YOUR PATH TO HOME OWNERSHIP

by Jennifer Morrissette, Denver Realtor ®

P: 303-204-6494 | JEN@JMDENVERHOMES.COM | JMDENVERHOMES.COM

BUYING A
HOME IS A
BIG DEAL
Our Mission: Provide diligent and
dedicated support and attention so
that our clients can reach their
goals and live their best lives.

If buying a home wasn’t a big deal, your choice of
REALTOR® wouldn’t matter. But it is, so it does.
I’m a Denver native, and I’ve specialized in real estate in
the Aurora, Centennial, and Denver area market since
January 2004. I’ve lived, worked, and played here my
entire life. And that gives me special insight into how to
turn your home buying dreams into reality.
When you choose me as your Realtor®, you can trust that I
get what you want from me and my team:
RESPECT: Devotion to your goals, so that the sale
happens within the timeframe you want and so that every
interaction is as efficient and convenient as possible.
FOCUS: Attention to every detail, combined with
impeccable and timely communication, so that everything
goes the way it should.
STRENGTH: Deep knowledge and skillful advocacy, so
that my experience and negotiating power put you in the
best possible position.
We created this resource to help you understand the home
buying process. We believe the more you know about this
transaction, the better your experience will be—both today,
and in the years ahead that you’ll spend in your new home!
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YOUR GOALS ARE
OUR GOALS
Every homebuyer is unique, but we feel safe
saying that they all share these goals.
Nobody wants to:
• Overlook a potentially great home
• Pay more than they should or lose out on their
dream home
• Get stuck with a problem property
When you buy a home with me and the JM
Denver Home Team, our goals are for you to
be:
• CERTAIN that you had a chance to consider
every appropriate property for your needs
• CONFIDENT you paid the right price
• SECURE in knowing you have a REALTOR®
who will help you avoid problems and who can
handle any potential hiccup in the process
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MAKING SURE YOU DON’T
OVERLOOK A POTENTIALLY
GREAT HOME
Have you ever watched one of the home-search “reality”
shows on TV? One with the buyers gushing, “This home is
perfect!” Here’s the reality: no home is perfect. Even if you had
all the money in the world and built a fully custom home, it
wouldn’t be perfect. After some time had passed, you would
find things that didn’t live up to your expectations. Or you
would find things you wished you’d known to include.

THE 85% HAPPY RULE
When I work with home buyers, I advise them to make a list of
the top 10 features that are important to them. I ask them to
highlight no more than three that are absolute “must-haves”.
Then, I let them know that a realistic goal is being 85% happy
with a home. I also remind them that one positive factor may
greatly outweigh a few minor negative ones.
What’s important to you? Consider factors including:
•
•
•
•
•
•
•
•

Price
Square footage
Number of bedrooms and bathrooms
Garage/parking (availability and size)
Lot size
Commute time/ease
Time until you plan to move in
Access to recreational activities (on-site; in
the neighborhood; etc.)

• Age of home (including preference for new
construction or existing home)
• Neighborhood conditions (including school
district; transit options; shopping/dining;
etc.)
• Style of home (e.g., contemporar y;
traditional; ranch; 2-story)
• Length of time you expect to live in this new
home

I use this as my starting point to help you locate houses that most closely match your wish list. It will
also help me locate homes that you may not have otherwise considered. If the location turns your
grind of a commute into a breeze but the home is in a neighborhood you hadn’t previously
considered, you might be open to considering it. This is an important way I help make sure you
don’t overlook a potentially great home.
4

WHERE TO CONSIDER COMPROMISING... AND WHERE NOT TO
I typically encourage home buyers to have
some flexibility when it comes to:
1. Specific neighborhood. There are so many
great neighborhoods throughout the Denver
metro area, you really shouldn’t limit yourself.
Let’s say you need a single-family home in a
strong school district and close to public
transportation. Any number of neighborhoods in
Denver and surrounding areas will have great
choices for you.
2. Square footage. If you're willing to skip that
guest room, playroom, or dining room, you may
be able to stay within your budget and live in a
nicer neighborhood. But if you'll need space
soon for a growing family, you might want to
think twice before moving into a tight squeeze.
3. Yard size. Pretty quickly, many home buyers
realize a huge backyard doesn’t matter nearly
as much as how spacious a home feels inside.
Unless you need lots of room for pets to run or
to host a regulation-size soccer game, you may
be fine with a modest back yard.

4. Awesome garage. It is common for
homebuyers to compromise and buy a home
with only a one-car garage if the home meets
the other items on their must-have list.
5. Specific architectural style. You'd always
pictured yourself in a Craftsman bungalow…
until you saw the asking price. When
compromises have to be made, buyers can
often overlook the home's aesthetics.
On the other hand, there are some things you
should never compromise on. If you do, you’ll
likely regret your home purchase. These include:
1. The home’s current condition. Fixer-upper or
move-in-ready? If your bank account or
relationship won’t survive many months of
upheaval, insist on a turnkey home.
2. Floor plan. It’s difficult and expensive to
reconfigure a home’s floor plan. If a home
doesn’t have the minimum number of rooms or
the flow of the main living areas you want, you
should cross it off your list.
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3. The school district. Homebuyers should
carefully consider your neighborhood’s school
district. (You can get a map of its exact
boundaries to make sure the home is within the
desired district.) Note: This may not be an
important factor if you don’t – or no longer-- have
kids. It can factor into resale value, however.
4. The neighbors. You should pay attention to the
condition of neighboring homes. Not only do you
have to live with your neighbors on a daily basis,
they can affect your home’s future resale value,
too.

6. The commute. Do a test run of the route
between your home and office to be certain
you’re willing to make the commute every day.
7. Parking. This is not the same as the “awesome
garage” in the earlier discussion of where it’s
okay to compromise. If you absolutely want a
guaranteed spot to park, you may achieve that
with an enclosed garage, a driveway, or an
assigned parking spot.

5. The budget. Consider all of the expenses to
make sure you’ll be financially comfortable.
Factor in your monthly mortgage payments,
homeowner association dues, utility costs and
real estate taxes.

BEYOND THE MLS
Once I know what’s important to you in your home search, I look EVERYWHERE. The majority of
homes are listed with the MLS (Multiple Listing Service), but there’s a whole universe beyond that.
Depending on your wants and needs, I will also search among new construction, “for sale by owner”
listings, and even bank-owned or government-owned properties. This approach helps ensure that
you don’t overlook a potentially great home.
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MAKING SURE YOU DON’T
OVERPAY FOR (OR LOSE OUT
ON) YOUR DREAM HOME
WHO DECIDES WHAT A HOME IS
WORTH?

What the seller wants
to get for it

The buyer and seller each has a number in mind
as to what a particular home is worth. In a sense,
neither of these actually matter. That’s because
it’s the market that sets the home’s value and
eventual selling price.
The good news is that I’m trained to evaluate the
market to determine an offer that will get the most
out of your purchase. My evaluation of your
chosen property will take all of the following
factors into account:
• Current state of the market – Is it a seller’s
market, a buyer’s market, or on its way to one or
the other? This is determined by a complex
interplay among buyer demand, inventory,
interest rates, mortgage qualification guidelines,
and home prices.
• Recent sales/comparables – What have
homes like this sold for recently? What makes this
home worth more or less than those sales?
• Timeline – How quickly does the seller need to
sell? How quickly do you need to buy?
• Appraisal requirements – Will the home
appraise at or above the amount of your offer?

Actual value, as determined by the market

What the buyer
wants to pay for it
I consider all of these factors and view them in
light of my deep and broad experience with the
southeast Denver metro real estate market. I’ve
been a REALTOR® since 2004. I’ve seen many
more market cycles than your typical real estate
agent. That gives me an intuitive knowledge they
can’t match.
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OFFERS AREN’T JUST ABOUT THE PRICE
When you’re ready to make an offer for a
home, I will walk you through each of the
following elements. Depending on the seller’s
situation, one or more of these factors may turn
out to be more important than the dollar
amount of the offer. In addition to the price,
we’ll review what you’re willing and able to do
in regard to…
• Deposit/Earnest Money: Earnest money
shows you’re serious about purchasing a
specific home. It is required to be delivered
once the seller says yes to your offer and takes
the home off the market while you complete
your due diligence. The amount is usually
1%-3% of the listing price. If you walk away
from the deal, the seller has the right to keep
your earnest money. Because of this, a bigger
earnest money deposit may make your offer
the most attractive.

• Financing: In the Denver metro area real
estate market, you’ll often hear “cash is king.”
This can make you think every seller would
prefer an all-cash offer from an investor. That’s
not necessarily so. All-cash buyers usually
expect to get the home for less than the listing
price. They’re betting the seller will jump at the
prospect of a quick sale. But the seller may
need that higher price. Or he/she may
specifically want the home to go to someone
who hopes to live there long-term and raise a
family. Being pre-approved for a mortgage
(see Step 1 on Page 13) puts you in the best
position and assures the seller that you can
close.
• Timing: When will the deal close and when
will you get the keys? A shorter timeline may
appeal to an out of State seller or if the owner
doesn’t live in the property. On the other hand
a longer timeline may appeal to a seller who
has yet to find their replacement house and

needs to remain in the home longer than is
typical. (For example if the closing date is
May 15th but the seller can’t be out until
June 15th).
• Conditions/contingencies: These are
items that must be completed or fulfilled
prior to the closing. They include things like
a home inspection, obtaining financing, or
selling your existing house. They also
include anything you want the seller to pay
for – carpet cleaning, warranties and any
repairs or credits for damages, and so on. In
general, the fewer the conditions/
contingencies, the more attractive your offer
will be to the seller. You do take more risk
when your offer has fewer conditions/
contingencies.
• Inclusions/exclusions: You can use
inclusions/exclusions to specify which items
of personal property you do or don’t want to
purchase along with the home. Perhaps you
want to include the working hot tub you saw
on the backyard patio. Or maybe you want
to exclude the non-working hot tub and
require the seller to remove it before closing.
Custom window coverings, certain
appliances, and garage door openers are
other common inclusions. Inclusions can
work in your favor if you offer to keep
something that would be difficult, costly, or
pointless for the seller to remove.

COMMUNICATION, COORDINATION, NEGOTIATION, & MORE
Once you make an offer on a home, I stay in close contact with the listing agent to get you the fastest
response possible. You’ll know what’s happening every step of the way. And in the case of a
counteroffer, I will work with you to determine the best path forward. Sometimes that means
increasing the offer price, but not always. I have more than a few expert strategies I can use to make
your response appealing to the seller and to make sure you don’t lose out on your dream home.
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TYPES OF SELLERS
& HOW THEY AFFECT

THE BUYING PROCESS
TRADITIONAL
Benefits:

Disadvantages:

• Short negotiation period
• Direct access to seller
• Seller can be highly motivated

• Seller’s emotional attachment
• Reason for selling is sometimes
negative

BANK (REO)
Benefits:

Disadvantages:

• Seller has no emotional
attachment
• Typically priced below market

• Mediated access to seller = longer
timeline and more negotiating
• Home is sold “as-is” and usually
requires repairs
• High competition

GOVERNMENT (HUD/VA)
Benefits:

Disadvantages:

• Yes/no within 24 hours of bid
close

• Same as Bank/REO
• Sell price is usually 1-10%
above market

INVESTOR
Benefits:

Disadvantages:

• Typically want a fast close
• Home usually has been
renovated

• Generally priced right at market,
but may be overpriced
• May be less willing to negotiate

HAVING A REALTOR® WHO
CAN HELP YOU AVOID (AND
CONQUER) PROBLEMS
AGENT/BROKER AND REALTOR®: ONE OF THESE THINGS IS NOT
LIKE THE OTHER
When I say, “Select a REALTOR®,” that’s precisely what I mean. Not an “agent,” not a “broker.” A
REALTOR®. Here’s why it matters.
Many people use the terms Agent/Broker and REALTOR® as though they are interchangeable. In
reality, these terms each mean something specific. The distinctions are important, not just in the roles
of each of these groups, but also in the requirements and qualifications for using particular titles.
AGENT/BROKER: Anyone who passes
Colorado’s real estate broker exam can call
him- or herself an Agent or Broker. To be
licensed in Colorado, you must complete at
least 168 credit hours of specified education.
You must also earn a passing score on the
state and national portions of the Colorado real
estate broker exam. (The requirements are
typically less for people who hold real estate
licenses in other states.) However, a
“managing broker” is someone with at least
two years’ experience who passes the
managing broker exam. With this qualification,
they can manage the activities of other
brokers/agents and staff.

REALTOR®: The National Association of
REALTORS® (NAR) is the industry’s premier
professional membership association.
Agents and Brokers who join the association
and who voluntarily agree to be bound by its
standards and code of ethics earn the right to
the REALTOR® designation.
The NAR adopted the Code of Ethics more
than 100 years ago, making it one of the first
professions to distinguish itself in this way. The
Code puts YOUR needs first, by requiring
REALTORS® to cooperate with each other in
furthering clients' best interests.

Here’s one of my favorite phrases from The National Association of REALTORs® Code of Ethics: “In
recognition and appreciation of their obligations to clients, customers, the public, and each other,
REALTORS® continuously strive to become and remain informed on issues affecting real estate and,
as knowledgeable professionals, they willingly share the fruit of their experience and study with
others.” As a REALTOR®, I am committed to continually improving my knowledge and qualifications.
I am proud to have earned designations and accreditations as a Certified Residential Specialist,
a Certified Negotiation Expert, a Certified Distressed Property Expert, and an Accredited Buyer
Representative. Of course, I hope you select me as your REALTOR®. It would be my privilege to
assist you in buying a home or with any other real estate need.
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3 KEY BENEFITS TO USING A. REALTOR® WHO HAS EARNED THE C.R.S. DESIGNATION
In the real estate world, the letters C.R.S. indicate a REALTOR® who has earned the Certified
Residential Specialist designation. I am proud to hold this important credential. Why should it
matter to you as a buyer? Here are three key reasons:
More Training: C.R.S is the highest professional designation awarded to REALTORS® in the
residential sales field. REALTORS® who want to apply for the C.R.S. designation must undertake
between 16 and 80 credit hours of additional training beyond what was required simply to become
licensed. Coursework ranges from listing strategies to financing solutions to utilizing technology to
serve clients. Out of more than 1 million REALTORS®, only 4% (1 in 25) are Certified Residential
Specialists. REALTORS® who are willing to devote time to this additional education – and the
continuing education required to maintain the designation – are serious about their business and
providing the very best knowledge and skills to their clients.

More Experience: Applicants for the C.R.S. designation must have 25-150 transactions. No dabblers
or dilettantes here! This requirement is evidence that your Certified Residential Specialist is capable
of applying his or her education in the real world and giving you the service and results you expect.
Every real estate transaction carries risk. There are financial risks, legal risks, even the risk that a
home purchase or sale will fall through. As a Certified Residential Specialist, I have both the training
and the experience to help you avoid and minimize those risks.

Higher Standards: Ethics are essential in a REALTOR®. Every Certified Residential Specialist is
required to maintain membership in the NATIONAL ASSOCIATION OF REALTORS® and to abide by
its industry-defining Code of Ethics. When you work with a Certified Residential Specialist, you can
be sure you'll be dealt with in a fair and professional manner at every stage in the process.

Given these benefits, you’d think that using a
REALTOR® with the C.R.S. designation would cost
more than using one without it…but it doesn’t. In
fact, the skills and know-how you get with a
Certified Residential Specialist will likely save you
time, money, and worry.
I am proud to be among the 4% of REALTORS®
who have earned the CRS designation. I would
be honored to put my knowledge, skills, and
experience to work for you!
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THE HOME BUYING PROCESS
A STEP-BY-STEP GUIDE TO YOUR DREAM HOME!
Before You Start: Have a Clear Financial Picture
Roughly 90% homebuyers use a mortgage to
finance their home purchase. You’re going to need
to qualify. In order to do that, you need to know
exactly where your money comes from and where it
goes. Factors that will be under consideration are:
• Your available cash reserves (savings/checking
accounts)
• Income from all sources (wages; salary; tips and
bonuses; pension; Social Security; child support/
alimony; any other additional income)
• Amount and type of recurring monthly debt
(including current rent/mortgage amount; student
loan payments; minimum monthly credit card
payments; car payments; child support/alimony
payments; any other monthly debt that would show
up on your credit report)
• Equity to be freed up from the sale of your current
home, if applicable
Step 1: Select me and the JM Denver
Home Team as your REALTOR®
As a Buyer’s Agent, I represent and
protect your interests and act as your
advocate. (Similarly, when you see an
agent listed on a For Sale sign in front
of a home, that agent is representing
t h e s e l l e r a n d p ro t e c t i n g t h e i r
interests.) Having a Buyer’s Agent also
saves you frustration and time you
might otherwise have spent driving
around looking at houses that may not
be available or meet your needs.
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Step 2: Get Pre-Approved for a
Mortgage
Guidelines and paperwork can vary from
one lender to another, but in general you
should be prepared to meet the following
requirements:
• Credit score of 640 or greater (you CAN
get approved with a lower score, but
you’ll likely pay a higher-than-market
interest rate)
• Able to show the most recent two
months of bank statements, paystubs,
and tax returns (if you’re self-employed,
different/additional documentation may
be required)
• Debt-to-income ratio no higher than 43%
• Your next step is to apply for the loan.
You may do this in person with a lender
or online. If you qualify, you’ll be
approved for an amount that takes into
account both the proposed monthly
mortgage payment (including taxes and
insurance) plus any monthly debt
payments.
Step 3: Compile Your Wish List for Your New Home
This is the starting point for your home search. List what you’re looking for in terms of:
• Type (e.g., single family home; townhome;
condo)
• Age of home (e.g., if you only want to look at
new construction)
• Bedrooms
• Bathrooms
• Levels, if that’s important for you (e.g.,
mobility challenges)
• Square footage
• Garage/parking
• Yard size

•
•
•
•

Floor plan
Distance/commute time(s)
School district
Homeowners association (if it’s important for
you either way)
• Architectural style
• Community amenities
• Anything else that’s important (e.g., RV
storage space; pool; maintenance-free; agerestricted; etc.)
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Step 4: Choose Several Potential Homes and Tour Them
I will run your list up against your budget (as determined by your lender) and the inventory of homes
for sale. The result of this process is a custom report you’ll be able to access via an online portal. The
report will list potential homes for you to consider and will include maps showing the locations of the
homes. Of course, you will be able to conduct your own searches within our MLS system as well.
I’ll then get your feedback on which homes appeal to you the most, and I’ll schedule time with you to
visit and tour the selected homes. As we tour each property, I will be listening carefully to further
discover what factors are critically important to you and which are less so. This data will help us
further refine the home-search process.
Be aware that good homes which are well priced and in good condition (we call these “cream puffs”)
will sell quickly…sometimes in as little as a few days. We will get daily reports on homes matching
your criteria—and, as they become available, I will notify you immediately.
Step 5: Make an Offer, Negotiate, and Go Under Contract
Once we’ve identified a property that you’re interested in, I will run a report that will include recentlysold homes and homes under contract. This lets us know what homes just like the target property
have sold for.
Next, I will prepare the offer for your signature, making sure to include all of the important factors we
mentioned on Page 4. You’ll sign the contract electronically and have your earnest money ready in
the event the offer is accepted. You’ll also provide a copy of the pre-approval letter from your
mortgage lender.
The lender and our team will call the listing agent to establish your credentials. We may go back and
forth on details such as price, dates, inclusions/exclusions, etc. We run all of these by you – we will
advise, but the decision is always yours. When the seller accepts your offer, you are considered to be
“under contract.”
Step 6: Obtain Inspection(s) and Appraisal; Negotiate Further if Needed
• The home inspection typically occurs within 7 days of going under contract. The purpose is to look
for safety and/or structural concerns. (Items such as torn screens or cracked tiles are considered
“cosmetic” since they don’t affect safety or structural integrity.)
• Expect to pay $350-$600 for a general home inspection, depending on the square footage/size of
the home.
• Additional inspections as needed or desired might include ones for the sewer ($100-$130), radon
($100-$125), and/or structural integrity ($250-$600).
• The buyer pays for all inspections.
• Fees for inspections are due at the time the inspection is performed and are non-refundable.
• Depending on the inspection results, more negotiation may be necessary.
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Step 7: Title Search and Insurance
• A title search detects any liens on the home that must be paid off prior to your purchase.
• Title insurance protects you from any errors that have occurred on the title prior to your ownership.
• In Colorado, it is standard for the seller to pay for the title search and insurance.
Step 8: Appraisal, Final Underwriting, and Loan Approval
At this point, the lender will re-verify important elements such as your credit report, employment, and
tax returns. I can’t stress this enough – it is CRUCIAL that you avoid changing your employment,
making large purchases such as a car or furniture, or apply for new credit. A change in any of these
elements sets off warning bells for the lender and will delay the approval process or put your funding
at risk of non-approval.
The lender will also order the appraisal. The purpose of the appraisal is for the lender to verify that
the value of the home matches or exceeds the loan amount. The buyer pays for the appraisal, which
typically costs $450-$650. Typically this cost is included in the closing costs, but some companies
charge the buyer up front.
Typically the appraisal will match the contract price. If it comes in higher, that’s great news and
indicates you’re getting an even better deal! (Don’t worry; you don’t have to disclose that to the
seller.) In a few cases, the appraisal can come in lower than contract price. If this happens, we may
be able to renegotiate with the seller to reduce the price. Alternatively, you may have to increase the
amount of your downpayment. (If we can’t reach an agreement, you can use the contract’s appraisal
contingency, get your earnest money back, and walk away. At this point we would resume the home
search.)
Assuming everything goes well with the appraisal, the lender will review every detail one last time
and provide final loan approval.
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Step 9: Closing and Taking Possession
• Closing is the final step in the process of buying your home. It’s almost always held at the offices of
the title company that performed the title search back in Step 7. This is when you will bring the total
amount due for your down-payment and closing costs and officially take ownership
• It’s not unusual for buyers to have more than 20 separate forms to sign at a closing. You should
expect the closing to take anywhere from 30 to 90 minutes.
• As your Realtor®, My role in the process is to review all settlement statements (closing documents)
for accuracy and reasonableness before you sign. I’ll also answer any questions you may have
about the purpose of each document. In most cases I will attend closing with you; if I cannot, I will
send someone in my place.
• The buyers and their agent, the sellers and their agent, the lender, and a closer from the title
company generally all attend the closing.
• We will review your closing costs (You’ll see these figures before the closing date) which are an
average of 2-3% of the loan amount to make sure there are no surprises.
• Be sure to bring your identification as well as a cashier’s check, money order, or wire transfer.
Step 10: Being a Happy Homeowner
Congratulations! You did it! Now it’s time to celebrate. With the JM Denver Home Team on your side,
you can relax knowing you made a great decision, got a great home for a great price, and had a
great experience from start to finish.
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WHY SHOULD YOU BUY WITH
THE JM DENVER HOME TEAM?
The Results I Get for My Clients
• On average, I get 6 times more buyers into homes in a given year than
a typical REALTOR® does.
• The average purchase-price-to-list-price ratio for my buyers is 97%.
That’s a strong indicator of my negotiating power because it means I’m
saving on average my buyers almost $12,000!! It’s also a measure of
my ability to help buyers craft offers that appeal to sellers.
• I’m also proud to say that more than 80% of JM Denver Homes’
business comes from past clients or referrals.
• Since 2008, my sales production has put me in the top 5% of all broker
associates within HomeSmart Realty Group.
• Every year since 2010, Denver’s premier magazine, 5280, has
recognized me for outstanding customer service.
• I consistently earn 5-star reviews on Realtor.com, Yelp, Zillow.com, and
Facebook —see more reviews at jmdenverhomes.com/testimonial.php
My Market Knowledge, Experience, and Training
Your chances of a successful purchase that meets your goals are higher with me than our competition.
Here are some of the reasons why:
• A sixth-generation Colorado native, I have been a REALTOR® full-time since January of 2004.
• I’ve owned several homes, manage my own rental properties, and have even done a “fix and flip.”
• As a REALTOR®, I go far beyond the state’s minimum education and licensing requirements,
subscribing to a strict Code of Ethics that sets high standards for how I deal with every party in a real
estate transaction.
• In addition, I have earned the following special certifications and accreditations:
‣ Accredited Buyer Representative – benchmark of excellence in buyer representation
‣ Certified Residential Specialist – due to the stringent education and experience requirements, only 3% of
agents hold this designation
‣ Certified Negotiation Expert – superior results in negotiations

• I am just as committed to developing the skills of my staff, with each member attending a minimum of
10 hours of professional development activities each year.
My background gives me a unique perspective on (and profound understanding of) the Aurora/
Centennial/Denver real estate market. This broad experience also means I’ve seen—and skillfully
handled—just about everything that can go sideways in a real estate transaction.
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Big Where It Matters; Small Where It Counts
• Our website gives you access to every MLSlisted home in the country.
• Our extensive, longstanding relationships with
appraisers, mortgage lenders, title agents, and
other allied providers means you get the best
service and deals.
• Technology allows me and my staff to track the
sales process in great detail and handle every
aspect efficiently, while leaving us available to
provide focused one-on-one interactions.
• I am always reachable and have built a
reputation for responding in a prompt, caring
manner.
What You Can Expect from Us
• Focusing on your needs and wants
• Using our knowledge, experience, and
expertise for your benefit
• Explaining each step of the process clearly
• Educating you on factors affecting current
market trends and your home search
• Responding promptly to your questions

• Respecting your time by previewing current
inventory and new listings so we can eliminate
any that don’t meet your needs
• Providing a free personalized online home
search tool and links to the best home search
apps to make it easy for you to search and get
instant updates on new listings that match your
search
• Respecting your timeline by handling all
meetings, paperwork, disclosures, and
deadlines efficiently and effectively
• Combining powerful sales data and expert
negotiating skills to help you craft an offer that
appeals to the seller, the appraiser, and the
lender
The Real Bottom Line
We won’t sell you any property that we’re not
comfortable with or don’t believe in. We want you
happy to do business with us again and be
happy to refer your friends and family.
We’re not in this for the sale…we’re in it for the
relationship.

2018 Client Appreciation Day
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YOUR SUPERIOR BUYING EXPERIENCE
BEGINS TODAY

T ODAY

Making Sure You Don’t Overlook a Potentially Great Home:
‣ You’ll compile your wish list
‣ I’ll search the MLS and all appropriate sources for possible matches
‣ Together we’ll Identify target properties and tour them
‣ You’ll choose one or more to make an offer on
‣ I’ll provide you with comprehensive neighborhood reports for a complete picture
Making Sure You Don’t Overpay or Lose Out on Your Dream Home:
‣ I’ll research comparable sales to get an accurate gauge of price
‣ We’ll discuss what you are able and willing to include in your offer
‣ I’ll submit the offer to the listing agent
‣ I’ll negotiate on your behalf
Having a REALTOR® Who Can Help You Avoid (and Conquer) Problems:
‣ We’ll discuss the results of all inspections and appraisals and develop responses
‣ I’ll advise you on responding to counteroffers
‣ I’ll negotiate on your behalf to resolve any related hiccups or complications

BOUG H T!

‣ I’ll ensure all deadlines are met and all documentation is in order for a smooth closing
And, Of Course:
‣ Comprehensive support from me and my team throughout
‣ Education for you at every step in the process to help you make informed decisions
‣ Integrity, responsiveness, and transparency to the highest standard
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WHAT CLIENTS ARE SAYING

SOFIE & JESSE

CHRIS

TRAVIS & KELSEY

“Top-notch customer service and
more. We had the wonderful
fortune of working with Jennifer in
buying two homes and selling one.
Jennifer is knowledgeable,
professional and works in the best
interest of her clients. We highly
recommend Jennifer Morrissette.
She listens, acts and delivers. She
is simply the best!”

“I really enjoyed working with
Jenny, she is fantastic! She takes
the time to understand what you
want and need when looking for
your new home. I encountered a
few issues when purchasing from a
new builder and Jenny flawlessly
guided me through the process and
even was able to negotiate a few
perks.”

“Jenny surpassed our expectations
of a real estate agent, helped
arrange and schedule many
services that I felt should’ve been
our responsibility. She made the
process of selling our house as
stress free as the process could
be. Would recommend Jenny to
anyone looking to buy/sell real
estate.”

STEPHEN

JOHN & ERICA

“Amazing real estate agent. So
helpful and makes the whole
process much smoother than it
could be. You must work with
Jenny if you are in the market to
sell or buy a home! Amazing!”

“Jenny is simply put absolutely
excellent at what she does, a total
All-Star. At every step along the
way she was always on top of
everything and one step ahead of
us at least. SIX STARS!!!!.”

TED

AND

YODIT

“Jenny did a fantastic job in helping
us look for a home, find one we
liked and all the way through the
stressful loan approval process. I
strongly recommend her.”

Read more client experiences at jmdenverhomes.com/testimonial.php
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NOW LET’S BUY YOUR DREAM HOME!
P: 303-204-6494 | JEN@JMDENVERHOMES.COM | JMDENVERHOMES.COM

