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Getting Your Financing
Right
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Before you tour a single house, two questions decide everything: what can you actually

afford, and will a seller take your offer seriously? Here is how my lending partner answers

both — without touching your credit score.
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F I N A N C I N G  W I T H  Z I L L O W  H O M E  L O A N S

Why This Lender

W H Y  I  S E N D  M Y  B U Y E R S  H E R E

Three things that change the math
I do not get paid to recommend a lender, and you are never required to use one I suggest. I send buyers to Zillow Home Loans because

of three specific things that make the first step easier and the last step faster.

One soft pull
Getting your number does not ding your

credit. A soft inquiry is invisible to other

lenders and does not affect your score.

Appraisal covered
The appraisal is one of the first real costs

in a purchase. On qualifying loans, that

cost is covered rather than coming out of

your pocket.

21-day close target
A shorter, more certain timeline is

leverage. In a multiple-offer situation it

can matter as much as price.

What a soft pull actually means
Most buyers delay getting pre-approved because they think shopping for a mortgage will damage their credit. For the first conversation,

it will not. A soft pull gives you a real number to work with — a price range, an estimated monthly payment, and what you would need at

closing — before anything touches your report.

The hard pull comes later, once you have decided to move forward. By then you already know the answer is worth it.

Why the closing timeline is leverage
Sellers are not only comparing dollar amounts. They are comparing risk. An offer that closes in three weeks with a lender who answers

the phone beats a slightly higher offer that might fall apart in day 40 of a 45-day contract.

What this looks like in practice
Two offers come in $3,000 apart. The lower one is pre-approved, has a shorter close, and the listing agent can call the loan officer

directly. I have watched that offer win more than once.

Pre-qualified is not pre-approved — and sellers know the difference
These two words get used interchangeably online. They are not the same thing, and bringing the wrong one to an offer is one of the

most common ways buyers lose a house.

P R E - Q U A L I F I E D Based on what you told someone. Nothing verified. Useful for a rough idea, and close to worthless in an

offer.

P R E - A P P R O V E D Income, assets and credit actually reviewed. This is what I attach to an offer, and it is what a listing agent is

looking for.

W H AT  I T  C O S T S  Y O U Nothing, either way. There is no reason to settle for the weaker one.
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F I N A N C I N G  W I T H  Z I L L O W  H O M E  L O A N S

Meet Anthony Vaughan & The Process

Y O U R  P O I N T  O F  C O N T A C T

You will work with Anthony Vaughan
You are not being handed to a call center. Anthony Vaughan is my partner at Zillow Home Loans, and he is

the person you will actually talk to — the same person I call when we are writing an offer at nine at night and

need to know something before morning.

That matters more than most buyers expect. When a listing agent asks me whether your financing is solid, I

want to be able to say yes and hand them a name and number, not a general inbox.

L O A N  O F F I C E R Anthony Vaughan — Zillow Home Loans

D I R E C T (913) 213-6637

E M A I L avaughan@zillowhomeloans.com

L I C E N S E NMLS #1776347

B O O K  A  C A L L zillow.zohobookings.com/#/customer/anthonyvaughan

Y O U R  A G E N T Nehemias Lugo-Cheverez — NLC Realty · 910-703-7164

H O W  I T  G O E S

From first call to keys

1. The conversation
A short call. Income, debts, what you have saved, what you want

your payment to be. Soft pull only.

2. Your number
A price range and an estimated monthly payment — not just the

maximum you qualify for, but what you are actually comfortable

paying.

3. Pre-approval letter
This is what makes you a real buyer. I do not send offers without

one, because sellers here do not take them seriously.

4. We go shopping
Now we tour with a budget instead of a guess. If something

changes, Anthony Vaughan re-runs it the same day.

5. Under contract
Appraisal ordered, underwriting starts. This is where the 21-day

target lives, and where a responsive lender earns their keep.

6. Clear to close
Final numbers, wiring instructions verified by phone, and keys.

Have these ready and you will move faster
Two most recent pay stubs · two years of W-2s or 1099s · two months of bank statements · photo ID. Self-employed or retired? Tell

Anthony Vaughan on the first call so he can tell you exactly what your file needs.
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F I N A N C I N G  W I T H  Z I L L O W  H O M E  L O A N S

Questions & Next Step

S T R A I G H T  A N S W E R S

Questions buyers actually ask
Do I have to use Zillow Home Loans?
No. You are free to use any lender you want, and it will not change how I represent you. I am giving you a recommendation, not a

requirement. If you have a credit union or a lender you have worked with before, bring them — and I will hold them to the same

standard.

Will this hurt my credit score?
Not for the first conversation. That is a soft pull. A hard inquiry only happens once you choose to move forward with an application, and

a single mortgage inquiry typically has a small, temporary effect.

I do not think I qualify yet.
Then this call is more useful, not less. The most valuable conversation is often the one that ends with a specific list — pay this down, wait

this many months, save this much — instead of a vague feeling that homeownership is out of reach.

Is the pre-approval a commitment?
No. It costs you nothing and obligates you to nothing. It tells us what we are shopping for, and it tells a seller you are real.

Can I still shop rates?
You should. Get more than one quote and compare the full picture — rate, lender fees, points, and what it costs to get to the closing

table. Ask each lender for a Loan Estimate; it is a standardized form and it makes them directly comparable.

A word from me: the fastest way to lose a house you love is to find it before you know your number. Everything on this page exists to keep that from happening.

N E X T  S T E P

One call, and you will know your number
Ask me for an introduction to Anthony Vaughan, or reach out directly. Either way, start here — before the house you want shows up.

Nehemias Lugo-Cheverez · 910-703-7164 · nehemias@nlcrealty.com

Anthony Vaughan · Zillow Home Loans · (913) 213-6637

You are never required to use any particular lender, title company, or settlement service provider. Zillow Home Loans, LLC · Equal Housing Lender. This is not a

commitment to lend. All loans subject to credit approval, income and asset verification, and property appraisal. Terms, programs, and timelines are subject to change

and may vary by loan type, market, and borrower qualification. Nehemias Lugo-Cheverez is a licensed REALTOR® with NLC Realty, brokered by lpt Realty, and is not a

mortgage loan originator.
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