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1. First Things First
First and foremost, I’m really looking forward to helping you sell your home!
I’m sure you’re even more excited than I am to get it on the market, see buyers coming
through, and of course, get an offer!
Selling a house is a fun and exciting process, but it can also be stressful and aggravating at
times.
Which is why I’m giving you this…
I do everything possible to make sure everything goes as smoothly as possible.
Many of the things that are stressful or aggravating can be avoided (or handled better) as long
as you know what to expect and do ahead of time.
So please, give this a quick read, and refer back to it throughout the process of selling your
home.
While this guide won’t get into every little detail about the process (I’ll be taking care of a lot
of things behind the scenes which you’ll never need to worry about)...
...it does get into some things you should know about, which will save you time, effort, money,
and heartache.
Again, I’m looking forward to working with you, and thanks for choosing to work with me!
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2. Mission POSSIBLE
As a real estate agent, sometimes I’m representing a buyer, and at other times a seller.
Obviously, my “mission” is different for both of those types of clients.
But, since I’m representing you as a seller, my mission is pretty simple:
To help you sell your house for the highest amount the market will bear, in as short a time as possible!
I can’t and won’t promise “quick”. How long your home takes to sell depends on a lot of factors (many of which we’ll address in this
guide). However, I can assure you that I will help you sell it as quickly as possible.
And while I can’t predict exactly how much the market will bear, I can assure you I will help you get as much as the market will
bear.
But much of this depends on you as well! Getting the best results only happens when clients make the best choices and decisions
along the way, which this guide should help you do.

Christy Walton | RE/MAX Select
503.793.3345 | 503.477.9745
www.GoodnightChristy.com

4

3. The “CMA”
Before we do anything else, we need to determine an accurate market value for your home.
I’ll do a thorough comparative market analysis (CMA) which will help us determine a likely range that your home should sell for.
In the analysis, we will look at similar homes to yours which have:

•
•
•

Recently sold
Are currently under contract
Are currently active on the market
This will also help us determine an appropriate price to list your house for against the current competition, and considering the current market activity.
I’ll give you my objective perspective and advice as to how much you should list your house for. While I hope you take my advice,
ultimately you decide on the list price for your house.
While current local market conditions indicate a rise in home prices due to a dearth of listings, leading to some multiple offer situations, the market shows that the homes that command higher offer prices and multiple offers are in excellent condition and in excellent locations. Market conditions demand properties that are in good condition. Buyers want houses that are magazine and television
perfect and move-in ready.
Prices and days-on-market statistics for homes that are not in perfect condition, that do not show well due to wear and tear, structural
issues, or with dated finishes and floorplans are not selling as quickly or with very high prices. Cosmetic issues, such a being dated
or needing new carpets and paint negatively affect both price and on-market time. Structural or repair issues such as dry rot, plumbing problems, and vermin significantly affect the price. In addition, lenders using both federal and local programs frequently will not
lend on properties with structural issues.
Real estate estimate websites, such as Zillow, estimate only by giving a cursory examination to the current comparable neighborhood
data and tax records, not a property visit. Zillow is based on a computer algorithm that only encompasses number data like square
feet, bedrooms, bathrooms, remodels, etc. from the county and listing records and may include local short sales and REO's in the sale
price algorithm. RMLS is no longer giving Zillow the data feed, so Zillow data for the Portland area is more inaccurate than ever. Only the companies that provide the feed themselves (RE/MAX does) and individual agents who upload their listings by hand
make up the Zillow data for Portland. A computer program cannot accurately estimate property valuation as there are a variety of
amenities, neighborhood information, and specific property features that factor into the value of each property.
Only an appraisal report will be more accurate than a comparative market analysis (CMA) from a real estate professional.
However, the buyers in the market ultimately determine the market value of your home. It is only worth what a willing, ready, and
able buyer is willing to pay. That should be in line with the value we see in the CMA, as long as there are no major changes within
the market, and you make the right decisions on pricing right from the start.
Many homeowners tend to overprice their house when they first hit the market because:

•
•
•
•

They believe they should have “wiggle room” to be able to negotiate the price they want to get.
They simply hope that someone will pay more than the market data indicates.
They price it based on what they “need to get” in order to sell their house.
They add every dollar of improvements they have made to the house over the years onto the data-driven value.
When an owner over-prices, for any of these reasons, they usually lose the market’s interest by being out of line with the market.
This causes their home to sit there, accrue days on market, and cause a buyer to wonder, “What’s wrong with the house?”
So, before we even go over the market analysis, my best advice is to listen to the data and price your home accordingly. That’ll end
up saving you a lot of time, money, and aggravation.
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4. Three More Important Letters - MLS
One of the most basic, but also most important, marketing tools we’ll use to expose your home to the entire market, is the Multiple
Listing System (MLS). (This is also what we used to help determine your market value.)
This MLS is a database of almost every home on the market, and it’s what other agents use to find the appropriate homes to show
their buyers.
Years ago, the MLS was only able to be seen by real estate agents, but nowadays, even buyers have access to see the houses listed
for sale on it. No matter where else they may be looking, every serious buyer is definitely watching the MLS see what comes on the
market.
So, I’ll certainly make sure that your home is on the MLS and presented in the best possible light...from photography to a compelling
description of your home, all the way down to making sure that every piece of information on it is accurate.
This is so important since your MLS listing is what will “feed” your listing to many other websites through what is called an IDX
system. That way, your home will show up on almost any website a buyer may be looking at.
Our MLS is called RMLS: Regional Multiple Listing Service.
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5. My Huge, Amazing Marketing Plan
My Huge, Amazing Marketing Plan WILL sell your home quickly and for the best possible price!
If my Plan doesn’t work, absolutely nothing will!
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5. My Huge, Amazing Marketing Plan
I’m sure one of your biggest ques ons is “What are you going to do to market my house?”
While the MLS will do much of the heavy li"ing to expose your home to the market, it may not be enough to reach the en re market.

•
•
•

What if there’s someone out there who isn’t exactly in the market, but would love your home?
What if someone is just casually wai ng to see the right place come on the market?
What if someone has no inten on of moving at all, but then they see yours is on the market, and the next thing you know
they’re chomping at the bit to buy your house?
• What if someone who drives by and admires your house every day sees that it’s on the market?
Those are just a few of the “what ifs”...
The MLS is certainly important, but so is all of the addi onal marke ng I will do to make sure anyone who may be interested in
your house also sees it.
Here’s how I will be marke ng your home:
•

Prepare a professional market analysis and counsel you in pricing your home.

•

Research ownership and deed type from the tle company.

•

Research property’s land use, deed restric ons, zoning use, and easements.

•

Obtain sellers contact informa on for follow up and emergency contacts.

•

Upon our ﬁrst mee ng, before I talk about my business, I listen to what your goals are and ask ques ons.

•

Provide my Communica on Guarantee.

•

Discuss my “Easy Exit” Lis ng Cancella on Policy and my 100% Sa sfac on GUARANTEE.

•

Determine if seller qualiﬁes for our Smart Seller Program

•

Prepare a Seller’s Net Proceeds Sheet to show seller expenses, closing costs and net proceeds.

•

Provide a list of Interview Ques ons for the prospec ve seller to use when interviewing agents.

•

Go over the Lis ng Agreement

•

Review and explain all clauses in Lis ng agreement and other paperwork/agreements.

•

In-depth conversa on to discover all of the important features to highlight.

•

Comple on of the seller disclosure form to turn it from a ques onnaire into a selling tool.

•

Prepare showing instruc ons based on seller’s speciﬁc guidelines.

•

Target the market to determine who is the most likely buyer willing to pay the highest price.
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5. My Huge, Amazing Marketing Plan
•

Provide seller with a list of preferred vendors.

•

Explain the beneﬁts of a Home Owner Warranty with the seller

•

Obtain a professionally drawn ﬂoor plan with room sizes

•

Arrange for a Home Energy Score and the score display if the home is in Portland.

•

Provide Basic Staging Checklist to suggest construc ve changes to the property to make it more appealing, to show
excep onally well and help it to yield the greatest possible price to an interested buyer.

•

Provide a professional home staging consulta on.

•

Provide professional photography.

•

Price the property right the 1st me to open the market vs. narrowing the market.

•

Prepare a rough dra" of the lis ng for the sellers’ review.

•

Upload rough dra" into the MLS and share with you (the seller) for review and approval.

•

Create virtual tours for the MLS, Zillow, YouTube, and my website

•

Create a website with a seller’s report with the address as the URL

•

Research tax records to verify full and complete legal informa on is available to prospec ve buyers and buyer’s
agents on MLS printout.

•

Obtain one set of keys which will be inserted in the lockbox.

•

Install high-tech lockbox to allow buyers and their agents to view your home conveniently but does not compromise your family’s security.

•

Electronically submit the lis ng informa on to the Mul ple Lis ng Service for exposure to every ac ve real estate
agent in the Mul ple Lis ng Service area.

•

Mark the property “Coming Soon” on the MLS and Facebook’s private agents’ groups.

•

Help seller relocate locally, or out of the area with highly experienced RE/MAX agents across the globe – so the seller will have the highest quality agent to help them on both sides of their move to make it worry and stress-free.

•

Maximize showing poten al through professional signage a"er a city line survey to protect your u li es. Direc onal, yard, and open house signs will be provided. RE/MAX has one of the most recognizable Logos and Trademark in the
world.

•

Install a permanent ﬂyer on the yard sign post so drive-by buyers can immediately learn about the house.

•

Prepare a full-color photo ﬂyer with a list of features of the property to leave at the home for visitors to take with
them a"er the showing.
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5. My Huge, Amazing Marketing Plan
•

Prepare a marketing book for potential buyers to view including the flyer, energy efficiency, school and utility information,
maps, neighborhood information, power bills, insurance costs, and more.

•

Upload the disclosures into the MLS to make the property easy to sell for other agents.

•

Target all agents showing property near your home and oﬀer their clients an exclusive look prior to a release into the open mar-

ket.

•

Obtain a list of your 10-20 closest friends to send a letter asking them to tell their friends.

•

Prepare a list of 100 closest neighbors to call and invite to “pick their neighbors” if they know someone wanting to move.

•

Write and place all advertising for your home at no cost to you.

•

Place advertising in RE/MAX Select’s Pearl District window and website.

•

Advertise the property electronically to all the Portland area Realtors with full-color flyers e-mailed directly to their inbox.

•

Submit the property to top buyer classified internet sites: Realtor.com, Trulia, Zillow, Homes & Land.com, Yahoo Real Estate,
Homes.com, MSN Real Estate, and more than 20 others.

•

Submit professional photos available to millions of people via our website at www.RE/MAX.com which is linked to several
other sites.

•

Ensure accurate and swift reporting to the RMLS, Trulia, and Zillow and promptly correcting existing errors.
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5. My Huge, Amazing Marketing Plan
•

Insert property on my website, www.goodnightchristy.com, which will have more several property pictures and information
about your property made available to anyone who visits my website

•

Place ads on Facebook, Craigslist, and Twitter.

•

Promote the property to all top Realtors in Portland real estate offices.

•

Hold an open house exclusively for area Realtors to tour (refreshments included).

•

Hold a great open house for your neighbors; including refreshments.

•

Distribute color flyers to other agents in my RE/MAX office. RE/MAX agents are the highest producing agents in the world and
our network is outstanding.

•

Promote the property at the weekly company sales meeting.

•

Arrange for the property to be toured by agents from my office following our weekly sales meetings.

•

Contact my buyer leads, centers of influence, and past clients for potential buyers

•

Send a postcard to the 100 closest neighbors as a follow up to the phone call.

•

Send “Just Listed” cards to over 800 homes in my network.
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5. My Huge, Amazing Marketing Plan
•

Send a letter to residents in the immediate neighborhood promoting the features and lifestyle benefits of the property.

•

Perform a Reverse Prospecting Search to attract prospective buyers within the MLS.

•

Enable option to “press zero” so the prospective buyer can speak with someone in my office about the property immediately.

•

Cooperate with all real estate companies in the Portland Metro area.

•

Provide a pre-printed feedback form for prospective buyers.

•

Follow up with all buyer leads and inquires within 5 minutes.

•

Discuss qualifications of prospective buyers to help determine buyer motivation, ability to purchase and probability of closing
on the sale.

•

Work to qualify prospective buyers and assist them in obtaining suitable mortgage financing through one of my reputable lenders.

•

Follow up with seller to determine if they may have procured a buyer.

•

Meet with our preferred lenders to see if they have any prospective buyers in their network.

•

Weekly meeting with my team to mastermind on what steps have been completed and executed in the marketing of the home.

•

Give follow up reports on all open houses

•

Monitor buyer and agent feedback to make any necessary changes to price, condition...etc.

•

Suggest or advise changes to make the seller more saleable and attractive to buyers.

•

Re-write Advertisements weekly to keep them fresh.

•

Mail the seller copies of any advertising regarding the property.

•

Track all numbers to determine where the buyers are seeing the property.

•

Make available my entire team so any questions or concerns will be handled in a timely manner.

•

Provide seller with a blank copy of the Residential Purchase agreement to review and become familiar with it at the time the
offers come in.

•

Represent the seller on offer presentations and negotiating the best price and terms.

•

Facilitate the presentation of all offers and negotiate in your best interests.

•

Require all offers include buyers’ pre-approval and proof of funds for down payment.

•

Counsel you regarding closing decisions, possession dates, rent backs and insurance.

•

Make all escrow arrangements with the Title Company.

•

Confirm verifications of deposit and buyer's employment have been returned.
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5. My Huge, Amazing Marketing Plan
•

Follow loan processing through to the underwriter.

•

Update MLS and all websites used in marketing to show 'Sale Pending."

•

Assist in solving any title problems (boundary disputes, easements, etc) or in obtaining Death Certificates.

•

Receive and carefully review closing figures to ensure accuracy of preparation.

•

Forward verified closing figures to buyer's agent.

•

Request copy of closing documents from closing agent.

•

Confirm buyer and buyer's agent have received title insurance commitment.
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5. My Huge, Amazing Marketing Plan
•

Handle the entire escrow process for the seller.

•

Use my knowledge of appraisal and finance to ensure a smooth escrow period and closing.

•

Meet with our transaction coordinator daily for status updates on the closing process.

•

Monitor the buyers' loan to assure timely loan commitment.

•

Keep track of the Sellers’ move out progress

•

Coordinate all inspections.

•

If repairs are requested, I will thoroughly evaluate the document with you and highlight repairs versus cosmetic requests and
advise you accordingly

•

With the sellers’ permission, provide & arrange for contractors to perform any agreed-upon repairs.

•

Coordinate scheduling of appraisal and supply comparable sales if needed.

•

Set up a final walk-through of the property for buyers and their agent.

•

Arrange possession and transfer of home (keys, warranties, garage door openers, community pool keys, mailbox keys, educate
new owners of neighborhood policies.

•

Answer questions about filing claims with Home Owner Warranty company, if requested.

•

Attempt to clarify and resolve any conflicts about repairs if buyer is not satisfied.

•

Respond to any follow-up appraiser calls and provide any additional information required from office files.

While that should cover almost every marketing angle possible, if you have any specific requests, just let me know and we can certainly discuss working it into the marketing mix!
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6. Let’s Shake On It
Wanna hear some good news / bad news?
The good news is you don’t have to pay me until (and unless) your house sells.
The bad news…
You don’t have to pay me until and unless your house sells.
Hmmmm, sounds more like good news / good news...for you! Not so much for me. Ha!
Pretty lopsided, huh? But that’s how it works in this business. You get my time, thoughts, advice, skills, and marketing with no risk
to you, but all risk on me.
That probably doesn’t sound so bad to you, right? But here’s the deal…
It does hurt many real estate sellers because they end up not trusting the advice and motives of the agent they’ve hired to protect their
interests!
Think about it...would you trust an agent putting in so much time, effort, thought and skills for you for free? Of course, they want
(and need) to get paid. Otherwise, a client always wonders whether the advice their agent is giving them is good, right, and true...or
just an attempt to get paid, paid more, or paid more quickly.
I take a lot of pride (and money!) in the time, though, marketing, and advice I give to my clients, and the last thing I want
you to do is to question my motives.
Which is why I like to look at the relationship with my clients as we are “partners” in this together.
I’ll take on the burden of not getting paid until your house is sold...
All you have to do is be serious and committed to selling your house and committed and loyal to me as your agent.
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7. Our Agreement
If only business were still done on a handshake!
Before I can begin preparing the marketing for your home, or put it on the market, you’ll need to sign a “listing agreement”.
We’ll schedule a time to sit down and do the paperwork. When we do, I’ll make sure to review it with you before you sign.
If you have any questions or concerns at all, just ask me. I will gladly clarify anything you want.
As I mentioned in the previous section, a lot of time, expertise, and money will be spent on selling your house...
So, please, before you sign this, make sure you’re ready to commit to the process and our relationship for the long-haul.
To make your decision a little bit easier, I provide all of my clients with three guarantees that I actually make a part of my listing
agreements.
My Communication Guarantee states that if I don't call you, the seller, each and every Tuesday with an update on what's been happening, then you can fire me with no obligations to pay any fees.
My Performance Guarantee states that I will bring you a qualified offer from a qualified buyer in 89 days or I sell your home for
FREE. Restrictions (like a lower list price, mandatory price reductions, seller completed repairs, full staging, and a few other requirements) do apply to this guarantee so let’s talk about it.
My Easy Exit Guarantee states that if you, the seller, are not happy with the job that I am doing and I don't correct the issue within
twenty-four hours of being notified that you're unhappy. then you can fire me.
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8. Preparing Your Home For Photographs
Nowadays, buyers have pretty much seen your home before they even step foot into your house!
Years ago, buyers literally needed to physically come to your house in order to see what was inside. They were lucky if there was a
black and white photo of the exterior to view on a paper flyer.
But now, with the Internet, buyers will see almost every nook and cranny of your home from their phone or computer...
...which is why it’s so important to have the best photographs possible! They’ll literally decide whether or not they will step foot in
your house, based on the photos.
I take considerable care when it comes to the photography and even schedule a professional staging consultant to come to your home
and make it "picture perfect".
But in order for me to get the best pictures taken (and the best showing possible), I hire a professional staging consultant to go
through your home with you and advise you on making your home "magazine perfect". It's vital that you do what the stager instructs
so you get the best price available for your home. I have a tip sheet for staging that I'll give you.
The day photographs are taken, you should do a few things ahead of time:

•

Declutter every room. I will help you with this. There's an art to it!

•

Make sure the house is clean, really, really clean. Like, lick the grout clean.

•

Make sure all beds are made, and there is no laundry on the floor.

•

Hide unsightly things like laundry baskets, garbage cans, vacuums, etc. Close the toilet!

•

Take down as many “personal/religious effects” as possible (family pictures, things hanging on the fridge, etc.). We want buyers
to focus on the house, not on you.

•

Make sure all light bulbs are working (for brightness).

Make sure your windows are clean.

Pro tip: If ther e’s a particularly good time of day at your house to capture the best light, and you know when that is, let me know so I can
schedule accordingly!
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8. Preparing Your Home For Photographs
When you are staging your home, you want to create a lifestyle people are looking for. Generally speaking, you want to play up what
your neighborhood or area is known for. Have a house in a quiet, grassy suburb? Hanging a hammock in your backyard and a bench
swing on your porch could be the perfect touch.
The general rule for staging a home is Get Rid of Half. Remove half of your furniture in each room, half of your decorations, half of
your books, half of your clothes. At least half. Use your before-staging-consultant time to pack a LOT of your stuff. No matter what
your home dec style is, now is the time to rein it in and convert “home” to “Traditional Home Magazine”.
Open all of your blinds all the way, not just to the “open twist”. If you can, remove your curtains (but leave the sheers) so they don’t
bring any hint of darkness into the room. Make sure your windows are clean, too.
Turn on all the lights. ALL of them. Use warm colored lightbulbs to warm up the space. The bright white cool colored bulbs that I
love so much highlight flaws. You don’t want to allow any dark corners or “atmospheric” rooms. You want rooms to be light and
bright and look bigger! Hopefully your ceilings are bright white (you did that, right?) and shining a light onto the ceiling will open
up the room. Check out your lights, if they have dead bugs in them, vacuum them out! If your lampshades are dusty, replace them.
Use white in the bathroom. Hotels use white to “prove” that rooms are clean and white in the bathroom will show that the bathroom
is bigger and make it look new. After you clean the bathroom until it gleams and make sure the counter is bare of everything but a
fancy milled soap or fancy lotion and hand soap, add a white shower curtain; fresh, fluffy white towels folded in thirds, and clean
white bathroom accessories. You can skip the bathmat, just make sure the floor is spotless. Stock toilet paper. A well-organized bathroom has plenty of toilet paper at the ready. Try installing a few natural light bulbs to give the appearance of sunshine.
Stage the tub. Whirlpool bathtubs may no longer be the sought-after luxury item they once were, but the idea of a drawn bath remains appealing. Stage your tub by placing flameless candles around it and setting a favorite book and a stack of towels nearby, all
to conjure up images of “me time.” (There’s no need to fill the tub with water, though!)
If your bathroom lighting fixtures are dated, a quick trip to Home Depot or the like for a new light can update the whole room. Also,
if your cabinet handles are dated, update those with something fresh. You can also pick up some fresh brass or brushed nickel knobs
from the hardware store. (Hint: this also applies to the kitchen!)
Rearrange your furniture. In the living room, symmetrical arrangements usually work well. Pull your furniture off the walls and use
pairs (of sofas, chairs, lamps) to create an inviting conversation area.
Create a gender-neutral master bedroom. Appeal to everyone with a clean, tailored master bedroom, free of personal items and clutter. You can't go wrong with clean, crisp linens, tasteful artwork and a blanket folded at the foot of the bed.
Even though we took all of those family photos and distinctive artwork down when we were getting ready to list your house, give
some serious thought to replacing some of your wall art with mirrors. They will make each room look lighter and bigger, especially
if they face a window or a small collection of house plants.
The large dining table can look bare and uninviting, so styling it up with visitors in mind can increase the appeal. An oversize arrangement can look too stiff and formal, so try lining up a series of smaller vessels down the center of the table instead.
Flowers are always nice. The one exception to the clutter-free countertop rule is a vase of fresh flowers or a bowl of green apples or
lemons.
Polish those wood floors and store your rugs. You don’t want your pristine rugs to get ruined and you never want to have shabby
ones on display. Remove area rugs from the kitchen to create an illusion of more space and showcase that spotless floor.
Granite should sparkle. Use granite polish to wipe on a shine that will make buyers think you spent thousands of dollars on new
granite just for them.
Stage the outdoors too. Even if your condo has only a teensy postage stamp–size balcony, play it up with a cute café table and chairs,
a cheerful tablecloth and even a little tray of dishes or a vase of flowers. When people look at this scene, they won’t be thinking
“small,” they will be thinking, “What a charming spot to have breakfast!”
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8. Preparing Your Home For Photographs
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8. Preparing Your Home For Photographs
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9. “Hitting” The Market
The big day is here! Time to “hit the market”. This is the day your home goes “live” on the MLS.
I’m sure you’re as anxious as I am to start seeing buyers tour the house.
Hopefully, we’ll see good activity right away! Typically, we’ll see the most activity within the first two weeks of hitting the market.
The most serious buyers in your price range will most likely show up within the first few hours or days of your house hitting the
market. Hopefully, we’ll get an offer within the first few weeks.
However, if we don’t get an offer, or see much activity in the first few days or weeks, don’t worry. Let’s give it a couple of weeks,
and then we’ll assess.
The things I look for during this period are:

•

How many showings were there?

•

Did any of the buyers make offers? If not, why? What was the feedback from the buyers?

• Were there few showings, or no showings at all? Is it that the market is slow, or is it something to do with the house or price?
For now, fingers crossed! Let’s hope we see a good number of showings and strong interest. But if not, don’t get discouraged...not
every house sells within the first couple of weeks!
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10. When To Expect To Hear From Me
One of the biggest complaints real estate consumers have is that their agent was never in touch with them once the house was listed.
They “stuck a sign in the yard and never heard from them again…”
That is not how I do business. I will make sure to keep you informed along the way. My Communication Guarantee ensures that I
will be contacting you, at least, every Tuesday with an update.
You’re certainly welcome to reach out to me whenever you have a question or concern but I also like to stick to a consistent schedule
with my sellers. So, I will be reaching out to you at least weekly on Tuesdays by phone or email (if I can't reach you on the telephone) just to give you a quick update.
I’ll also make sure to reach out whenever someone wants to schedule an appointment to see the house and they haven't contacted you
directly or an offer comes in.
If you want to reach out to me between any of those moments, please text, email, or call my cell. I’ll always respond as quickly as
possible, but please know that sometimes I am with clients, my family, or perhaps even sleeping once in awhile. Generally speaking,
I am available seven days a week between 9 and 9. Anytime before or after that, just leave me a message and I’ll make sure to get
back to you first thing!
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11. Handling Showing Requests
As anxious as most sellers are to have buyers come see their home, it can also get aggravating at times.
Sometimes it’s because the house is such a “hot listing” that it feels like you have a revolving door the way buyers and agents are
streaming in and out.
Other times it’s because it’s a steady stream of buyers coming through for a lot of weeks straight, but no offers are coming in, and it
just gets tedious.
And then there are times when there’s not a lot of showings, and a seller gets lulled into just living life, and a buyer wants to come
see the house seemingly out of the blue.
No matter what the scenario, showings can get tiresome because you typically have to: 1) Keep the house ready to be shown in an
instant, 2) Get out of the house on short notice, and 3) Stay out of the house for longer than you want to.
So, it isn’t uncommon for some sellers to get aggravated and be rude to agents and buyers who want to come see their house.
Here’s my best advice…
Be as pleasant and accommodating as possible. Since so many other homeowners get a bit grumpy and rude, when an agent
or buyer comes across a seller who is simply pleasant to deal with, it can actually impact how they feel about your house over
another.
Beyond that, if they do make an offer, your kindness up front will likely impact how they act during negotiations and throughout the
deal.
Don’t underestimate the power of simply being nice and accommodating.
You are always welcome to call me and vent if there's something super annoying that you want to discuss. I know it happens and it's
my job and joy to be there to listen and help.
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12. Preparing Your Home For Showings
If you did a good job of preparing your home for the photography, then you should be in preFy good shape!
Of course, make sure you give your house a good cleaning once a week. But on a daily basis, you should make sure to dy up and
do some things that may slip through the cracks when your house isn’t for sale, such as:

•

Make sure all beds are made.

•

Clean up the cluFer. All of it. Even if you don’t think it’s cluFer, pick it up and put it away, even in the kitchen and
bathroom. The counters should be totally bare.
•

Make sure all dishes are either in the dishwasher or washed and put away.

•

Make sure there’s no food, crumbs or stains le" anywhere and wipe down your appliances.

•

Lower the toilet seat lids. Please.

•

Open all of your blinds all the way, not just to the “open twist”. If you can, remove your curtains (but leave the
sheers closed) so they don’t bring any hint of darkness into the room. Make sure your windows are clean, too!
•

Unlock keyed doors so people can venture into the yard and garage.

•

Set your table with white dishes, sleek silverware, and new looking glassware atop a neutral tablecloth or placemats. A bright runner or napkins will liven it up. A vase of fresh ﬂowers will make the room smell great and look preFy
and welcoming.
•

Give the ﬂoors a quick sweeping and vacuuming if they need it.

•

Turn all of the lights on, so the buyers walk into a bright home.

•

If you have pets, make sure they are out of the house or are secured if necessary.

•

Make sure there are no odors from cooking, pets, etc. If possible, open the doors and windows for an hour for fresh air. Take
out the trash in all rooms.

Pro tip: Don’t leave valuables around. They should be safe since agents accompany their buyers, and are responsible...but why take a
chance? Oh, and hide prescription drugs. (Sadly, some people do swipe these.)
Ideally, you have removed every object, document, and item that you would be distraught to lose by the time the house is ready to be
shown.
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13. Leave For Showings
Some homeowners feel it would be a good thing for them to be around when agents and buyers come to the house, in order to point
out all of the features.
Others simply just don’t want to have to leave.
But they should.
The biggest reason is that buyers need some “space” in order to make your space their own. Let them roam and chat without feeling
like you’re watching and listening to them. I have found that having the owner in a house that I am showing makes the buyers feel
uncomfortable and rushed and they may not give the house the consideration they should in trying to get out of the seller's way.
Also, the agents know their buyers (as well as what they should and shouldn’t say to them). Believe me, they will know what to point
out about your house and, as importantly, what not to point out. (Homeowners often focus on things that turn a buyer off.) So, let the
agents have space to the best job possible.
But another reason, which is more for your benefit, is that if you’re not around, you can’t say something that may hurt you. An agent
or buyer could get you into a conversation that gives them a glimpse into your motivation, for instance. Or, you might answer something incorrectly that comes back to haunt you legally.
So, go run an errand. Take a walk. Visit a neighbor… Just get out of the house.
But if you absolutely can’t...at least step outside, into the garage, or be on the opposite side of the house from them at all times, and
interact as little as possible (without being rude).
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14. Keep Your Lips Sealed!
This might sound a bit over the top, but it isn’t.
Don’t chat with anyone about the sale of your home.
•

Don’t complain about the market.

•

Don’t chat about what you’re willing to accept for a price.

•

Don’t let too many people know why you’re selling.

•

Don’t even get into how many showings you’re having.

This goes for pretty much everyone and anyone, except me.
Unfortunately, word gets around…you know, the old “grapevine”. And the less anyone knows, the better.
Most people (including other agents) don’t even think about how just a tiny bit of information can spread, and how much it can affect your eventual offers, sale price, and terms.
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15. Stay Calm
As I mentioned earlier, selling a house can be a stressful and aggravating process at times, for many reasons.
One of the biggest reasons homeowners lose money when they sell their home is because they get frustrated and make rash decisions.
Those bad decisions often happen because, when an owner gets frustrated, they often take their frustrations out on their agent. That,
in turn, causes their agent to get defensive, or perhaps pushy. This can cause the trusting relationship the client and agent should have
to go out the window.
I’ll totally understand if you get frustrated or aggravated at times. And while I can say “stay calm”, I know it might be tough for you.
It’s frustrating for me too at times! However, since I do this day in and day out, I’ve learned how to stay calm when things get tough.
You don’t do this often, and this is your home and money we’re talking about. So “staying calm” is easier said than done at times.
So, if you feel the need to vent to me...that is totally fine! I’ll be glad to help calm you back down. Just don’t treat me like the enemy
and vent on me! LOL
Always remember, we BOTH want your house sold, and for as much as possible.
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16. How Long Should it Take to Sell Your Home?
Earlier we talked about how you’ll probably see the most activity in the first two weeks. Your house may sell in the first two
weeks...but it could as easily take longer than that. Ask me about the Days On Market and Absorption Rate for the area. That's a pretty good indicator of how long it might take.
One of the things that many homeowners get aggravated about is the length of time it takes their house to sell. This is also one of the
main things that causes those rash decisions we touched on earlier.
Interestingly, when an owner’s house sells quickly — like in the first two weeks — they often get aggravated because they feel it
happened too fast. They usually think that means they asked too low of a price, or “gave their house away”. That’s probably not the
case at all. It’s almost always just an indication that the house was priced appropriately. But, this can lead sellers to do some silly
things, like refuse great offers and wait for a better one, or even increase their price...only to find out weeks and months later they
made a mistake.
On the other hand, other owners get frustrated when their house has been on the market for a few months with no offers at all. A few
months may not be long at all, depending on the current market and condition of the house.
It’s almost like the perfect amount of time owners expect a house to sell is somewhere around a month to two months.
The reality is, there’s no way to truly predict how long it will take to sell your home...or any other home for that matter.
We can certainly look at statistics to get a feel for how long houses in your area and price range have been taking to sell recently, but
that doesn’t mean it will play out that way on your house. Markets change rapidly. The amount of buyers in the market goes up and
down. The supply of houses for them to choose from goes up and down.
The most honest answer to the question is...it depends upon the current market conditions and how appropriately you are
priced.
My best advice is this…
If it happens quickly for you...rejoice!
If it takes a while longer than you hope or expect...have faith and patience!
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17. How To Handle “Low-Ball” Offers
Aaaahhh, “low-ball” offers…
...the biggest fear (and expectation) of almost every homeowner.
Not every homeowner receives a “low-ball” offer when they sell (and hopefully you won’t either). Buyers don’t necessarily come in
really low in order to negotiate and eventually “meet in the middle” on price.
But sure, some buyers do.
And when that happens, a lot of sellers get angry and don’t respond well, if at all. They get so offended that they may not even give
the buyer a counter-offer.
It’s human nature to be offended — especially if the buyer has no justification for such a low offer, and has no desire or intention of
ever coming up to a realistic price.
But here’s the thing…
A buyer who came in with a low-ball offer has to have some interest in the home. Their initial offer may very well be too low. However, you don’t know what they’ll eventually come up to if you negotiate wisely with them.
So, if you receive a “low-ball” offer, rather than respond in anger or frustration, be grateful that they even made an offer and work
with it. Keep your emotions in check. Don’t take offense to it.
Remember, they want your house enough to have made an offer. We can always tell them to take a hike at some point if they show
they aren’t serious enough to be realistic…
But if it happens, let’s give it enough time, and enough of a try, to see if we can get them up to a realistic number before we kick
them to the curb.
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18. What If We Have Multiple Offers?
Multiple offers — every seller’s dream scenario! (And every real estate agent’s dream!)
But it can also be a bit of a nightmare...
If we do get multiple offers, how we deal with them will be important.
It’s great to get multiple offers, but getting all of them to their highest and best offer, choosing the right one to move forward with,
and keeping the deal together can be quite a trick. I will draw up a comparison chart for you to help your decision process.
And it’s good for you to know this ahead of time: The “best” offer is not always the “highest” offer. For example, a cash offer is almost always better than one with a loan.
There are many different ways to handle multiple offers, and we’ll have to gauge and discuss which way is best, if and when we get
multiple offers.
There’s no way to predict, control, or guarantee that you will get multiple offers. It depends entirely on the current market and how
well your home is priced within the market.
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19. Negotiating
I’m sure you’ve heard that negotiating is an art. And it’s true!
The approach we take to negotiate the best deal for your house will depend upon:

•

The buyer we’re dealing with.

•

The agent we’re dealing with.

•

The overall situation. (How many showings you’re getting. How many buyers have expressed interest. The current pace of sales,
etc.)

•

Your personal situation and desired approach.

There are certainly other factors we’ll consider as well.
Many sellers think that to get the best price for their house, they need to play “hardball”. That might be appropriate...sometimes.
Again, it depends on a lot of factors.
However, that approach can backfire fast and hard. Sure, sometimes it makes sense to play hardball (I play that game well when necessary). But in a residential home sale, playing hardball can hurt you more than it can help your cause.
Sometimes it takes being a little “softer” to get a buyer to where you really want them to be. However, that isn’t to say we’re going
to actually be soft and not negotiate the best deal possible.
Getting the best deal possible just might not look or sound like some people imagine, from what they see in movies and on TV. In
real life, we need to write the right script, at the right time, for the right audience.
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20. Keeping The Deal Together
You’d think that once you find a buyer, and successfully put your house under contract, it should be a done deal...smooth sailing all
the way to closing.
Ideally, that will be the way it goes for you! But it doesn’t always happen like that.
It takes a lot to keep a deal together at times, let alone going smoothly.
The two things that most often cause issues are:

•

The home inspection

•

The appraisal
Home Inspection

The buyers will most likely do a home inspection. Their inspector will most likely write a report that makes it sound like there are
lots of problems, and that the problems are bigger than they really are.
The buyer might then ask for a whole lot of things to be fixed, replaced, or credited.
Just take a deep breath when we get there. Don’t get too worried or angry. We’ll review and respond to their requests objectively. If
there’s something in the report that truly needs to be addressed (structural or operational defects), you’ll probably have to address
those. If they’re minor repairs, you can probably say no to the request.
I say “probably” because it depends on a lot of factors. You may be able to decline to address some major things other owners would
have to address… You may have to address some minor things that other owners could easily decline… We’ll have to make a judgment call once we get to that point.
The important thing is to keep the big picture in perspective — is it worth declining a request, or saying yes to a request, in order to
keep the overall deal you have...or not? More often than not, it’s better to negotiate a compromise than dig your heels in and say an
absolute no. And more often than not, you don’t have to agree to every request either.
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20. Keeping The Deal Together
The Appraisal
By definition, you and the buyer have determined the fair market value of your house. Which is: the amount a ready, willing, and
able buyer is willing to pay, and that a seller is willing to accept.
However, the buyer’s mortgage lender wants and needs to make sure that the amount they are lending is justified and protected by
having an appraisal done.
While appraisals aren’t always an issue, they can be.
Sometimes appraisers simply can’t find suitable “comparables” (homes similar to yours that have sold recently) to evaluate the property.
Other times, the appraiser just doesn’t do a very good job.
Either way, if an appraisal comes back low, we’ll need to address it.
“Addressing it” may amount to:

•

The buyer agreeing to make up the difference between the appraised amount.

•

You agreeing to lower the sale price to the appraised amount.

•

You lowering the sales price a bit, and the buyer coming up with more down payment, to make the difference between the appraised amount and the sales price.

•

Or, the appraisal may be contested, and we supply additional comparables for the appraiser and lender to consider.

•

And, in some cases, an entirely new appraisal may be ordered.

The approach that works best (if this even occurs) will depend on many factors. We’ll have to review and discuss if and when this
happens.
Do not stress yourself out, or worry in advance about these things! Can they happen? Yes. That’s why I’m even mentioning them.
Will they happen? Maybe (and hopefully) not.
Just know that these are things I am familiar with, and will help you deal with them appropriately if they do come up!
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21. Don’t Forget To Do These Things
Between the time your house goes under contract and closing day, it might seem like you have all the time in the world to get things
done.
But time flies!
So, as soon as your house is under contract, you should do these things:

•

Start lining up a mover. (They often book up far in advance. Plus, it takes time to find one you trust and to get the best rates possible.)

•

If you’ll be moving, and are hoping for friends and family to help, make sure to line them up! (Just a heads up...many a seller
has found that their friends and family say they’ll help, only to be unavailable when the time actually comes!)

•

Call all of your utility companies and let them know you’re selling the house and want to discontinue service as of the closing
date. (Let them know the buyers will be calling to get them transferred into their name, so they don’t just shut off service.)

•

Begin packing as early on as possible. Waiting until the last days will add a lot of stress, and you might not get done in time.

•

Contact your lenders for a final payoff statement. Make sure to freeze any home equity lines of credit weeks before the closing.

•

Call your insurance company to alert them that you're selling.

Doing a little bit of these every day over the course of time will make your move less stressful!

Christy Walton | RE/MAX Select
503.793.3345 | 503.477.9745
www.GoodnightChristy.com

38

22. The Walkthrough
One of the last things to worry about before closing is the “walk-through”.
This is when the buyer and their agent come to the house to make sure everything is in the condition it was when they agreed to purchase the house.
This is usually done the day of closing, but sometimes it is the day or evening before.
They will be looking to make sure that:

•

No damage has occurred since the date they agreed to purchase it.

•

All of the fixtures, appliances, mechanical items, and utilities are in working order.

•

Everything you agreed to leave behind contractually, is, in fact, being left behind.

•

That the house is clean. (Make sure to leave it as clean as possible!!!)

•

That you are entirely moved out. (You’d be surprised at how many times buyers show up and a seller isn’t even close to moved
out!)

Pro Tip: When you star t packing up and moving things out, you will notice some minor damage and dir t you probably never
even noticed before. Which is why it’s good to be moved out a little ahead of time, and budget some time and a few dollars, or elbow
grease toward patching small holes, cleaning, touching up paint, etc. Doing that will save you some grief and aggravation from a
buyer who shows up and feels like the house is a mess due to some small issues you never thought existed...until you moved the furniture out.
You may want to contemplate having the empty house professionally cleaned by maid and carpet cleaning services. It isn't required,
but it is a nice thing to do.
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23. Closing Day!
Congratulations! You’re closing on the sale of your home!
There will be lots of documents to review and sign, and this isn’t meant to give you a play by play description of all of that. The closing agent will review and discuss all of these at length.
But here are a few things you should do before you head to the closing table:
•

Make sure to bring all extra keys, garage door openers, alarm codes, etc. with you to the closing to give to the buyer.

•

Most likely, all of your closing costs will be paid out of the equity in your home. But if not, make sure you have a cashiers
check, a certified check, or cash, in the amount your the closing agent calculated to be due from you at closing.

•

Bring the proper identification. Usually a photo I.D. (like your license), your social security card, and/or birth certificate.

•

A rested wrist! (You’ll be signing a lot of documents!)

After the closing, there will still be a lot going on behind the scenes. Many documents will still need to be processed and recorded.
Once it’s all complete, the final documents will be mailed to you at your new address.
Of course, I will always be available if you have any questions or concerns, even after the closing. Never hesitate to reach out to me!
And I hope we stay in touch on a personal level, too! Thanks so much for choosing me as your agent, and I look forward to helping
you with all of your real estate needs in the future...as well as any friends or family you refer to me!
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24. Not Your Typical REALTOR™ Bio
You loathe typical real estate agent bios. Don’t worry, I do too. They’re like cardboard -- stiff, bland, and identical to every other bio
out there. If you’re hungry for one, there is a “typical” bio on the next page (I doubt you’ll read it, I don’t think I have since I wrote
it.) Instead of boasting ad nauseum about awards and accomplishments you’re not interested in, I’m taking the novel approach of
actually giving you what you want -- real answers to questions you’re probably wondering right now.
Will you return my calls and emails?
Yes. Without question. I realize this is one of the major frustrations the general public has with dealing with agents. I get dozens of
calls and emails daily, and I work hard to reply as quickly as possible. I even answer Facebook messages quickly.
I’ve met many Realtors who are jerks. Are you?
Depends on who you ask. If you ask certain agents who have stood between my clients and their real estate goals, they'll probably
say "yes". A handful of people think I leave golden footprints in the sand. Those are the two extremes, and most people's opinion
falls somewhere in the middle.
Here's what I can tell you: I'm honest and candid. I take pride in being approachable and friendly. And if you need a quick real estate
brain, or a strong dose of honesty, you’re in the right place. Loyalty to family, clients, and friends is one of my core values. Want to
really find out if I’m a jerk? Mess with one of those people.
Do You Have experience doing exactly what I need?
Until you tell me what you need, there is no way of knowing.
These are "strong suits" of mine:
● All that nasty paperwork.
● Relocations, both local and distant
● First time homebuyers.
● Listings
If your goal or situation isn't represented on that list, don't worry. Contact me anyway. If I can't help, I can get you referred to another agent who can.
What kind of work are you really good at?
On a personal level, I'm pretty good at cooking (I make a mean lasagna!), and I'm not too shabby at gardening (I can make orchids
rebloom). On a professional level, here are the skill-sets that I’ve developed over the years:
● Listening. Unfortunately, it’s a lost art these days.
● Marketing
● Negotiations
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24. Not Your Typical REALTOR™
Christy has heard every “The Waltons” joke ever written and knows all about “Goodnight, John Boy” and “Goodnight, Christy”!
She’s also moved a lot, living in 18 different houses so she knows all about looking for the perfect home. Though Christy has lived
in Oregon since 2005, she’s lived in the San Francisco area; Los Angeles; and Atlanta, Georgia. Christy has also lived in Milan, Italy; and Manila, The Philippines.
Before starting in her career in the real estate world in 2002, Christy worked managing a fabric and craft store and spent close to 15
years in theater – most of that as a stage manager. She also is an artist, making carnival masks, jewelry, and art glass for wearing and
wall. You can see those at GoddessMasks.com.
Christy is a casual, knowledgeable, professional, non-intimidating real estate broker (in fact, she’ll probably be wearing jeans). Her
job is to find out what you want and need in a home and neighborhood and then work hard to make you happy! She specializes in
that annoying, scary paperwork and is always here to explain it so you understand it, too.
Real estate transactions often bring stress and hassle and can be among the biggest financial decisions that people make. Christy’s
goal is to provide a relaxed, pleasant, positive, and stress-free experience for her clients. Christy works tirelessly with her clients to
find the best ways to fulfill their real estate goals! She works with a skilled, experienced team consisting of fellow agents, mortgage
brokers, title and escrow officers and home inspectors to ensure her clients’ real estate needs are filled.
Christy understands that buying or selling a home is more than just a transaction: it’s a life-changing experience. That’s why her
team of highly-seasoned real estate professionals is dedicated to providing exceptional, personalized service for all of her clients. She
takes great pride in the relationships she builds and always works relentlessly on the client’s behalf to help them achieve their real
estate goals.
Her team of experts represents the best and brightest in the industry, and she’s always striving to lead the field in research, innovation, and consumer education. Today’s buyers and sellers need a trusted resource that can guide them through the complex world of
real estate. With Christy’s extensive knowledge and commitment to providing only the best and most timely information to her clients, she is your go-to source for real estate industry insight and advice.
When she’s not out with buyers or sellers or making masks, Christy reads voraciously, volunteers with the local greyhound adoption
group, and enjoys spending time with her small zoo, husband, Clark, and playing with her two children, Chiara and the beastie,
Cooper.
Let Christy find the perfect home for your, “Goodnight.”
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25. Real Estate Glossary
80-10-10: A type of blended mortgage loan which avoids private mortgage insurance (PMI). It consists of an 80% - 30 year first lien
at market rates, a 10% - 15 year second lien at a slightly higher interest rate, and a 10% down payment. Instead of having to come up
with a 20% down payment, a buyer is able to avoid PMI with only 10% down. While the interest rate on the second note is a bit
higher, the total monthly payment is usually lower than a 90% mortgage with PMI. In addition, the extra interest paid for the second
lien is tax deductible, whereas PMI is not. It is also possible to payoff just the second lien, thereby lowering the future monthly payments. Some lenders also offer 75-15-10 and 80-15-5 programs. This type of mortgage also gives the consumer the option of having
a non-escrowing loan without a 20% down payment.
Abandonment: Failur e to occupy and use pr oper ty; may r esult in loss of r ights.
Abatement of Nuisance: The act of ending or ter minating a nuisance; a type of legal action br ought to end a nuisance.
Absentee Owner: A pr oper ty holder who does not r eside on the pr oper ty and who usually r elies on a pr oper ty manager to
supervise the investment.
Abstract of Title: A summar y of the instr uments affecting title to a par cel of r eal pr oper ty as shown by the public r ecor ds.
Abstraction: A method of valuing land. The indicated value of the impr ovement is deducted fr om the sale pr ice.
Abstraction Method: Method of appr aising vacant land; allocation of the appr aised total value or sale pr ice of the pr oper ty
between land and building either on a ratio basis or by subtracting a figure representing building value or price from the total appraised value or price of the property. Also called Allocation Method.
Abutting; The joining, r eaching, or touching of adjoining land. Abutting pieces of land have a common boundar y.
Accelerate: To make a note all due and payable at one time.
Acre: A measur e of land equal to 43,560 squar e feet.
Ad Valorem Designates: an assessment of taxes against pr oper ty. Liter ally, accor ding to value.
Additional principal payment: A payment by a bor r ower of mor e than the scheduled pr incipal amount due in or der to r educe the remaining balance on the loan.
Adjustable Rate Mortgage (ARM): A mor tgage loan whose inter est r ate fluctuates accor ding to the movements of an assigned index or a designated market indicator--such as the weekly average of one-year U.S. Treasury Bills--over the life of the loan.
To avoid constant and drastic fluctuations, ARMs typically limit how often and by how much the interest rate can vary.
Adjusted Basis: The or iginal cost of a pr oper ty plus the value of any capital expenditur es for impr ovements to the pr oper ty
minus any depreciation taken.
Adjustment Date: The date on which the inter est r ate changes for an adjustable-rate mortgage (ARM).
Adjustment Period: The per iod that elapses between the adjustment dates for an adjustable-rate mortgage (ARM).
Adjustments: Money that the buyer and seller s cr edit each other at the time of closing. Often includes taxes and down payment.
Adverse Possession: The r ight of an occupant of land to acquir e title against the r eal owner , wher e possession has been actual, continuous, hostile, visible, and distinct for the statutory period. The requirements for adversely possessing property vary between
states, but usually include continuous and open use for a period of five or more years and paying taxes on the property in question.
Affidavit: Wr itten statement signed and swor n to befor e some per son author ized to take an oath.
Agency: The legal r elationship between a pr incipal and an agent. In r eal estate tr ansactions, usually the seller is the pr incipal, and the broker is the agent: however, a buyer represented by a broker (i.e., buyer as principal is a growing trend. In an agency
relationship, the principal delegates to the agent the right to act on his or her behalf in business transactions and to exercise some
discretion while so acting. The agent has a fiduciary relationship with the principal and owes to that principle the duties of accountChristy Walton | RE/MAX Select
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Amenities: Non monetar y benefits and satisfactions der ived fr om pr oper ty owner ship, such as a pleasant view, pr ide in home
ownership, etc.
Amendment: A modification to an existing contr act, mutually agr eed to by all par ties. Examples might include a change in
the purchase price due to a low appraisal, or a change in the closing date. Usually by addendum.
Amortization: The oper ation of paying off indebtedness, such as a mor tgage, by installments. The conventional amor tization
periods are15 or 30 years.
Annual Percentage Rate (APR): The cost of a loan or other financing as an annual r ate. The APR includes the inter est r ate,
points, broker fees and certain other credit charges a borrower is required to pay
Appraisal: A wr itten opinion of mar ket value based upon a factual analysis of r elevant local mar ket infor mation.
Appreciation: An incr ease in the mar ket value of a home due to changing mar ket conditions and/or home impr ovements.
Appurtenance: Anything so annexed to land or used with it that it will pass with the conveyance of the land.
ARM: Adjustable Rate Mor tgage.
Assessment: The imposition of a tax, char ge or levy, usually accor ding to established r ates.
Assessor: A public official who evaluates pr oper ty for the pur pose of taxation.
Assignor: One who makes an assignment. For example, the assignor of a mor tgage or contr act.
Balloon Mortgage: A mor tgage that is amor tized over a specific per iod of year s, but r equir es a lump-sum payment in full at an
earlier date.
Breach of Contract: Failur e, without legal excuse, of one of the par ties to a contr act to per for m accor ding to the contr act.
Brokerage: For a commission or fee, br inging together par ties inter ested in buying, selling, exchanging, or leasing r eal pr operty
Bundle of Rights: Owner ship in r eal pr oper ty implies a gr oup of r ights, such as the r ight of occupancy, use and enjoyment,
the right to sell in whole or in part, the right to control the use, the right to bequeath, the right to lease any or all of the rights, the
right to the benefits derived by occupancy and use of the property, etc.
Buy Down: A cash payment, usually measur ed in points, to a lender in or der to r educe the inter est r ate a bor r ower must pay.
Cap: The maximum allowable incr ease, for either payment or inter est r ate, for a specified amount of time on an adjustable
rate mortgage.
Capital Gains: The pr ofit on the sale of a capital asset, such as stock or r eal estate. If you sell your pr imar y r esidence, you
can exclude $250,000 in profit from capital gains tax. A couple can exclude $500,000.
CC&R’s: Covenants, Conditions, & Restr ictions The r estr ictions gover ning the use of r eal estate, usually enfor ced by a
homeowners’ association and passed on to the new owners of property. For example, CC&Rs may tell you how big your house can
be, how you must landscape your yard or whether you can have pets. If property is subject to CC&Rs, buyers must be notified before
the sale takes place.
Ceiling: The maximum allowable inter est r ate over the life of the loan of an adjustable r ate mor tgage.
Certificate of Eligibility: The document given to qualified veter ans which entitles them to VA guar anteed loans for homes,
business, and mobile homes. Certificates of eligibility may be obtained by sending DD-214 (Separation Paper) to the local VA office
with VA form 1880 (request for Certificate of Eligibility). chain of title A history of conveyances and encumbrances of a property
from some starting point, whereby the present owner derives title.
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Changed Circumstance: In accor dance with the TRID Rule, events which allow a cr editor to r evise a Loan Estimate or a
Closing Disclosure include: (i) an extraordinary event beyond the control of any interested party or other unexpected event specific
to the consumer or transaction; (ii) information specific to the consumer or transaction that the creditor relied upon when providing
the Loan Estimate and that was inaccurate or changed after the disclosures were provided; (iii) new information specific to the consumer or transaction that the creditor did not rely on when providing the Loan Estimate; (iv) revisions requested by the consumer; (v)
when the Loan Estimate expires; or (vi) on the day of the rate lock.
Chain of Title: A ter m applied to the past ser ies of tr ansactions and documents affecting the title to a par ticular par cel of
land.
Cloud on Title: An ir r egular ity, possible claim, or encumbr ance which, if valid, would affect or impair the title.
Closing: Also known as “escrow” or “settlement.” The process of executing legally binding documents, such as deeds and mortgages, most commonly associated with the purchase of real estate and the borrowing of money to assist in the purchase.
Closing Costs: Expenses for ser vices incidental to a sale of r eal estate, such as sales commissions, loan fees, title fees, appr aisal fees, points, credit report fee, document preparation fee, mortgage insurance premium, inspections, prepayments for property taxes, deed recording fee, and homeowners insurance. Closing costs can vary considerably from one financial institution to another
Closing Disclosure: The five-page Closing Disclosure, also referred to as CD, must be provided to the consumer three business days
before they close on the loan. The Closing Disclosure details all of the costs associated with the mortgage transaction.
Closing Statement: A summation, in the for m of a balance sheet, made at a closing showing the amounts of debits and cr edits
to which each party to a real estate transaction is entitled.
Clouded Title: An encumber ed title. Coinsur ance: A for m of insur ance under wr itten by two or mor e title insur er s shar ing a
single risk under separate title insurance policies in proportional amounts.
Common Interest Community (CIC): Owner ship char acter ized by mutual owner ship of common ar eas, either jointly or
through membership in an association, e.g., condominiums, planned unit developments and townhomes.
Comparables: Pr oper ties which ar e similar to a par ticular pr oper ty and ar e used to compar e and establish a value for that
property.
Compound Interest: Inter est which is computed on the pr incipal and any unpaid accumulated inter est. Contr ast with simple
interest.
Condemnation: Taking pr ivate pr oper ty for public use thr ough cour t pr oceedings. A lso see “Eminent Domain.”
Condominium: A system of individual fee owner ship of units in a multi unit str uctur e, combined with joint owner ship of
common areas of the structure and land.
Consummation: Consummation is not the same thing as closing or settlement. Consummation occur s when the consumer
becomes legally obligated to the creditor on the loan, not, for example, when the consumer becomes contractually obligated to a seller on a real estate transaction.
Consumer’s Intent to Proceed: Unless a par ticular manner of communication is r equir ed by the cr editor , a consumer indicates intent to proceed with the transaction when the consumer communicates, in any manner, that the consumer chooses to proceed
after the Loan Estimate has been delivered. This may include (i) oral communication in person immediately upon delivery of the
Loan Estimate; or (ii) oral communication over the phone, written communication via email, or signing a preprinted form after receipt of the Loan Estimate. A consumer’s silence is not indicative of intent to proceed.
Contingency: A pr ovision in a contr act stating that some or all of the ter ms of the contr act will be alter ed or voided by the
occurrence of a specific event. A common example is a Buyer who enters into the purchase of another home before his current home
is sold. The Buyer will usually ask for the Seller to make the sale contingent upon the sale of the Buyer’s current home. If the Seller
receives another offer for the property, the first Buyer must either agree to buy the home without any contingency, or step aside and
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Conveyance: An instr ument by which title is tr ansfer r ed, e.g., a deed. Also the act of tr ansfer r ing title.
Co-Tenants: Two or mor e tenants who r ent the same pr oper ty under the same lease or r ental agr eement. Each co-tenant is
100% responsible for carrying out the rental agreement, which includes paying the entire rent if the other tenant skips town and paying for damage caused by the other tenant.
Credit Score: In the mor tgage lending wor ld, cr edit scor es either make or br eak you when it comes to obtaining a home
mortgage or getting the best rate you can. There are three different scores available to a mortgage lender each being generated by the
three different credit agencies. The most popular, known as a Fico score is from Experian (formerly TRW), then there is a Beacon
score from Equifax, and finally a Emperica score from Trans Union. This is the “mortgage scoring” system used to get a conventional mortgage. Simply, credit scores are numbers calculated based upon your credit history. The better your credit, the higher your
number or score will be - the worse your credit, the lower the score.
Cul-de-Sac: The ter minus of a str eet or alley. Usually laid out by moder n engineer s to pr ovide a cir cular tur nar ound for vehicles.
Debt-Service Ratio: The measur ement of debt payments to gr oss household income which may include, in addition to the
main wage earner’s salary, salaries of other wage earners, commissions, bonuses, overtime, etc.
Deed: A wr itten document by which the owner ship of land is tr ansfer r ed fr om one per son to another .
Deed in Lieu (of foreclosure): A means of escaping an over ly bur densome mor tgage. If a homeowner can’t make the mortgage
payments and can’t find a buyer for the house, many lenders will accept ownership of the property in place of the money owed on
the mortgage. Even if the lender won’t agree to accept the property, the homeowner can prepare a quitclaim deed that unilaterally
transfers the homeowner’s property rights to the lender.
Disclosure: The making known of a fact that had pr eviously been hidden; a r evelation. You must disclose physical defects in
a house you are selling, such as a leaky roof or previous floods.
Discount Points (or points): The amount paid either to maintain or lower the inter est r ate char ged. Each point is equal to one
percent (1%) of the loan amount (i.e., two points on a $100,000 mortgage would equal $2,000).
Dominant Tenement: Pr oper ty that car r ies a r ight to use a por tion of a neighbor ing pr oper ty. For example, pr oper ty that
benefits from a beach access trail across another property is the dominant tenement.
Down Payment: An amount of money the buyer pays which is the differ ence between the pur chase pr ice and the mor tgage
amount.
Dual Agency: Repr esenting the buyer and the seller in the same tr ansaction by the same agent. TRELA r equir es that all par ties to a dual agency have full knowledge and consent (Disclosed Dual Agency).
Due-on-Sale Clause: Pr ovision in a mor tgage or deed of tr ust which r equir es loan to be paid in full if pr oper ty is sold or
transferred.
Earnest Money: Advance payment of par t of the pur chase pr ice to bind a contr act for pr oper ty.
Easement: An inter est in land owned by another that entitles its holder to a specific limited use, such as laying a sewer , putting up electric power lines or crossing the property.
Easement by Prescription: A r ight to use pr oper ty, acquir ed by a long tr adition of open and obvious use. For example, if hikers have been using a trail through your backyard for ten years and you’ve never complained, they probably have an easement by
prescription through your yard to the trail.
Egress: An exit. The r ight to leave a tr act of land.
Emblements: Annual cr ops pr oduced by cultivation. They ar e deemed to be per sonal pr oper ty.
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Encumbrance: A lien, liability or char ge upon a par cel of land, e.g. a mor tgage or easement.
Equity: The differ ence in dollar s between a house’s value and the mortgage amount.
Escalator Clause: The clause in a contr act per mitting adjustments of the payments.
Escrow: A pr ocedur e wher eby a disinter ested thir d par ty handles legal documents and funds on behalf of a seller and buyer ,
and delivers them upon performance by the parties.
Escrow Account: (i) A thir d par ty account that holds money safely while a sale is in pr ogr ess. (ii) An account used to save
monies required for the payment of an eventual debt. Often used by lenders to save for property taxes, hazard insurance, homeowner’s dues, etc. Escrow accounts are typically non-interest bearing for the contributors, but may pay interest to the entity holding the
account (lenders, title companies, lawyers, etc.).
Et Ux: Abbr eviation for “et uxor,” meaning “and wife”.
Examination of Title: The investigation and inter pr etation of the r ecor d title to r eal pr oper ty based on the title sear ch or abstract.
Exception: In legal descr iptions, that por tion of land to be deleted or excluded. The ter m often is used in a differ ent sense to
mean an encumbrance on title, excluded from coverage in a title insurance policy.
Exclusive Agency (EA): A listing agr eement which gives the listing agent the r ight to sell the pr oper ty for a specified time.
The owner reserves the right to sell the property himself without paying a commission to the agent. Brokers run the risk of investing
their time, effort, and money in a listing that, even if sold through their marketing efforts, does not produce a commission. Contrast
with Exclusive Right to Sell.
Exclusive Right to Sell (ERS): A listing agr eement which gives the listing agent the r ight to sell the pr oper ty for a specified
time, with the right to collect a commission if the property is sold by anyone, including the owner, during the listing period. Contrast
with Exclusive Agency.
Fair Housing Act & Fair Housing Amendments Act: Feder al laws that pr ohibit housing discr imination on the basis of r ace or
color, national origin, religion, sex, familial status or disability. The federal Acts apply to all aspects of the landlord/tenant relationship, from refusing to rent to members of certain groups to providing different services during tenancy.
Fair Housing Laws: Feder al, state, and local laws, par ticular ly Title VIII of the 1968 Civil Rights Act, Title VI of the Civil
Rights Act of 1964, and the Civil Rights Act of 1866, which forbid discrimination because of race, sex, color, religion, or national
origin, in the selling or renting of homes or apartments, and in other specified transactions. These laws have been recently been expanded to include familial status (having children) and disabilities (Americans with Disabilities Act).
Fannie Mae: Feder al National Mor tgage Association (also FNMA) is a pr ivate cor por ation, feder ally char ter ed to pr ovide
financial products and services that increase the availability and affordability of housing by purchasing mortgage loans.
Federal Housing Administration: The Feder al Housing Administr ation (FHA), a wholly owned gover nment cor por ation, was
established under the National Housing Act of 1934 to improve housing standards and conditions; to provide an adequate home financing system through insurance of mortgages; and to stabilize the mortgage market. FHA was consolidated into the newly established Department of Housing and Urban Development (HUD) in 1965. Since 1934, FHA has been extremely successful in achieving these goals. FHA loans require special a appraisal/inspection that determine if a property meet the agency’s minimum property
standards. While somewhat more expensive that a conventional loan in terms of interest rates and insurance fees, FHA loans offer
slightly more liberal qualifying criteria
Fee Simple Estate: The gr eatest possible estate in land wher e the title is held completely and without any limitations or conditions. Sometimes designated simply as “Fee.”
Fiduciary: The r elationship of tr ust, honesty and confidence between agent and pr incipal; the faithful r elationship owed by
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Fixed Rate Mortgage: A mor tgage on which the same r ate of inter est is char ged for the life of the mor tgage.
Fixtures: Any item of pr oper ty so attached to r eal pr oper ty that it becomes a par t of the r eal pr oper ty.
Flood Certification: A common ter m for a Feder al Emer gency Management Agency (FEMA) Standar d Flood Hazar d Deter mination Form (SFHDF). This determines whether land or a building is located within a Special Flood Hazard Area for purposes of
flood insurance requirements under the National Flood Insurance Program.
Flood insurance: A special and separ ate type of homeowner ’s insurance the provides coverage for damages resulting from flooding. Flood insurance is required by most lenders only if the property is located within a designated flood plain. The cost of the policy
is related to the associated flooding risk. If a property has a small section of land located within a flood plain, but away from the residential improvements (house), the lender will still require a policy, but its cost will be much lower. Likewise, flood insurance policies for properties not located within any floodplain, are fairly inexpensive. Most flood insurance is underwritten by the federal government through FEMA and the National Flood Insurance Program in cooperation with private insurance agencies.
Flood plains: ar e by definition subject to per iodic flooding. They ar e gener ally char acter ized by r elatively flat topogr aphy
and soil types that were laid down during past inundations by flood waters. If your property is in the 100-year flood plain, there is a 1
-in-100 chance in any given year that your property will flood. If it is in the 25-year flood plain, there is a 1-in-25 chance in any given year that your property will flood. The statistical chance of flooding is not changed by any one flooding event; but repeated flooding may result in the flood plain being recalculated. A 100-year flood plain is always wider than a 25-year flood plain, and the 25year flood plain is contained within the 100-year flood plain. The flood prone areas of the United States cover approximately
150,000 square miles or 94 million acres of land, an area roughly the size of the State of Montana. People living in flood plains are
26 times more likely to experience a flooding disaster than they are a fire disaster during the life of the 30-year mortgage on their
homes. The changes in flood plain maps reflect changes in land use (such as increased building activity), changes in the waterways,
and flood control improvements (such as detention ponds or other flood control measures). As more lots are covered with more
buildings and parking lots, the amount of water that flows into creeks and lakes increases because there is less vegetation to absorb
the water when it rains. This is one reason why buildings that were not originally built in a flood plain are now in the 25-year or 100year flood plain.
Forfeiture of Title: Pr ovision in a deed cr eating a condition which will cause title to be passed to another , should cer tain cir cumstances occur.
Freddie Mac: Feder al Home Loan Mor tgage Cor por ation (also FHLMC) is a stockholder -owned corporation chartered by Congress that purchases mortgage loans.
Front Foot: One linear foot (12 inches) along the str eet side of a lot.
General Warranty Deed: A deed in which the gr antor fully war r ants good and clear title to the pr oper ty. A gener al war r anty
deed offers the most protection of any deed.
Ginnie Mae: Gover nment National Mor tgage Association (also GNMA) is a wholly owned United States cor por ation that
guarantees privately issued securities backed by pools of mortgages insured by FHA (Federal Housing Administration), FMHA
(Farmers Home Administration) or VA (Veterans Administration).
Good Faith Estimate: A wr itten estimate of closing costs which a lender must pr ovide you within thr ee days of submitting an
application.
Government Survey Method: A system of land descr iption in some states that uses mer idians (nor th and south lines) and
base lines (east and west lines). Areas include quadrangles (24 miles on each side), townships (6 miles on each side), and sections (1
mile on each side). Also known as the Rectangular Survey Method. Contrast with metes and bounds, and recorded plat (Lot and
Block Number) method.
Grace Period: A per iod of time dur ing which a loan payment may be paid after its due date but not incur a late penalty. Such
late payments may be reported on your credit report.
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Graduated Payment Mortgage: A loan in which monthly payments ar e r elatively small in the beginning and gr adually increase in dollar amount over the life of the mortgage.
Grantee: A per son who acquir es an inter est in land by deed, gr ant or other wr itten instr ument.
Grant Deed A deed containing an implied pr omise that the per son tr ansfer r ing the pr oper ty actually owns the title and that
it is not encumbered in any way, except as described in the deed. This is the most commonly used type of deed.
Grantor: A per son, who, by a wr itten instr ument, tr ansfer s to another an inter est in land.
Habendum Clause: The “to have and hold” clause which defines or limits the quantity of the estate granted in the premises of the
deed.
Highest and Best Use: The par ticular use of a r eal pr oper ty which will pr oduce the gr eatest financial r etur n. The optimum
use of a site as used in appraisal. This is often determined by location, neighboring properties, deed restrictions and local zoning regulations. A home built on a busy street, surrounded by commercial property, and not restricted from other development, is not fulfilling its highest and best use. Once the property is redeveloped into commercial property, it can meet it economic potential.
Home Equity Conversion Mortgage: A r ever se or r ever se annuity mor tgage in which HUD, thr ough FHA, guar antees that
the borrower will receive monthly payments from the insurer (FHA), in the event the lender is unable to make payments to the borrower.
Home Equity Line of Credit (HELOC): A loan in which the lender agr ees to lend a maximum amount within an agr eed per iod (called a term), where the collateral is the borrower’s equity in his/her house.
Home Warranty: A ser vice contr act that cover s a major housing system--for example, plumbing or electrical wiring-for a set
period of time from the date a house is sold. The warranty guarantees repairs to the covered system and is renewable.
Homeowners’ Association (HOA) An or ganization compr ising neighbor s concer ned with managing the common ar eas of a
subdivision or condominium complex. These associations take on issues such as maintaining common land and recreation areas, and
collecting dues from residents. The homeowners’ association is also responsible for enforcing any covenants, conditions & restrictions that apply to the property. Payment of dues and participation in the homeowner’s association may be either voluntary or
mandatory, depending on the neighborhood.
Homeowners Insurance: Insur ance pr otection paying benefits for damage to impr oved r eal pr oper ty or possessions in the
home. Also provides liability coverage against accidents in the home or on the property.
Homestead: (i) The house in which a family lives, plus any adjoining land and other buildings on that land. (ii) Land, and the
improvements thereon, designated by the owner as his homestead and, therefore, protected by state law from forced sale by certain
creditors of the owner. Homestead protection will not stop foreclosures for delinquent mortgages, taxes or mandatory homeowner’s
association dues. (iii) Land acquired out of the public lands of the United States. The term “homesteaders” refers to people who got
their land by settling it and making it productive, rather than purchasing it outright.
Housing and Urban Development, Department of (HUD): The U.S. Depar tment of Housing and Ur ban Development. This is
the agency responsible for enforcing the federal Fair Housing Act.
HUD-1: The HUD-1 is a type of settlement statement which, prior to the TILA-RESPA Integrated Disclosure (TRID) Rule, was
required for use with all federally related mortgage loans. It has been supplanted by the “Closing Disclosure” as a required form, but
the HUD-1 will continue to be used for reverse mortgage and HELOC transactions. In addition, it may remain in use for some transactions that do not involve federally related mortgage loans since it functions well as a balance sheet of the settlement.
Improvements: Those additions to r aw land tending to incr ease value, such as buildings, str eets, sewer , etc.
Index: A number , usually a per centage, upon which futur e inter est r ates for adjustable r ate mor tgages ar e based.
Ingress: The r ight to enter a tr act of land. Entr ance.
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Joint Tenancy: An estate wher e two or mor e per sons hold r eal estate jointly for life, the sur vivor s to take the entir e inter est
on the death of one of the joint tenants.
Latent Defect: Hidden str uctur al defects and flaws.
Lease: A gr ant of the use of land for a ter m of year s in consider ation of the payment of a monthly or annual r ental.
Lease Option: A contr act in which an owner leases his house (usually for one to five year s) to a tenant for a specific monthly
rent, and which gives the tenant the right to buy the house at the end of the lease period for a price established in advance. This allows a potential home buyer move into a house he may wish to eventually buy without having to come up with a down payment or
financing at that time.
Legal Description: A descr iption of a specific par cel of r eal estate which is acceptable to the cour ts in that state, and which
will allows an independent surveyor to locate and identify it. Usually it uses one of the following methods; government survey,
metes and bounds, or recorded plat (lot and block number).
Lender’s Policy: A for m of title insur ance policy which ensur es the validity, enfor ceability and pr ior ity of a lender ’s lien. This
policy does not provide protection for the owner.
Lien: A hold, claim or char ge allowed a cr editor upon the land of a debtor . Some examples ar e mor tgage liens, judgment
liens and mechanics’ liens.
Life Estate: A gr ant or r eser vation of the r ight of use, occupancy and owner ship for the life of an individual.
Lis Pendens: A notice r ecor ded in the official r ecor ds of a county to indicate that a suit is pending affecting title to the land in
the jurisdiction where the notice is recorded.
Listing Agreement: The legal agr eement between the listing agent/br oker and the vendor , setting out the ser vices to be r endered, describing the property for sale, and stating the terms of payment
Loan Estimate: A thr ee-page Loan Estimate (also called LE) must be provided to the consumer no later than three business days
after they submit a loan application for most mortgages. The Loan Estimate provides information about key features, costs and risks
of the mortgage loan for which the consumer is applying.
Loan-To-Value Ratio (LTV): The r atio of the amount being loaned in r espect to the appr aised value of the pr oper ty, usually
expressed as a percentage. If a buyer was putting down $20,000, and borrowing a first lien of $180,000, on a $200,000 property, then
the loan would have a 90% LTV. Loan-to-value ratios can affect interest rates, loan qualifying criteria, and lender requirements for
PMI and escrow accounts.
Lock or Lock In: A commitment you obtain fr om a lender assur ing you a par ticular inter est r ate or featur e or a definite time
period. Provides protection should interest rates rise between the time you apply for a loan, acquire loan approval, and, subsequently,
close the loan and receive the funds you have borrowed.
Loss Payable Clause: A clause in a contr act of insur ance which says any loss will be paid to two or mor e par ties as their interest may appear. Usually the owner and the mortgage lender.
Lot: A par t of a subdivision or block having fixed boundar ies ascer tainable by r efer ence to a plat or sur vey.
Manufactured Home: A str uctur e built in a factor y, that is later shipped to, and placed on, the homesite. The ter m can apply
to both mobile homes and pre-fab homes.
Margin: An amount, usually a per centage, which is added to the index to deter mine the inter est r ate for adjustable r ate
mortgages.
Marketable Title: A good title about which ther e is not fair or r easonable doubt.
Christy Walton | RE/MAX Select
503.793.3345 | 503.477.9745
www.GoodnightChristy.com

50

25. Real Estate Glossary
Metes and Bounds: A system of land descr iption using distance (metes) and angles/compass dir ections (bounds), beginning
and ending at the same point.
Mineral Rights: An owner ship inter est in the miner als contained in a par ticular par cel of land, with or without owner ship of
the surface of the land. The owner of mineral rights is usually entitled to either take the minerals from the land himself or receive a
royalty from the party that actually extracts the minerals
Minimum Payment: The minimum amount that you must pay, usually monthly, on a home equity loan or line of cr edit. In
some plans, the minimum payment may be “interest only,” (simple interest). In other plans, the minimum payment may include principal and interest (amortized).
Mortgage: An instr ument used to encumber land as secur ity for a debt.
Mortgage Banker: A specialized lending institution that lends money solely with r espect to r eal estate and secur es its loans
with mortgages on the real estate.
Mortgage Broker: A per son or company that buys and sells mor tgages for another on commission or who ar r anges for and
negotiates mortgage contracts.
Mortgage Insurance: Insur ance pr otecting against the nonpayment of, or default on, an individual mor tgage or loan involved
in a residential mortgage transaction. It protects the mortgage lender against loss incurred by a reason of nonpayment or mortgage
default.
Multiple Listing Service (MLS): A system by which a number of r eal estate fir ms shar e infor mation about homes that ar e for
sale. Membership usually provides a monthly book and/or computer service that provides Realtors® with detailed listings of most
homes currently on the market.
Negative Amortization: Amor tization in which the payment made is insufficient to fund complete r epayment of the loan at its
termination. Usually occurs when the increase in the monthly payment is limited by a ceiling. The portion of the payment which
should be paid is added to the remaining balance owed. The balance owed may increase, rather than decrease over the life of the
loan.
Notary: One author ized to take acknowledgments.
Note: The instr ument evidencing the indebtedness. A note is usually secur ed by a secur ity instr ument such as a mor tgage or
deed of trust.
Nuisance: Something that inter fer es with the use of pr oper ty by being ir r itating, offensive, obstr uctive or danger ous. Nuisances include a wide range of conditions, everything from a chemical plant’s noxious odors to a neighbor’s dog barking. The former
would be a “public nuisance,” one affecting many people, while the other would be a “private nuisance,” limited to making your life
difficult, unless the dog was bothering others. Lawsuits may be brought to abate (remove or reduce) a nuisance
Offer: A pr oposal to enter into an agr eement with another per son. An offer must expr ess the intent of the per son making the
offer to form a contract, must contain some essential terms--including the price and subject matter of the contract--and must be communicated by the person making the offer. A legally valid acceptance of the offer will create a binding contract.
Open House: An oppor tunity for pr ospective buyer s to view a house in a low pr essur e envir onment.
Origination Fee: The administr ative fee char ged by the lender to pr epar e loan documents, r un cr edit checks, inspect and
sometimes appraise a property, usually computed as a percentage of the face value of the loan.
Owner’s Policy: A policy of title insur ance, which insur es a named owner against loss by r eason of defects, liens and encumbrances not accepted to in the policy or unmarketability of the title. The company also agrees to defend covered claims made against
the title.
Ownership: The r ight to possess and use pr oper ty to the exclusion of other s.
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Party Wall: Wall er ected on line between adjoining pr oper ties for the use of both pr oper ties.
Patent: A document or gr ant by which the feder al or state gover nment or iginally tr ansfer r ed title to public land to an individual. The first in the series of transfers by which title comes down to present owners.
Personal Property: Pr oper ty which is tangible, movable, and not fixed to the land. Also called chattel and per sonalty. Contrast with real property.
Physical Deterioration: The loss of value to r eal pr oper ty fr om all causes due to the action of the elements and old age. Physical deterioration can be either curable or incurable.
PITI: Pr incipal, Inter est, Taxes and Insur ance.
Planned Unit Development (PUD): In a PUD, the planned unit development association owns and maintains pr oper ty in a
real property development project for the benefit of its members, who are owners of individual parcels of real property in the development and are members of the association because of that ownership. The level of services and fees are similar to a condominium
complex, but since each owner has title to a specific parcel of land, lenders may treat units as non-condominiums. This allows higher
LTV loans and eliminates owner occupancy percentage requirements.
Plat or Plot: A map r epr esenting a piece of land subdivided into lots with str eets shown ther eon.
P.M.I.: Pr ivate Mor tgage Insur ance. An insur ance contr act which insur es that the named lender will r ecover a specific per centage of the loan amount from the insurer in the event the loan goes bad.
Prepayment Penalty: A clause in a mor tgage or loan contr act that says if the mor tgage is pr epaid within a cer tain time per iod, a penalty will be assessed. The penalty can be based on percentage of the remaining mortgage balance or some other calculation
as described in the clause.
Primary Mortgage Market: Lender s who or iginate loans and makes funds available dir ectly to the bor r ower s. Contr ast with
secondary mortgage market.
Prime Rate: The inter est, or discount r ate char ged by a commer cial bank to its lar gest and str ongest customer s.
Principal: The amount of money owed to the lender not including inter est.
Privacy Rule: The GRAMM-LEACH-BLILEY ACT requires financial institutions (which includes title insurance companies) to
give notice to all of their “customers” about their privacy practices. The Privacy Policy is a “clear and conspicuous” written notice
describing their privacy policies and practices.
Private Mortgage Insurance (PMI): Default insur ance on conventional loans, nor mally insur ing the top 20% -25% of the loan
and not the whole loan.
Property Taxes: Taxes that ar e paid year ly on r eal pr oper ty. Pr oper ty taxes ar e ad valor em, based on the assessed value of
the real property.
Prorate: To allocate between seller and buyer their pr opor tionate shar e of an obligation paid or due. For example, a pr or ation of real property taxes or fire insurance premiums.
Quiet Title: An action in a pr oper cour t to r emove r ecor d defects or possible claims of other par ties named in the action.
Quitclaim Deed: A deed that tr ansfer s whatever owner ship inter est the tr ansfer or has in a par ticular pr oper ty. The deed
does not guarantee anything about what is being transferred, including an actual ownership interest. For example, a divorcing husband may quitclaim his interest in certain real estate to his ex-wife, officially giving up any legal interest in the property. A quit
claim deed may also be used to clear up a cloud on the title to the property in cases where there is a question of a possible ownership
claim. Compare with grant deed.
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Range: A par t of the gover nment sur vey, being a str ip of land six miles in width, and number ed east or west of the pr incipal
meridian.
Ready, Willing and Able: A buyer who is pr epar ed to buy on the seller ’s terms and has the financial capacity to do so.
Real Estate: Refer s to land and impr ovements and the r ights to own or use them. “A leasehold, as well as any other interest or
estate in land, whether corporeal, incorporeal, freehold, or non-freehold, and whether the real estate is situated in this state or elsewhere.” {TRELA, Section 2(1)} In popular usage, Real Estate is used interchangeably with real property and realty.
Real Property: Land, together with fixtur es, impr ovements and appur tenances.
REALTOR®: A feder ally r egister ed collective member ship mar k which identifies a r eal estate pr ofessional who is a member
of the National Association of REALTORS® and subscribes to its strict Code of Ethics.
Recorded Plat: A subdivision map filed with the county r ecor der ’s office that shows the location and boundaries (lot and block
number) of individual parcels of land. Contrast with government survey method and metes and bounds.
Recording: The act of enter ing in the public r ecor ds, the wr itten r ecor d of title to r eal pr oper ty, ther eby giving constr uctive
notice to the public.
Redisclosure: For cover ed tr ansaction under the TILA-RESPA Integrated Disclosure (TRID) Rule and under very specific circumstances, the Loan Estimate and/or the Closing Disclosure may be revised and delivered to the consumer.
Regulation ‘Z’: Truth in lending law developed by the Federal Reserve System which requires lenders to provide full disclosure of
the terms of the loan, including interest rates expressed as an annual percentage rate (APR).
Release: To r elinquish an inter est or claim to a piece of pr oper ty.
Reserves: Amounts of money set aside by a mor tgage company or an HOA to assur e payment of pr oper ty taxes, homeowners’ association dues, and insurance premiums. The money is kept in an escrow account
RESPA: Real Estate Settlement Pr ocedur es Act is a feder al law which deals with the pr ocedur es to be followed in a r eal estate closing, and is intended to make borrowers more knowledgeable about possible costs and charges.
Reverse or Reverse Annuity Mortgage: A mor tgage for which the bor r ower pledges home equity in r etur n for r egular
(monthly) payments, rather than a lump sum distribution of loan proceeds. Repayment is usually not required until the home is sold
or the borrower’s estate is settled, provided the borrower continues to live in the home and keeps current all taxes and insurance.
Also see “Home Equity Conversion Mortgage.”
Right of Survivorship The r ight of a sur viving joint tenant to take owner ship of a deceased joint tenant’s share of the property.
See “Joint Tenancy.”
Right of Way: The r ight which one has to pass acr oss the land of another . An easement.
Riparian: Rights to use of water ways in adjoining lakes or r iver s.
Running With the Land: A phr ase used in pr oper ty law to descr ibe a r ight or duty that r emains with a piece of pr oper ty no
matter who owns it. For example, the duty to allow a public beach access path across waterfront property would most likely pass
from one owner of the property to the next.
Sales Contract: A wr itten agr eement stating the ter ms of the sale agr eed to by both buyer and seller . See “Earnest Money
Agreement.”
Second Mortgage: A second loan on r eal estate that alr eady has a mor tgage. It is subor dinate to the fir st mor tgage.
Section or Section of Land: A par cel of land compr ising appr oximately one squar e mile or 640 acr es.
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Self Amortized Loan: A loan which will r etir e the debt by systematic payments of pr incipal and inter est, so that at the end of
the loan period, the balance will be zero.
Servicing a Loan: The ongoing pr ocess of collecting your monthly mor tgage payment, including accounting for and payment
of your yearly tax and/or homeowners insurance bills.
Set Back Lines: Those lines which delineate the r equir ed distances for the location of str uctur es in r elation to the per imeter
of the property.
Short Sale (of house): A sale of a house in which the pr oceeds fall shor t of what the owner still owes on the mor tgage. Many
lenders will agree to accept the proceeds of a short sale and forgive the rest of what is owed on the mortgage when the owner cannot
make the mortgage payments. By accepting a short sale, the lender can avoid a lengthy and costly foreclosure, and the owner is able
to pay off the loan for less than what he or she owes.
Simple Interest: Inter est computed only on the pr incipal balance. Contr ast with compound inter est.
Single-Family Home: A fr ee-standing, residential structure, designed to accommodate one family.
Special Warranty Deed: A war r anty deed which, instead of war r anting the title fr om sover eignty of the soil to the last gr antee, merely warrants the title against every person whomsoever lawfully claiming or to claim the same, or any part thereof, by,
through or under the grantor.
Statutory Year: A year composed of twelve months, each with thir ty (30) days, for a total of 360 days in a statutor y year . Also known as a banker’s year. Contrast with calendar year.
Substitution, Principle of: The pr inciple which states that a buyer will pay no mor e for a pr oper ty than the cost of an equally
desirable alternative property.
Sub-Surface Right: The r ight of owner ship to things lying beneath the physical sur face of the pr oper ty.
Survey: The pr ocess of measur ing land to deter mine its size, location and physical descr iption, and the r esulting dr awing or
map.
Tax Lien: A lien for r eal pr oper ty taxes. Attaches only to the pr oper ty upon which the taxes ar e due in most jur isdictions. It
may be foreclosed for nonpayment.
Tenancy by the Entirety: Owner ship by mar r ied per sons. Each owns the entir e estate, with the sur vivor taking the whole
upon the other’s death.
Tenancy in Common: An estate or inter est in land held by two or mor e per sons, each having equal r ights of possession and
enjoyment, but without any right of succession by survivorship between the owners.
Tenant: Any per son occupying r eal pr oper ty with the owner ’s permission.
Term: The actual life of a mor tgage, at the end of which the mor tgage becomes due and payable unless the lender r enews the
mortgage.
Time is of the Essence: A clause, which if included in a contr act, makes failur e to per for m by a specified date a mater ial
breach or violation of the contract.
Three-Day Review Period: For cover ed tr ansactions under the TILARESPA Integr ated Disclosur e (TRID) Rule the cr editor
is generally required to ensure that the consumer (borrower) receives the Closing Disclosure no later than three business days prior to
the consummation of the loan.
Title: (i) owner ship of r eal pr oper ty, which stands against the r ight of anyone else to claim the pr oper ty; (ii) the evidence of
right which a person has to the ownership and possession of land.
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Title Commitment: A r epor t issued by a title insur ance company or its agent, committing the title insur ance company to issue the form of policy designated in the commitment upon compliance with and satisfaction of requirements set forth in the commitment.
Title Insurance Underwriter: An insur ance company that issues insur ance policies either to the public or to another insur er .
Title Insurance: An agr eement to indemnify the insur ed against loss ar ising fr om a cover ed defect in title to a par ticular par cel of real property, which is typically issued to both the buyer to protect their property rights (through an owner’s title insurance
policy), and the lender to protect its lien rights (through a lender’s title insurance policy).
Title Plant: The total facilities: r ecor ds, equipment, fixtur es, and per sonnel: r equir ed to function as a title insur ance oper ation in some parts of the country. Technically, the organization of official records affecting real property into a system, which allows
quick and efficient recovery of title information.
Title Search: An examination of public r ecor ds, laws and cour t decisions to disclose the cur r ent facts r egar ding owner ship of
real estate.
Total Interest Percentage (TIP): The total amount of inter est that the consumer will pay over the life of the loan as a per centage of the principal of the loan, assuming the consumer makes each monthly payment in full and on time and does not make any
overpayments.
Total Loan Costs: Fees the lender char ges to make the loan, as well as fees paid to pr ovider s selected by the lender and fees
paid to providers chosen by the borrower. Total Loan Costs are found under Section D of the Loan Estimate.
Townhouse: A dwelling unit usually with two, thr ee or four floor s, and shar ed str uctur al walls. It can be individually owned,
a condominium, a cooperative, a planned unit development or a rental property.
Township: A division of ter r itor y appr oximately six miles squar e, containing appr oximately 36 sections or 36 squar e miles.
Tract: A par ticular par cel of land.
Underwriting: The pr ocess of ver ifying data and appr oving a loan.
VA: The Veter ans Administr ation, a feder al agency which guar antees loans made to qualified veter ans on appr oved pr oper ty.
Variable Rate Mortgage: A loan in which the inter est r ate fluctuates with the cost of funds or some other index.
Variances: The compar ison made between fees and/or char ges listed on the Loan Estimate (or Good Faith Estimate) and
those listed on the final Closing Disclosure (or HUD-1). Not all fees are exposed to such scrutiny but for those that are the creditor/
lender is held accountable for the excessive charges. There are two levels of tolerance based on the type of fee. Variance may also be
referred to as Tolerance.
Vest: To pass to a per son an immediate r ight or inter est. Title may be said to vest in J ohn Smith.
Voidable: A contr act which appear s valid and enfor ceable on the sur face, but may be declar ed invalid by one of the par ties,
such as a contract entered into by a minor.
Walk Through: Depending on the ter ms of the contr act of sale or based on local custom, a walk-through or pre-settlement inspection may be scheduled prior to settlement or closing of the transaction. The primary purpose of this type of inspection is to make
certain the property is in the agreed-upon condition, repairs (if any) from the home inspection are complete, and to confirm that nothing has gone wrong with the property since the buyer’s last viewing.
Warranty: A limited pr omise by the gr antor of r eal pr oper ty that he or she is the owner and will be r esponsible to the buyer
if title is other than as represented.
Zero Lot Line: A ter m gener ally used to descr ibe the positioning of a str uctur e on a lot so that one side r ests dir ectly on the
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