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Buying a Home
in Las Cruces

Las Cruces market stands out as one of the most diverse 
and ambitious real estate scenes, and we recognize that 
making the decision to purchase a home here can be a 
particularly overwhelming experience. Whether it’s grasping 
the distinctions between various property types, preparing 
for closing expenses, or navigating the different neighbor-
hoods, there’s a lot to learn.

That’s why we created this buyer’s guide--to set you on the 
right course to owning a Las Cruces home of your own. So 
let’s get started!
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EXIT REALTY HORIZONS

I hope this message finds you well.

I’m Connor Murray, founder of The Next Las Cruces at EXIT Realty Horizons. 
With over seven years of real estate experience, I deeply understand what it 
takes to guide my clients through seamless transactions. As someone who is 
deeply passionate about Southern New Mexico, a place I proudly call home, I’m 
committed to helping others find their perfect property in this beautiful region.

In addition to my expertise, I’ve built a team of knowledgeable, empathetic, and 
reliable professionals. Together, we’ve navigated the real estate market’s highs 
and lows, equipping us with the tools and strategies necessary to make your 
buying process as smooth and stress-free as possible.

I understand that trust is the cornerstone of a successful relationship between 
a buyer and their agent. You can rest assured that I am committed to keeping 
your best interests front and center throughout every step of your home-buying 
journey. Your privacy is my priority, and any personal information you share will 
be handled with the utmost care and confidentiality.

The guide I’ve provided is filled with valuable information to help you better 
understand the buying process, from the initial search to closing. I encourage 
you to review it, as it outlines important details that will set the foundation for a 
successful purchase. 

From my dedicated team to trusted professionals like your lender, attorney, and 
inspectors, we are all united by a single goal: to help you realize your dream of 
owning the perfect home with ease and efficiency. I’m thrilled to be a part of this 
exciting chapter in your life, and I look forward to guiding you every step of the 
way.

Sincerely,

Dear Future Homeowner,



Relocating to Southern New Mexico, from the fast-paced life of Miami, Florida, 
Connor quickly fell in love with all Las Cruces has to offer. While he may be a 
newer agent comparatively speaking to his colleagues, he has actively partici-
pated in the real estate industry since his sophomore year of high school. He has 
held real estate licenses in FL, MA, ME, NH, and NM. But make no mistake – his 
youthful ambition, persistent negotiation tactics, and vast knowledge aim to 
provide the best service to his clients when purchasing or selling their homes.   

Practicing real estate in several different markets across the country has proven 
to strengthen Connor’s ability to find solutions to every problem. Having been 
mentored by several distinguished agents, he has gained extensive knowledge 
and multiple perspectives of uniquely marketing properties in any given market 
condition. With his utilization of technology, the buying and selling process be-
comes intelligent and seamless. Connor believes that homes are more than just 
shelter and security; they give us a sense of belonging and allow us to display 
self-expression. Aligning with his mission to help give everyone a chance to find 
their place in the world.

Beyond his genuine passion for Real Estate, Connor has a Bachelor of Architec-
ture / Minor in Marketing from the University of Miami and is pursuing a Master 
of Real Estate Development from the University of Arizona. Furthermore, he was 
an architectural apprentice at Desert Peak Architects in downtown Las Cruces. 
He believes furthering his education to broaden his knowledge of architecture 
and the construction process will give him the additional tools necessary to 
help him achieve his goal of becoming a real estate developer and provide him 
with comprehensive knowledge for buyers and sellers. Having set new roots in 
the Las Cruces Sonoma Ranch area, Connor spends his free time exploring the 
New Mexico scenery, staying fit, working towards his private pilot’s license, and 
spending time with his two dogs and partner.  

Connor Murray

Luxury R.E. Advisor
m: 603.918.1745
o: 575.532.5678
connor.murray@thenextlascruces.com

Not intended to solicit currently listed property. ©EXIT Realty Horizons. Equal Housing Opportunity. All information furnished regarding property for sale or rent 
or regarding financing is from sources deemed reliable, but EXIT Realty Horizons makes no warranty or representation as to the accuracy thereof. All property in-
formation is presented subject to errors, omissions, price changes, changed property conditions, and withdrawal of the property from the market, without notice.



How to 
Buy a 
Home
Las Cruces

01
Finding an Agent
Reach out to your Next Las 
Cruces licensed real estate 
advisor who is knowledgeable 
about the neighborhoods 
you’re considering and can 
help guide your search.

Email us: 
info@thenextlascruces.com 
Call / Text us: 603.918.1745

02
Get Pre-Approved
Before beginning your 
search, your first step
is to get pre-approved for a 
mortgage loan
(unless you will be paying in 
cash for the full
price of your home). Your 
Next Las Cruces real estate 
advisor can connect you to 
a mortgage broker. Based 
on your income and credit 
history, the mortgage broker 
will determine how much the 
bank will lend you, which 
will help you determine the 
price range for your search.

04
Offer & Negotiate
Reach an agreement with the 
seller on price and terms. Once 
you have seen a home you like, 
your real estate advisor can 
submit an offer on your behalf, 
which is a non-binding agree-
ment to pay a certain price for 
the home. If your offer is lower 
than the list price, the seller 
will likely return with a “counter 
offer”, which you can choose to 
accept, reject, or make another 
offer. Your real estate advisor 
will provide advice on pricing 
throughout.

05
Review
Analyze the purchase agree-
ment and other documents 
with your real estate advisor or 
attorney. If you use an attor-
ney, it is best to work with one 
specializing in Las Cruces Real 
Estate. Your attorney’s job is 
vital to protecting your interests; 

03
Search Collections
& Visit Properties
Attend viewings and open 
houses spanning a range of 
areas and property types. 
Now is the time to consider 
your ideal home’s accessibil-
ity and amenities.

they review an incredible 
amount of paperwork on 
your behalf. Therefore, you 
want to select someone 
who is familiar with these 
transactions.



  8 −  YOUR GUIDE TO SELLING A 
HOME

PHILIP SCHEINFELD 
TEAM

07 
Optimizing the Offer
Following an offer, your agent contacts  
all interested parties, reviews the 
offer terms, and raises all counter-  
offer options with you. The contract  is 
negotiated and accepted, and the  
transaction summary is circulated
to all parties. 

08 
Finalizing the Details 
Your agent notes and observes all  
contingency periods throughout the  in-
contract stage. All financial and  
supplemental information is collated  
and submitted to the managing agent.

09 
Completing the Close 
The property appraisal and home  
inspection takes place. The closing  
date is set with the attorney. Your  agent 
arranges the final walkthrough  and 
closing at which time the keys are  
handed over to the buyer.

06
Go To Contract
When you sign a contract, you 
will also deposit your earnest 
money. This deposit is typically 
$500 - $5,000, depending on the 
size of the home and location. 

07
Complete Loan 
Application

08
Conduct Home 
Inspection
A home inspection is a critical 
step in the real estate transac-
tion process, designed to assess 
the condition of a property 
before finalizing a purchase. 
A licensed inspector examines 
key structural and mechanical 
elements, such as the founda-
tion, roof, electrical systems, 
plumbing, and HVAC units. The 
goal is to identify any potential 
issues, safety hazards, or nec-
essary repairs that may not be 
immediately visible to buyers. A 
thorough inspection helps buyers 
make informed decisions, negoti-
ate repairs or price adjustments, 
and avoid unexpected costs 
after the purchase.

09
Bank Commitment 
+ Clear to Close

10
Closing Scheduled
By Agents

11
Final Walk-Through 
with Your Agent

12
Closing
Congratulations, you are now a 
HOME OWNER!

How to 
Buy a 
Home
Las Cruces
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We came across an article on Yahoo Finance discussing a recent study 
by Today’s Homeowner, which examined the cost comparison between 
buying and renting in 97 major U.S. cities. The findings suggested that 
renting is more cost-effective than buying in 46 of these cities, potentially 
leading to significant savings for renters.

In their analysis, Today’s Homeowner considered various factors asso-
ciated with homeownership costs, such as the average home sale pric-
es from July 2022 (sourced from Redfin), property taxes (gathered from 
the U.S. Census Bureau’s American Community Survey), average main-
tenance costs (estimated by Angi), interest rates (provided by Freddie 
Mac), and homeowners insurance premiums (figures from Quadrant In-
formation Services).

The study revealed that, on average, homeowners would spend around 
$1.3 million over 30 years, while renters would pay approximately $1.26 
million. The article emphasized that the disparity between homeown-
ership and renting costs is particularly pronounced in California, where 
seven out of the top ten cities were identified as places where buying is 
significantly more expensive than renting.

April 14, 2024



Homeowner Net Worth 
Almost 40X Greater

However, it’s essential to critically assess the study for two key reasons 
often overlooked in such comparisons, which may serve the interests of 
landlords:

1. The study’s 30-year timeframe doesn’t align with the typical housing 
needs of individuals, who often require housing for approximately 60 
years. The subsequent three decades don’t involve mortgage pay-
ments once a mortgage is paid off in 30 years. This aspect could 
significantly impact the overall comparison even with a modest 1% 
annual rent increase over 60 years.

2. Over a 30-year period, homeowners become owners of a valuable 
asset – equity. Even if the home’s value doesn’t appreciate over this 
period, homeowners are in a more favorable position than renters, 
who lack any assets or equity despite years of rent payments. As-
suming a conservative 2% annual home value escalation, compound-
ed over 30 years, a $1 million home could potentially be worth more 
than $1.8 million; over 60 years, it could exceed $3.25 million.

Just a little fruit for thought...





FirstDown Plus is a third mortgage down payment assistance (DPA) loan 
designed to provide additional down payment to first-time homebuyers 
qualified to use MFA’s FirstHome program. Previous homeowners who 
have not owned and occupied a home as their primary residence in the 
past three years may also be eligible for the program.

FirstDown Plus must always be used in conjunction with MFA’s FirstHome 
(first mortgage) and FirstDown (second mortgage) programs. Borrower 
eligibility requirements are the same for FirstHome, FirstDown and 
FirstDown Plus.

FirstDown Plus provides a fixed amount of $15,000 in the form of a 10-
year, non-amortizing loan with a 0% interest rate. The $15,000 must be 
used exclusively for down payment.

FirstDown Plus is a loan, not a grant. The loan has no monthly payments 
and will be forgiven if the borrower continually occupies the home for a 
full 10-year period and does not sell, refinance, transfer the title, rent out 
or otherwise vacate the property.

Borrowers may have a FirstDown second mortgage DPA loan amount as 
low as $1,000, or they may utilize up to the full amount of 4% of the home 
purchase price. FirstDown funds may be used to pay closing costs or a 
combination of closing costs plus down payment, based on the loan type.

The combined amount of the FirstDown and FirstDown Plus DPA loans 
may not exceed $35,000. To view the FirstDown program policy, please 
visit the MFA website.

Questions? Please call an MFA Homeownership Representative at 
505.843.6881.

FirstDown Plus
Forgivable down payment assistance loan  
through New Mexico Mortgage Finance Authority’s 
FirstHome and FirstDown programs

View the Latest  
Household Income 
Limits

Rev. 1/2024

New Mexico Mortgage Finance Authority, 344 Fourth Street SW, Albuquerque NM 87102 
505.843.6880 | 800.444.6880 | HousingNM.org

Quick Facts
• FirstDown Plus loan funds 

are limited and available on 
a first-come, first-served 
basis.

• Provides a fixed loan amount 
of $15,000 to be used toward 
down payment.

• Must be used in conjunction 
with MFA’s FirstHome and 
FirstDown programs.

• Borrower eligibility 
requirements are the same 
for FirstHome, FirstDown and 
FirstDown Plus.

• FirstDown Plus is a 10-year, 
non-amortizing loan with a 
0% interest rate.

• The loan will be forgiven after 
10 years if certain terms and 
conditions are met.

• Combined MFA DPA loan 
amounts cannot exceed 
$35,000.

Transactions will be structured as follows:
First loan: FirstHome Amount needed after applying funds from 
  the second and third loans
Second loan: FirstDown $1,000 or up to 4% of the sales price
Third loan:  FirstDown Plus $15,000 fixed amount

Are you tired of paying rent and dreaming of 
a place to call your own? Well, guess what? 
You could make that dream a reality with the 
First Down Plus program from the New Mexi-
co Mortgage Finance Authority! This amazing 
program can help open the doors to home-
ownership. But here’s the scoop – the funds 
are limited. To catch this opportunity, you 
need to apply with a participating lender.

Now, let’s talk about why you’d want to take 
advantage of this program. First off, you 
don’t need a big down payment – the First 
Down Plus program helps you with that! It’s 
not just a house; it’s your own space, where 
you can decorate, play, and build memories. 
So, if you’re ready to say goodbye to rent-
ing and hello to your own kingdom, apply for 
the First Down Plus program now – because 
you deserve to have a home to call yours!

Down Payment 
Assitance 

For Your First Home
FirstDown Plus is a third mortgage down payment assistance (DPA) loan 
designed to provide additional down payment to first-time homebuyers 
qualified to use MFA’s FirstHome program. Previous homeowners who 
have not owned and occupied a home as their primary residence in the 
past three years may also be eligible for the program.

FirstDown Plus must always be used in conjunction with MFA’s FirstHome 
(first mortgage) and FirstDown (second mortgage) programs. Borrower 
eligibility requirements are the same for FirstHome, FirstDown and 
FirstDown Plus.

FirstDown Plus provides a fixed amount of $15,000 in the form of a 10-
year, non-amortizing loan with a 0% interest rate. The $15,000 must be 
used exclusively for down payment.

FirstDown Plus is a loan, not a grant. The loan has no monthly payments 
and will be forgiven if the borrower continually occupies the home for a 
full 10-year period and does not sell, refinance, transfer the title, rent out 
or otherwise vacate the property.

Borrowers may have a FirstDown second mortgage DPA loan amount as 
low as $1,000, or they may utilize up to the full amount of 4% of the home 
purchase price. FirstDown funds may be used to pay closing costs or a 
combination of closing costs plus down payment, based on the loan type.

The combined amount of the FirstDown and FirstDown Plus DPA loans 
may not exceed $35,000. To view the FirstDown program policy, please 
visit the MFA website.

Questions? Please call an MFA Homeownership Representative at 
505.843.6881.

FirstDown Plus
Forgivable down payment assistance loan  
through New Mexico Mortgage Finance Authority’s 
FirstHome and FirstDown programs

View the Latest  
Household Income 
Limits

Rev. 1/2024

New Mexico Mortgage Finance Authority, 344 Fourth Street SW, Albuquerque NM 87102 
505.843.6880 | 800.444.6880 | HousingNM.org

Quick Facts
• FirstDown Plus loan funds 

are limited and available on 
a first-come, first-served 
basis.

• Provides a fixed loan amount 
of $15,000 to be used toward 
down payment.

• Must be used in conjunction 
with MFA’s FirstHome and 
FirstDown programs.

• Borrower eligibility 
requirements are the same 
for FirstHome, FirstDown and 
FirstDown Plus.

• FirstDown Plus is a 10-year, 
non-amortizing loan with a 
0% interest rate.

• The loan will be forgiven after 
10 years if certain terms and 
conditions are met.

• Combined MFA DPA loan 
amounts cannot exceed 
$35,000.

Transactions will be structured as follows:
First loan: FirstHome Amount needed after applying funds from 
  the second and third loans
Second loan: FirstDown $1,000 or up to 4% of the sales price
Third loan:  FirstDown Plus $15,000 fixed amount

Provides a fixed loan amount 
of $10,000 to be used toward 
down payment.

FirstDown Plus is a 15-year, 
non-amortizing loan with a 
0% interest rate. 

Combined MFA DPA loan 
amounts cannot exceed
$35,000.



San Francisco

 FINANCING YOUR PURCHASE

����������� ��� ���� ��� ��� �����
The lender will determine your purchasing power, 
which gives you a guideline as to what you can 
afford before you begin the process. They will show 
you a variety of different types of financing �fi�ed, 
ad�ustables, etc.), and will determine how much you 
qualify for with each type. Based on your desired 
payment level and type of financing with which you 
feel comfortable, we can determine your purchasing 
power.

Know What Your Down Payment Will Be and 
Provide Financing Options
You need to choose a home based on what funds 
you have available, the lender will design a loan 
that will work for your individual situation.

Know What Your Monthly Payments Will Be 
Before picking a price range, you should make 
sure you are comfortable with your total monthly 
payment� �rinciple, �a�es, �nterest, �nsurance
(and Mortgage Insurance, if necessary).

Turns You Into a Cash Buyer
In today’s market, buyers are not the only parties 
concerned about �nancing. �ellers are e�ually 
concerned. In cases where there are multiple 
offers for homes, the buyers must put themselves 
in the best possible position to have their offers 
accepted. Getting pre-approved also puts the 
buyer into a better negotiating position, as the 
�eller �nows the buyer is ready, willing and able to 
buy, and that �nancing is not in �uestion. �uyers 
who are not pre-approved have less chance of 
obtaining an accepted offer on the house they 
wish to buy.

������������ �� �������� ���� ��������������� �� �� �� � ���� ���� �������� 
instead of an opinion letter. It is recommended to get pre-approval before 
������� �� ������ ������� ��� ���� ��� ������� ��� ���� ���� ��� ���� �� ��� 
right price range. 

Why get pre-approved
Why get pre-approved

K
E
Y 

T
E
R
M
S

APPRAISAL
Assessment of the property’s market
value, typically done for the purpose 
of obtaining a mortgage.

ASSESSED VALUE
Value placed upon property for 
property tax purposes by the 
Tax Collector. 

CLOSING COSTS
Expenses incidental to a sale of real 
estate, such as loan fees, appraisal 
fees, title insurance, and escrow fees.

CONTINGENCY
Certain criteria that have to be 
met in order to finalize the sale. 

CONVENTIONAL MORTGAGE
A mortgage or Deed of Trust not 
obtained under a government-in-
sured program such as FHA or VA.

CONCESSION
Money given to a buyer from a 
seller through escrow at closing. FIXED-RATE MORTGAGE

A loan on which the interest rate 
and monthly payment do not 
change. 

DEBT-TO-INCOME
The percentage of an individual’s 
monthly gross income relative to 
the amount of debt owed.

FINANCIAL STATEMENT
A formal record of your financial 
assets, debts, and liabilities. 

PRE-APPROVED
Advanced approval from a bank 
or other lending institutions for a 
home mortgage.



San Francisco

 FINANCING YOUR PURCHASE

The home loan process

Loan Application with 

Documentation

Begins

Credit Report Pre-Approval Issued

To Lender

Loan Options

Lender
Underwriting

Begins

Conditional Approval
Given by Lender

Final Approval 
Given by Lender From The Lender

Loan Docs Recorded 
Purchase Closes

Preparation

Property Search

Escrow Period

The home loan process

ESCROW
A neutral third party that handles 
the transfer of any money during 
the sale of a home from initial 
deposit to final funding. 

EARNEST MONEY DEPOSIT
Buyers in Las Cruces usually 
deposit $500 - $5,000 depend-
ing on price point of home to 
show that the buyer is serious 
about purchasing the home. It is 
usually refundable in the event a 
contingency in the sales contract 
cannot be met.

HOME WARRANTY
A policy that covers certain 
repairs (e.g., plumbing/heating) 
to a newly purchased home for a 
period of time, typically one year.

LIEN SEARCH
A background check on the 
property and the seller to ensure 
there are no outstanding debts or 
claims upon the property. 

TITLE INSURANCE
Insurance to protect the buyer and 
lender against losses arising from dis-
putes over ownership of the property. 

RECORDING FEES
Money paid to the lender for recording a home sale with the local authori-
ties, thereby making it part of the public records. 

PRE-QUALIFIED
Potential buyers provide an overall 
financial picture and mortgage brokers 
provide an estimate of what level of 
loan you will likely be pre-approved for.



Things you should NOT do 
when applying for a home loan

San Francisco

 FINANCING YOUR PURCHASE

Things you should NOT do when 
applying for a home loan

-
ing for a home. The following items may be detrimental when trying to 
move forward with the loan process.

DON’T buy or lease an auto
before you apply for a home loan
Lenders look carefully at your debt-to-income ratio.
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 deposits and complicate 
the application process, as you must then disclose and 
document the source of funds for each new account. The 

can consolidate your accounts later if you need to.

DON’T change jobs
A new job may involve a probation period, which must be 

considered for qualifying purposes.

DON’T buy new furniture or
major appliances for your new home
If the new purchases increase the amount of debt you are 
responsible for, there is the possibility this may disqualify 
you from getting the loan, or cut down on the available 
funds you need to meet the closing costs.

DON’T run a credit report on yourself
This will show as an inquiry on your lender’s

DON’T attempt to consolidate bills
before speaking with 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, 

goods. Duplicate copies take weeks to obtain, and could 
stall the closing date on your transaction.



The underwriter 
reviews your loan

San Francisco

 FINANCING YOUR PURCHASE

The underwriter 
reviews your loan

1. Credit
It is important that credit has been 
established with a good payment 
history. Any derogatory credit must 
have a �ood e�planation. �utstandin� 
collection accounts, judgements, or 
liens must be paid through escrow. 
The credit report will also list a credit 
score – a mathematical calculation of 
your overall credit rating.

2. Job Stability
A consistent job history with the same 
company is ideal; however if changes 
have been made for advancement, it 
is acceptable. �choolin� co�pleted in 
preparation for a specific vocation is 
considered to be a part of your 
job history.

3. Income and Ratios
Your gross monthly income (before 
ta�es� is co�puted. �onuses� over-
time, part-time, or self-employment 
income is averaged over the last two 
years. �he principal� interest� ta�es� 
and insurance (PITI) on the new loan 
(plus mortgage insurance, if applica-
ble) is divided by the gross monthly 
income to get the “top” ratio. P.I.T.I and 
all debts are divided by the income to 
get the “bottom” ratio. 

�atios are ideally �� over �� for an 
��� loan and lower for a ��� � ��� 
or ��� loan. �f other co�ponents are 
strong, higher ratios may be permitted.

(PITI / Gross Monthly income = Top 
Ratio) (Total Debt / Gross Monthly 
income = Bottom Ratio)

4. Down Payment, Closing
Costs and Cash Reserves
To be considered, your funds must have 
been verified as havin� been yours for � 
�onths. � �� �ini�u� down pay-
�ent ���� be fro� your own funds� 
however, the remainder of the down 
payment, closing costs, and the 2 to 
� �onths of reserves �ay be �ifted by 
a relative who provides a letter and 
bank statement showing the ability 
to give.

5. Property
The property is the security for the loan. 
The lender will require an appraisal 
by a certified fee appraiser to assure 
that there is su�cient collateral. �he 
underwriter will review the appraisal to 
verify the marketability, condition, and 
value of your home. The lender will 
also review the title report and require 
title insurance on the property for your 
protection as well as theirs.

*If you don’t fall within these
guidelines, don’t panic! Lenders work
with various investors that offer loan
products to fit all situations.
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Components 
of a mortgage

Formula for Home 
Owners Insurance:

Formula for Property 

P.I.T.I. -
es and Insurance

Insurance

Formula 1

Formula 2

Homeowner’s Insurance, 
Mortgage Insurance, Home-

owner’s Dues

12 months

12 months

=  Monthly Homeowners
Insurance

Components 
of a mortgage

Las Cruces:

1.1139%
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 FINANCING YOUR PURCHASE

Income $200,000 / $16,667 per month
Total monthly payments on installment 
+ revolving debt

Proposed Monthly Housing Expenses:

Total monthly payment (PITI) - $6,504.45

Monthly Debt Payments: $400.00

Total Debt Service: $6,904.45

How do lenders qualify 
borrowers?

Income DebtAssets/
Reserves

Credit
(FICO Score)

Debt
Ratio

How do lenders qualify
borrowers?

Income $77,400 / $6,450 per month
 Total monthly payments on installment
 + revolving debt

Total monthly allowed debt: $2,902.5
 Overall debt service to income ratio 34.4%

Proposed Mortgage Calculation:
 Purchase price: $300,000
 Loan Amount: $289,500
 Down Payment: $10,500
 30-yr fixed interest / principal payment @5.98%: 1,731.98
 Property Taxes per month $283.33
 Homeowners Insurance per month $83.33
 Monthly mortage insurance (PMI): $120.63
 Total monthly payment (PITI) - $2,219.27
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Purchase Timeline

Generally it takes 30 - 45 Days to Close after entering Contract. 
Let’s add another 30 Days to account for your Search.

At this stage, we have gone through 
inspections and are proceeding to 
closing dependent when the lender 
finalizes their numbers.

75

Flex MLS



Local lenders are the key.

Offer Strength

In general, Las Cruces Real Estate market is 
always competitive. Here are the 3 types of 
offers that get deals done on a daily basis
-   ranked strongest to weakest. 



Submit O!er Form  ⇄  Financial Statement

Because of the limited inventory of properties available in NYC and high competition amongst buyers, a savvy 
home buyer must be prepared to submit an offer on a moment’s notice. Therefore, it’s critical that you have your 
offer documentation prepared before you begin searching for a property. Ideally, you’ll also want to have 
identified a real estate attorney to work with before you begin the process of submitting offers. 

Serious buyers need to be prepared with paperwork when they submit offers. Sellers take offers seriously when a 
buyer is prepared. Here’s what you need ready to go:

The “Submit Offer Form” on the following page is really just a Financial Statement. Sellers 
reference this standardized financial snapshot to evaluate the relative strength of offers 
and determine who is best financially qualified and most likely to pass the co-op board (if 
applicable). This form is used in competitive situations too, so it’s a good idea to have it 
filled out with general figures, ready to submit. 

O!er Paperwork

Mortgage Pre-Approval Letter
Having a mortgage pre-approval from a bank allows you to understand how much you can 
afford and how much a financial institution is willing to lend to you. It shows Sellers you are 
a well-qualified buyer. When evaluating offers to purchase, NYC homeowners want to see 
that you are can afford the property they are selling. Plus, they want to see that you are 
serious and that a bank or lender is willing to extend you a mortgage loan (if you are 
pursuing mortgage financing). Having a pre-approval letter ready puts you at an 
advantage versus other NYC buyers who may not be as organized, especially if you find 
yourself in a bidding war.

Personal Letter to the Seller
Cover letters can often be a determining factor in which buyer a seller chooses. So we 
recommend writing a genuine, heartfelt letter to the seller in an effort to appeal to them.

Agency & Fair Housing Disclosures
New York State law requires agents and brokerages to provide this disclosure form to 
buyers and sellers. This disclosure form exists to help buyers and sellers understand who 
represents them in transaction.  

Submit Purchase Agreement

Property Disclosures

Tax Levy
A tax levy document represents an official notice from the government detailing 
the imposed taxes on properties within a specified area. It articulates the specific 
tax rates, assessments, and financial obligations that property owners must ad-
here to as part of the real estate transaction process.

Offer Paperwork

Because of the limited inventory of properties available in Las Cruces and the 
competition among buyers, a savvy home buyer must be prepared to submit an 
offer on a moment’s notice. Therefore, it’s critical that you have your offer doc-
umentation prepared before you begin searching for a property. Ideally, you’ll 
also want to have identified a title company to work with before you begin the 
process of submitting offers. 

Serious buyers need to be prepared with paperwork when they submit offers. 
Sellers take offers seriously when a buyer is prepared. Here‘s what you need 
ready to go:

New Mexico requires agents and brokerages to provide buyers and sellers with 
this property disclosure form, which helps buyers understand adverse material 
defects on the property (if any). 

NEW MEXICO ASSOCIATION OF REALTORS® — 2024
PURCHASE AGREEMENT — VACANT LAND

1. PARTIES AND AGREEMENT.
Buyer:

agrees to buy from

Property described herein with Settlement/Signing date of
Seller agrees to sell and convey to Buyer, in accordance with terms of this Purchase Agreement (“Agreement”) the

.
Sole and Separate. (Check if Applicable): If Buyer or Seller is married, and a Sole and Separate Agreement is

required by the title company and/or lender, the applicable party(ies) shall deliver or cause to be delivered a Sole and
Separate Agreement to the Title Company identified herein within days of Date from Acceptance.

$
A. APPROXIMATE CASH DOWN PAYMENT to be determined by

lender and/or buyer   OR CASH DUE AT CLOSING OR $
B. AMOUNT OF LOAN(S) to be determined by

lender and/or buyer   OR $
OFF MARKET. Unless otherwise agreed to in writing, as of Date of Acceptance, Seller shall take the Property off
the market until termination of this Agreement or default by Buyer which is not waived by Seller, whichever occurs
first (“Off Market”). While Off Market, Seller shall not accept any other offer to sell the Property, except a Back-Up
Offer. Notwithstanding the foregoing, if the Property was marketed through the MLS, the listing is subject to MLS
Rules.

4. TIME OFF MARKET (“TOM”) FEE. This paragraph to be used ONLY IF Buyer will be compensating Seller for
taking the Property Off Market. In the event of Closing, the TOM Fee SHALL NOT be refunded to Buyer or applied
to Purchase Price, down payment, and/or Closing Costs. As compensation, Buyer shall deliver to Seller
$ in the form of Check Cash Other
no later than
the entirety of the TOM Fee. Buyer’s failure to timely deliver the TOM Fee shall be considered a default of this
Agreement. NMAR Form 2104(A) – Time-Off-Market Fee / Earnest Money Information Sheet and NMAR Form
2104(B) - Receipt for Time Off Market.

5. EARNEST MONEY.  Buyer shall deliver $ Earnest Money in the form of Check
Note Wire Transfer of Funds Other

Title Company identified herein, no later than days from Date of Acceptance OR if Buyer has no

date the parties reach Resolution OR OTHER
Earnest Money shall be applied to Purchase Price, down payment, and/or Closing Costs upon Funding Date. If the
lender prohibits the credit of any portion of the Earnest Money towards the Purchase Price, down payment and/or
Closing Costs, the Earnest Money or applicable portion thereof shall be refunded to Buyer after Closing. Buyer's
failure to timely deliver the Earnest Money shall be considered a default of this Agreement.

This form and all New Mexico Association of REALTORS® (NMAR) forms are for the sole use of NMAR members and those New Mexico Real Estate Licensees to whom NMAR has
granted prior written authorization. Distribution of NMAR forms to non-NMAR members or unauthorized Real Estate Licenses is strictly prohibited. NMAR makes no warranty of the legal
effectiveness or validity of this form and disclaims any liability for damages resulting from its use. By use of this form, the parties agree to the limitations set forth in this paragraph. The
parties hereby release NMAR, the Real Estate Brokers, their Agents and employees from any liability arising out of the use of this form. You should consult your attorney with regard to the
effectiveness, validity or consequences of any use of this form. The use of this form is not intended to identify the user as a REALTOR®. REALTOR® is a registered collective membership
trademark which may be used only by Real Estate Licensees who are members of the National Association of REALTORS® and who subscribe to the Association’s strict Code of Ethics.

Seller:

2. PURCHASE PRICE.  (Sum of A and B)

3.

,
days from Date of Acceptance. In the event of termination of this Agreement, Seller shall retain

BUYERS WARRANT TO HAVE VIEWED THE PROPERTY AS FOLLOWS:
IN-PERSON
REMOTELY VIA A VIDEO AND AUDIO CALL WHILE BROKER OR OTHER THIRD-PARTY
VIEWS THE PROPERTY IN-PERSON. NMAR Form 1505 – Remote Viewing and Sight Unseen
BY REVIEWING A RECORDED VIDEO(S) AND/OR PHOTOGRAPH(S). NMAR Form 1505

objections to inspections, the Objection Deadline in Para. 20 or if Buyer has objections to inspections, the
.

to the

and
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80,000.00

✘

500.00 ✘

✘

✘

October 7 2024

This copyright protected form was created using Instanet Forms and is licensed for use by Connor Murray.

✘
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Having a mortgage pre-approval from a bank allows you to understand how 
much you can afford and how much a financial institution will lend you. It shows 
Sellers you are a well-qualified buyer. When evaluating offers to purchase, LC 
homeowners want to see that you can afford the property they are selling. Plus, 
they want to see that you are serious and that a bank or lender is willing to 
extend you a mortgage loan (if you are pursuing mortgage financing). Having a 
pre-approval letter ready puts you at an advantage versus other LC buyers who 
may not be as organized, especially if you find yourself in a bidding war. 

The purchase agreement form is an extensive agreement that outlines all of the 
terms necessary to make an offer on the home. It entails the purchase price, 
important dates such as inspection timeline, insurance contingencies, and closing 
timeline. You will go over this form with your agent page by page so that you 
fully understand it. 

Mortgage Pre-Approval Letter



Coopersmith & Coopersmith 
Hal Coopersmith, Esq. 
233 Broadway, Suite 1800 
New York, NY  10279 
tel: (212) 625-8505 
hal@coopersmith.law 
CoopersmithandCoopersmith.com 

Katz & Matz P.C. 
Bruce D. Katz, Esq. 
1350 Avenue of the Americas, 3rd Floor 
New York, NY 10019 
tel: (212) 244-4630  
bruce@katzmatz.net 
katzmatz.net  

Romer Debbas, LLP  
Pierre Debbas, Esq. 
275 Madison Avenue, Suite 801 
New York, NY 10016 
tel: (646) 599-6994  
PDebbas@romerdebbas.com  
romerdebbas.com 
  

Thalia Feilen PLLC 
Justin Katz, Esq. & Thalia Feilen, Esq. 
928 Broadway, Suite 1000 
New York, NY 10010 
tel:     (917) 566-7961 
tf@thaliafeilen.com & jk@thaliafeilen.com  
thaliafeilen.com 

SDK Heiberger LLP 
Jamie Heiberger Harrison 
205 East 42nd St. 6th fl 
New York, NY 10017 
tel: (917) 697-5853 
jamie@heibergerlaw.com 
heibergerlaw.com  

Hand Law, P.C.  
Apryl E. Hand, Esq. 
45 Main Street, Suite 608 
Brooklyn, NY 11201 
tel: (718) 243-9324 ext. 1 
a.hand@handlawpc.com 
handlawpc.com  

Real Estate attorneys are critical to all NY City sales. The best 

lawyers need to be proactive, responsive, and in competitive 

situations, known industry players. You need a team of 

experts on your side. 

<$4M: Flat Fee: $3,000 - $5,000 and 50% when retained 
>$4M: Expect to pay more than $5,000

Special Services: 

     •  Estate Law 
     •  Family Law 
     •  Consumer Protection 
     and more 

The Law O!ce of Sofia Balile, Esq. 
Sofia Balile, Esq. 
155 Water Street 
Brooklyn New York 11201 
tel: (646) 580-6116 
sophia@balilelaw.com 
balilelaw.com 

Real Estate Attorneys

Title Companies

CITIBANK | Scott Sullivan 
Home Lending Officer 
399 Park Avenue 
New York, NY 10022 
m:  917-886-2650 
scott.sullivan@citi.com 

CHASE | Christine Maglio 
Home Lending Advisor 
177 Montague Street Brooklyn NY 11201 
m:  917-881-9328  
christine.x.maglio@chase.com 

TD BANK | Brett Darchuk 
Wealth Mortgage Loan Officer 
Home Construction / Multi Family Specialist 
2 Wall Street New York, NY 10005 
m:  215-962-3220 
brett.darchuk@td.com
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CITY NATIONAL BANK | Carin Chadow 
VP Client Manager Private Banking 
400 Park Avenue, 2nd Floor 
New York, NY 10022 
m:  516-972-6390 
carin.chadow@cnb.com 

FIRST REPUBLIC | Gary D. Farro  
Senior Managing Director 
1230 Avenue of the Americas  
New York NY 10020 
m:  732-859-3021 
gfarro@firstrepublic.com 

CITIZENS | Adam Dahill 
Home Lending Solutions-Mortgage 
125 Park Avenue 
New York, NY 10017 
m:  917-696-6010 
adam.dahill@citizensbank.com

Below is a list of reputable mortgage professionals we 
have worked with. Brokers surf all lending options. 
Big banks o!er their “products”, i.e., mortgages.

Lenders

Mortgage Brokers 

GUARANTEED RATE | Jonathan Yellow    
Senior Loan Officer 
m:  (646) 269-3954 
jon.yellon@rate.com 

LOAN DEPOT | Vincent Vicchio 
Branch Manager 
m:  (914) 469-9376 
vincentv@loandepot.com 

Traditional Banks 
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LOAN DEPOT | Vincent Vicchio 
Branch Manager 
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vincentv@loandepot.com 

Traditional Banks 

Real Estate title companies are critical to all NM 
sales. The best agents need to be proactive, respon-
sive, and in competitive situations, known industry 
players. You need a team of experts on your side. 
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Katz & Matz P.C. 
Bruce D. Katz, Esq. 
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275 Madison Avenue, Suite 801 
New York, NY 10016 
tel: (646) 599-6994  
PDebbas@romerdebbas.com  
romerdebbas.com 
  

Thalia Feilen PLLC 
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tf@thaliafeilen.com & jk@thaliafeilen.com  
thaliafeilen.com 

SDK Heiberger LLP 
Jamie Heiberger Harrison 
205 East 42nd St. 6th fl 
New York, NY 10017 
tel: (917) 697-5853 
jamie@heibergerlaw.com 
heibergerlaw.com  

Hand Law, P.C.  
Apryl E. Hand, Esq. 
45 Main Street, Suite 608 
Brooklyn, NY 11201 
tel: (718) 243-9324 ext. 1 
a.hand@handlawpc.com 
handlawpc.com  

Real Estate attorneys are critical to all NY City sales. The best 

lawyers need to be proactive, responsive, and in competitive 

situations, known industry players. You need a team of 

experts on your side. 

<$4M: Flat Fee: $3,000 - $5,000 and 50% when retained 
>$4M: Expect to pay more than $5,000

Special Services: 

     •  Estate Law 
     •  Family Law 
     •  Consumer Protection 
     and more 

The Law O!ce of Sofia Balile, Esq. 
Sofia Balile, Esq. 
155 Water Street 
Brooklyn New York 11201 
tel: (646) 580-6116 
sophia@balilelaw.com 
balilelaw.com 

Real Estate Attorneys

Dona Ana Title (DAT)
Jennifer Odom-Cordova
Division President
425 S Telshor Blvd, STE B
Las Cruces, NM 88011
m: (575) 740-8835
jodomcordova@donaanatitle.com

Las Cruces Abstract & Title (LCAT)
Jessica Spires
Escrow Officer
119 S. Campo
Las Cruces, NM 88001
o: (575) 524-3681
jessica@lcat.net 

Southwestern Abstract & Title (SWAT)
Duncan Lundeen
Escrow Officer
3780 Foothills Rd, STE B
Las Cruces, NM 88011
o: (575) 523-8561
dlundeen@swatlc.com

Las Cruces Abstract & Title (LCAT)
Monique Tellez
Escrow Officer
119 S. Campo
Las Cruces, NM 88001
o: (575) 524-3681
mtellez@lcat.net

True Title
Mario Marquez
Lead Escrow Officer
3880 Foothills Rd, STE 1
Las Cruces, NM 88011
o: (575) 993-5114
mario@truelascruces.com 

Southwestern Abstract & Title (SWAT)
Patricia Saenz
Escrow Officer
3780 Foothills Rd, STE B
Las Cruces, NM 88011
o: (575) 523-8561
psaenz@swatlc.com

Charles John Law | Charles John
Attorney
2521 N Main St
Las Cruces, NM 88001
m: (575) 446-3321
appointments@charlesjohnlaw.com

Salcedo & Company | Isidro Salcedo
Managing Attorney
2990 N. Main St, STE D
Las Cruces, NM 88001
o: (575) 993-2676
kyle@salcedoco.com

Real Estate Attorneys
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GUARANTEED RATE | Jonathan Yellow    
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jon.yellon@rate.com 

LOAN DEPOT | Vincent Vicchio 
Branch Manager 
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Traditional Banks & Lenders

U.S. Bank | Maria Diaz
Mortgage Loan Officer
3790 E Lohman Ave
Las Cruces, NM 88011
m: (915) 588-0480
maria.diaz@usbank.com

Guild Mortgage | Rafa Figueroa
Loan Officer
1323 E Lohman Ave, STE 3,4,5
Las Cruces, NM 88001
m: (505) 306-4816
rafa.figueroa@guildmortgage.net

GECU | Angelic Hernandez
Mortgage Business Development Officer
141 Road Runner Pkwy
Las Cruces, NM 88011
m: (915) 487-6404
angelic.hernandez@gecu.com

Prime Lending | Nancy Black 
Loan Originator
3780 Foothills Rd, STE C
Las Cruces, NM 88011
m: (575) 649-8882
nancy.black@primelending.com

Citizens Bank | Meghan Quinones 
Mortgage Loan Officer
3065 E University Ave
Las Cruces, NM 88011
m: (575) 647-6714
mquinones@citizenslc.com

First Light  | Olga Cervantes
Loan Officer
300 E Foster Rd
Las Cruces, NM 88005
m: (575) 202-0567
ocervantes@firstlightfcu.org

Waterstone Mortgage | Vicki Lucero
Sales Manager
4440 Sonoma Ranch Blvd, STE D
Las Cruces, NM 88011
m: (575) 496-0225
vlucero@waterstonemortgage.com

Price Mortgage | Tyler Black
Sr. Loan Officer
2455 Missouri Ave, STE A
Las Cruces, NM 88001
m: (575) 415-7942
tblack@pricemortgage.com

Mortgage Brokers



The Renovated Home 
Lee J. Stahl 
(917) 848-3256 
lee.stahl@trhnyc.com 
www.trhnyc.com 

Le Whit 
Corey Kingston 
(520 ) 991-3975 
corey@lewhit.com 
lewhit.com 

MOVERS 

CONTRACTORS 

ARCHITECTS 

INTERIOR DESIGNERS 

FLOORING 

OZ Moving & Storage 
Christine Farrell 
(212) 452-6683 
christine.farrell@ozmoving.com 
ozmoving.com

Kanan Shree 
Kanan Vyas Prasse  
(917) 821-5985   
kanan@kananshree.com 
kananshree.com  

Brinton Brewster Interiors 
Brinton Brewster 
212-533-0311 
info@brintonbrewsterinteriors.com 
brintonbrewsterinteriors.com 

Decopostale LLC 
Sandy Stevens 
(917) 903-4442 
sandy@decopostale.com 
decopostale.com 

STAGING 

Picasso’s Flooring Designer  
Danny Valdiney Dipole 
(917) 664-5449 
picassosflooringdesigner@gmail.com 

Duffy Floors 
Brendan Duffy 
(718) 639-6392 
brendan@duffysfloorservices.com 
duffysfloorservices.com  

Hovey Design 
Porter Hovey 
(917) 573-1973 
porter@hoveydesign.com  
hoveydesign.com 

PAINTERS 

LANDSCAPERS 

Paintzen 
(866) 343-9981 

New Eco Landscapes 
Jesse Terzi 
646-770-3602 
jesse@newecolandscapes.com

Blondie’s Treehouse 
Josh Fleischmann 
(646) 649-9298 
josh@blondiestreehouse.com

Jeremy Paterson 
(646) 359-9238

 Vendors
Gotham City Home Inspection 
Tony Castoro 
(718) 360-1868 
tonyc@abrooklynhomeinspection.com 
abrooklynhomeinspection.com

INSPECTORS ACE Home Inspection 
Frank Baldassarre 
(917) 697-0475  
frank@acehome1.com  
acehome1.com

BIN IT - Environmental 
Thomas Stepanovich 
(888) 552-4648 
Thomas@bin-it.com  
bin-it.com

Barbaria 
Frank Barbaria 
(646) 533-9470 
frankrbarbaria@yahoo.com 

Staged To Sell Home  
Jason Saft 
(917) 763-4370 
jason@stagedtosellhome.com  
stagedtosellhome.com 

Home Security SimpliSafe 
Customer Support 
(888) 910-1458 

ADT 
Davon Williams 
(646) 413-2249 
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Organ Mountain Inspections
Andrew Legatzke
(575) 650-5520
andrew@organmountaininspections.com
www.organmountaininspections.com

Las Cruces Moving & Storage
Eddie Chatterton
(575) 649-3721
www.greatguysmoving.com/movers/
new-mexico/las-cruces/las-cruces-mov-
ing-storage/

Integrity Inspections
Alexander Stewart
(915) 201-3694
integrityspec@gmail.com
www.integrityspec.com

All My Sons
(915) 245-3030
amsadmin@allmysons.com
www.allmysons.com

Wolf Pack Contractors
Joseph Gonzalez
(575) 635-0272
wolfpackcontractorsnm@gmail.com
wolfpackcontractors.com

Double R Construction
(575) 323-3109
info@doublerconstructionllc.net

Organs Cleaning
Melissa Palomares
(575) 650-7859
organscleaning@gmail.com
www.organscleaning.com

Essential Cleaning Co
Fabian Galaviz
(575) 448-1130
galavizenteprisesllc@gmail.com
www.essentialcleanings.com

Studio Langan
Jamie Roberts
(732) 570-2022
studiolangan@gmail.com
www.studiolangan.com

LNA Interiors
Lindsey Potts
(575) 200-3993
Lindsey@LNAInteriorsDesign.com
www.lnainteriorsdesign.com

Casey Carpet
Steele Schweinbraten
(575) 523-9595
steele.caseycarpet@yahoo.com
www.caseycarpetoflascruces.com

Maloolys Flooring Company
(575) 523-0633
www.maloolys.com

Kol Haus Blinds
Luis Dominguez
(915) 352-6285
www.facebook.com/kolhauselp/

Budget Blinds
Andy Mutchnik
(575) 208-5124
fmutchnik@budgetblinds.com
www.budgetblinds.com/lascruces/

GQ Landscaping
Richie Venezuela
(575) 621-5206
GenuineQualityLandscaping@gmail.com

Extreme Landscaping
(575) 286-0822
info@extremelascruces.com
www.extremelascruces.com

Precision Painting
(575) 300-9234
www.paintingcontractorlascruces.com

Knights Painting
(575) 305-7048
knightspaintingnm@gmail.com
www.knightspainting.us

Eagle Security 
(575) 382-9213
support@eaglesecurity.biz
www.eaglesecurity.biz

ADT
Maximilio Ortega
(575) 636-8058
MaximilioOrtega@adt.com
www.adt.com

Maddox Plumbing
(575) 526-3929
maddoxplumbing@gmail.com
www.facebook.com/MaddoxPlumbing/

Sun City Plumbing & Heating
(575) 777-9758
service@suncitylc.com
www.youknowsuncity.com

RAD Electric
(575) 526-6846
radelectric21@gmail.com

RT Electric
(575) 523-9252
www.rtelectricinc.com

BLINDS

HOME SECURITY

PLUMBERS

ELECTRICIANS

CLEANERS
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Compass Cares

Compass Cares is our way of empowering 
agents and employees to give back to local 
communities with our time, resources and 
skills — because no one knows a community 
better than the agents and employees who 
serve it.  

Through Compass Cares, 100% of our 
transactions lead to a donation back to the 
communities we serve. We turn local 

As we work to help everyone find their place in the world, Compass  Cares 
empowers agents and employees alike to support meaningful  causes 
right where it counts most: at home.

knowledge into local impact by supporting  
meaningful local causes. Compass Cares  
connects the generosity and compassion  
of our people to a giving platform of over  
1  million nonprofits to create a regional and  
national community of givers. Because here  
at Compass, we believe it’s our responsibility  
to make the world a little better, one place   
at a time.

As we work to help everyone find their place, EXIT Realty 
Horizons Cares empowers agents and employees alike 
to support meaningful causes where they count most: at 
home. 

EXIT Realty Horizons Cares is 
our way of empowering agents 
and employees to give back to 
local communities with our time, 
resources, and skills -- because 
no one knows a community better 
than the agents and employees 
who serve it. 

Through EXIT Realty Horizons 
Cares, 100% of our transactions 
lead to a donation back to the 
communities we serve. 

We turn local knowledge into local 
impact by supporting meaningful 
local causes. EXIT Realty Horizons 
Cares connects the generosity and 
compassion of our people to a giv-
ing platform of 1 million nonprofits 
to create a regional and national 
community of givers. Because here 
at EXIT, we believe it’s our respon-
sibiliity to make the world a little 
better, one place at a time. 

EXIT Realty Horizons Cares



Connor Murray

Luxury R.E. Advisor

m: 603.918.1745

o: 575.532.5678

connor.murray@thenextlascruces.com


