Home Sale Checklist

] Sign the contract to sell your home

[] Attorney review concluded:
(insert date)

[] Forward the following to your attorney
(if applicable)

[ Title insurance policy

[ Deed

I Property survey

I Mortgage payoff information

I Warranty paperwork —
appliances, termite treatment, etc.

[ Association Contact and Documents related
to a condo or townhouse (if applicable)

Obtain Certificate of Occupancy
(if required in your municipality)

Obtain Smoke Detector and Carbon Monoxide
Certificate (all municipalities)

Make home inspection repairs (if required)
Provide applicable receipts
Schedule movers and pack

Provide change of address notice to
post office/newspaper delivery

Notify public utilities

Confirm buyer’s walk-through
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Closing Document Signing
(insert date)
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Pictured left to right: attorneys James M. Foerst, Jennifer Cadillo,
Taimour Chaudhri, Natalie Shafer.

Nearly 5 million existing
homes are sold in the
United States each year.

The sale of your home is a very complex legal
transaction, perhaps the largest of your life.
While your plans may have started yesterday,
last month or a year ago, now is the time

to understand the process so that you
achieve the goal of selling your home for a

competitive price.

There will be potential buyers looking at your
home. There will be documents to sign and
disclosures to complete. Ultimately, there

will be issues to negotiate which may have

a dramatic impact on your ability to sell your
house. The goal is to simplify this process and
make the sale of your home as low stress as
possible. This brochure will explain the step-
by-step process and start you on the path to
the successful sale of your home.
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Step 1: The Offer

The offer is the initial proposal in which a potential
buyer presents their terms, including the purchase
price of the home and closing date. After the potential
buyer looks at your home, they may make an offer

to purchase, usually through a realtor. The offer will
routinely have several clauses including the mortgage
and home inspection contingencies. For further
clarification on the impact of these contingencies,
you should discuss with your Realtor or Attorney.

Step 2: Negotiating the Contract

If the offer is not exactly what you were seeking,
you are not limited to simply rejecting the proposal.
In fact, it is common to propose a counter-offer with
different terms such as price or closing date.

Negotiating a contract is perhaps the trickiest aspect
of any real estate transaction. It is important to
recognize and respect the buyer’s priorities. Knowing
what is most important to the buyer can help avoid
pushing too hard on sensitive issues. Rather than
approaching the negotiations with a winner take all
attitude, focus on your top priorities such as purchase
price or closing date. You should always be prepared
to compromise. If you have some major differences,
allow the attorney to iron out the details during the
attorney review process.

Remember that you still have the attorney review
period even after the contract has been signed

(see Step 3). So, even if the contract is not perfect
at the time you accept the offer, you still have an
opportunity to further negotiate those issues which
are your priorities. If you cannot agree, you have the
right to reject the offer and cancel the contract.

Step 3: Attorney Review

Attorney review begins once the buyer and seller have
signed the contract. This critical phase of affirming or
amending the contract must occur within three (3)
business days from when the contract is signed by
both parties. As the seller, you should contact your
attorney immediately upon receipt of the buyer’s
offer to ensure that action will be taken if you accept
the offer. Your attorney will negotiate the details of
the contract, which will remain in “attorney review”
until all parties have agreed upon the final terms. At
the conclusion of attorney review, both parties are
legally bound to the contract and the property is then
deemed “under contract.”

Step 4: Home Inspection

It is very common for a buyer to hire a home
inspector to perform a thorough inspection prior

to purchasing a home. You should make plans to

leave your home while the home inspection is being
conducted. While this should be an amicable process,
often the home inspection will reveal issues with the
house which the buyer will want you to address. It is
best to avoid direct confrontation with the buyer so
that your amicable relationship is preserved. However,
if you must be present or choose to be present at the
time of the home inspection, you should not attempt
to refute any negative comments about your home at
that time. You should refrain from making statements
about the age and quality of your home. Explanation
and negotiation are the job of your real estate attorney
after an inspection report has been prepared.

Remember, the fact that the buyer performs an
inspection does not obligate the seller to address any
of the concerns or inspection requests. In practice,
however, the inspection is often used to negotiate
repairs and monetary credits at closing. If you do
agree to make certain repairs, you should complete
these items and promptly forward proof of
completion in the form of work orders or paid
invoices to your attorney.

Step 5: Mortgage Contingency

Most buyers cannot simply come to the closing table
and write a check to complete the purchase. Nearly

all transactions involve some form of financing. The
mortgage contingency clause allows the buyer to obtain
mortgage financing. However, if the buyer is unable to
obtain financing, the mortgage contingency provides

a mechanism for the contract to be terminated and for
the seller to find a more qualified buyer.

Step 6: Walk Through

Immediately prior to closing, the buyers will likely
conduct a “walk-through” to view the property one
last time before closing. At this time, you should have
the property in relatively clean condition. You should
remove all your personal belongings from the home
and have the property vacant and “broom clean”
before the walk-through. You should have completed
all of the inspection repairs that you agreed to
perform as part of the home inspection negotiations.

Step 7: Closing

The closing is essentially a meeting where the parties
transfer money in exchange for ownership of the
property. Before your closing, your attorney will
present you with various documents which you will
need to sign. Often, the exact closing costs will not be
known until the day before closing. You will receive a
detailed statement itemizing your closing costs. You
will transfer title and keys, pay outstanding mortgages
and taxes and receive the remaining proceeds of sale.
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