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With over 24 years of experience in the          
industry, Ruth Ann has repeatedly been a top 
producer in the South Santa Barbara County  
region. She has been training and mentoring 
Realtors for many years and was an Instructor 
of Real Estate at Santa Barbara City College. Her 
paƟence, understanding of real estate, strong 
negoƟaƟng skills and passion for the business 
ensure her clients always come out as winners!  

With the help of her strong team, Ruth Ann is 
on a mission to turn as many people into happy 
homeowners as humanly possible! 

Check out more about the team (and tons of 
other info) at www.SellingSB.com, or connect 
with us on your favorite social media. We love 
staying connected with you long aŌer the  
transacƟon is over! 

A�Êçã M� 

  SantaBarbaraRealEstate  

@SBRealtor 

RuthAnnRealtor 

Ruth Ann Bowe                                      
Broker Associate, SRS, ABR 
CA-DRE 01751940 
Village ProperƟes 
1436 State Street                                
Santa Barbara, CA 93101                    
Cell: 805-698-1971                           
Email: RuthAnn@SellingSB.com 



3 

Buy Now or Wait     4 

Things to Consider     5 

Process Overview     6 

Lender Checklist     8 

Down Payment Tips    9 

The House Hunt   10 

Escrow      16 

Ways of Holding Title 18 

CongratulaƟons! You’ve taken the first step and decided to buy a 
home! Very exciƟng! 
 
If you’re like most people and this road seems long and complex, please know you 
are not alone!  Use this guide along the way to keep track of your home buying 
search. There is a place for you to take notes about each stage, and the houses you 
see once the house hunt is underway! 

 
There is truly something magical about geƫng 
the keys to your very own home (and your first 
toast as a new homeowner!) 

 
… Let’s make this happen! 

W�½�ÊÃ� ãÊ YÊçÙ HÊÃ� Bçù®Ä¦ JÊçÙÄ�ù! 

T��½� Ê¥ CÊÄã�ÄãÝ 
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This is a quesƟon I get all the Ɵme… 
 

Life happens, circumstances and markets change. Buying can seem outright 
scary for so many reasons! Understandable! 
 

The truth is that as interest rates and property values (or prices) rise, as they are 
expected to, your buying power decreases. Even if the day you actually buy is a 
ways out, making it happen ASAP makes great sense. And there’s plenty you can 
to do prepare yourself for that day. 
 

AÄ�½ùþ®Ä¦ T«� CÊÝã 

  Now 
1/2 pt In-

crease 
1 pt Increase 

If 7% Price          
Increase 

Purchase Price $1,000,000 $1,000,000 $1,000,000 $1,070,000 

Interest Rate 6.875% 7.375% 7.875% 7.875% 

Monthly Payment $5255.43 $5525.40 $5800.56 $6,206.59 

Difference in Monthly 
Payment 

  $269.97 $545.13 $951.16 

AddiƟonal Cost of  

Interest Over 30 Years 
  $97,189.20 $196,246.80 $342,417.60 

Bçù NÊó ÊÙ W�®ã � Y��Ù? 
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1) TAX BENEFITS:  Speak with your accountant or tax person. They will be able to help 
you determine how the tax benefits of home ownership can enhance your net 
income (the amount you take home each paycheck), making home ownership 
more feasible than you might have thought.  

2) MORTGAGE LOAN:  Meet with a reputable, local mortgage lender ASAP! They will 
check your credit score, help figure out how much you can afford, and find ways 
to increase your credit score for a beƩer interest rate. Also, they understand the 
needs of our local Santa Barbara market.  

3) CAUTION: Don’t make any large purchases and don’t transfer money around. Car 
loans, appliances and other large purchases can lower your debt to income raƟo, 
which can lower your buying power. The lender will recheck that just before they 
fund the loan, so wait unƟl aŌer you get the keys to your new home to buy 
anything more than a few hundred dollars. And if you have to move money from 
one account to another, make sure you have paperwork to document where the 
money came from, where it went, and when.  

4) DOWN PAYMENT:  Saving up for a down payment, or idenƟfying where it will come 
from is an important step in the home buying process. You do NOT necessarily 
need a big down payment (see Down Payment Tips). Well before you actually 
buy, working with a lender to map out your down payment strategy sets you up 
to get exactly what you want when the Ɵme comes.  

5) REALTOR:  The other MVP on your “Home Buying Dream Team” from the earliest 
stages of buying a home and every single step that follows, is of course your 
Realtor! You need—and deserve—an agent who is dedicated to your needs and 
will help you understand exactly what type of home will fit your needs and your 
budget. They won’t pressure you to buy something that isn’t right for you. Once 
you’ve found a home, your Realtor will help you through the process so you 
understand exactly what you’re buying. Using the Realtor who has the lisƟng 
does not mean you will get a beƩer price on the home - remember, they were 
represenƟng the seller first, and it is their fiduciary responsibility to do their best 
for the seller. Who you work with maƩers! 

Did you know… 

Many Ɵmes the buyer does not  pay their Realtor’s fee. That oŌen comes from the lisƟng 
agent or the seller, and only if and when we hand you the keys to your home!  

T«®Ä¦Ý TÊ CÊÄÝ®��Ù 
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1) PRE-QUALIFICATION/PRE-APPROVAL: AŌer meeƟng 
with your Mortgage Lender, the Lender should be 
able to provide a pre-approval leƩer staƟng to 
what level you are able to purchase a home. This 
will help your Realtor focus in the right direcƟon 
and allow you to write a strong purchase offer. 

2) HOME SHOPPING: It’s tempƟng to look at homes 
before the lending component is in place, but doing so can set you up for serious 
disappointment. You might fall for a home which isn’t quite in your budget—or 
even worse— it is, but someone else who is ready to roll (AKA pre-approved) 
swoops it up. There’s a lot to consider, and gaining clarity on your wants and 
needs can be quite the process. We’ll tackle this in the House Hunt secƟon. 

3) NEGOTIATING AN OFFER: When you’ve found a home you’d like to purchase, your 
Realtor plays a crucial role in the negoƟaƟng and can substanƟally impact the 
value you receive. Your Realtor will be able to advise you on the best plan of 
acƟon to help you get that home. Offer price, conƟngencies, down-payment, 
and many other opƟons all come together to make an offer strong and 
acceptable to a seller. Your Realtor will present your offer and include research 
to emphasize the value of your offer to the seller and/or their agent. Counter-
offers, oŌen several, are part of the negoƟaƟon process which your Realtor will 
help you through. Once the offer has been agreed to the “Escrow Period” starts. 

4) ESCROW: During this Ɵme, oŌen 30 days or longer, inspecƟons take place, and the 
negoƟaƟon process conƟnues. We will go over this stage in depth in the Escrow 
secƟon (let’s not get ahead of ourselves, right?) 

 

Did you know… 

A strong negoƟator can oŌen net up 
to 20% savings for you on pricing, 
home repairs and other aspects of 
the purchase. 

PÙÊ��ÝÝ Oò�Ùò®�ó  
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GÙ��ã 
LÊ��½  

L�Ä��ÙÝ 

Different lenders have different 
programs for different 
situaƟons, so it never hurts to 
chat with a few.  

 

Be sure to keep it local. Your 
offer will be more easily 
accepted if the lender is known 
in town. 

 

Here are several we’ve had 
great success with! 

JÊÄ M�CçÝ»�ù 
CMG Home Loans 

NMLS 357850 
 805-456-5795 

¹Ã��çÝ»�ùΜ�Ã¦«ÊÃ�½Ê�ÄÝ.�ÊÃ 

 
     

JçÝã®Ä D��Ý 
Neo Home Loans 

NMLS 448762 
805-886-8318 

JusƟn@DreamTeamSB.com 

Gçù R®ò�Ù� 
Direct Mortgage Funding 

NMLS 57662 
805-687-6282 

Rivera@dmfsb.com 

M�Ù» JÊ«ÄÝÊÄ 
Guaranteed Rate 

NMLS 451091 
805-448-6094 

M�Ù».R.JÊ«ÄÝÊÄΜÙ�ã�.�ÊÃ 
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DÊ�çÃ�ÄãÝ YÊç W®½½ N���: 

à ID and Social Security number 

à W-2/1099 forms from the past two years 

à Pay stubs from the past 30 days 

à Proof of other sources of income 

à Federal tax returns from the past two years 

à Bank statement from last two months 

L�Ä��Ù C«��»½®Ýã 

 

M�ø®ÃçÃ PçÙ�«�Ý� AÃÊçÄã   $__________________ 

DÊóÄ P�ùÃ�Äã R�Øç®Ù��    $__________________ 
MÊÄã«½ù PITI       $__________________ 
(PÙ®Ä�®Ö½�, IÄã�Ù�Ýã, T�ø�Ý, IÄÝçÙ�Ä��) 

DON’T—just get pre-qualified for a mortgage, get pre-approved. 
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DÊóÄ P�ùÃ�Äã T®ÖÝ 
When it comes to down payments, 
bigger is beƩer, yet there are ways to 
get creaƟve and make it happen! Here 
are some ways to help build up a 
healthy down payment! 

1) SAVE $: Strategies to save for a down payment can include temporary shiŌs in lifestyle. 
One great habit is transfer a fixed amount into a special savings account each month—
and commit to use it only for your down payment. Other ideas include skipping 
getaways for a year, dine in rather than out and look at your expenses to see where 
you can lower them. Every Ɵme you skip that dinner or pricey coffee, add it to a big 
money jar and watch it grow! Deposit it into your special account weekly so you aren’t 
tempted to use it! 

 

2) GIFT: GiŌs are a common way to get down payment money. Be sure the lender knows how 
much, and who it came from. You’ll need a giŌ leƩer or other verificaƟon. It does need 
to be a giŌ, because if you have to repay it, the lender will factor that into your 
mortgage approval amount, and you’ll qualify for less than you might have wanted.  

 

3) DOWN PAYMENT ASSISTANCE PROGRAMS: There are a few opƟons offered by different 
lenders at various Ɵmes for down payment assistance. In some cases, the down 
payment assistance is a loan that you make payments on in addiƟon to your regular 
payment. In other cases, it is an equity share – which means you don’t make payments 
on it, however, when you sell the home, the amount is paid back and a percentage of 
the increase in value is given to the lender. Some programs require as liƩle as 5% down 
from the buyer, while others require 10% – however half of that may be a giŌ from a 
family member. And the assistance can be up to $500,000! 

What can you think of right now to help save $$? ___________________________________ 

_____________________________________________________________________________________________ 

_____________________________________________________________________________________________ 

_____________________________________________________________________________________________
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DON’T—max out credit cards, close accounts, consolidate debt or pay off     
collecƟons without talking to your lender. 

Notes & Reminders: 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

____________________________________________________________ 

 

 

 

Bçù�Ù NÊã�Ý 
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Home Shopping: By understanding your goals, you’ll be 
shown homes that work for you and your budget. As you 
look, you might find other wants and needs and you should 
keep us updated! Keep in mind, someƟmes you have to see 
what you don't want in order to determine what you do 
want and oŌen what buyers think is important iniƟally, 
becomes less important moving forward. Keep an open 
mind as you are looking at places. You might find the right 
place for you is not what you expected! 

T«� HÊçÝ� HçÄã 

DO—Let your Realtor know when you’re interested in seeing a home. We 
can get addiƟonal info or set up a showing (before the next open house!) 
We want to be there with you so we get a good feel for what you want. 

WANTS & NEEDS 
  Must Would Like Perfect World! Not a Factor 

# of Bedrooms      
# of Bathrooms      
Type of Home      
Style of Home      
Single Level      
Garage     

Yard/Outdoor Space     
View     
CondiƟon     
Schools     
Walkability     
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HÊçÝ� NÊã�Ý 
Address 

  

Pros Cons 
    

    

    

QuesƟons & Concerns 
  

  

  

Did this home fit my needs? 

Address 

  

Pros Cons 
    

    

    

QuesƟons & Concerns 
  

  

  

Did this home fit my needs? 

Address 

  

Pros Cons 
    

    

    

QuesƟons & Concerns 
  

  

  

Did this home fit my needs? 
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HÊçÝ� NÊã�Ý 
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Pros Cons 
    

    

    

QuesƟons & Concerns 
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HÊçÝ� NÊã�Ý 
Address 

  

Pros Cons 
    

    

    

QuesƟons & Concerns 
  

  

  

Did this home fit my needs? 

Address 

  

Pros Cons 
    

    

    

QuesƟons & Concerns 
  

  

  

Did this home fit my needs? 

Address 

  

Pros Cons 
    

    

    

QuesƟons & Concerns 
  

  

  

Did this home fit my needs? 
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EÝ�ÙÊó 

1) GOOD FAITH DEPOSIT: Usually 3% of the purchase price (also known as earnest 
money) is deposited into an escrow account. This is part of your down payment. 
The escrow officer is a neutral third party who keeps your money safe unƟl 
you remove conƟngencies (usually 17-21 days aŌer escrow is opened). 

 

2) LENDER: Once your offer has been accepted, your Lender will put your 
mortgage together. They will need updated informaƟon from you, such as bank 
statements, pay stubs, tax records. It is criƟcal to respond quickly to your lender to 
keep the Ɵmeline running smoothly. 

 

3) TITLE COMPANY: The Ɵtle company will make sure the home is free of liens and make 
you aware of any issues affecƟng the property. They will issue Title Insurance, which 
will protect you from claims against the property prior to your ownership.  

 

4) DISCLOSURES: The Seller and their Agent will provide disclosures and reports required 
to make you aware of the condiƟon of the home within 7 days. Your Realtor will 
help you make sense of them and look out for red flags. 

 

5) INSPECTIONS: During the inspecƟon period (usually 17 days), your Realtor can 
advise you on what types of inspecƟons should be done, as well as provide a list of 
inspectors, in order to have a full understanding of the condiƟon of the home. 
Sewer, termite, roof, mold, and other inspecƟons may or may not be part of the 
process. You, as the buyer, should parƟcipate in a home inspecƟon with a qualified 
home inspector as well as other necessary due diligence.  

 

6) REQUEST FOR REPAIRS: Once you have completed invesƟgaƟons of the home, 
your Realtor will discuss the results with you. There may be items that were 
unexpected and would make sense to ask the seller to repair or credit you for.  

During this Ɵme, oŌen 30 days or longer, 
many important events take place which 
you may or may not be aware of.  

Here’s a standard Ɵmeline: 
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7) INSURANCE: You’ll need to secure homeowner’s insurance, and let your escrow 
officer know who it is. 

8) CONTINGENCY REMOVAL:  The usual deadline is 21 days aŌer opening escrow (unless 
extenuaƟng circumstances come up).  Your Realtor will advise you on when and 
which conƟngencies should be removed, geƫng you one step closer to 
home-ownership! 

9) CLOSING DISCLOSURE: The lender will send you a closing disclosure electronically 
that outlines all of the lender fees. You will need to sign it immediately, as you can-
not sign loan documents for 3 days aŌer signing the CD. Look at it thoroughly. If 
you see any errors, noƟfy your Lender and your Realtor so they can work it out im-
mediately. You may need to sign another CD and start the 3 day clock again. 

 

10) LOAN DOCUMENTS: Loan documents will be sent from the lender to the escrow 
officer, who will contact you to obtain signatures. This must happen in person with 
a Notary Public, who will need to see valid idenƟficaƟon from each buyer signing. 
You will also need to either wire or provide a cashier’s check for the rest of the 
funds outside of the loan per the escrow officer’s specific instrucƟons. You may 
not provide a personal check for this. It must be a wire or cashier’s check. 

 

11) FINAL REVIEW: The escrow officer will complete the paperwork and return the loan 
documents to the lender. The lender does a final review and may have some 
“condiƟons” for funding the loan. These condiƟons are generally preƩy sim-
ple and may require you to provide addiƟonal documentaƟon, which will 
be needed immediately. 

 

12) FUNDING/CLOSING: (Usually 30-45 days) Once all condiƟons are met, the lender will 
fund the loan to the escrow account and the next day, the escrow officer will rec-
ord the transfer of ownership of the property to you and transfer the funds to the 
seller. That’s when it is official and you get your keys!

13) COPIES OF PAPERWORK: Your Realtor will provide you with a thumb drive or copy of 
all of the documents pertaining to the purchase. This 
should be stored in a safe place for tax purposes and 
when you are ready to sell and upgrade! 

EÝ�ÙÊó 

#HomeOwners! 
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W
AYS O

F H
O

LD
IN

G
 TITLE 

H
olding Ɵtle refers to how

 your ow
nership of your property is recorded. You’ll w

ant to read through it 
as it can have a m

ajor im
pact on w

hat happens w
ith the property. 
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R�ò®�óÝ 
Ruth Ann is great! She is tenacious, well connected, 
and pracƟces with integrity. She’ll get the job done 
for you - we closed on our property less than 3 
months aŌer moving back to Santa Barbara. Ruth 
Ann is also very knowledgeable in this business and 
will make sure that you are informed as you move 
through the process of buying. Thanks Ruth Ann! 

          -Noah M. 

 

 

 

 

 

 

 
 

 

        -Travis & Lauren 

Ruth Ann helped us buy our first condo in Santa 
Barbara — it was a great experience. Seven 
years later, she checked in with me about a 
house that wasn’t on the market that she 
thought would be a fit for us, and today we are 
living in that very house. Ruth Ann and her 
team are knowledgeable, thoughƞul, caring, 
hard-working, and also just all around great 
folks. I recommend her real estate services very 
highly. 

           -Elizabeth M. 

Homes We Have Sold 

This list is FAR from all the happy homes we have helped our 
buyers find. We look forward to adding your future address to 
this list!  

2942 Apache Way………..        $ 650,000 
1035 Miramonte Dr #3...        $ 820,000 
4117 Sunset Ln…………….         $2,096,505 
1513 Portesuello...……….        $2,800,000 
1411 Chino St………………..       $760,000 / $1,390,000  
5066 San Julio Ave………..        $830,000                                                                                                        
951 Isleta Ave……………….        $905,000                                                                                
482 Vaquero Ln…………….        $950,000 
2620 Clinton Terr………….        $1,135,000 
788 El Rodeo Rd…………...        $1,195,000                                                                                                    
1760 Overlook Ln………….        $1,291,000  
2521 Anacapa St…………..         $1,525,000                                                                                                    
855 Miramonte Dr……….         $1,699,000                                                      
1737 Loma St……………….         $1,900,000                                                 
1718 Garden Ave…………         $2,550,000                                                        
1533 Shoreline Dr………..         $2,975,000      
656 Via Miguel……………..         $2,245,000 
7634 Hollister 252…………        $749,000 
And many, many more! 


