Seller’s Guide

For over twenty years, we have been
blessed with success as consistent
multi-million dollar producers in the
residential luxury home market.

Our goal was and remains, to create a

team of professionals who, like us, truly
care for people, are talented and provide
the very best real estate service possible.

At The 17% Rauch Groupy our goal is to help

people through one of the biggest
financial and emotional experiences in
their lives.

We provide a level of education, service
and support that only successful,
experienced and knowledgeable real
estate professionals can provide.

We work as a close-knit team to help our
clients, and we are very proud of the fact
that once people work with us, they
continue to let us help them with their
real estate needs.

This book typifies our commitment to
help you understand and feel
comfortable about the process you will
be going through.

The following information outlines the
entire process of selling your property.
It includes all the steps, forms,
processes and other real estate services
that will be a part of this transaction.

After you have had a chance to look
through it, please let us know if you
have any questions or concerns. And
don’t forget . . . We'll be with you every
step of the way.
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We have put together this book to help you better understand the process we
will be going through to sell your home.

Whether or not this will be the first property you are selling, the process is an
exacting one that includes many forms and deadlines, which must be
understood and complied with. This book is designed to be a resource for you
throughout the process.

We have organized this guide under the following key areas:
N\ Selecting an Agent N\ Closing Costs
N\ Showing Your Home N\ Inspections & Warranties
N\ The Purchase Contract N\ Taxes & Miscellaneous
N The Loan Process N\ Glossary of Real Estate Terms
N\ The Escrow Process

It is our goal to make this an enjoyable and profitable experience for you and
we will work diligently on your behalf with all the resources at our disposal.
We look forward to working with you throughout the process and answering
any questions you have after reviewing this information

Sincerely,

Peggy & Mickael
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REAL ESTATE PROFESSIONALS

We are honored to have the privilege of representing you in this transaction.
For many, this is one of the most significant business and personal
transactions of their lives.

The agent in a real estate transaction takes on a significant responsibility upon
which hundreds and thousands of dollars are at stake. To assume this
responstibility without training, current knowledge and immediate access to the
market in a given area is to operate at a distinct disadvantage. This is why a
Real Estate Professional is crucial to a successful and equitable transaction.

A Real Estate Professional is licensed only after demonstrating to the State
Board of Realtors his/her knowledge of the laws, contracts and accepted
practices related to the sale and purchase of real estate in Arizona. To keep
their license current, realtors must maintain a schedule of continuing
education in areas required by the State.

As active realtors, through education, access to listings through the Multiple
Listing Service (MLS) and as agents for many other sellers and buyers, we have
an intimate knowledge of the inventory, pricing, history and current trends in
this marketplace. This knowledge and expertise will enable you to achieve
optimal success in your own impending transaction.

We look forward to working with you, representing your interests and making
this a satisfying experience for you.

Peggy & Michael
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24 YEARS OF EXCELLENCE IN LUXURY PROPERTY SALES

2009
Top 1% of Scolttsdale Realtors
SAAR Board of Directors
SAAR BMS Tour Co-Chair
AAR Professional Standards Committee
08
BDouble Diamond Award
Top 1% of Scottsdale Realtors
Top 20 of Valley Realtors
SAAR RMS Tour Chair
Luxury Home Magazine Profile
Premier Marketing Group
Resort & Second Home Designation
GREEN Certified
Senior Real Estate Specialist Designation
Certified Luxury Marketing Specialist
ADRE Ethics Committee
07
Double Diamond Award
Top 1% Scottsdale Realtors
Top 20 Valley Realtor
Certified Luxury Marketing Specialist
ADRE Ethics Committee
06
> Double Diamond Award
Top 10 Scottsdale Realtors
Top 25 Valley Realtor
Real Estate Executive Profile
Scottsdale Food Profile
Arizona Republic Profile
05
Platinurm Club Member
Top 1% of US Prudential Agents
SAAR BMS Tour Chair
Top 10-Prudential SW Region
04
Platinum Club Member
Top 1% of US Prudential Agents
Scottsdale Luxury Home Tour Chair
Top 10-Prudential SW Region
03
” #1 Individual REMAX Sales Agenis
REMAX Hall of Fame Award
Chairman's Club Inductee
Top 10-REMAX Southwest Region
Top 300 Transactions for Arizona
Dream Home Tour Chairman
Broker Agent Magazine Profile
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Platinum Ciub Member

Top Income Producer

Top Listing Agent

Top 500 Agents in Arizona
President's Club

Gold Circle {Top 3% Worldwide)
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Platinum Club Member
Top Income Producer
Top Listing Agent
Top Sales Agent
President’s Club
Gold Circle (Top 3% Worldwide)
00
Platinum Club Member
Top Income Producer
Top Listing Top Sales Agent
President's Club
Gold Circte (Top 3% Worldwide)
99
Gold Circle (Top 3% Worldwide)
President’s Club/Multi-Million Dollar Club
98
International President’s Circle
Gold Circle (Top 3% Worldwide)
Multi-Miltion Dollar Club
97
Broker Agent Magazine Profile
Gold Circle (Top 3% Worldwide)
President's Club
Muki-Million Dollar Club
96
#12 Producer in Arizona
President's Circle/Multi-Million Dollar Club
5
President's Circle/Multi-Million Dollar Club

w
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President’s Circle/Muiti-Miliion Dollar Club
3

7 President's Circle/Multi-Million Dallar Club
1992

»  President's Circle/Multi-Million Dollar Club
1991

7 President’s Circle/Multi-Million Dollar Club
1990

»  President's Circle/Multi-Millicn Dollar Club
1989

» President’'s Roundtable

» Certified Relocation Specialist

1988

# President's Roundiable

» Fine Homes Specialist

7 Mufti-Million Dollar Producer

1987

~ BRookie of the Year

»  Multi-Million Dollar Producer

3\“6\'&;\ \'('5\'\ Al \";\"\-‘ \‘f'g\'\""é\‘ AR A G | 8\’\7\ YNV

{O




Peqqy Rouch

REAL ESTATE PROFCSSIQONALS

Experience

Since 1987 the members of this group have worked full time as real estate
professionals in the Paradise Valley, Scottsdale and other markets in the valley
of the Sun. When we sit down to determine the listing price, discuss marketing
strategies or evaluate an offer, you can rely on our knowledge and expertise.

Our knowledge of the activity that has taken place in this particular market
during the past twenty three years is first hand, and we will use every bit of our
expertise to your best advantage.

Commitment

We are committed to our work and to our clients. Our goal is to make every
client’s transaction a successful and enjoyable experience. We will work
tirelessly on your behalf and over the years we have developed a network of
other talented professionals in this industry who we can count on to assist us
in reaching this goal.

At the close of this transaction, we want to keep you as a client and be the
realtors you refer your friends and acquaintances to.
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REAL ESTATE PROFESSIONALS

When selecting your real estate professional it is strongly recommended that
you make certain they are properly credentialed, educated and experienced in
the type of transaction you will be undertaking, so they will be the effective and
valuable resource you need.

Since 1987 The Peggy Rauch Group has provided the knowledge and market
experience to achieve successful results for our clients’ transactions for single
family homes, condominiums, land, commercial property, custom homes, golf
course properties, waterfront luxury homes and investment real estate. We've
been able to achieve this on behalf of our clients because we stay on top of the
Valley's ever changing market—day in and day out!!

We listen well, provide knowledgeable market experience and data, and then
work tirelessly to achieve your real estate goals -- always Working for YOU!!!

Active as Professional Brokers/Realtors in local associations and organizations
and fully accredited in our discipline we network, network and then network
some more on behalf of our clients.

Below are our real estate affiliations and accreditations . .

Members in the National Association of Realtors®
REALTOR.org (NAR), we adhere to its strict Code of Ethics in
representing our clients. Through the NAR
NAR is The Voice for Real Estatef networking, publications, regional and national
meetings we stay current with real estate
practices, market trends and changes in practice to best represent the interests
of our clients.

REALTOR

The Scottsdale Area Association of Realtors (SAAR) is the
largest trade association in Scottsdale with more than /y/
8,100 Realtors. We actively participate on SAAR

committees including the Realtor Marketing Sessions,

Hutch Fund and Strategic Planning Committees. We are
both graduates of the SAAR Leadership Program, an invitation only program
providing Realtors with advanced leadership/ community training to better
serve clients and the real estate community.

The Arizona Association of REALTORS® (AAR) is the
largest trade association in Arizona, representing over
‘ I L s 52,298 Arizona REALTORS®. We are actively involved
REALTORS' in the AAR Committee Structure and use the AAR to
stay current with issues and practices affecting real
estate in Arizona. Our AAR membership assures our clients we are current on
real estate and related issues that can affect them when purchasing property in
Arizona. Peggy currently serves on the Professional Standards Committee
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REAL ESTATE PROFESSIONALS

As CNE designees we are part of the less than 1% of
Realtors in the entire country with this designation. C N E
A real estate transaction is a series of negotiations CERTIFIED AECOTIATION EXPERT
from start to finish. As trained negotiators we make

certain that in every phase of the purchase or sale process our representation
results in superior results for our clients.

Recognized as the mark of accomplishment in luxury markets
around the world, the Certified Luxury Home Marketing
Specialist (CLHMS) designation assures affluent buyers and
sellers that the agents who have earned it have the knowledge,
experience, competence, and confidence they require. Members
of The Institute who hold the CLHMS designation have
documented performance in the TOP 10% of their markets.

Resort & Second-Home Property Specialist (RSPS) certification
is a crucial skill for buyers and sellers to have at their disposal
particularly in a market like Arizona. Buyers and Sellers
Re;rrg; B ngescggg—at;g;ne working with RSPS designated Realtors can be assured that
they are working with a professional who has a demonstrable

understanding of the market, financing, title, investment and tax issues that
are unique to resort and second home ownership.

Commercial Sales Specialist program
requires completion of 15 separate courses
focused on commercial real estate skills to
receive the CCSS designation. Commercial
real estate is a complex proposition and requires the resources of a trained
professional in order to achieve the best possible outcome form negotiations.

— | The Arizona Regional Multiple Listing Service
‘n.ls (ARMLS) was one of the first regional multiple listing
companies in the United States. It has consolidated
the many boards across the Valley into a single
system to provide Realtors with real-time, accurate information on listed and

sold properties in Arizona.

ARIZONA REGIONAL MULTIPLE LISTING SERVICE, NC.

The Real Estate Buyers' Agent Council is the largest — _
association of real estate professionals focusing on all =
aspects of buyer representation. ABR® designees must

complete the REBAC course, pass the test and provided
documentation of significant buyer agency experience before being allowed to
join this network of professionals trained specifically to represent buyers.




Only 5% of all REALTORS in the U.S. can
call themselves Certified Residential
Specialists. Just one in twenty has the
extensive experience, the unique
commitment and the hours of advanced training necessary for the CRS
designation.

Senior Real Estate Specialist (SRES) Council Designees

have demonstrated an understanding that the 50 plus
demographic has very specialized needs when it comes
to purchasing and selling property. SRES Designees

have formidable resources and experience working with
this particular market segment and are constantly
improving their knowledge base and skills as this market evolves.

Many feel the built environment is consuming energy and

, resources beyond those sustainable by the planet. GREEN

: green designees are familiar with the building practices and
concepts that will help to evolve the built environment into

one that is more healthy and sustainable. GREEN Realtors

can help provide innovative, eco-friendly solutions to residential and

commercial projects regardless of the budget size.

The REALTOR® Marketing Sessions & Home Tours
Committee promotes fellowship, educational C)j_fﬁ m
opportunities, networking, touting/touring, and includes a Luxury Home Tour
program format to help Members be more knowledgeable

and professional in their dealings with the public and each
other. We serve as Co-Chairs for this tour in addition to

overseeing the other tours of the Scottsdale Area Association of Realtors

The NATIONAL ASSOCIATION OF REALTORS®, is the first
( €-PRO > major trade group to offer certification for online

professionalism. e-Pro is not about technology - it's about
Srtieet. how leveraging people-skills, into doing more business on
the Internet on behalf of clients. e-Pro certified Realtors use
the technology now available to provide their clients with information and
services on a timely basis and when needed.




Showing Your Home

First impressions are the most powerful sales tools. Emotion plays a tremendous
part in creating an interest in your home from a potential buyer. Make certain your
home puts its “best foot forward” and that you follow the time-tested rules and
behavior that will enhance the likelihood of a sale.

Outside Entry - The front door should
be clean, fresh and inviting. Make
sure the landscaping is maintained.

Windows — Clean windows make a
home seem bigger and brighter and
add tremendously to a home’s “show
ability.”

Lights - Make certain all your light
fixtures are working and turn all the
lights on when showing the home (day
or night). It makes the home much
more welcoming.

Closets — Neat closets appear larger
and keep buyers from even wondering
if they might be too small.

Bathrooms sell homes!! - Each one
will be closely inspected. Repair
caulking, fix leaks and make sure
everything sparkles and smells clean.

Bedrooms - Remove excess fumniture
and decorations and use attractive,
freshly laundered bedspreads and
window coverings to make these
rooms more inviting.

Minor repairs — Creaking doors, loose
handles, sticking windows, dirty
wallpaper, worn woodwork, faded
walls all reduce buyer appeal. A little
money spent in fixing these things will
keep you from trying to convince the
buyer how good it could actualiy look,
and result in a quicker sale at a higher
price.

Floors— Keep the carpets vacuumed,
the floors washed and remove any
clutter from the floors and stairways.
Your home will show better and there
will be no unfortunate accidents.

Pets — Keep them out of the way,
outside is best.

Background — Loud music or blaring
televisions detract from everything you
have done to make your home inviting.
Allow the agent and buyer to talk
without competition.

Assisting the Potential Buyer -
Don’t have too many people present
during a showing, it makes a potential
buyer feel like an intruder and hurry
through the house. Be courteous but
don’t force conversation with the
potential buyer. They want to inspect
your home, not make friends. If they
have questions, they will ask.

Assisting Your Realtor — Show your
home to prospective buyers by
appointment through your agent.
Sales close more quickly this way. Let
your realtor discuss price, terms,
possession and the other details with
the buyer. Your realtor has negotiated
many, many contracts. Allow him/her
to use their expertise to get the most
favorable conclusion to negotiations
on your behalf. If you are needed,
your realtor will bring you in.

fw Rﬂﬁfﬁ




The Purchase Contract

PURCHASE CONTRACT & ADDENDUM

The Purchase Contract and Addendum(s) is a lengthy but important document. It is
the legal written document that details the specific agreement by which this
transaction will take place. It is the only written record of your agreement and will
serve as the sole resource document for all parties involved. It is a crucial
document, of which you should have an understanding.

Let your Real Estate Professional guide you through the Purchase Contraci.
Knowing the specifics of your situation your realtor can show you what portions of
the contract will be of primary importance to you in achieving a successful
transaction.

DISCLOSURES & CONTINGENCIES

Disclosures: The law now requires you to complete a Seller's Property Disclosure
Statement. This is a document that informs the buyer of any significant facts about
the condition of the property, based on the best of your knowledge.

Contingencies: There will be various contingency dates in your Purchase Contract.
Be aware of these and make certain that actions required are performed within the
time agreed. Stay closely in touch with your real estate agent regarding these
important dates.




REALTOR

BUYER ATTACHMENT

This attachment should be given to the Buyer piior ta the submiussion of any offer and
i&not a part of tho Residontial Resale Real Estate Purchase Contract's fems.

ATTENTION BUYER!

You are entering into a legally binging agreement.

1.

2,

Read the entire contract before you sign it.

* This information comes directly from the Seller.
- lovestigate any blank spaces, unclear answers or any other information that is imporas

Roview the Ingpection Paragraph [see Section 6a
If important 1o you, hire a gualified:
« Mok inspector
* Roof inspector
- Post inspedtor
« Pool mspoacior
“Featingicooling i
Verifh s

(ke

urg and insurability of the prope g
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rénuoatod iffofmation (see . It is your responsibility 1o make stre 1hat you and your kender
geliver the Aecdssafy funds to escrow in sufficlent time 10 alkow eScrow 10 close on the agreed upon date.
Cthensdsd, the Seller may cancel the contract.

Confirm your

prriod with . B

)i}

Read the CC&R's and ail other governing documents within five days of receipt jsee Section 3c),

If the property is unacceptable, speak up.

Aher the closing may be too late.

You can obtain information through the Buyer's Advisery atl ntipZAvww.aaronline.com. Remember, you are
urged to consult with an attorney, inspectors, and axperts of your choice in any area of interest or
concern in the transaction. Be cautious about verbal representatians, advertising claims, and informatior
contained in a listing. Venfy anything imporiant 1o you.

EAREZONA ASSOCSWATION OF ACALTORS BA L/a5
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RESIDENTIAL RESALE REAL ESTATE

PURCHASE CONTRACT

"rYC N0 OF SRS CONEC! s oot anvened by S datooe disocmion o FEALTOCS (MATT. Tk & meoced o be s
- a CXVNIECY, P ORI 3 R20CHE 84 1D o lepf v iy o mclegaery o any pmcwa-m.‘xrm*smua‘wmf L T s renyt-v4
REALIOR chudes B! i o o piimss o aekan, ool oo siomey: By shER; inseane soea o professonsioosaley. [ 2- T e

1. PROPERTY

1a. 1. BUYER: o EPLN T ]
BUTER S NAME(S)
2. SELLER: e i ee O 88 identified in s2ction 9.
SEULER © N&RES)
3. Buyer agreas 1o buy and Setker agrees to sell the real preparty with all improvemants, fistutes, end appuntsnances therecn
4. or incidental thersio, plus ths perscnal preperty describad hersin icoll=ctively the *Premises™).
1b. 5. Premises Address: & A o1's #)
g. City: Caunty: AZ, Zip Code: S
7. Legal Dascription:
1c. g Full Pur¢hase Price, pxldcm elciw
g 5 e EBMEEL MO WT‘\ t\
o s TN
s T \\

. iy
Close ot Escioy cv:m
r sl lI%.;m Mth all
I‘f‘:tt

a cpshl heck, wired funds o othar immeacliataly availsble funds o pay any down
s chasing costs, and instiuct the lsndai, if applcable, to daliver immediately available furds

16. 21. Possesslon: Sellar shall dalivsr pessession, occupancy, access i keys and'or msans to opamts all lacks, mailbox,
22, security system’atarms, and all common area facilties to Buyar at GOE or
23. Brokeris) mcommend that the pemaa seak appropriate ccunse! friem insurance, legal. tax, and acoourding pr-:fesswnals
24. regarding the risks &f pra-po N oF post-pc ion of the Premisss.

1. 25 Addendaincorporated:  Assumption and Camyback  Buyer Contingency  Domestic Watss Wall  HUD foems
26. HO.A Lead-Based Paint Disclosure  Additional Clauss  On-site Wast=weater Treatment Facility

27. Cther:

19. 28. Fixtures and Personal Propery: Seller agmes that all existing fixturse <n the Premises. and arw existing porsonal
20, preperty specified herein. shall be includsd in this sale, including the fellawing:
30 + frea-standing rangiovan + flush-mountad speakars * outdocs lndscaphg, ountaine, and lighting
3 * built-in appliancas « attachad firaplace aquipmant + waler-misting systams
a2, « light fixtures + window and docs screens, sun screans ¢ solar systams
a3 » ceiling fans « storm windows and doors * pelial, woodk-buming of gas-led stonvas
M s towel. curtain and drapery 1ods + shutters and swnings * timers
'Y » draperiss and cthar windmw coverings + garags door apensis and controls  » mailbox
k) + attached fleor coverings + attachad Timada astennassaldlis dehes o storagis sheds
Initalks:_SAMPLE ' SAMPLE titiats:  SAMPLE | SAMPLE
EEILER  EGLER CARIZONA ARSOCIATION OF REALTORS! Fam RPG 305 OUfER TUYER
PAGE 1019
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37. i ownedby tha Sellar, the following items also are inciuded in this sale:
8. » poct and spa equipment tincluding any « sacurity anclior firs systoms +watel scltenars
c. machanizal or ethar cksaning systerns) and'or alaims « water puifiation systems

49, Additional existing personal property Inciudad In this sate (If checkad): refrigarator washst diyer

41. As described:

42

43 Othar:

44,

45, ]

45, Additional existing pemonal property includsd shall ot be considsred part of the Premises and shall be trarsfaned with no
47, menstary valus, and fras and clear of all lieng or shzumbrances.

48, Fixtures end fzasad itams NOT inzluded:
49, IFTHIS IS AN ALL CASH SALE, GOTOSECTION 3.

2. FINANCING

2a. 50, Loan Conlingency: Puyer's abligation to complete this aale i
51. inthe AAR Loan Status Report without conditio
52,  conditions by COE Date, Buyer sl i

5% Company ne jﬁﬁ‘
2B, iled Loan Comt

transstion
monsy arg net bfun

Buy abteining loan a ! -rai
. l} unebk 8 b

Escrow

cencltions and
=y fem o5t

isss by an Ber
i aye afler notice

it el @ mivimum, the Buysr's Loan Information section
propceed loan. is attachsad hareto ard incaporated herein by refersnce.

2¢}

2d.

2e, slnless praviausly cc,rnpleted within fiwa {5) days alter Contract acceptancs, Buvar sha!i {i) complate,

9: permission to access Buver's Trimergad Residential Credit Report; and i pay all required lcan appllcarnon fees.

A. &7 Loan Processing During Esciow: Buyer agisss bo diigently work o cbisin the lear and will promptly provids the lender with
2. all additional documantation requirscl. Buyer imstiucts the lendar to prewide loan gtatus updates to Brokenis) and Seller. Buyor
&2, shall sign all loan documenis no later than three (3) days priof 10 the COE Date,

29. 7). TypeolFinancing:  Comventonal FHA VA Assurmpticn Selisr Gamyback
71, ilf financing is to be other than nev finanzing, sae attached addendum.)

2h. 72, Loan Costs: Private Mcrtgage Insuranss is required for certain types of lcans and shall be paid by Buysr at COE in a
73 mannar acc3ptabls 1o landar. The following may be paid by sithar party:

74  Discoun pcints shalibe paidby:  Buyer Saller Cthiar
75 Discountpointeshallnotexcesd: _ . total peints (Does not indude ican crigination fee)

8. ALTA, Lender Title Insumnce Policy shall be paid by Buyer Seller

77, Loan Qriginaticry Fe= 1Mot 1o excead _ _ % of loan amount) shall be paid by Buyer Sellar
78.  Appmisal Fee, when required by londer. shall bs paid by Buyer Saller Other

2. 79 Other Loan Costs: In ths evert of an FHA or WA lcan, Saller agises to payup to § of loan
8).  costs not peimitted to be peid by the Buyer, in addition to the other costs Seller has agreed to pay hemin. In addition, for VA
81 kearg, Seller agrees t> pay the escrow fee, All other coets of chtaining ths loan shall ba paid by the Buyer.

tritlale._ SAMPLE ; SAMPLE Ak, SAMPLE SAMPLE
SEILER SELIER oD RIZONAS ASSOCIATICN OF AEALTIIRS® Form RPL 5606 U
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2K,

.

3c.

3.

3n

8z,

8d.
86.

§7.
88.

30,
90.

91.

11
e
113,
114,

115,

16,
7.
118
119.
120.

121
122,
123,

124,
125,
128
127,
128,
129,
130,

PAGE 3
Changes: Buyer shall immeadiataly natify Selksr of any charges in the loan pregram, finencing terms. or lerdler dasarbed in
tha LSR ard shall cnly make any such changss without the price aritten conssant of Salles if sush changas do not advarssly
affect Buyer's ability to chtain lean appreval without eonditions. increass Sellar's clasing costs, or dslay COE.

FHA Notice (FHA Buyer Initiads Requited): HUD dces not warrant the condition of tha property. By initialing bakow, Buyer scknowtk
eckpe receipt of Fom HUD-S2564-CR, ~For Your Protection: Get 2 Home Inspection.”™ Buysr further acknowladgse that sush
formwas sigrad at or bafore the Contract dats. Signad HUD-EE564-CN s sttached and made a part of thie Purchass Gontract

{FHA BUYER'S INITIALS REQUIRED) SAMPLE SAMPLE

BIYER BUYVER

3. TITLE AND ESCROW

Escrow: This Contract shall be used ag escrow instructions. The Escrcw Company smployed by the partise to cairy out the
tsrms of this Contract shall ba:

TELC AR TITLE COMPAMY™ PrDHE AN

Thie and vesting: Buyer will taks tith as determined before COE. Taking title may have significant lagal, sstate planning
and tax consequences. Buyer should cbiain legal and tax adviss,

Tite Commitment and Thie Insurance: Escrow Campany is heroby instructed to cbtain and det?Sr to Buyer apd Seller
cliractly, addressed pursuant to 81 and 9c or as otherwiss prcmdad a Co ent for Title | |Insurance to
complete and lagible copies of all documents that will fione to Buyer's policy pf Ti uwranss (*Title
Commitment™), including but not fmited to ha, asfictions u,'GG&FIs";Y de resnianons and
sasements. Buysr shall hava days after retaipt of Col mat and aftsr r

¢ items clisapp ecll Sdllsr EII convey ti Is by g=neral

merpan Land Tile
itle Insuran e Peliey

Escrow Company. (i) All daxcuments necessaly o
s standard ferm used by Escrow Company. Esorow

. | ba allecatad equally batwean Saller and Buyer. {v) Escrow Company shall send
wkarlg) oopies of all notics and communications directed t> Seller, Buyer and Brokang). fvi) Estrow
y shall provide Brokens) access to escrowed matarisle and information regarding the escrow. (vily If an Affidavit of
Disclceurs is providsd. Escrow Comparny shall record the Affidavit st COE,

Tax Prorations: Real prepety taxes paysble by the Selker shall b2 promted to GOE based upen the latsst tax infesmation available.

Release o Earnast Money: bt event of a disputs betwaan Buyer and Saller regarding any Eamest Mcney depasiled with Escrow
Company, Buyar and Seller avthad2s Escrow Comgany 1o mlease Earnsst Monsy pursuant k2 ths teams and sondbirns o this Cooteet
i ils s0d3 and abscluts discration. Buyar and Sellar agres lo hold hammless and indemmify Escrow Gompany againet any clam, actin
< lresuil of any kind, and I any ks, judgment, or expensa, including costs and atimsy Feas, arising from o ralafing in any way o
the release of Eamszst Money.

Prorations of Assessments and Feos: All asssesments and fees that ans not @ lien as of the COE, including homsownet's
assccigtion fses, rents. irrigation fass, and, if assumad. mswenc> premiums, intarest on asssssments. interest on
shcumbrances, and service contracts, shall be prorated as of COE or Other; o

Assessment Llens: The amount of any asssssmsnt, cther than hameowner's agsccialion asssssments. that is a lisn as of
ths COE, shali ba paid in full by Saller protated and assumed by Buyer. Any assessment that bacomes a lien aftsr
COE ig the Buyar's responsbility.

IRS and FIRPTA Reporttng: Seller agrees to comply with IRS reporting rsquimments. If applicable, Seller agrees 1o
somplete, sign. and deliver to Escrmw Company a eartificate indicating whether Sellsr is a foreign psteon ¢ a nci-residsnt
alien pursuent tothe Forsign Investiment in Real Prepenty Tax Act PFIRFTAT, Buyer and Seller achrnowledgs that if the Sellat
B & foreign person, the Buysr must withhald a tax equel to 103, of the purchass price, unksss an exempticn applias.

trivak. _SAMPLE : SAMPLE Intiak: _SAMPLE ' SAMPLE

S WEIER QAREZONS ASKOCIATKON OF REALTORS® Form APC 53405 BUVER  BUYER
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4c.

\, 4356,

40,

sb.

tha for':b{equu Contragt acceptanca, i
"FE:‘;‘-:HE Discleslm i i i J r fiks £5) days aften receipt of g i .
“Fihaver i later.
57, Chang I'.':i.lrl I¢] : i i ngif=Buydl of any changes in the Pramisas o disclosures made
l4a. Jhersipd in B BP i i ali be considersd an update of the SPDS. Unlbsas Seller is already
o'ﬁ'gated i 153 by this Conteact or any amendments hersto, to comaat or repair the changsd #tem

153
154,
35
145,
157

169,
179.
171,
172,
173
174,
175,

. dis:bse}{ Buy

4. DISCLOSURES

Seller Property Disclosure Statement ("SPDS"): Saller shall deliver a comnpletad AAR SPDS form t2 tha Buyer within five
51 days after Contract accaptance. Buver shall provide notics of any SPDS items disapproved within the Enspection Pariod
of five (5) days aftar recsipt of the SPDS, whichever i later.

Insurance Claims History: Seller shall delivar to Buyer a written five-year insurancs claims hietory regarding Premiges (or
a claims history for the length of tims Saller has ownsd the Pramisss if less than five yearsi frem Sellst's ingurancs
cympany or an imsurance support organization or corsumar teporting agancy, o if unavailable from these sourss, from
Sellar, within five (5) days after Contract acceptancs. (Ssller may obscurs any referance to date of birth or sccial
gacurity numbaer from the documert). Buyer shell provide nctice of any items disapproved within the Inspection Pericd or
five {5} days aftar receipt of the claims history, whichever ie later.

Lead-Based Paint Disclosuse: If the Pramisss wers built price 1o 1978, the Bzller shall: (i) notify the Buyer of any known
kadbased peint ("“LBP™ or LBF hazards in the Premises. (it provide ths Buyst with eny LEP rigk assassments of
inspections of the Premisze in the Ssller's pcesession, (il provide the Buyer with the Disclosure of Infermation on
Lsad-based Paint and Lead-based Paint Mazards, and arvy repait, resoms, pamphiets, andicr othsr materials raferenced
thersin, fcludng tha pamphilst “Protact Your Family from Laad in Your Homs” (collsctively "LBP Infarmation”). Buyar shall rsturn
a signed copy of tha Disclosure of infarmation on Lead-Based Paint and Lead-Bagsed Paint Hazarde to Seller prior to COE.

LBP Information was provided prior to Contract acceptanss and Buyar acknowkdgas the cppat unity to

asseesments or inepections duting inspection Psricd,
Seller shall provide LEP Information within five 5) days after Contract ac
dave after racopt of the LBF Informallcm condu

all be allowed five +5} days aftor delivery of such notice to provide notice of disapproval to Seller.

5. WARRANTIES

Seller Varranties: Seller wamants and shall maintain and rpair the Premisse so that at the sarlier of poesassion or COE: ij all
heating. ccoling, mechanical, plumbing, and electrizal systemns (including swimming pecd anclicr spa. mctors, filter
systems. cledaning eystems, and heatis. if any), fres-standing rangaioven, and built-in applisnces will bs in working
crvliion: () all other agmed upan repairs and caradizns will be complstad pursuant to Secticn &), iiiii the Premises,
inclucing all additional existing personal propaty included in the sale, will ba In substantially the same condiicn as cn ths date of
Contract accsptance; and (ivh all persoral prepanty rot included in the sale and alt debris will b= removed from the Premises,

Watrantles that Survive CtesIng: Sellar warrants that Seller has disclcead to Buysr and Brokaris) all material lsisnt defacts
and any infcrmation cenoarning the Premises kncwan to Selker, excluding opinkans of valua, which materially and adveissly
affect the considaration 1 be paid by Buyar, Prior to ths COE. Saller waitants that payment in fuli will have been mads for
all labor, professiznal saivicse, matetials. machinery, fixturas, or icols fumished within the 150 days immadiately preczding
the COE in connection with the sonstructicn, altsration, or repair of any structure on of improvement 1 the Premiges, Seller
warrants that the infcemation regaiding connection to a sewar sysiam or on-sits wastewatar reatmant fasility iconventional
septic of allamative } B cormct to the best of Ssller's knowladges.

Ingals

SAMPLE / SAMPLE \iials. SAMPLE . SAMPLE

FELES aELLER OARZCHAASSOCIATION OF REALTORE® Famm RRPC 57035 GLYER uvER
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5C. 176, Buyer Waranties: Buyer wairants thel Buysr bas dieshsed to Seller any information that may matsrially and adverasly affect
177. the Buyet's ability 1o closs escraw cr complete the obligaticrs of this CGontmaot At the eailier of poassesion of tha Premisss or

178. COE, Buyer warents to Sallar that Buyer has canductzd all dzeired indspandent irspactions and investigatione and axcepts

170. the Premises. Buyer warranis that Buyer IS nol relylng on any verbal 1epreseniations concerning the Premises

180. except disclosed as tollows: _ _

181.

6. DUE DILIGENCE

63a. 182. Inspection Perlod: Buysi's Inspaction Period shall be ten (19) daye or ____ ___  days sfter Contract
183, acceptanca. During the Inspection Period Buyer, at Buvers axperss, shall: (i) conduat all dssired physical, envircnmental.
184, ard cthar types of imepactions and investigations to determine the valus and condition of the Premises, (it make inquirias
185, and consult govemmant agancies, lenders. insurance agents, architects, and othsr appropriate perscre and antitiss
186. cencerning the suitability of the Premisss and tha surmcunding arsa; (it inveetigate applizable building, zoning, fira, haalth.
187, and safsty codas to datermine any potential hazards, violaticns o defacts in the Premises: and {ivi verify any matarial muliiple
188, listing service {'MLS" informaticn, If the presencs of gex offandeig in tha vicinity or the cooutiance of a dissasa, natural daath.
188, suicide, hamicide or other crime on ot in the vicinity is a matorial matter to the Buysr, it must be investigated by the Buyer
140. during the inspection Period. Buyer shall kaep the Promisss free amd clear of lisne, shall m:iemni d Sealler
191, harmlass from alliiability, claims demands, damagss, ardd costs, and shall repair all damagrs ar g Tom the inspections
192. Buvyer shall prewids Ssller and Brokeris) upon raosipt, ot no oet, copise of alki ction repcns\%ncomm rémisas

193. cbtained by Buyer. Buyer is achisad b consult the Atizon Rad) Esthte Buver <dy dad by AAR to

6h. 435, sSquare Foolage; SQUARE FOOTAGE OF THEB BOTH

5 ARPROXIMATE. IF SQC ABEF IS A
DRIG
rfaime (
Rapctpriorto

rd:jFhod hazard disigriti i d by Buyar during the

ATTER TO THE BUYER. THESE USSUYES MUST BE
'der and ay}?)r all weod oy ar
aying Organismgor

H PA;T QOP-DESTROYING (%FIGANISMS OR

6o, . 4 ECVWNER'S INSURANCE IS A MATERIAL MATTER TO THE BUYER. BUYER SHALL APPLY FOR

200, PREMISES FROM BUYER'S INSURANCE COMPANY DURING THE INSPECTION PERIQD. Buyer understands that
210. any hamecwsnar's, firs, casualty, or other insurance deeirad by Buyer or required by tendsr sheuld be inplace a1 GOE.

BI. 214 Sewer or On-siie \Wastewalar Treatment System; The Premises are connsctedte a:
212, sawal system  seplic system alternative systam.

213, iF A SEWER CONNECTION IS A MATERIAL MATTER TO THE BUYER. IT MUST BE INVESTIGATED DURING THE
214. INSPECTION PERIOD. If the Premises are served by a septic cf alternativa system, the AAR On-sit= Wastewater Trsatmant
215.  Facility Addendum is incerporated harein by refsrencs.

216, (BUYER'S INITIALS REQUIRED) _ SAMPLE = _ SAMPLE
euven EuvER

6. 217, Swimming Pool Barrler Regulations: During the inspecticn Pericd. Buyer agmes 1o invegtigata all spplicabls stats,
218, osunty, and municipal Swimming Poal barrisr regulations and agrese to comply with and pay all ooets of compliance
210, with said regulations prior to> cccupying the Premises, unless otherviss agreed in writing. If ths Pramises containg & Swimming
220. Pool, Buysr acknowladges receipt of the Arizona Department of Haalth Serviz=e approved private pod salsty matice,

21 (BUYER'S INITIALS REQUIRED) _ SAMPLE _ __ SAMPLE
SeUYER BUYER
Initl: _SAMPLE . _SAMPLE Insk; _SAMPLE ; SAMPLE
TELER  BEIER BAREONS ASSOLIATION OF REALTORS® Fom RPC 395 BUves
PASES DD
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€h. 222 BUYER ACKNOV/LEDGMENT: BUYER RECOGNIZES, ACKNCVVLEDGES. AND AGREES THAT BROKER(S) ARE NOT

223 QUALIFIED, NOR LICENSED, TO CONDUCT DUE DILIGENCE ¥WITH RESPECT TO THE PREMISES QR THE

224 SURROUNDING AREA. BUYER IS INSTRUCTED TO CONSULT WITH QUALIFIED LICENSED PROFESSIONALS TO

225. ASSISTIN BUYER'S DUE DILIGENCE EFFORTS. BECAUSE CONDUCTING DUE DILIGENCE YITH RESPECT TOTHE

225. PREMISES AND THE SURROUNDING AREA IS BEYOND THE SCOPE OF THE BROKER'S £XPERTISE AND

227, LICENSING. BUYER EXPRESSLY RELEASES AND HOLDS HARMLESS BROKER(S) FROM LIABILITY FOR ANY
228, DEFECTS OR COHDITIONS THAT COULD HAVE BEEN DISCOVERED BY INSPECTION OR INVESTIGATION.

22

{BUYER'S INITIALS REQGUIRED) SAMPLE SAMPLE
BUVER BUVER

6. £3. Inspection Perlod Motice: Pricr to expiration of the Imspection Pericd, Buyer shall daliver te Seller a signed notice of any
Z3t, items disapproved. AAR's Buyer's Inspection Hotice ared Ssller's Respenss form & available for this purposs, Buysr ghall
22, oonduct all desited inspections and investigaticne prior to dalivering such notica to Seller and all Inspection Pariod items
233 disapproved shallbe provided in @ singls nctice.

8l.

234 Buyet Disapproval: K Buyer, inBuys:i's scls discration, disapproves of itame as allowed harein, Buyer shall deliver to Seller

23, notics of the tlsms disapprovad and state in tha natice that Buyer alects to eithar:

23 11) immediately cancel this Contract and alf Earnest Money shall bs releassd to Buyer. or

237, 21 provide the Saller an opportunity to comect ths iteme disapprovad. in which case:

{21 Saller shall mspond in writing within five (S daye or ____ days aftar dalivery $aller of Buyars notics of
ttems disapproved, Seller's fallure to raspond to Buyar in writing within the spa jod shall
conclusively be desmead Seller's refusal to cerrect any of ths itams disapprovad.

{) It Seller agrees In writing to corract Item;g;;ggm%:d.
repates In a workmanlike manner and d ny pakiecelfts eyldencing the borr

to Buyer three (3 d S Of " L

vl negj OR GAHGELLATION OF T|-u$
IVELY [EEMED BUYER'S ELECTIQQLWR
ANY DI AP I1'.1“-"El::¢«ITEMS —r

61, arsanty Plan: Buyer and Sellar ara advisad to investigate the various home warranty plans available for purchese.

258, The parties acknowledge that differsnt home warranty plans heve different covarags cptions, exclusions, limitations , service
250, feas and meet plane sxclude pre-existing condiions.

25 A Home Wananty Plan will be ardered by Buysiar  Seller with the folicwing opticial caverage
239 e tobelesued by at a oost ot to excead
L] . to be paid for by Buyer Sells

Buyer daclines the purchase of a Homa Warranty Plan.

%2

253
8m. 254 Walkihrough(s): Sslar gmnts Buyar and Buyer's inspectcris) reescnable acoses to sonduct wallthmughe) of the Premises for the
2%, pupee of sotishing Buyer that ary commsclicns o rspaire agreed to by ths Selly have basn completsd, warmnied items are in
288, waeking oondition and that the Premises is in substantialty ths sama condition &8 of ths dats of Gontract acceptance. if Buyer dose
257, moteonduct such wakdhecughis), Buyer neasse Sellsr and Brekeris) from lisbilty for ary dafects that could have been diecovered
258
2a0

Saller’s Aesponsibllity Regarding Inspections and \aikihiough(s): Seiler shall maks the Premises available for all
inspactions and walkthroughis) upon rsasonable notize by Puyar, Ssller shall, at Seller's expenss, have all utilities on,
27, including ary propane. until COE te enable Buyer to conduct thees ingpections and walkihroughish.

Intdak; SAMPLE - SAMPLE Initak: SAMPLE SAMPLE
EELLER - DRLLER QARIZONA ARSOLIATION OF REALTCGRS® Fom RREC 3405 nmee
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7. REMEDIES

7a. 271 Cure Perlod: A party shall have an opportunity 1o curs a potsntial braach of this Cantract. If a party fails to comply with any
272, provision of this Contract, the other pany shall deliver a notics 1o the nervsamplying party specifying the ncn-complianss. i
273 the non-compliancs ia nct cured within thres (3) days atter delivery of such natice (*Cure Paricd™, the failure to comply shall
214, become a breach of Contiact

. 275, Byeach: Inths event of a breach of Gontract, the non-breaching party may cancel this Contract andior preosed against the
278. breaching party in any claim or remady that the non-breaching party may have in law or equity, subject to tha Alternative
277, Dispute Resoluticn obligations set forth herein. In the case of tha Seller, bacause it would be difficult t> fix actual damages
278, in the event of Buyer's breach. the Earmsst Money may be deemed a 1essonable astimate of damages and Salter may, at
279, Sellar's opticn, accept the Earnest Monsy as Seller’s scle right to demages; and in the event of Buyer’s bisach arising from
260. Buyer's failure to deliver tha notice required by Section 2a. or Euyer’s inability to cbtain loan approval dus to the waiver of
2. the sppraisal contingancy pursuant to Sectian 2¢, Ssller shall sxerciss this cption and accept the Eamest Money as Seller's
282, sole rightto damages. An unfulfilled contingency is not a breach of Contract.

7c, 2 Alemnallve Dispute Resolution (“ADR™}: Buyer and Sellar agras te mediate any dispute or claim arising out of or relating
234, to this Contract in accordance with the REALTORS® Dispute Rasolution System, v as otherwise agreed. All madiation costs
3%, shall be paid equally by the partise. In the eventi that mediation doss not resclve all disputes cr claims. the unresclved
285, disputes or claims shall be submittad for binding arbitreticn. In such event. the parties shall agres upon an_gibitrator and
297, cooperats in ths scheduling of an arbiretion haaring. {f the parties are unable to agree chan arbi?mfﬁ'd';:pﬂ shall bs
233, submittacdt 10 the Amerizan Arbitraticn Asscdiation (“AAAM in accordancs with ha-AA Abitration Rules for the Redl Eetats
229, Induetry, The dacision of the atbitistor shall b final and non, ~Judgrhent pn the award ren 2 arbitrator
260, may be entered in any court of compatent jurisdietion. N
291, arbitration within thirty (304 day. i thd madiaticn gonfets ne byl Nutica 1o the bthed and in syant

. aither party shal
i ntfar ADR hereunde ii:‘rg_a_qhnhought
00) 80 lon: ae'.|1he atter is nct ther r ransfered or
BClosurs of othdr action or procseding to enfoms a deed
or detgjfer action,\iiv) tha filing pr shforcemert of &
a-prtb’a:hs court. |Further, the filing &f a j Betion to

"), ar order of attachms tehip| injunsticn, or othear
to submit the claim 1o ADR. ncf shall such-wctitn

s

claim betwsen Buyer and Saller arising out of cr relating
eg and costs, Coats shall includs, without limitaticn, attcrney
, and arbitration costs,

8. ADDITIONAL TERMS AND CONDITIONS

34,
M.
32
312
314
315,

tnlais:__SAMPLE | SAMPLE Intiak: _SAMPLE ; SAMPLE
EELLER S@LER DARIZOMA ASSOCIAT N OF REALTORS® Fotm RPC 566 QUYER ]
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8. 318, Risk of Loss: If thare is any lass or damage to the Premisas bstween the date of Contract acceptance and GOE or
317. possassion, whichaver ie earlier, by reason dof fire, vandalism. flood, sarthquaks, or act of God. the risk of bss shall ba ¢cn
319. the Seller, provided, however, that if the cost of repailing such kes or camags would exszsd ten srcent (10%) <f the
319, purchass piice, sither Saller of Buyer may slect to cancsl ths Contract,

Permission: Buysr and Ssller grant Biokans) parmission to advise the public of this Contrast.
Arizona Law: This Contract shall bs goveimed by Arizons law and juiisdiction i exclusively confamed cn the Stats of Arizona.

. Time I8 of the Essence: The parties acknowledgs that tims is of the egsence in the parformance of the chiigations
described herain.

320

32

32

ce<y

324, Compensation: Ssifer and Buyer acknowkdys thal Bioker(s) shall be compsmnsated for servitas rendered as praviously agreed by
325, separsta wiitten agreament(s), which shal b= delivered by Brokaiis) to Escrow Company lor payment &l CCE, if not praviously paid,
326, If Sellar b abligated to pay Broksd(s), this Contract shall constituts an irevecabls assignment of Sellsi’s pracesds at COE. H Buyar
327. is abligated to pay Beokzs), payment shall b collectad fiom Buyer as a condition of COE. COMMISSIONS PAYARLE FOR THE
328, SALE, LEASING, OR MANAGEMENT CF PROPERTY ARE NOT SET BY ANY BOARD OR ASSQCIATION OF REALTORS®, OR
328, MULTIPLE LISTING SERVICE, OR IN ANY MANNER OTHER THAN BETWEEN THE EROKER AND CLIENT

330
33t
3
fecy
334
3%,

. Coples and Counterparts: A fuly swscutad fazsimia or ebactronic ooy <f the Gortract shall b ated as anvarigna Contract This Conlmct
. and any other documants neduiredby his Conlmct may be execulzd by lazsimis or other alectioniz means and in any numbsar <f ctunteparts,
. which zhat become eltective upon dalivery as provided for herein, excapt thal the Lead-Based Paint Diszh:sure Slalemant ma b shgned

in counlerpart All countarpants ehal be dhemid B xxnsttuty one instument, and each oounlerpant shall be dk
Days: Al relerenoss bo days in this Cortract shal ke construed as cakindar days and a

iod ibed o1 alligwed by this Contract, the day of the act or svent
anl the last day of the time Rariod is included. Gontract acceptance
pETeted counter ffar) is dalivered 1o a

toe Buyar as indicated in Section 8r, to Saller as indicated in Section Ba and to the Esciow Company indicated in Saction 3a.

Earnest toney: Earmeast Monay i in ths form of: Personal Chack [,
If applicakle. Earmast Money has been recsived by Brokar named in Saation 91 and upon acceptanss of this offer will bs
deposited with: Escrom Gompany Brcker's Trust Account

Aeleass of Broker{s): Seller and Buyer hereby expressly refease. nold harmless and (ndemnify BroKer(s) In this
transactlon trom any and all llabliny and responsibiiity regarding tinancing. 1he condition, square footage, 1ot iines,
boundarles, value. rent rolls. environmental problems. sanitation systems, roof, wood Infestation. bullging codes,
govemmental regutatlons, insurance or any other matter relating to the value or condition ¢f the Pramises,

g
Uty Rk 21

(BUYER'S ITIALS REQUIRED) _SAMPLE = SAWPLE

BovE R BEUrYER
8. 3. Terme of Acceptance: This offer will becoma a binding Contlact whsn aoceptance is signed by Ssller and
351, a signed copy delivered in parson, by mail. facsimila or =lectionically, end received by Broksr nemad in Section 8r
¥32. by at_________ am.pm, Mauntain Standard Time. Buyer
I may withdraw this offer at any time pricr to receipt of Seller's signad acosptance. |f no signsd accepiancs i recedved by this
33, date and time. thie offer shall be deemed withcdrawn and the Buyer's Earnast Mcewey shall be retumed.
BY. 356, THIS CONTRAGT CONTAINS NINE PAGES EXCLUSIVE OF ANY ADDENDA AND ATTACHMENTS. PLEASE ENSURE THAT
3%, YOU HAVE REGEIVED AND READ ALL NINE PAGES OF THIS OFFER AS WELL AS ANY ADDENDA AND ATTACHMENTS.

Inttais: SAMELE SAMPLE tritlags- _SAMPLE ¢ SAMPLE

aeLtER PERIZOMA ASSOCIATICN OF REALTORS® Foum RPS &1(8 BUVER uveR
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8r. 337, Broker on behall o Buyer:

B, - -
PRINT §ALESPERESDH'S Harg AGFEHT C-DE ERINT PR NaAnE FlAM CCOoE
334,
PR ADDREST STATE = CoDeE
3r0.
TELESHONE Pt ML

85. 371, Agency Confirmation: The Broker namad in Section 8r abave is ths agant of icheck cnej:
372 the Buyer the Seller or  both the Buysr and Sells

8. 373 The undersigned agree 10 purchase the Premises an e terms and condilons herein stated and acknowkedge recelpt of a
374, oopy hereof Including the Buyer Attachment.

375 SAMPLE SAMPLE
BUVERS SIGHATURE PADDANR BUTER'S SIGNATURE MDY R
376,
ACOBESS ADCRESS
377
<CiTY STATE. DF SCOE SITY. STATE. D08 22i0f
— |
9. SELLER ACCEPTAN& . -
8a. 75, BoKer on hehal of Seller; o B Y | R
74, i  iesmi® i | RO W VR L0 ATSERUERSS [y SLTPPCT L Ry
& PRINT !AMSON'S fEmry T AGENT C3OE | T ks 'r-nn?nl_;r PR tAME T - RN Eoos
— ! | IR i ] 1
S50, e B SN T T __1_,'_._ N R el W -] | 1 : e —
f e - J'ill [ T .%na{zs: 1 L 3 I sTaTE =P coe
) — 1 k | 1 { \ ': - | 1 | \
?1, ._.1.; "_4: i .'I-'T‘LE;;II}NE \I‘I. - i._ ,I' II'. .I. + T Fﬁh ‘. L H EMMlI.i: P .-. = -

[1

\#3. theSaforor  Both e Biyer st el |

9. 4, "‘lmqﬂiei‘glgmd agtee to sellthe'ﬁPrehﬁpc':on'mﬂ teris dnd donditions herela.etate “acknowledge recelpt of a
385, copy eredt agd g tssipn o Biokar narbed on Sects to detiver a copy 1o Buyer.

‘gﬁ. @ CMigris| attadhed, and iy incarporated hefsimt refarence. Salisr should sign both this offer ancl ths Countar Ofter. Ifthere

9, 302-Agency Contirnatipn: The Broberinamedlinectin) 9 dbovy is the agant of ichepk ok

7 ilict betgecnthis cffer a Ceunter Offer, ths prewisions of the Countar Offer shall be czrmrclling,
o~ SAMPLE SAMPLE
' SELLES TIQMATURE ATDANYR SELLER'S SiaNATURE MDA R
380,
SELLERS HAME PRIHTED SELLER'S MHANME PRINTED
0.
ADCREES ADDREST
M
I STATE, DR CCOR CITY STATE. 2P C-ODE
02 OFFER REJECTED BY SELLER: - 20
MCHTH S YEAR (TELLERT HITIALS
For Bioker Usa Only:
Broksrage FllalogMe_____ Manager's initials Brokar's [nitials Dats
ADDA YR

This fom & avalabls for use by the ertim rsal ectats indusing. The weo of whis fomm s not intanded t danify s user 34 a PEALTCE>. FEALTCR" 16 3 mairkesd cobuiive
mambarchp mak thai may be wesd cnly by mal setats fcansoss who ar members of o NATICNAL ASSCCISTION CF FEALTCAS and who subsenbs 10 118 Code of Ethics,
Sirimona Ascociation of REMLTCRS 2003 - Thes foam & svaikbls Brough pour botal assozistion of REALTCAS « Foan RPC 8404

Infials:_SAMPLE , SAMPLE Irilals, SAMPLE , SAMPLE
WUt ARiEA DARIZONA ASSOCIATION OF REALTORS® Form RAPL 563 WIER  RUveS
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Loan Process

Understanding the loan process is as important for the seller as it is for the buyer.
As a seller, you want to make certain that anyone who makes an offer on your
property can qualify for the necessary loan amount. And, once a contract is agreed,
it is good to know the different steps in the loan process as outlined below.

1. PREQUALIFICATION/INTERVIEW — The borrower meets with a lender who

through the course of the interview gathers pertinent information and identifies any
additional documentation that will be needed by the lender to obtain loan approval.

2. ORDER DOCUMENTS - The lender will obtain all other documents required

including but not limited to credit report, appraisal on property, verifications of
employment, mortgage or rent and funds to close, landlord ratings, preliminary title
repon, etc.

3. LOAN SUBMISSION — The loan package is assembled and submitted to the
selected underwriter for approval.

4. DOCUMENTATION - Supporting documentation is obtained as required, lender
follows-up on any issues or problems that need resolution and requests any
additional information or documentation required.

5. LOAN APPROVAL - Official notification of loan approval is made.

6. DOCUMENTS ARE DRAWN — Loan documents are completed and sent to the
titte company and the borrowers come in for final signatures.

7. FUNDING — Lender reviews the loan package for completeness and accuracy
and funds are then transferred.

8. RECORDING OF DOCUMENTS - Title company records the note and Deed of
Trust at the County Recorder’s Office and the escrow process is officially closed.




Types of Loans

The different type of loans and terms constantly change with economic conditions,
but below is a summary of many of the types of loan offerings in existence.

Adjustable Rate Mortgage — Adjustable rate morigages have an interest rate that is
adjusted at certain intervals based on a specific index during the life of the loan.

Balloon Payment Loan — A fixed rate loan that is amortized over a specified
number of years but becomes due and payable at the end of that specified time.
May be extendable or may roll over into a different type of loan at that point.

Buy-Down Loan — Fixed rate loans where the interest rate and the payment are
reduced for a specific period of time by paying the interest up front to subsidize the
lower payment.

Community Homebuyer’s Program — A fixed rate loan for first time buyers with a
low down payment, usually 3%-5%. No cash reserve requirement and easier
qualifying ratios. Subject to borrower meeting income limits and attendance of a
four-hour training course on home ownership.

Conventional Loan — Conventional loans are sometimes more lenient with the
appraisal and condition of the property. Conventional loans are not government
insured and usually have higher down payment requirements.

FHA Loan — FHA loans are insured by the Federal Housing Administration under
H.U.D. They offer a low down payment and are easier to qualify for than
conventional loans. Appraisal and property condition rules will be applied and loan
amounts are limited.

Fixed Rate Loan — A fixed rate loan has one set interest rate that remains constant
throughout the life of the loan.

Graduated Payment Mortgage — A fixed rate loan that has payments starting lower
than a standard fixed rate loan, which are increased by a predetermined amount
each year for a set number of years.

Non-Qualifying Loan — Also known as Assumable Loans. Pre-existing loans that
can be assumed by the buyer from the seller of the property without going through a
qualifying process. The buyer pays the seller for their equity and then continues
making payments on the loan.

VA Loan - VA loans are guaranteed by the Veterans Administration. Typically, a
veteran must have served 180 days of active service to qualify.
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Escrow

WHAT IS AN ESCROW?

An escrow is a neutral, independent account used to service a transaction. It
protects the interests of all parties involved and favors neither the buyer nor seller.
An escrow is created after the Purchase Contract is executed and becomes the
depository for all monies, instructions and documents pertaining to the transaction.

HOW DOES THE ESCROW PROCESS WORK?

The escrow officer takes instructions based on the written terms of your Purchase
Contract and the lender’s requirements. The escrow officer can order inspections
and reports and hold bills for work performed as required by the Purchase Contract.
Other elements of the escrow include hazard and title insurance and the grant deed
from the seller to the buyer. Escrow cannot be completed until all terms of the
Purchase Contract have been mef; all other elements of escrow have been satisfied;
and all parties have signed the escrow documents.

OPENING AN ESCROW

Either real estate agent may open escrow as soon as the Purchase Contract is
executed by placing the initial deposit {(earnest money) in an escrow account at the
Title Company. The Title Company issues a receipt for the funds to the buyer and
both real estate agents.

INFORMATION YOU NEED TO PROVIDE
You will be asked to complete a Statement of Identity for the Title Company. This is
a confidential tool used to correctly identify all parties involved in the transaction.

ESCROW OFFICERS & TITLE COMPANIES

Title Companies are like the escrows they handie . . . a neutral third party. An
escrow officer is employed by the Title Company to service the escrows. The duties
of the Title Company/Escrow Officer are as foliows:

» Accepts executed contract and issues earnest money deposit receipts
* Requests a Title Report (Shows condition of title before sale or loan transaction).

» Requests Title Insurance Policy (Insurance against loss resulting from defects of
title to the specific property involved)Orders preliminary title report

= Pays off existing loans when so ordered by the Purchase Contract.

* Prorates taxes and insurance upon instructions from the seller and buyer.
*  Computes interest on loans.

* Acquires hazard insurance.

* Assist the buyer and seller when signing documents

* Record the appropriate documents with the county office, giving public notice of
transfer of title.

= Dishurses the documents and monies to each party involved.
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Escrow

LOAN PAYOFFS

The seller’s loan(s) will be paid off during the escrow process unless the buyer is
assuming the loan(s). The seller will need to furnish the following information to the
escrow officer so the loan payoff demands can be ordered and insure the loans(s)
will be paid off correctly during the escrow.

= Name of lender(s)

=  Loan number(s}

» Lender(s) address and telephone numbers

* Homeowner's Association information if necessary

WAYS TO TAKE TITLE IN ARIZONA

Arizona is a community propenty state. Property acquired by a husband and wife is
presumed to be community property unless legally specified otherwise. Parties may
choose how they wish to hold title. Each method of taking title has certain legal and
tax consequences and you are encouraged to consult an attorney or other qualified
professional for a recommendation based on your specific circumstances.

Community Property

Community Property with Right of Survivorship
Joint Tenancy with Right of Survivorship
Tenancy in Common

Sole and Separate

Corporation

General Partnership

Limited Partnership

ESCROW INSTRUCTIONS

Escrow instructions define all the terms and conditions that must occur before the
transaction can be finalized. The escrow instructions represent your written
statement to the escrow holder protecting your interests and specify, in a debit and
credit format, the disposition of the sales proceeds and the conditions under which
the Grant Deed may be recorded in favor of the buyer.

GRANT DEED

A Grant Deed is the document that legally transfers title of the property to the new
owner. The seller will sign the Grant Deed as part of the escrow, it must then be
notarized. Proper identification is needed when signing. The Grant Deed is
recorded when escrow closes.

YOUR APPOINTMENT FOR SIGNING

The escrow officer will contact you to arrange an appointment for you to sign all the
necessary documents. This appointment will be set approximately one week prior to
the established date for close of escrow. This appointment will take approximately
45 minutes. Your signature will need to be notarized so make certain to bring either
a passport or current driver’s license for identification purposes.
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Escrow

Title Insurance

In Arizona, most real estate transactions are closed with a title insurance policy.
Many erroneously assume that possession of the deed to the property is all they
need to prove ownership. This is not true. Unknown title defects may attach to real
estate. A property owner’s greatest protection is a policy of title insurance.

WHAT IS TITLE INSURANCE?

It is a contract of indemnity and guarantees that the title is as reported and, if not
reported and the owner is damaged, the title policy covers the insured for their loss
up to the amount of the policy.

Title insurance assures owners they are acquiring marketable title. Title insurance is
designed to eliminate risk or loss caused by defects in title from the past. Title
insurance provides coverage only for title problems that were in existence at the time
the policy was issued.

THE TITLE SEARCH

Title companies work to eliminate risks by performing a search of public records or
through the title company’s own plant. The search consists of public records, laws
and court decisions pertaining to the propenrty to determine the current recorded
ownership, any recorded liens or encumbrances or any other matters of record
which could affect the title to the property. When a title search is complete, the Title
Company issues a preliminary report detailing the current status of title.

PRELIMINARY TITLE REPORT

The Preliminary Title Report (prefim) indicates all the items or situations that pertain
to the subject property. It is a detailed report of findings by a Title Company search.
It explains the current status of the property ownership, title insurance offered by the
Title Company and any exceptions or exclusions to the policy. When you receive
the prelim you should review it carefully, paying attention to the sections identified
below:

= Make certain the ownership vesting is correct by comparing the names on the
prelim to those on your Purchase Contract.

* Review the informational notes for important property facts.

» Carefully review the exceptions: bonds, deeds of trust, current taxes, CC&R’s
and easements.




Escrow

Coverage Policy

Not all risks are always identified through a title search, since items such as
forgeries, identities of persons, incompetence, failure to comply with the law or
incapacity, cannot be disclosed by an examination of the public record. The
Preliminary Title Report is an offer to insure, under certain situations. The Title
Policy is a contract that gives coverage against such problems.

The Arizona Land Title Association (ALTA) is the standard policy of insurance in
Arizona. Below, is a listing of the items covered and not covered.

ITEMS COVERED

» A forged signature on a deed

» Mistakes in the interpretation of will or other legal documents
= Impersonation of the real owner

= Falsification of records

* Deeds delivered without consent of the real owner

» Undisclosed or missing heirs

= Deeds and mortgages signed by persons of unsound mind, by minors or by
someone listed as single, but in fact, married.

* Recording mistakes
=  With regard to lender’s coverage it covers:
» The priority of the insured mortgage
* The invalidity or unenforceability of the insured assignment
* The invalidity or unenforceability of the lien of the insured mortgage on title

WHAT IS NOT COVERED

* Unrecorded matters

= Matters that a correct survey would show (i.e. boundaries, easements, etc.)
= Matters that a physical inspection of the property would disclose

* Matters known, created or assumed by the insured

* Rights of parties in possession

* Un-patented water and mineral rights
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Escrow

After Your Signing Appointment

After you and the buyer have signed all the necessary instructions and documents,
the escrow officer will return them to the lender for a final review. Following the
review, which usually occurs within a few days, the lender is ready to fund the
buyer’s loan and advises the escrow officer so that necessary work can be
completed to record the documents and “close the escrow.”

Closing Escrow - It signifies legal transfer of title to the property from the seller to
the buyer and is the culmination of the transaction. Usually the Grant Deed and
Deed of Trust are recorded within one working day of the escrow’s receipt of loan
funds. This completes the transaction and signifies the “close of escrow.” Once all
the conditions of escrow have been satisfied, the escrow officer advises you of the
date the escrow will close and takes care of the technical and financial details which
include paying off your loan.

Your Proceeds — A final settlement statement and check for any proceeds due you
will be available to you the day the sale is completed, documents are recorded and
the escrow is closed.

After Escrow Closes

After the loan has been finalized, the documents signed and recorded and the
financial settlement completed, there are still a few items that must be attended to in
order to officially complete the transaction.

Your existing loan is paid in full from escrow. Your lender is required by law to issue
a full reconveyance of their loan. As soon as this Deed of Reconveyance, removing
the previous Deed of Trust is received, it is recorded and the original is returned to
you. This process can sometimes take several weeks.

Finally, in some cases, the escrow officer will be instructed to hold funds in escrow
to pay off obligations that may not be completed until after escrow closes. For
example, funds might be set aside for termite repair work, or correction of a
structural problem. Upon completion of the project and receipt of the proper
documentation and releases, the escrow officer will disburse the reserved funds as
appropriate.
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Closing Costs

The terminology used in closing costs is often confusing and depending on the type
of transaction (cash, conventional, VA), who pays the costs can change. To help
clarify some of this, the following glossary explains most of the terminology and the
charts identify which party typically pays which fees based on the transaction. When
the buyer actually applies for a loan a “Good Faith Estimate” will be issued by the
lender along with a detailed explanatory booklet.

Appraisal Fee: A one-time fee to pay an independent appraiser.

Credit Report Fee: A one-time fee covering the cost of obtaining a current credit
report.

Document Preparation Fee: Depending on the transaction, there may be a
separate fee covering the preparation of the final legal papers.

Homeowners Fee: Some homeowners associations may require an up-front
deposit or dues, as well as a fee to transfer their records from seller to buyer.

Loan Discount Fee: A one-time fee to adjust the yield on the loan to what market
conditions demand {often referred to as “points”).

Loan Origination Fee: A one-time set-up fee charged by the lender for their
administrative costs.

Miscellaneous Title Charges: The title company may charge fees for items such
as: title search, title examination, document preparation, recording fees, notary fees
and a closing or settlement fee.

PMI Premium: Depending on the down payment, the buyer may have to pay an
additional up-front fee for mortgage insurance. Lenders may also require that
monies be held for them in a reserve account.

Prepaid Interest: This is a per diem charge that will be caiculated depending on the
time of the month the transaction closes.

Taxes & Hazard Insurance: Depending on the month the transaction closes, the
buyer may be required to reimburse the seller for prepaid property taxes. The buyer
will have to pay a year's hazard insurance premium up-front and may be required to
put a certain amount for taxes and insurance in a reserve account, which is held by
the lender.




Closing Costs

Cash Transaction

FEES SELLER PAYS BUYER PAYS

Escrow Fees

Owners Title Policy

Affidavit (A) & Recording (D) Fees
Home Warranty Premium Fee (Negotiable)

Homeowners Association Transfer Fee
Termite Inspection
Reconveyance/Release & Tracking Fees
Real Estate Professional’s Commission
Existing Loan Payoff

FHA/VA New Loan Transaction

Escrow Fees

Owners Title Policy

Lenders ALTA Policy

Affidavit (A), Recording (D), Deed of Trust (DT)
Home Warranty Premium Fee (Negotiable)
Homeowners Association Transfer Fee
Termite Inspection
Reconveyance/Release & Tracking Fees
Real Estate Professional’s Commission
Existing Loan Payoff

1% Year Insurance Premium

Appraisal Fee (Negotiable)

Lenders Documentation Preparation Fee
Discount Points (Negotiable)

Qrigination Fee (Negotiable)

Tax Service

Flood Certification

Credit Report Fee

Prepaid Interest
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Closing Costs

New Conventional Loan Transaction

Escrow Fees

Owners Title Policy

Lenders ALTA Policy

Affidavit (A), Recording (D), Deed of Trust (DT)
Home Warranty Premium Fee (Negotiable)
Homeowners Association Transfer Fee
Termite Inspection
Reconveyance/Release & Tracking Fees
Real Estate Professional’'s Commission
Existing Loan Payoff

15! Year Insurance Premium

Tax Impounds

Appraisal Fee

Lenders Documentation Preparation Fee
Discount Points (Negotiable)

QOrigination Fee

Credit Report Fee

Prepaid Interest

Assumption Transaction

Escrow Fees

Owners Title Policy

Affidavit (A) & Recording (D) Fees
Home Warranty Premium Fee (Negotiable)

Homeowners Association Transfer Fee
Termite Inspection

Adjusted Interest

Real Estate Professional's Commission
Existing Loan Transfer Fee

Interest through Close of Escrow

NOTE: The information provided above is given to provide a general understanding of costs
and who is typically responsible for them. Real estate financing changes constantly in
response to the marketplace, and may make these tables incorrect.
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Inspections

Real estate contracts often contain contingency clauses that allow the buyer to
inspect the property physically. This inspection provides a comprehensive review of
the infrastructure of the property. Which inspections to order is usually a matter of
knowing the region or area. Below is a list of common type of inspections.

STRUCTURAL PEST CONTROL

* To determine any active infestation by wood destroying organisms.

» Section | on the subsequent report will be items that need immediate attention
because of active infestation and lenders usually want the work performed prior
to funding the loan.

= Section Il on the report will be items that could cause infestation and, if not
corrected, could cause damage

PHYSICAL INSPECTION

= This inspection encompasses roof, plumbing, electrical, heating and any other
accessible area of the structure.

= A detailed report will be written with recommendations for repair or for further
inspection by a specialist.

Other common inspections include:

=  Water Conservation = Heating & Air Conditioning
= Contractor's Home Inspection = Structural Engineering

= Well and Septic = Energy Audit

=  Seismic =  Geotechnical

* Hazardous Materials = Zoning and Building Permit
= Chimney Compliance




Home Warranties

As a Real Estate Professional it is my duty to inform both Sellers and Buyers about
the advantages of home warranty protection. This policy often protects the Seller by
reducing repairs costs required as part of the sale. It protects the Buyer by paying
for certain repairs and costs of major mechanical systems and appliances in the
home such as heating and air conditioning systems. There are a variety of plans
available in the marketplace.

BENEFITS OF HOME WARRANTY COVERAGE TO THE SELLER
* Home may sell faster and at a higher price

» Optional coverage during the listing period of the home sale

* Protection from legal disputes that occur after the sale

= Increases the marketability of your home

BENEFITS OF HOME WARRANTY COVERAGE TO THE BUYER

» Warranty coverage for major systems and built-in appliances

= Protects cash flow

* Puts a complete network of qualified service technicians at your service

» Low deductible for each occurrence saves more than cost of the policy over its
life




Arizona Tax Calendar

IMPORTANT DATES IN THE ARIZONA TAX CALENDAR

January 1%

February 1%

February 15™

February 28"

March 1%

May 1°
July 25™
September 15™

October 1%

November 1%

Current taxes become a lien not yet payable. First day to
file exemption with the Assessor’s Office

On or before this date, Assessor is required to notify
property owners of any increase in taxes or of delinquent
taxes for previous years sold at auction (Three year
redemption period)

Last day to file an appeal with the Assessor’s Office if the
property owner feels that the values are excessive or that
they violate the limitations of increases

Last day to file exemptions

Second half taxes for the previous year, are due and
payable.

Second half taxes for previous year, are now delinquent.
Tax Roll is certified
Tax statements are mailed from mid-September to

First half of current year taxes are now due and payable.
You must pay for the full year at this time.

First half of current year taxes are now delinquent.
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Property Tax Information

ANNUAL TAX STATEMENT

Annual tax statements are billed for the year, although they are not issued until
the fall of the current year (September or October).

Taxes may be paid in two halves:
The first installment is due September 1% and delinquent November 1.
The 2™ installment is due March 1% of the following year and delinquent May 1%,

Always check the property description on the tax statement to avoid paying on
the wrong property. The Treasurer CANNOT be held responsible for payments
made on the wrong property. To assure proper posting of payment and
information to your address, furnish your parcel number when making any
payments or inquiries at the Assessor or Treasurer’s offices. Your parcel number
can be found on the paperwork supplied by your title insurance company and is
usually in the following format: ## - ## - ###. Sometimes the number is followed
by a capital letter.

The law does not recognize failure to receive a tax statement as a reason for
waiving interest. The Treasurer must and will assess interest on all delinquent
payments.

NEW OWNERSHIP

The transfer of ownership information may take as long as six months to process,
therefore, new owners may not receive a tax bill for property purchased after
November 1% of the previous year.

If a tax statement has not been received by October 15", the new owner MUST
contact the Treasurer for a statement so that payment can be made before the
first half becomes delinquent. The Treasurer's office number is 602-506-8511.
(Note: Tax bills are normally mailed to the new lender and paid from impounded
funds.)

VALUE NOTIFICATION

On or before January 31% of each year, an Assessment Notice is sent from the
Assessor to each property owner, at the last known address. The Notice
includes information for the new tax year, the property’s full cash value, assessed
value, classification and assessment ratio.

During a 45-day period after receipt of the Assessment Notice, valuations can be
protested through the County Assessor. For information call the Assessor’s
Office at 602-506-3406.




Moving Expenses

When you meet IRS’s guidelines, the following items are tax deductible:

* The cost of trips to the area of a new job to look for a home. House hunting trips
do not have to be successful for the trip costs to be deductible.

» The cost of having your furniture and other household items shipped, including
the cost of packing, insurance and storage for up to 30 days.

= The cost of getting your family to the new location, including food and lodging

expenses during the trip.

= The cost of lodging and 80% of food expenses for up to 30 days in the new home
town if these temporary living expenses are necessary because you have not yet
found your new home or it is not ready to move into when you arrive in town.

» Certain costs associated with the sale of your old home and purchase of the new
one. These expenses, including real estate commissions, legal fees, state
transfer taxes, appraisal and title fees could be used to either reduce the gain on
the sale of the previous home or boost the basis of the new home.

Moving Checklist

OLD RESIDENCE

PREPARING FOR THE MOVE
0O Leave keys & garage openers
O Travel funds (cash & checks)
O Defrost refrigerator

O Pet transportation

ADDRESS CHANGE

O Bank accounts

O Subscriptions/magazines

O Forward address @ post office
8 Credit cards

UTILITIES

O Telephone {check for refund)
O Gas (check for refund)

O Electric (check for refund)

O Water (check for refund)

O Cable (check for refund)

O Garbage pickup

O Bottled water, propane, etc.

DOCUMENTS TO OBTAIN
O Medical records

O Dental records

O School transcripts

O Veterinary records

NEW RESIDENCE

ADDRESS CHANGE
O Ask postman to hold mail for your arrival

UTILITIES

1 Telephone #
[ Electric

O Gas

O Water

O Garbage pickup
O

O

Cable
Bottled water, propane, etc.

SCHOOLS, LICENSES, SERVICES

O Register children for school

O Register to vote

O Register car

O Driver's license (apply or new address)

MEDICAL SERVICES
0 New doctor

O New dentist

0 New veterinarian
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Glossary

ADDENDUM: Something added. A list or other material added to a document, letter,
contractual agreement, escrow instructions, etc. (see also: Amendment).

ADJUSTABLE RATE MORTGAGE (ARM): A mortgage with an interest rate that changes
over time in line with movements with the index.

ADJUSTMENT PERIOD: The length of time between interest rate changes on an ARM.
For example, a loan with an adjustment period of one year is called a one-year ARM which
means that the interest rate can change once a year.

AGENCY: Any relationship in which one party (agent) acts for or represents another
(principal) under the authority of the latter.

AMORTIZED LOAN: A loan that is paid off in equal installments of principal and interest
rather than in interest only payments.

AMENDMENT: A change, either to correct an error or to alter a part of an agreement
without changing the principle idea or essence.

ANNUAL PERCENTAGE RATE (APR): The total finance charge (interest, loan fees, points
expressed as a percentage of the ioan amount).

APPLICATION FEE: A fee to cover some of the charges of the loan process.
APPRAISAL: An opinion of value based upon a factual analysis.
APPRAISAL FEE: A fee charged by the lender for an appraisal.

ASSESSED VALUE: The value placed on property by the Central Appraisal District as a
basis for taxation.

ASSUMPTION OF MORTGAGE: A buyer’s agreement to assume the liability under an
existing note that is secured by a mortgage or deed of trust. The lender must approve the
buyer in order to assume the loan.

BALLOON PAYMENT: Paying off a note with a final installment which is larger than the
preceding payments.

BUILT-INS: Commonly stoves, ovens, dishwashers and other appliances framed into the
building construction and not removable.

CAP: The limit on how much an interest rate or monthly payment can change, either at
each adjustment or over the life of the mortgage.

CC&R’s: Covenants, Conditions and Restrictions. A document that controls the use,
requirements and restrictions of a property.

CHAIN OF TITLE: A history of conveyances and encumbrances affecting the title of real
property.

CLOSE OF ESCROW: The date the title passes from seller to buyer and documents are
recorded.

CLOSING STATEMENT: The financial disclosure statement that accounts for all of the
funds received and expected at the closing of escrow, including deposits for taxes, hazard
insurance and mortgage insurance.

Teqqy Rauch




GlOSS&l'y (continued)

COMPARABLE SALES: Sales that have similar characteristics as the subject property.
Often referred to as “comps.”

CONVENTIONAL MORTGAGE: A morigage or deed of trust not obtained under a
government insured program. A mortgage secured by investors.

CONVEY or CONVEYANCE: The process of transferring ownership of property from one
party to ancther.

DEED: Actually, any one of many conveyance or financing instruments, but generally a
conveyancing instrument, given to pass fee title to property upon sale.

DEED OF TRUST: An instrument used in many states in place of a mortgage. Propenty is
transferred to a trustee by the borrower (trustor), in favor of the lender (beneficiary), and
reconveyed upon payment in fuil.

DISCLOSURE: To make something known. All disclosures should be made in writing when
dealing with real property.

DISCOUNT POINTS: A negotiable fee paid to the lender to secure financing for the buyer.
Discount points are up-front interest charges to reduce the interest rate on the loan over the

life, or a portion, of the loan’s term. One discount point equals one percent of the loan
amount.

DUE ON SALE CLAUSE: An acceleration clause that requires full payment of a mortgage
or deed of trust when the secured property changes ownership.

EARNEST MONEY: A deposit or partial payment made by the buyer as a sign of good
faith.

EASEMENT: A right or interest limited to a specific purpose that one party has in the land
of another.

ENCUMBRANCE: Anything that affects or limits the ownership of real property, such as
mortgages, liens, easements or any other restrictions.

ESCROW: The deposit of funds and documents with a neutral third party. The third party
carries out the provisions of a contract or agreement.

ESCROW FEE: A fee charged by the title company to service the transaction.

EXCLUSIVE RIGHT TO LISTING: A written agreement between owner and agent giving
agent the right to sell a property and collect a fee for a set period of time.

FAIR MARKET VALUE: A price that would probably be negotiated by a willing seller and a
willing buyer in a reasonable amount of time. Usually calculated by comparable sales.

HAZARD INSURANCE: Real estate insurance protecting against fire, some natural causes,
vandalism, etc.,

IMPOUNDS: A trust type account set-up by lenders for the accumulation of borrower’s
funds to meet periodic payments of taxes, mortgage insurance premiums and/or future
insurance premiums.

LIEN: An encumbrance against property for money, either voluntary or involuntary. All liens
are encumbrances but not all encumbrances are liens.




GlOSSEll'y (continued)

LOAN ORIGINATION FEE: Typically 1% of the loan amount, charged to buyer by lender.
MORTGAGE: A legal document that provides security for repayment of a promissory note.

MORTGAGEE’S TITLE POLICY: Required by lenders to insure they have a valid lien. Also
required for second mortgages and does not protect the buyer.

OWNER'’S TITLE POLICY: The insurance for the owner of the property, rather than a lien
holder. Insures the buyer against loss due to any defect of the title not excepted or
excluded from the policy.

PITI: A payment that includes Principal, Interest, Taxes and Insurance.
POINTS: Paid by the buyer or seller. One point is equal to 1% of the purchase price.

POWER OF ATTORNEY: A written instrument, an authority by which a principal enables
another (attorney in fact) to act for him.

QUITCLAIM DEED: A deed operating as a release; intended to pass any title, interest or
claim which the grantor may have in the property, but not containing any warranty of a valid
interest or title in the grantor.

RECORDING: The filing of documents affecting real property with the county recorder for
public record.

RECORDING FEE: Charged by the County Clerk to record documents in the public
records. Charges are based on the number of pages recorded.

SEPTIC INSPECTION: The septic system must have a certificate of inspection issued by
the city or county Health Department.

SURVEY: Shows, easements, encroachments, locations of improvements, lot size, etc.
Required by a lender.

TAX SERVICE FEE: A lender fee for collection and disbursement of tax escrow by a
servicing company.

TERMITE INSPECTION: Required by lender to show property free and clear of termites.

TIME IS OF THE ESSENCE: Demands punctual performance in fulfilling the terms of the
contract/agreement.

TITLE: The evidence one has of right to possession of land.

TITLE INSURANCE POLICY: An insurance policy which protects the purchaser,
mortgagee or the party against liens or encumbrances against their property.

UNDERWRITING FEE: Fee charged by a lender to underwrite the loan.
VA FUNDING FEE: Veteran's Administration charge for originating a VA loan.

WARRANTY DEED: A deed used in many states to convey fee title to real property from
the grantor (seller) to the grantee (buyer).

WAREHOUSE FEE: Fee charged by the lender to hold the loan locally before selling it in
the secondary mortgage market to an investor.

ZONING: The division of a city or a county by legislative regulations into areas (zones),
specifying the uses allowable for the real propenrty in these areas.




