointment has 
been set, you are encouraged to also attend the inspection. While 
not required, if you are able to attend the inspection, you can follow 
the inspector throughout the process.  You will be given a written 
report with the results of the inspection, which will detail the overall 
condition if the home. Do all the major systems work properly? Is it 
structurally and mechanically sound?

The report will also let you know of anything that the inspector found 
that may need to be fixed. There may be items that you would prefer 
to have the seller repair prior to closing. A request would be 
presented to the seller to negotiate these items in order to complete 
the sale.



HOME WARRANTY PLAN

When you buy a home, the last thing you want to worry about is what 
might break down within the first year. A home warranty plan can 
offer you peace of mind by protecting against costly repair expense 
for one full year after the closing.

A home warranty policy can be purchased by either the home seller 
or the buyer. It is designed to cover certain components in your home 
when they break down due to normal wear and tear. If a service call 
is needed, you will only pay a set fee, which may be a fraction of 
what you would have paid had the component not been under 
warranty, and covered items will be repaired or replaced for a full 
years.years.

Basic coverage may include pluming, electrical and heating/cooling 
systems, stoves, disposals, and other built-in items such as 
microwaves or dishwasher. Other items, such as an in ground pool or 
spa, may be covered for an additional cost.

Many sellers of re-sale homes in our market have already agreed to 
place home warranties on their properties at closing, at their 
expense.



YOU’VE FOUND THE RIGHT HOME
WHAT NEXT?

PREPARING THE REAL ESTATE PURCHASE AGREEMENT

Once you have found the right home, the offer to purchase will be 
completed, stating exactly what you are willing to offer relative to 
price, earnest money deposit, down payment, financing, inclusions, 
and all other details. Today’s purchase agreements have become 
quite lengthy, therefore it is a good idea to review the documents in 
advance. In our fast paced market, the move to prepare an offer to 
purchase may come quickly after viewing a home, and having 
already reviewed the documents will better prepare you for that 
process.

In addition to the purchase agreement, an estimated closing cost In addition to the purchase agreement, an estimated closing cost 
statement will be prepared for you. You will know approximately what 
your expenses and monthly payments will be before you sign the 
contract.

After the contract is complete, including receipt of your earnest 
money deposit, the contract will be submitted to the listing agent to 
be presented to the seller for consideration. The seller can respond 
one of three ways- accept the offer as written, reject the offer or 
make a counter offer indicating a change of some detail of your 
original offer. When both buyers and seller agree to all terms and 
sign all documents, the property is removed from the market and an 
escrow is opened to facilitate the closing of the transaction.

Between the time the contract is accepted and the actual closing is 
reached, the buyers and sellers go through various steps. They 
include: any inspections the buyer requested, an appraisal of the 
home for the lender to make sure that the value of the home is in 
accordance with the amount of the loan, the final processing of the 
buyer’s loan, and a preliminary title search of the property.



UNDERSTANDING THE LANGUAGE
Glossary

Adjustable Rate Mortgage (ARM): A mortgage with an interest rate 
that changes over time in line with movements in the index.

Adjustment Period: The length of time between interest rate 
changes on an ARM. A loan with an adjustment period of one year 
means that the interest rate can change once a year.

Amortization: Repayment of a loan in installments of principal and 
interest, rather than interest only payments.

Annual Percentage Rate (APR): The total finance charge (interest, 
loan fees, points) expressed as a percentage of the loan amount.

Appraisal: An estimate of the property’s value, made by an 
independent appraiser. This is generally required by the lender to 
determine if the value of the property is sufficient to secure the loan.

Balloon Payment: A lump sum principal payment due at the end of 
some period.

Buydown: Permanent--prepaid interest that brings the note rate on 
the loan down to a lower, permanent rate. Temporary--prepaid 
interest that lowers the note rate temporarily on the loan allowing the 
borrower to more readily qualify and to increase payment as income 
grows. 

Cap: The limit on how much an interest rate or monthly payment can 
change, either at each adjustment or over the life of the mortgage.

Cash Reserves: The amount of the borrower’s liquid cash 
remaining after making the down payment and paying all closing 
costs.



UNDERSTANDING THE LANGUAGE
Glossary

CC&R’s: Covenants, conditions and restrictions, which controls the 
use, requirements and restrictions of a property. 

Closing Costs: Fees paid at closing, including escrow, title and 
recording fees, mortgage related fees, pre-paid interest, insurance 
and pro-rations for taxes, assessments or HOA fees. 

Contingency: A condition that must be satisfied before a contract is 
binding. For instance, an agreement may be contingent upon the 
buyer.

Debt Ratios: The comparison of a buyer’s housing costs to his gross 
or net effective income, and the comparison of a buyer’s total long-or net effective income, and the comparison of a buyer’s total long-
term debt to his gross or net effective income. The first ratio is the 
housing ratio and the second ratio is the total debt ratio.

Due-On-Sale Clause: A clause that requires a full payment of a 
mortgage or deed of trust when the secured property changes 
ownership.

Earnest Money: The portion of the down payment given by the 
buyer at the time of an accepted offer to purchase, and deposited 
with the escrow agent, as evidence of good faith.

Fixed Rate mortgage: A loan with a single interest rate for the life on 
the loan.

Gift Letter: A letter from a relative stating that an amount will be 
gifted to the buy and that said amount is not to be loan.

Index: A measure of interest rate changes used to determine 
changes in an ARM’s interest rate over the term in the loan. 



UNDERSTANDING THE LANGUAGE
Glossary

Initial Interest Rate: The introductory interest rate on a loan, signals 
that there may be rate adjustments later in the loan.

Lien: A legal hold or claim in a property as security for a debt or 
charge.

Loan Commitment: A written promise to make a loan for a specified 
terms.

Loan-To-Value-Ratio: The relationship between the amount of the 
mortgage and the appraised value of the property, expressed as a 
percentage of the appraised value.

Lock-in: The fixing of an interest rate or points at a certain level, 
usually during the loan application process. It is done for a specific 
period of time, such as 60 days, and may require a fee or premium in 
the form of a higher interest rate.

Margin: The number of percent points the lender adds to the index 
rate to calculate the ARM interest rate at each adjustment.

Mortgage Insurance Premium (MIP): The mortgage insurance 
required on FHA loans for the life of the loan.

Origination Fee: A fee for work involving in evaluating, preparing, 
and submitting a proposed mortgage loan.

Point: An amount equal to one percent of the principal amount of the 
investment or note. Lender assesses loan discount points at closing 
to increase the yield on the mortgage to a position competitive with 
other types of investments.



UNDERSTANDING THE LANGUAGE
Glossary

Prepayment Penalty: A fee charged to a borrower who pays a loan 
before it is due.

Private Mortgage Insurance (PMI): Insurance written by a private 
company protecting the lender against loss if the borrower defaults 
on the mortgage.

Purchase Agreement: A written document in which the purchaser 
agrees to buy certain real estate and the seller agrees to sell under 
stated terms and conditions, also called a sales contract, earnest 
money contract, or agreement for sale.

Rate Gap: The difference between where the rate is now and where Rate Gap: The difference between where the rate is now and where 
it could adjust to on an ARM. Also, used to compare the difference 
between a current conventional rate and that of an ARM.

Title Insurance Policy: A policy that protects the purchaser, 
mortgagee or other party against losses.



REAL ESTATE PURCHASE AGREEMENT

SAMPLE

PURCHASE AGREEMENT

DOCUMENTS

























REALTORREALTORREALTORREALTOR
FAIR HOUSING DECLARATIONFAIR HOUSING DECLARATIONFAIR HOUSING DECLARATIONFAIR HOUSING DECLARATION

I agree to:

Provide equal professional service without regard to the race, color, 
religion, sex, handicap, familial status, or national origin of any 

prospective client, customer, or of the residents of any community.

Keep informed about fair housing law and practices, improving my 
client’s and customer’s opportunities and my business.

Develop advertising that indicates that everyone is welcome and no 
one is excluded, expanding my client’s and customer’s opportunities 

to see, buy, or lease property.

Inform my clients and customers about their rights and 
responsibilities under the fair housing laws by providing brochures 

and other information.

Document my efforts to provide professional service, which will assist 
me in becoming a more responsive and successful REALTOR.

Refuse to tolerate con-compliance.

Learn about those who are different from me and celebrate those 
differences.

Take a positive approach to fair housing practices and aspire to 
follow the spirit as well as the letter of the law.

Develop and implement fair housing practices for my firm to carry out 
the spirit of this declaration.


