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WHY YOUR AGENT matters
For most people, buying a home is generally the most expensive 
transaction they will make in their lifetime. And during this costly 
purchase, there are a lot of legalities along the way that need to be ad-
hered to, to ensure a smooth transaction. Hiring a real estate agent to 
represent you in the purchase of your home is going to be substantially 
beneficial.

For starters, buyer’s aren’t responsible for the commission payout for their 
agent. (With the exception of special, rare circumstances.) So without the 
cost of paying an agent out of pocket, you’ll receive the experience and 
guidance to help you through a process that could otherwise be 
emotionally exhausting if you are going it alone. Laws are constantly 
changing, and by having an educated agent guiding you through the 
process, you can be sure that your best interests in the purchase process-
es are always looked after.

You also get to have access to view more homes, and have a clearer view 
on how the market is in your area. Sites like Zillow, Trulia, and others have 
outdated listings and misrepresent property values. Your agent will be 
able to send you a list of active properties for sale, help you go out to 
view them, as well as negotiate for you to get a great deal. Find an agent 
that will work hard to help you find your dream home and avoid the 



WHY BUY INSTEAD OF rent
In recent years, rental prices have been skyrocketing to new highs. And 
with a booming housing market with low interest rates, the monthly cost of 
home ownership has dropped significantly. Throughout the majority of 
major cities, owning a home has been drastically more affordable than 
renting. The Bitteroot and Missoula Valley’s have histroically followed the 
lead of larger major cities, with a slight delay.

And with the equity build up in your home, you’re ultimately “saving mon-
ey” paying your mortgage, because reselling it could potentially get you 
your money back, if not more. In a rental situation, it’s considered “throw 
away money,” because you’ll never build up equity, or see that money 
again. Instead, you’re using your personal funds to not only pay off the 
mortgage of your landlord, but the property owner also makes a profit off 
of you on a monthly basis.

It’s important to take advantage of the dream of owning your own property 
in today’s market. You’ll end up getting much more for your money than 
you would in a rental scenario, and pay equal, or less, on a monthly basis.



Prior to starting your house hunt, it’s important to find out the loan 
amount the bank will qualify you for. Having this knowledge will give you 
the upper hand in negotiating situations, because you’ll be able to place 
strong offers on the right home, knowing you have the funds to support 
your offer. This will make sellers take your offer more seriously and will 
help you towards winning the home of your dreams.

In such a booming housing market, most offers without a pre-approval 
letter will be dismissed. Which ends up wasting a lot of your time, and 
if you are serious about buying, can cause a lot of disappointment if 
you lose out on the perfect property. Get in touch with a lender to get 
a no-obligation pre-approval rate, and have the upper hand during the 
process.

THE IMPORTANCE OF 
GETTING pre-approved

LENDING resources
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MANN MORTGAGE
Loan Officer
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(406) 529-1158
lucas.mccormick@mannmortgage.com
lucasmccormick.mannmortgage.com

RENEE ENDICOTT
CAPITAL FAMILY MORTGAGE
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NMLS #1441599
(406) 544-7192
renee@capitalfamily.com
capitalfamily.com



DISCUSSING YOUR 
LOAN options
There is a continued misconception about the necessities to purchasing a home.
Most people are led to believe that they are required to have 20% down with a
near perfect credit score to qualify for a mortgage. This scenario is simply not
true. With a variety of loan options available, home ownership can be a
possibility with 0% down. And standard FHA and Conventional loan down- 
payments are between 3.5% to 5% down. A significant difference from 20%.

You can discuss the different loan options with a lender to see what works for
you. Most bank lenders will accept credit scores down to 640; however, you can
find many local lenders who can work with credit scores down to 580 for FHA
loans. It’s always important to speak directly with a mortgage professional about 
your unique situation.

There are a lot of national and local loan options that can be reviewed to assist
you with the approval process. Keep in mind that there are separate closing cost
fees (which your agent can further explain) that are not included in the down
payment. However, if you are tight on cash, you can discuss with your lender to
see if there are any programs that may be available to assist you with closing
costs.



STARTING THE HOUSE hunt
Looking online for a home is part of the excitement of finding the perfect 
place. Unfortunately, a lot of the public data that can be found online 
provides outdated listing information; such as, properties that have already 
sold, or properties that are already pending under contract.

This is where the importance of a real estate agent comes in. They can direct 
you to resources that provide more accurate information. Your agent will also 
be looking on your behalf for new homes that come on the market, so you 
find out about them immediately. Instead of waiting for it to show up on 
public resources, which in some cases, can be too late to get an offer in.

When it comes to finding your perfect house, be sure to take the time to sit
down and write out all of features that are a must and all of the features that 
you would like to have, but aren’t required, and base those needs around 
a realistic understanding of what the market offers in your price point. Your 
agent can help you get a better understanding of the type of property you 
will be able to afford.

Avoid looking at properties far above your price point, in most market cli-
mates homes are selling for at asking or slightly belwo asking price. Search 
within your budget, with an open mind that you may not get everything to 
fit your list perfectly, but you can find a near perfect home, make it your own 
and you’ll still fall in love.



GOING UNDER contract
When you find the perfect house, let your agent know, and you will 
be able to discuss the best option to move forward in putting in a 
strong offer. Once your offer is accepted, you will then go into the 
pending contract period. This is the process where your mortgage 
goes through the necessary steps to getting approved, conduct 
inspections and ensure clear title. Or if you are purchasing with cash, 
this is the process in which you will be able to handle inspections, 
and title will be able to ensure the sale of the home can be done 
without any complications.

Contract periods can range anywhere from a week to two for cash 
buyers, and generally 30 to 45 days for buyers who have applied for 
a mortgage. During this period, a home inspection, termite inspec-
tion, and appraisal is conducted. Any negotiations for repairs, or 
price adjustments based on appraisal outcomes, are made.

Your agent will be able to keep you up to date throughout the
process and help you prepare to move into the home of your 
dreams. Once this contract period is over and you get the clear to 
close, you’ll be able to sign off on the papers on closing day, and 
celebrate home ownership!



ABOUT katie guenzler
After over 10 successful years in the marketing and advertising industry, Katie 
is applying her skills as an innovative marketing professional to the real estate 
industry. Her unique approach to marketing property and servicing clients is 
unlike anyone else in the industry. She has a firm understanding of the 
changing real estate market, a knack for determining client needs and is 
committed to helping both buyers and sellers make a move. 

Her decision to move from the world of advertising agencies to real estate, 
stems from a deep desire to continually be innovating and always learn-
ing. Her clients trust her to remove barriers and provide innovative thinking, 
whether those principles are applied to buying a home or selling a home, she 
is fully committed to her clients and their desired outcomes. 

Katie has made her home in Stevensville, Montana for the last 28 years. She 
has a firm knowledge of the entire Bitterroot and Missoula Valleys and all its 
hidden gems. She lives with her family in Stevensville and when she’s not 
      selling real estate you’ll find her,  
      husband Ben, and kids Jackson and 
      Brooklyn, on the slopes of Lost Trail or   
      wake boarding on Painted Rocks Lake. 
      In addition to volunteering for several 
      local causes, Katie is proud to serve on the  
      board for the Stevensville Youth Baseball  
      and Softball Association. 

I love to watch dreams become re-
ality, and the part I get to play in 
making that happen. My number   
 one goal is collaborating with  
 clients and helping them make  
  a move.



ENJOY THE journey
Home ownership is an absolute dream come true, and the process should
be as clear and stress-free as possible. With the right representation and

education, you’ll end up owning the home of your dreams in no time.


