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INTRODUCTION

Few events in our lives rival the importance of buying or selling a
house. Our homes are the basis of our earliest memories and help
define our security in the world.
Home buyers and sellers have different needs, depending on their
level of experience. First-time home buyers usually require quite a
bit of guidance navigating the combination of anxiety, excitement
and trepidation that often follows novice house hunters. Seasoned
buyers and sellers, on the other hand, know not to dwell on minor
nuisances and keep their eyes on the bigger picture – that of closing
on a property that satisfies their needs.
The keys to success for both beginners and second- or even thirdtimers are education and preparedness. Buying or selling a house
is not something to be taken lightly. Arm yourself with as much
information as you can about the current real estate market – from
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newspapers, the Internet, friends and family, real estate professionals
and a myriad of other reliable sources. Next, use this information to
prepare yourself for what is to come – a journey that can be thrilling, scary, euphoric, frustrating, fascinating and unnerving – often
all at the same time.
So, whether you are looking to buy or sell a house, either with
the help of a real estate agent or on your own, the information
given in this book will provide you with the tools you need to
take you from the early stages of the buying/selling process to a
successful closing.

Stafford Manion, President
Gladys Manion, Inc.
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WHAT TO EXPECT
A few years have probably passed since you have been through the
process of buying and selling a home. The ups and downs you experienced when buying your present home have no doubt faded,
creating a vague memory of the joys of a new home colored by
the aggravation of moving. However, if you think back carefully
you will remember that buying and selling a home is a long, multiphased process full of detail, negotiation and compromise.
Selling your home can be stressful and frustrating. It is not easy
to keep the house neat and “ready to show.” Irregular showings
complicate family schedules. First-time buyers are nervous and all
buyers are guarded. Lending institutions can be less than efficient
and their appraisers can make errors. Building and termite inspectors find defects unsuspected by the seller or the purchaser. In an
attempt to prepare you for what is ahead, we have tried to cover a
few of the “hot spots” you will encounter. We would never be able
to address every situation that could occur, but will attempt to give
you an overview of “buying and selling expectations.”
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BUYING

OBJECTIVE
To locate and purchase a home in the Metropolitan St. Louis Area.
A seamless, efficient transaction with the lowest price and meeting
as many of your requirements as possible.

PREPAREDNESS
Being prepared always helps achieve the goal. Taking the time to
educate yourself on the market will help you have realistic expectations. Do all you can to make yourself the most attractive buyer in
the eyes of the seller. This will cost you nothing and can help you
in negotiations and potentially get you a better deal.

BUY FIRST/SELL FIRST
One of the questions that needs to be addressed early on is whether
you should purchase a new home first or sell your existing home
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first.Whichever you decide, there are risks.The only way to receive
full protection is to write a contract with a “Home Sale Contingency.” If you decide to purchase first, you are at risk of owning two
homes for an undetermined period of time and not knowing how
much you will get for your existing home. If you decide to sell first,
you are at risk of having to rush to purchase your new home or
move into temporary housing while you are house hunting. Often,
which decision you make is dictated by market conditions. If it’s
a buyer’s market, usually you will sell first; in a seller’s market, you
will buy first.

EDUCATION
The Internet offers you an unlimited amount of free information
(www.listingbook.com and www.realtor.com are just two examples). Searching existing properties and sold properties can give you
a view of current market conditions. Searches can be limited by
school district, zip code and virtually anything you want. The process of educating yourself should begin early. It is easy and very
informative. Be sure to check how long a property has been on the
market and if the price has been reduced.

FINANCING/PRE-APPROVAL
Another thing that can be done at no expense to you is to get preapproved by a lender. This is a good idea for many reasons. It will
educate you on the different products available and the varying
rates attached to them. It will also make you a more attractive buyer,
which could possibly help you during negotiations. If a contract
can be written without a financing contingency, you are defiantly
a more attractive buyer in the eyes of the seller. This could poten-
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tially lead to a lower purchase price for you! But, beware! You need
to be 100% sure you can get the money before writing a contract
like this!

LEASE PURCHASE/LEASE OPTION
A lease purchase or lease option can have, although rarely, a financial advantage for a seller. More often than not, the seller will be
considering this because they cannot sell their home in a conventional manner.
A lease purchase obligates you to lease the home for a period of
time, then purchase it for a pre-determined price and closing date.
Sometimes, a portion of the lease payment can be applied to the
purchase price. The documents used are a standard residential contract and an attached lease agreement.
A lease option is similar to a lease purchase, but the closing is your
option. The closing price and date are pre-determined. The documents used are the same as for the lease purchase.

SELECT AN AGENT/AGENCY
If you are going to use an agent, “You deserve the best!” Be diligent
in selecting your agent. Don’t just pick a friend or a relative. If they
are qualified, then OK. If not, it can end in disaster, hurt feelings
and damaged relationships. This is business! Look for an agent who
will be your partner in your search for a new home, not one who is
just trying to sell you something. They should be patient, persistent
and professional. Find an agent who will go beyond just telling you
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about new listings coming up through the Multiple Listing Service
(MLS) system.

LOCAL KNOWLEDGE
Finding an agent who is active in the community in which you are
looking can be very beneficial.They will not only know the neighborhoods, but will also have a relationship with the other agents in
that market. They can also have insider information on homes that
are not listed or are coming on the market.

ASSISTANTS
Be sure to interview everyone who will be a part of your team.
Many teams really do work well, but others tend to hand off the
client to a less-experienced agent/assistant. If an assistant is involved,
it might be a good idea to interview the assistant one on one.

COMMUNICATION
How will the agent be delivering information to you? Will they
be previewing homes on your behalf? The Internet can be a wonderful mode of communication, but filters are needed to weed
out the homes that do not meet your requirements. Getting into
homes in a timely fashion will allow you a greater selection, as
some homes that are priced right can sell quickly. It is up to your
agent to get you this information and recognize a home they
think you would like.

INTERNET
Your agent must have the skills to operate on the Internet. All aspects of the industry are now computerized, from searching for
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potential homes to drafting documents. The properties you see in
the newspapers are most times old news. All listings are available in
real time and with the Internet, your agent has a vehicle to deliver
them to you in real time. There are also websites available that allow agents to hook their clients up to surf the MLS system just like
an agent would. One such website, www.listingbook.com, lets you
create your own searches and modify them whenever you want.

BROKER DISCLOSURE FORM
There are many representation options available to customers and
agents today. Make sure you understand which option your agent/
agency has selected. It will affect how/if you are represented and
things you might and might not want to discuss with your agent.

DUAL AGENCY
Dual agency is when you and the seller are being represented by
the same agency. Talk to your agent about how their company
handles dual agency. Large companies do it differently than small
companies. There are topics even in dual agency that the agents are
prohibited from discussing with one another. Beware of having one
agent representing both you and the seller.

BUYER’S AGENCY
Ideally, you want to have an agent who will represent your interests.
To do this, you will have to sign a Buyer’s Agency Agreement.
Without it, the agent will be representing the seller and you do not
want that. Read this document and discuss it with your agent. The
Buyer’s Agency Agreement can be specific to one property, homes
introduced by your agent or anything you agree upon. As you become more comfortable with your agent, you can make the agree-
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ment less specific. You can also have agreements with more than
one agent, if you make them specific to properties introduced by
the different agencies. The agreements will have a time frame and,
usually, a cancellation clause for you. Also, there is usually a period
of time during which you are prohibited from using another agent
to buy a home they were introduced to by the first agent.The most
important part of the agreement is identifying who is representing
whom in the transaction.
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LOOKING
When starting to look at houses, most buyers have an idea in their
mind as to what their new home will be like and where it will
be. Sometimes, they are right. But more often than not, the house
they choose is something a little or even quite different. I am often
surprised by what and where purchasers end up buying. Have an
open mind and cast your search net wide when looking. There is
no harm in just looking. The more you look, the better educated
you are.

TARGET NEIGHBORHOODS
As you begin your search for a new home, there will be areas/
neighborhoods that are attractive to you.You can begin to narrow
the search in these areas by having your agent send a direct mailing
to these areas announcing that you are interested in buying there.

NEW AND OLD LISTINGS
Many agents and purchasers tend to focus only on the new properties that come on the market. This is certainly the hottest part of
the market and the most talked about. But, many of the best deals
are made with sellers who have had their homes on the market for
a long time, gone through a series of reductions and now are fed up
and just want to be done with it. This is the one you want to buy!
Agents have the ability to set up a search that shows homes with
your requirements that have been on the market 90 days, 120 days,
180 days or 360 days. Often, a buyer considered these homes when
they first came on the market, but now has forgotten about them.
Go back and revisit! With the new price and the possibility that the
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seller made some improvements, you will see it in a different light.
Opportunity knocks!

EXPIREDS
Listings that have expired may still be available.These can be shown
and sold. Many times, the sellers are waiting for a period of time to
remove the high number of days the property was on the market
and listed in the MLS system. These properties can offer a good
value to a buyer because their price probably has been reduced.The
seller is usually frustrated and ready to move on. Your agent should
be checking the expireds periodically.

FOR SALE BY OWNERS
Some sellers opt to try to sell their homes without an agent to assist them. These properties will not be in the MLS system for your
agent to find. You or your agent can find these homes through
newspapers, periodicals and websites such as www.forsalebyowner.
com. If you are working with an agent, these sellers are usually prepared to pay your agent’s commission. Make sure the sellers have
filled out the seller’s disclosure statement!

BANK SALES/FORECLOSURES/SHORT SALES
In a depressed/buyer’s market, bank sales, foreclosures and short
sales become more popular. These types of sales offer great opportunity for you if you are willing to be patient and make improvements to the properties. Banks are often anxious to get these
homes “off the books.” You can read up on short sales at www.
st.louis.moforeclosure.com and www.hudforeclosed.com. These
are homes for which the bank and the owner are co-oping the
sale. Great deals can be had if you are willing to wait until closing
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to see if you will actually get the home. Short sales are identified
in the MLS computer and many agents are experienced with
these types of transactions.

OBSOLESCENCE
Keep your eyes open for defects that cannot be repaired. Being located on a busy street or near a highway or having structural limitations will drive the price of a home down and keep
it there. Be careful not to over-improve a home with some
functional obsolescence.

IMPROVEMENTS-QUANTIFYTOTAL INVESTMENT
Look at each home from the perspective of how much it would
cost to buy it and how much money you would put into it over the
time of your ownership. It is impossible to be completely accurate,
but having a ballpark figure will help you in your cost analysis for
re-sale. Getting some general bids for major capital improvements
from a qualified contractor is a good idea prior to going forward
with a purchase agreement.
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WRITING/NEGOTIATING A CONTRACT
OK! So you have found a home you like and want to make an
offer. You want to get the best deal you can on price. Try not to
lose sight of the big picture, which is to get the house. You don’t
want to over pay, but you also don’t want to let your emotions/ego
get in the way and lose the house over a small amount of money.
A smart man once told me that if a buyer or seller is within 5% of
making the deal, the sale should happen.

OFFER PRICE
Do your homework and look at all the comparable homes in the
neighborhood and surrounding area. If you are making an edu-
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cated decision, you have already looked at the comparable homes
for sale. Check out the solds, too. In a buyer’s market, there can
be quite a spread between the “for sales” and the “solds!” Look at
the price per square foot, but be aware of all the variables that can
affect this statistic. Condition, lot size or improvements can move
the per square foot price up or down considerably. If you are doing
a neighborhood analysis, the larger the home, the lower the price
per square foot.Your agent then can show you the list price to sold
price ratios for the neighborhood and surrounding area. Check to
see how long the house has been on the market and review if and
when it has been reduced.

CLOSING DATE
Observe the seller’s situation. Is the house vacant? Has the seller
bought another house? When does the seller want to close? If the
seller has not bought another house, they might want a delayed
closing to give them more time to find their new home. By accommodating the seller on the closing date, you are making the
contract significantly more attractive to them and you will probably
strike a better deal. Lose the battle to win the war!

RESPONSE TIME
Let’s check and see what the seller’s availability is. Usually, they are
available and can respond within 12-24 hours. Beware of someone
who wants an extended period of time, as it allows them to call
other parties to notify them they have a contract.You also want to
be respectful of the response time of your counter offers because
the seller is nervous and wondering what you will do.
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WRITE A LETTER
Writing the seller a letter and expressing your interest in their home
will soften the blow of your initial offer.You would not be making
an offer if you did not like the house. So, let’s tell them that! Often
for the seller, the initial contract can feel like an attack! A written
note can take the edge off. Hopefully, the sellers will enjoy the
thought of you living in their home!

COMPETITIVE SITUATION
Even in a buyer’s market, there are still instances when a property
can produce a competitive situation. Preparedness is key when in
competition. A clean contract is a must! Your best offer should be
made at the start. The opportunity to negotiate might not be available for you. As with a normal contract, try to accommodate the
seller on the closing date. Also, try to have as few contingencies as
possible and resolve them as soon as you can.

INCLUSION/EXCLUSION
The standard contract has a built in list of inclusions and exclusions.
Read through these so there are no surprises later.The seller usually
attaches a list of items they wish to exclude from the contract. Try
to accommodate the seller on these items; they may have emotional
significance. Confusion usually arises with refrigerators, window
treatments, electrical/audio/video equipment and bathroom mirrors. To avoid problems, put the desired inclusions/exclusions in
writing as part of the contract. If an item is listed as included on
an information sheet but not written in the contract, it will not be
included. It must be in the contract.
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TAX RECORDS
You can pull the tax record information for properties of interest
from www.revenue.stlouisco.com. There, you can verify the square
footage, lot size, year built and much more information. Also, the
date and price the current owner paid might be available. You can
also search for comparable sales that were not in the MLS system.

OWNER FINANCING
Check to see if the seller is willing to participate in the financing
of the home.This usually happens in times of elevated interest rates.
The seller would have to have a large equity stake in their home
and the ability to leave that equity in the home in the form of a
deed of trust. Often, the seller can offer you a reduced interest rate.

BUYER’S CREDITS
Check to see if the seller is willing to offer you a credit toward
closing costs or a prepaid loan buy down. A credit for closing costs
can remove/reduce your costs for items such as the appraisal, survey, building inspections and bank charges. Having the seller pay
up front finance charges will offer you a lower interest rate during
the first few years of the loan. Buy downs are also more popular in
times of high interest rates.

SELLER’S DISCLOSURE/LEAD PAINT
Almost all sellers will have filled out a seller’s disclosure statement. If
they have not, there is a provision in the standard contract requiring
them to do so. The seller’s disclosure statement is a comprehensive
questionnaire filled out by the seller. Make sure the seller’s disclosure statement you have is signed by the seller and is current. This
does not serve as a professional opinion! This is just the seller’s best
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representation of the condition and functionality of their home.
Be sure to hire a qualified building inspector who will give you a
written report to review. Items/defects identified by the seller on
the seller’s disclosure statement do not restrict you from requesting
that the seller repair/replace said items/defects.
If the occupant of the home is deceased or incapable of acting as
the seller in the transaction, an heir or personal representative can
sign the seller’s disclosure statement. Usually, they will indicate that
they have never occupied the home and make no representations.
This is still a valid seller’s disclosure statement.
The lead-based paint disclosure also needs to be filled out by the
seller. If not, request they do so. Use of lead-based paint was discontinued in 1978. Homes built after 1978 should not have any
lead-based paint. The document asks the seller if he has knowledge
of the presence of lead-based paint in the house, i.e., do they have
a written report from a certified inspector verifying the presence of
lead-based paint? Typically, they do not. If they do, they should provide you with these documents. Homes built prior to 1978 usually
have lead-based paint hazards. Often, the paint is one, two or even
three layers below coats of non-lead-based paints. Window sills and
door frames where there is abrasion and friction are the most common places the paint can be a hazard. Keeping these areas clean will
reduce any hazard.

HOME WARRANTY
Some sellers may offer a home warranty (www.ahswarranty.com,
www.hmsnational.com). There are many out there and most are a
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good idea, especially if the seller is going to pay for it! If a home
warranty is not offered, you can put it in the contract with your
initial offer and, usually, the seller will agree. Investigate the terms
and conditions of these warranties. They all have limitations/restrictions, some based on the age of the item. For example, the age
of the roof and appliances can exclude them from any warranty.
These policies normally cost between $400 and $600.

TITLE COMPANY
The title company will handle the closing and offer you a title
insurance policy. This policy will protect you from past property
liens and defects of title. The title company will conduct a detailed
investigation of the title on the subject property, looking for any
defects/encumbrances such as unpaid bills and encroachments on
the survey. The “exceptions” to the policy are the items they will
not insure! Agents usually have a relationship with the title company and can probably get you a reduced rate on your title insurance
and get the title company to cover defects that might by borderline.
The agent is a good customer of the title company!

FLOOD LETTER/FLOOD PLAIN
There is a provision in the standard contract allowing you to terminate the contract if any portion of the property is in the 100-year
flood plain, unless disclosed by the seller. The title company can
provide a letter showing the property’s flood plain status (www.
msc.fema.gov).

COUNTER OFFERS
Your first offer is often not accepted and the counter offer process begins. There are forms designed to handle this process. Each
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counter offer will have a deadline for acceptance only! If you
chose to counter again, you do not have to do it within this time
frame. You should, however, be respectful of the other party’s request and make your counter prior to acceptance deadline. But
if you do not, the process goes on. It is an “acceptance” deadline!
Look at each counter offer as a new offer, sometimes from seller
to buyer! Counter offer forms deal with price, contingencies, the
closing date and other terms. The final/accepted counter offer
needs to have all the changes made to the original contract. At
this point, the only documents that matter are the contract and
the final counter offer form.

BACK-UP CONTRACTS
So, the house you want is already under contract to someone
else. First, try to gather as much information as possible about
the terms of the primary contract. Usually you cannot find out
the purchase price, but you can learn about contingencies still in
place. If the primary contract has a house sale contingency, you
have a better chance of becoming the primary contract. But, the
first contract still has the option of buying it. When the primary
buyer is told there is a back-up, often their interest in buying the
house becomes stronger.
Your objective is to entice the seller into getting out of the primary
contract and turn your back-up into the primary contract.You can
do this with your offer price. Also, remove as many of the contingencies from your contract as you can. Get your financing arranged
and hire a building inspector so you can learn the defects of the
home and whether you are willing to accept them. Understand that
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unless your contract is substantially better, the seller might keep
both contracts in place. Often, the back-up contract is used as a
facilitator for the primary contract. If there are agents involved,
the listing agent will always be trying to have you write a back-up
contract. This is best for the seller, but not always for you.

STAFFORD MANION

21

UNDER CONTRACT
OK, now you have your new home under contract. You need to
identify the time frames you are required to follow. All contingencies have time frames attached to them. Be aware of the dates!
Inspections, financing, additional earnest money, title and survey,
insurability and closing dates need to be identified. Good agencies
will take care of this for you and also provide you with a detailed
checklist of items that need to be addressed when purchasing and
moving into a new home.

CONTINGENCIES
Contingencies are in contracts for your protection. Some are necessary; others, maybe not. Contingencies such as financing, the sale
of an existing house, and building and termite inspections are unattractive to the seller. The fewer contingencies you have, the more
attractive the contract is to the seller and the better the purchase
price for you. Lose a battle to win the war! Don’t fill your contract with unnecessary contingencies. All contingencies have a time
frame attached to them, so give yourself sufficient time for things
like inspections and financing. The shorter the contingency, however, the more attractive to the seller.

HOME SALE
Obviously, a contract contingent on the sale of your existing home
is not as attractive to the seller as one without. But, sometimes having this contingency is a must. Talk to your lender about your ability to secure a bridge loan to carry both homes at one time.
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A home sale contingency simply says you do not have to complete
your purchase unless you have sold and closed on your existing
home. This document offers complete protection! There is a time
frame in which you have to sell and close on your existing home
or your purchase agreement will expire. How this works is that you
will get a contract to sell your home and have all contingencies removed, then often the seller will ask you to remove your house sale
contingency from the contract to purchase. The risk is now yours
to make sure the sale of your existing home goes through. Be sure
to have all contingencies removed from your sale contract and a
good amount of earnest money at the title company.
Home sale contingencies may have a “kick out clause” built into
them. This clause says the seller can “at any time” and at their own
discretion give you notice to either remove your home sale contingency or nullify the contract. Usually, you will have 48-72 hours
to decide which you will do. More often than not, the seller has
received another contract that does not have a house sale contingency. Try to prepare yourself for this event. You will be asked to
make a big decision in a short period of time.

FINANCING
A financing contingency usually has specific terms and conditions
that must be satisfied in a defined time frame or you can opt out of
the contract. These terms might include a loan amount, a specific
interest rate and any incremental charges associated with the procurement of the financing package. If you have been pre-approved
and are 100% (not 99%) sure you can secure the financing to close,
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you can write a contract that is not contingent upon financing.
This contract will be more attractive to the seller and could possibly produce a lower sale price and, therefore, a better deal for you.
If you must have a financing contingency, try to make the terms of
the contingency easily obtainable in today’s market and the time
frame as short as possible.This, along with a pre-approval letter, will
make the contingency less worrisome for the seller. Talking to a
lender early in the process is sage advice!

BUILDING/TERMITE/
ENVIRONMENTAL INSPECTIONS
The standard contract has a built in 10-day building, termite and
environmental inspection contingency. Although this time frame
can be shortened or extended, 10 days is usually adequate time to
have these inspections performed. You should have a full building
inspection, termite inspection, environmental inspection (including radon gas) as well as the sewer lateral scoped with a camera.
Inspections should be performed by an “independent qualified
inspector” (www.ashi.org).You have 10 days from the acceptance
deadline to make a request for the seller to repair the defects or
give you credit for them at closing. If a problem is identified during the inspection, a specialist in that area should be called in for
an opinion and estimate of the cost of repairs. With this, your 10day clock begins, during which you and the seller have to come
to an agreement on the resolution of the contingencies or the
contract dies and the earnest money is returned to the purchaser.
The Building, Termite and Environmental contingency is a secondary, smaller negotiation period for you and the seller. You will
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usually finds some defect and subsequently make a request of the
seller.These negotiations are often a reflection of the “temperature”
of the transaction. The more items requested, the hotter the transaction and the more contentious the negotiations. A question that
you should ask yourself and the seller is, are the requests reasonable
and would a different buyer find the same defects and make similar
requests? More often than not, these negotiations end up being resolved at minimal expense and the transaction moves forward. But,
don’t lose sight of the big picture, which is to buy the house. On
the other hand, if these are major defects and impact the use of the
home as you intended, they must be resolved.

GOVERNMENTAL/COMPLIANCE INSPECTION
Many cities have their own code compliance regulations. These
usually require an inspection prior to an occupancy permit being
issued to the new owner. The items cited on the inspection are negotiable between you and the seller as to who will fix them. Often,
the city can issue a “conditional occupancy permit” allowing you to
move in and schedule a second inspection in the future. Sometimes,
the seller will have the home inspected prior to putting it on the
market so a favorable inspection document can be presented with
the information in the listing packet. You can put verbiage in the
contract requiring the seller to repair all code compliance defects.

APPRAISAL
Any bank that is going to lend money on residential real estate will
require an appraisal on the property. This appraisal will be ordered
by the lender and is the property of the lender, although you will
be billed for it. If there is a financing contingency in the contract

STAFFORD MANION

25

and the house does not appraise, the lender might not offer the
financing to you. This will depend on the loan amount and your
credit worthiness.
Most contracts have an appraisal contingency rider attached to
the contract. This document protects you in case the house does
not appraise, whether you have a financing contingency or not.
You will have the option of having the purchase price reduced
to the appraised value. But, the seller can refuse, thereby allowing
you to back out of the contract. Many times, the buyer and seller
agree on a price between the original contract price and the appraised value.
With the changes in the lending world, appraisals are no longer the
“automatic approval” they once were. If the property does not appraise now, what makes the seller think it will appraise for more on
a different contract?

SPOT SURVEY VS. STAKE SURVEY
Your contract probably has a provision providing protection for
defects found in the title and survey. A spot survey (Surveyors Real
Property Report) offers the minimum protection and will only allow for a lender’s policy to be offered on the property. No coverage
will be offered to you. A spot survey may not disclose encroachments, overlaps or boundary line discrepancies. A stake survey
(Boundary Survey and Improvement Location) is what you should
purchase.This is an exact map of what you are buying with markers
placed on the property. A stake survey will allow you to not only
receive a lender’s policy, but an owner’s policy also. A stake survey is
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more expensive, but is well worth the money in the long run.You
are paying a lot of money for the property, invest a few dollars to
be sure of what you are getting. Check with the owner; they may
have an existing stake survey that they will allow you to use and
that the lender will accept.

ENCROACHMENTS
If an encroachment/defect is identified on the survey, your agent/
attorney can help you remedy this problem. Usually, it is an overlap on a neighboring property or an unidentified problem/utility easement of which the seller had no knowledge. An old utility
easement might be running under a pool or patio and needs to be
abandoned by the utility company. The neighbor may grant you
an easement for an encroachment or the title company will insure
over the defect, allowing the transaction to move forward.Very few
sales fall through because of easement defects.

TITLE
The title company will examine the title for any defects that exist.
These defects can be liens on the property, indenture violations
and other matters affecting the property. There is a provision in the
contract allowing you options if there is a defect on the title. If the
title company cannot offer you a lender’s/owner’s policy within the
allotted time frame and the seller cannot remedy the defect, the sale
can be cancelled.

BACK FLOW
Sprinkler systems in St. Louis are required to have a back flow
inspection when shut down for the winter. The seller must supply
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you with documentation from a certified back flow inspector.You
should get a copy of this and check with the maintenance provider
about the condition of the system.

STOP BOX
There is usually a water shut off stop box between the house
and the street. You should ask the seller to locate the stop box
and raise it to grade if it is not already there. There is a form that
provides this.

LACLEDE GAS
The standard contract requires the seller to provide to you a clean
report from Laclede Gas prior to closing. This report cannot be
more than 30 days old at the time of closing. Any defects that are
identified are the responsibility of the seller. They will need to
make the repairs and get the home inspected again. Often, furnace
problems/cracked heat exchangers are identified in these inspections. If the seller removes this contingency, you are still protected
under the standard building and termite inspection contingency.
But, the defects would then become a negotiable item. Laclede Gas
will also need to do a “change over” inspection.This happens every
time any residence with gas service changes ownership.The inspector conducts a minimal inspection just prior to closing. Any defects
identified in this inspection are also the responsibility of the seller.
Be sure to have this inspection performed prior to closing.

HOMEOWNER’S INSURANCE
Be sure to let your insurance agent know you have purchased a
new home.You will need to have insurance on your new home to
close with the lender.
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EARNEST MONEY
Once your contract is accepted, the earnest money should be deposited in an account at the title company or at a real estate company. This is still your money and is deposited in your name. It can
be returned to you as provided in the contract. If all goes well, this
money will be applied to your down payment at closing.

DEFAULT
If either party defaults, the contract has provisions as to the disposition/distribution of the earnest money. An attorney should be
consulted if this situation arises.

ACCEPTANCE DEADLINE
During contract negotiations, each offer made by you or the seller
has an acceptance deadline. This is when the offer from one party
to the other expires if not accepted. Many contingencies begin on
this date. Do not confuse this date with the day the final offer is
accepted, as they may be different.

POSSESSION PRIOR/AFTER
You may want to move in prior to closing or the seller may want to
continue to occupy the home after closing. If possible, these situations should be avoided. Delay the closing, if necessary. Many things
can go poorly when the party living in the house is not the rightful
owner. If it cannot be avoided, there are forms for both situations
outlining time frames and penalties associated with damages and
not vacating the house on the dates promised.
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HEIRS/REPRESENTATIVES
Most contracts are binding to your heirs and representatives. If
something should happen to the you, your estate is still obligated
to go through with the sale. Most likely, the seller is notified and a
settlement is made.

CLOSING
If not using an agent, you should have an attorney present at the
closing table. Determine when the seller will be handing you the
keys.You will probably not get them until both parties have signed
and closed. Don’t schedule service people until you have access to
the home. Buyers often have everybody lined up at 9:00 am and the
seller is not closing until 3:00 pm. Oops!

UTILITIES
You will need to contact all utility companies to have service put
in your name effective the day of closing. Electric, gas, water, sewer,
phone and cable are a few.
Laclede Gas 314.621.6960 www.lacledegas.com
Ameren UE 314.342.1000 www.ameren.com
St. Louis County Water 866.430.0820 www.co.st-louis.mo.us/
pubworks/
St. Louis City Water 314.771.2255 www.stlwater.com
Southwestern Bell/AT&T 800.464.7928 www.att.com.
Metropolitan Sewer District 314.768.6260 www.stlmsd.com
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WALK THROUGH
The contract provides for you to do a walk through prior to closing. The purpose of this walk through is to verify that the home is
in the same condition as when you put it under contract and any
agreed upon repairs have been made. It is a good idea to make this
walk through after the seller has moved out. Make sure the seller has
not left debris behind in the basement or garage. Sometimes, the
home can be damaged as the seller vacates. If a problem is identified
during the walk through, there can be a small monetary adjustment
to appease all parties. Usually, the seller will have a cleaning crew
come by after they have vacated the home and prior to closing.

CASHIER’S CHECK
You will need to bring a cashier’s check to closing for the amount
due. A few days prior to closing, you will see a closing statement
stating the exact amount you owe. The title company cannot close
with a personal check.

MOVING CHECKLIST
If working with an agent, they should provide you with a
moving checklist. If not, there are many online that remind you of
the details associated with moving into a new home (www.onesimplemove.com, www.unpack.com). Many of these lists give you
reminders of things to do 60 days, 30 days, one week and one day
prior to closing. They can be very helpful.

CLOSING COSTS
Fees associated with the survey and title are the bulk of the closings costs for the purchaser. The inspection fees are usually paid to
the inspector at the time of service. Shop your title charges, as they
can vary and are negotiable. Also, check with your lender regarding
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their closing costs. Ask about fees from the lender and title company that you don’t understand.
Standard charges for buyer:
Inspection fees
Hazard/homeowner’s insurance
Title insurance
Survey charges
Appraisal charges

WIRE TRANSFER/PRE-SIGNING
Your money can be wired to the title company if you will be out of
town.Talk to the closer to give them account and routing numbers.
You can also pre-sign closing documents with the title company.

32

CONSUMERS GUIDE TO BUYING/SELLING HOMES IN ST. LOUIS

SELLERS

OBJECTIVE
To sell your home in a timely fashion with as little inconvenience
as possible. To obtain the highest price possible and meet as many
of your requirements as possible.

PREPAREDNESS
Preparation is the key to making an educated decision. It is a good
idea to start investigating long before you have the need to sell. An
experienced agent can keep you close to the pulse in your neighborhood. Understanding market conditions will be of great value
when the time comes to make difficult choices.

BUY FIRST/SELL FIRST
One of the questions that needs to be addressed early is whether
you should purchase a new home first or sell your existing home
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first.Whichever you decide, there are risks.The only way to receive
full protection is to write a contract with a “Home Sale Contingency.” If you decide to purchase first, you are at risk of owning
two homes for an undetermined period of time and not knowing
how much you will get for your existing home. If you decide to sell
first, you are at risk of having to rush to purchase the new home
or rent temporary housing while you are house hunting. Almost
always, the decision you make is dictated by market conditions. If
it’s a buyer’s market, usually you will sell first; in a seller’s market,
you will buy first.

INTERNET SOLDS/FOR SALE
The Internet offers you an unlimited amount of free information.
Two examples of useful websites are www.realtor.com and www.
listingbook.com. Many websites allow you to surf just like an agent.
Get on these websites and create searches based on the location of
your house and price range. Follow properties as they come on the
market and see their eventual selling price. You can view statistics
such as days on the market and price per square foot. If you struggle
getting started, a good agent can help you. Get educated!

PREPARE HOUSE
As you begin to educate yourself using the Internet, begin preparing your home as well! It is difficult to look at your own home
objectively, but there are many services to help you. Decorators/
stagers can help you make painting/carpeting and furniture placement decisions that can greatly affect how your home will be perceived when it is put on the market. Look online to find general
suggestions that will improve your home’s marketability.
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STAGING
If your home is vacant, you should consider having a staging company give you a bid on furnishing the home. Be careful who you
hire to do this; payment methods vary and not all furniture fits in
every house. It is best to have a company that charges you a flat fee
to be paid at closing. Ask to see the furniture that will be placed in
the house to make sure that it is appropriate for your home.

INTERIOR/EXTERIOR ASSISTANCE
Having your home in its best possible condition can give you a
big advantage over your competition. Remember, it is in competition with all other homes on the market. Hire someone to look
at your home objectively and give you cost-efficient suggestions.
Painting and replacing old carpet will always pay for itself and
make for a quicker sale. If you want to go the extra mile, expose
wood floors that are in good condition, remove heavy draperies,
and neutralize wall colors. Freshening landscaping is another easy
project that is money well spent. You never get a second chance
for a first impression!

HOME WARRANTY
Offering a home warranty is an inexpensive perk that the purchaser will enjoy. These usually cost around $500 and can be
included in your marketing material (www.ahswarranty.com,
www.hmsnational.com).

SELLER’S DISCLOSURE/LEAD PAINT
You will need to fill out the “Seller’s Disclosure” and “Lead-Based
Paint Disclosure” forms. These are extensive documents representing your knowledge of the workings and any defects of the prop-
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erty. Fill out these documents to the best of your ability. If you don’t
know, write down that you don’t know. Tell the truth. No home
is perfect. It’s better that the purchaser knows the home’s problems
upfront, rather than after the fact.

HOUSE SALE CONTINGENCY/
EXTENDED CLOSING
Juggling houses and closing dates can be a challenge for all parties
in a buyer’s market. If you are still looking for a new house, you
would probably like to have an extended closing to give yourself more time. However, in this market the buyer of your existing
home has probably just sold their home and is under the gun to
find somewhere to go. If you get the chance to sell your home, take
advantage of it!
More contracts are contingent upon the sale of the purchaser’s
house in a buyer’s market. The dynamics of this type of contract
are unique and need to be heavily investigated. The sale of your
home will hinge on the sale of your purchaser’s home.You need to
see how viable the sale of their home is.You should preview it, find
out how much they are going to ask and if they are going to list
it with an agent. More often than not, when they get your home
under contract there is no risk for them and they will tend to ask
too much for their home.Your home will continue to be marketed,
but experienced agents tend to shy away from showing houses that
have a house sale contingency on them. Ask questions and make
sure your purchaser’s home is salable. If not, the contract is probably
a waste of your time.
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SELLER INCENTIVES
Usually, financing incentives are offered by a seller at a time of high
interest rates. Offering some credits toward closing costs or offering
the selling agent a bonus is something to consider.You will see sellers offering credits for countertops, carpeting or other finish items.
Don’t offer the credit! Replace the counters and carpeting!

PURCHASE/LEASE PURCHASE
A lease purchase or lease option can have, although rarely, a financial advantage for a seller. Most likely, you would be considering it
because you cannot sell your home in a conventional manner.
A lease purchase obligates the buyer to lease the home for a period
of time, then purchase it for a pre-determined price and closing
date. Sometimes, a portion of the lease payment can be applied to
the purchase price. The documents used are a standard residential
contract and an attached lease agreement.
A lease option is similar to a lease purchase, but the closing is at the
option of the buyer.The closing price and date are predetermined.
The documents used are the same as the lease purchase.

FLOOD LETTER/FLOOD PLAIN
There is a provision in the sale contract allowing the purchaser to
get out of the contract if any part of your property is in the 100year flood plain unless disclosed by you. Have your agent get a letter from the title company showing if any portion of your property
is in the flood plain (www.msc.fema.gov).
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APPRAISAL/SURVEY/
BUILDING INSPECTION
Some sellers get an appraisal prior to putting their house on the
market. This is a good idea in a buyer’s market, where houses are
struggling to appraise for the contract price. If your house is not
going to appraise, it’s better to know now than after it is under
contract. An appraisal can also help you determine an appropriate
asking price for your house.
Some sellers will also get a survey or building inspection prior to
listing their house to determine any material defects and boundary
encroachments. If these defects can be remedied prior to putting
the house on the market, your home will be more attractive to
prospective buyers.

GOVERNMENTAL/COMPLIANCE INSPECTIONS
If you live in a city where a compliance inspection is required, you
should have it done before putting the house on the market. Repair
as many items as possible as indicated by the compliance inspection.
Preparing your house and removing all or most of the defects as
possible is sage advice for every seller!
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SELECTING AN AGENT
If you are going to use an agent to list your house, make an
educated decision about who you select. Don’t select an agent
because of a social relationship. If you happen to have a friend
who is a full-time agent and is capable of meeting your needs,
include them in the interview process. Find a full-time agent who
is active in your area and who will be persistent in the marketing/
promotion of your home. Beware of agents with too many listings
and a team of assistants. You might be put into a system and not
get any personal attention from the agent you are interviewing.
Ask who will be holding the open houses. Ask for a detailed marketing plan. Ask for examples of mailings, advertising and other
promotions. Don’t just list it with the agent who gives you the
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highest price. Tell the agent they will have the listing for 120 days
and there will be no price reductions! This will help produce a
more realistic price recommendation.

LOCAL KNOWLEDGE
Having an agent and agency that is active in your area is a big factor in making a good selection.Your agent will have knowledge of
comps and trends and the agency will have target marketing in your
area to help promote your house. This agent will also be familiar
with the other agents who sell properties in your area and price
range and can market your home directly to them.

PRICING
There are two variables in the selling puzzle and you are in control
of both. They are product and price. Hopefully, you have prepared
your product to look its best. The initial price you ask for your
home is of utmost importance. Potential purchasers and agents will
see your home and establish an opinion based on product and price.
It is imperative that these two factors produce a positive image. If
they walk out thinking the house is overpriced, the consequences
can be disastrous. Price your home accordingly! If you are not sure,
get an appraisal.You never get a second chance at a first impression!
There will be an initial wave of interest when the house is first put
on the market.You want to have your home priced properly during
this critical period.

LISTING AGREEMENT TERMS
Commission rate and duration are two variables in a listing agreement. You want the listing to be long enough to give the agent a
fair chance, but not so long that you are locked in. Commission
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rates are negotiable. Rates can vary based on the level of service and
marketing you will be getting from the agency. You want to make
sure your commission payout to the buyer’s agent is competitive
with the other homes in your price range. It is definitely worth
paying a slightly higher rate and get a full-service broker who is not
afraid to spend some money marketing your home. You get what
you pay for!

COMMUNICATION/FEEDBACK/
MONTHLY EVALUATION
Ask your agent what you can expect in the form of feedback from
them. How often and what will it look like? Ask to see an example.
You should get a detailed evaluation every 30 days and feedback
from every showing and open house. Communication is key!

ADVERTISING CAMPAIGN
Ask your agent for a detailed advertising plan for the duration of
the listing, not just the beginning. Some agents “bookend” listings,
putting forth an effort at the beginning and then again when they
are going to ask you to relist. Make sure you get someone who
will advertise and be persistent in the middle as well. Advertising
should be not only directed to the public sector, but also to the
agent community.

MULTIPLE LISTING SERVICE (MLS)
You home should be put in the Multiple Listing Service (MLS) and
updated regularly to keep it visible to agents. Using the MLS as a
marketing tool and to announce open houses is a must. This is the
main source of information for agents. A listing in the MLS needs
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to be reviewed by your agent at least every week and updated to
keep it fresh.

WEBSITE
Your agency will have a website where it displays its listings to
the public. Often, they will have a featured property of the week.
Always ask to have your home featured in any marketing material.
Check out the different companies’ websites to see how your home
will be presented.

INTERNET PRESENCE/NATIONAL WEBSITES
Agency websites will link into national real estate websites. This
is always where the purchaser begins their search. There are many
websites a consumer may visit, so make sure your agency is linked
to them. Realtor.com, Trulia, Zillow, Google and Yahoo are some
of the larger ones, but there are dozens on which you should be
shown. Ask your agent with which websites they are affiliated.

REALTOR.COM
The King/Queen of all real estate websites! Your home should be
on this site and displayed prominently. Realtor.com offers different levels of placement for your listing. Ask your agent which level
they use. All open houses should be advertised here.There are many
marketing features available on the website, if your agent knows
how to use them.

DIRECT MAIL
Mailings are a good form of marketing for your home. Sending
an information sheet to all your neighbors is always helpful. Your
neighbors are a good source of leads to buyers. Neighbors want
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your house to sell for a bunch of money! Invite them to an open
house. Many companies specialize in targeting market audiences
and they are quite inexpensive and effective.

BROCHURE
Ask the agents to show you an example of the brochure they will
produce for your home. This is the information that will be presented to a purchaser as they look at your house. It should be comprehensive with many pictures, detailed information and all disclosure documents.
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FOR SALE BY OWNER
To effectively sell a house yourself, you should to try to do all the
things a realtor would do. Make a checklist and be prepared. Get
organized and have a plan/strategy to follow. Just putting a sign up
won’t cut it (www.forsalebyowner.com).

BROCHURE/PHOTO DISTRIBUTION
AGENTS/PUBLIC
You will need to prepare a brochure containing information about
and pictures of your home. Accurate square footage, room measurements and other detailed information are necessary.You should
include tax information on your home as well (www.revenue.
stlouisco.com). Deliver the brochure to all real estate offices that
have agents who might have a client for your home. Drop 10 off at
each office and ask someone there to post and distribute them.

ADVERTISING/MARKETING
Prepare an ad to run in local major newspapers and smaller periodicals. Continue to run the ad every week until the property is
sold. Select a nice picture to use in the ad. Spend some money on
the ads. Make sure it is noticeable on the page. Bigger is better. Use
the ad to announce Tuesday and Sunday open houses. You should
also create a website about your home with pictures or streaming
video. This can be e-mailed to agents and clients alike.

OPEN HOUSES TUESDAY/SUNDAY
Plan on holding open houses on Tuesday and Sunday one each
month until the house is sold. Use your advertising to create energy
for these open houses. Place an open Tuesday/open Sunday rider
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on your sign three days prior to the open house. Have your house
in perfect condition for these open houses. Serve snacks/light lunch
for those attending. Contact all the local offices to let them know
you will be having the open house and ask agents to attend.

FIELD INCOMING CALLS
You should include a phone number on the “For Sale” sign out
front. Whoever is fielding these incoming calls should keep a log
and try to get the potential purchasers’ phone numbers or e-mail
addresses. If these calls go into a voice mail system, it needs to be
checked frequently. People want immediate responses to their inquiries. They could be in the driveway wanting to come in! Your
home needs to be ready to show at all times.

FOLLOW UP
You should follow up with everyone who has seen the home or
called about it. Refer them to the home’s website. Staying in touch
with all agents who have shown the house is important.They might
still be showing that client homes or may have other clients who
would be interested in your home.

INTERNET
There are many websites you can use to show your home, for example www.forsalebyowner.com and www.craigslist.com. Get on
as many websites as you can and update your listing to keep it fresh.
Be sure your house appears on both national and local websites.

SIGNAGE
Have a professional “For Sale” sign made. Keep it simple and include a phone number. Make sure that the number you include is
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one that you can monitor regularly. Have the sign made so you can
add riders announcing open houses and special features such as a
pool or three-car garage.

ONE SHOT LISTINGS
Agents who inquire about showing your house will ask if you will
pay them a commission. You should be prepared to do this if you
want the home to be represented favorably by the agent community. They will present you with a “one shot listing.” These are all
different and should be reviewed by your attorney. Some are specific to the client and some create a broader commitment from you.
The commission rate on these is usually between 2.5% and 3%.

BUYERS’ AGENTS
Agents showing your property will have an agreement creating a
fiduciary relationship with their clients. They will be representing
their buyers with no obligation to you. This can be a precarious
situation and you will need to watch what you say/represent to this
agent. Be sure to have your attorney review any and all offers and
any subsequent documents pertaining to a contract.

DURING LISTING
Now, you are ready to put your house on the market! Hopefully,
you have prepared the home to look its best and have established a
realistic asking price. Normally, there is a wave of activity the first
week or two, then it levels out. Be sure to continue or be sure your
agent continues to market and advertise the home if it does not sell
quickly. Persistence pays off!
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SHOWINGS
You will either be called by the buyer or the agency representing
you to schedule a showing. If at all possible, someone should be at
the house for the showing to turn on lights and do a quick walk
through to make sure things are in order. With cell phones, showings can come up almost immediately. The buyers might be in the
driveway calling. The house needs to be “show ready” at all times.
If you or your agent is meeting the other agent and buyer, an information packet should be presented and then you should disappear unless the other agent asks you to help them show the home.
Following prospective buyers around the house will make them
uncomfortable and not allow them to make honest comments to
their agent about your home. Make yourself available, but preferably out of earshot.

WHO WILL SHOW YOUR HOME?
Agents are great at showcasing a home. As a group, they have contacts throughout St. Louis and the real estate community. They
don’t hesitate to use these contacts to encourage showings of your
home by all agents with qualified clients. They work hard to get
agents from other companies into your home as often as possible.

HOW MANY SHOWINGS CAN YOU EXPECT?
It is impossible to predict what kind of traffic you can expect.
Activity depends on the number of homes on the market in your
area, the time of year, consumer confidence, interest rates, and the
location, style, condition and price of your home. As the agent
community and potential buyers discover your home’s availability,
this activity increases, levels off and, finally, declines. If showings
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fall below what you hope for, you and your agent will work together to try to figure out why - and what can be done to generate more traffic.

APPOINTMENTS
Your agent will arrange showing appointments to make it as easy as
possible on you. However, because there are so many variables involved, appointments can cause anxiety and frustration. Your agent
will do their best to eliminate as much of this stress as they can.
Sometimes, when you have rearranged your life to accommodate
an appointment, the showing agent and customer will not show
up. Anything can have happened. The customer may cancel or be
very late. The prospect’s children may be too tired and restless to
continue. Occasionally, the prospective buyer will take one look at
the neighborhood or house and decide not to go in. Most agents
will make every effort to see that you are notified when they cannot keep an appointment or are running late.
Some appointments will develop on very short notice. An agent
and customer might drive by and call the office for an appointment while they are sitting in front of your house. Try to accommodate them, even if the house is not at its best. Do not be overly
concerned about an unmade bed or a few dirty dishes.You want as
many people as possible to see the house.
What do you do if an agent shows up at your door without an appointment, but with clients who want to see your home in the car?
First, ask for the agent’s card. If you feel comfortable, let them in.
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However, if you are not comfortable, do not hesitate to ask them to
make an appointment through your agent.
If a prospective buyer shows up at your door without an agent, politely refuse a showing. There is no way you can verify their names,
addresses or, most importantly, their intentions. Although an agent
might also be caught unaware, generally they will be able to evaluate a buyer’s credentials. Either give them your agent’s card or get
their name and phone number so your agent can contact them.

ERRORS
There is a good chance that, at least once, an agent, appraiser or
inspector will not leave your home as they found it.They may leave
the lights on or the door unlocked, let the dog out or the cat in,
track in mud, step on your flowers, leave the panel off the circuit
breakers, tamper with your thermostat, fail to close the opening
to the attic, set off your burglar alarm, or something. With so many
people involved, it’s almost guaranteed that someone will have a
lapse of memory or manners. Your agent will do everything possible to avoid these situations, but when they do occur, let your
agent know. They will gently, but pointedly, remind them that they
are in another’s home and to please be conscious of and sensitive to
the owners’ feelings and belongings.

OPEN HOUSES TUESDAY/SUNDAY
Open houses are a great way to market your home to the public
and the agent community. All open houses should be advertised
and all invited to attend. Although not many homes are sold as a
direct result of an open house, it does happen. Open houses can
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effectively showcase your home to as many people as possible. The
real estate community expects agent open houses to be on Tuesdays
from 11 AM to 1 PM.The public looks for open houses on Sunday
afternoons.
Tuesday is tour day for real estate agents. Typically, the morning is
set aside for an office meeting where brokers and agents discuss
properties that are new to the market. For two hours, agents tour as
many open houses as possible. Once back at the office, agents share
information on homes they have seen and call interested clients.
Tuesday open houses are a powerful marketing tool.
Sunday open houses provide buyers with a convenient way to educate themselves about the real estate market. It also gives neighbors
an opportunity to see your home. Neighbors are a wonderful sales
force. They know and like your neighborhood and will talk about
your home to house-hunting friends and relatives. Agents will notify buyers when there is a Sunday open house that might interest
them. Occasionally, a person who had no intention of purchasing a
home will drop in and find their dream home.
An open house is also an opportunity for your agent to educate
potential purchasers about your home. The agent may have comps
that show how your home fits within your area. Comparison shopping helps the buyer understand your home’s value and desirability. If a person asks about other available properties, the agent will
make suggestions.Your agent won’t seem very credible if they pretend your house is the only one on the market.
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Have information packets ready and serve snacks/light lunch to
all attendees. Have a sign-in sheet so you can collect names, phone
numbers or e-mail addresses of those interested in your home. Plan
on holding open houses on Tuesday and Sunday one each month
until the home is sold.

SUPRA/LOCKBOX
Most homes for sale have a Supra lockbox attached to the front
door.This allows the agent access to your home with the key inside
the lockbox. No one should be allowed to show your home unless
they have scheduled an appointment through you or your agent.
The Supra lockbox registers the names of all agents who have accessed the key so your agent can track all showings. If you choose
not to have a Supra lockbox, you or your agent will have to meet
all clients.

PRICE REDUCTIONS/LISTING
MODIFICATIONS
If the price has changed on the home or the product has been
modified, this is cause for a new wave of marketing. Ads should
be taken out announcing the new price and all agents and clients
should be contacted again with this new information. Modified
brochures should be re-distributed.
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NEGOTIATING CONTRACT
Now, you have a contract. Cause for celebration! It might not seem
that way at first, but don’t be discouraged by a buyer’s initial offer.
There are many aspects to the contract and all should be reviewed.
Make sure the buyer has realistic expectations regarding the physical structure and has the financial ability to close.

EARNEST MONEY
As a seller, you want to get as much earnest money as possible. This
money could possibly be yours if the purchaser defaults on the
contract.The money will be held by a real estate company or a title
company. Usually, 3% to 5% is satisfactory.

52

CONSUMERS GUIDE TO BUYING/SELLING HOMES IN ST. LOUIS

INCLUSIONS/EXCLUSIONS
You probably have listed a few exclusions such as drapes or a light
fixture in your marketing material. Just because you have expressed
an interest in excluding some items does not mean they will be.
Put it in writing. If the items are not marked as exclusions in the
sales contract, you probably are not taking them with you. Review
the standard inclusion and exclusion section of the contract so you
know what is what. There may be a few surprising items on both
lists. Try not to strip the house bare. If you are going to exclude
items, consider replacing them prior to putting the home on the
market. If people see and like them, they will want them. Don’t
get hung up on a small item the buyer wants, but that you have
excluded. Keep your eye on the big picture.

SELLER’S DISCLOSURE
You have filled out the seller’s disclosure and lead-based paint disclosure. The purchaser needs to sign and date these documents,
verifying they have read them. Remember, this does not prohibit
the purchaser from asking you to repair items listed as defective on
the seller’s disclosure. Make sure your seller’s disclosure is current at
the time of the contract.

FINANCING
Almost everyone secures financing when they purchase a home.
Most contracts have financing contingencies and need to be reviewed. This contingency will include a time frame and specific
terms and conditions describing the financing the purchaser wishes
to obtain. If the purchaser does not receive a loan commitment
within the specified time frame, the contract dies and the earnest
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money goes back to the purchaser. As a seller, you would rather not
have a financing contingency at all. If you are going to accept one,
you want it to have terms that are attainable in today’s market and
have a time frame as short as possible.You can ask for a pre-approval
letter, but it is better to have a conversation with the lender the
purchaser is planning on using. Anyone can get a pre-approval letter with a phone call. Often, information given by the purchaser
to obtain a pre-approval letter is not verified. If the purchaser gives
you a loan commitment letter satisfying the contingency, try to get
a document signed by them removing the contingency.

RESPONSE TIME
The purchaser has given you an acceptance deadline on your contract. It is exactly as is says, an acceptance deadline. If you are not
going to accept the offer, you don’t have to act within the time
frame. Out of respect, if you are going to respond you should do
it within this time frame. Just because you do not “counter” by
the acceptance deadline does not mean you can’t later. When you
counter a contract, you are, in effect, creating a new contract with
different terms and conditions and a new acceptance deadline for
the purchaser. It is usually best to have the contract go back and
forth between you and the buyer as quickly as possible.Typically, 24
hours is plenty of time for someone to respond.

MULTIPLE CONTRACTS
Receiving multiple contracts on your home is possible, but not
as common as it was in prior years. If this happens, there are certain things that should be done. Ideally, the best price offer should
become the primary contract and the next best offer, the back-
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up contract. All parties should be aware they are in a competitive
situation and their best offer should be made now since you will
probably be accepting one of them. But, don’t be so bold in this
situation as to end up with nothing at the end of the day. If you are
fortunate enough to be in this situation, you should be able to sell
your home for full price or very close to it, maybe even an overbid.
And congrats, you prepared your home well and priced it right!

CLOSING DATE
If possible, try to accommodate the purchaser on the closing date.
Both you and the purchaser are trying to make all the pieces of
the puzzle fit at this point. Buying, selling, moving and possession
dates are complicated and rarely does everyone get exactly what
they want. Minor inconveniences are to be expected when moving
from one house to another. Be sure the closing date is the same as
the possession date.

DUAL AGENCY
Dual agency occurs when your buyer’s representative and your
representative are from the same company. It is also possible to
have the same agent trying to represent both you and the buyer.
Challenging, to say the least. If you are in this situation, have your
agent get another agent or their broker to represent one of the
parties. Even in dual agency, there is still information that cannot
be told to the other party. There is a document available describing this type of agency and outlining what should and should
not happen.
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COUNTER OFFERS
Often, there are many counter offers back and forth between
buyers and sellers. There are forms for just this purpose outlining the changes and establishing a time frame for acceptance. Be
sure to get everything in writing to avoid problems in the future.
Changes in the price, closing date, earnest money and inclusions/
exclusions are common.

BACK-UP CONTRACTS
Receiving a back-up contract on your home will allow you to
negotiate your inspection contingencies with confidence.You can
tell your primary buyer that you have a back-up contract and,
usually, that confirms their decision to buy your house. Back-up
contracts often end up being facilitators of the primary contract.
Once all the contingencies are removed on the primary contract,
the back-up purchaser usually cancels their contract and moves
on to another house.
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UNDER CONTRACT
You now have your home under contract and are well on your way
to a successful closing! There will be minor challenges with contingencies, but if you stay focused on the big picture, you will get
there. Negotiations with the building inspection, changes in closing
dates, gas inspections and appraisals are standard issues to be dealt
with between now and closing.

EARNEST MONEY
The earnest money still belongs to the purchaser and will be returned to them if any of the contingencies are not satisfied within
the designated time frame. If the purchaser backs out for a reason
outside of any contingencies, the earnest money is in play and a
mutual release will have to be signed identifying who gets what.

ACCEPTANCE DEADLINE
Most contingencies start on the date of the acceptance deadline.
This date may be different from the acceptance date. Write all the
deadline dates for all contingencies on your calendar and make
sure they are satisfied on time. Get all contingency resolutions and
removals in writing.

POSSESSION PRIOR/AFTER
Beware of the buyer moving into your home prior to closing.This is
a problem waiting to happen. Once someone occupies your home,
they have legal rights. If circumstances dictate this must happen,
be sure to use the document designed specifically for this scenario.
Also, be sure to maintain your insurance until you close.
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If you need to stay in your home after closing, there is a similar
document to be signed. Again, maintain your insurance until you
vacate your former home.

DEFAULT
If either party defaults, there are provisions in the contract as to
what happens to the earnest money and what rights the two parties
have. Both parties should contact their attorneys and try to work
things out.

ASSIGNABLE CONTRACT
Most contracts are assignable to another party once the contingencies have been removed. This is of no consequence to you, as
they are assigning the exact terms and conditions of the existing
contract.The assignor is still responsible for performance under the
terms of the contract.

HEIRS/REPRESENTATIVES
Heirs and representatives are still responsible to perform the terms
and conditions of the contract if something happens to either you
or the buyer that makes them unable to do so.

CONTINGENCIES
Almost all contracts have contingencies. The more contingencies
in the contract, the less attractive it is to you. All contingencies
need to have an expiration time. The shorter the time frame attached, the better for you. You should be clear on the terms of
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all contingencies and try to get a feel for the buyer’s expectations
regarding contingencies.

HOME SALE
The biggest and baddest of them all! If you are going to get involved in one of these, you need to do some homework on the
buyer’s home. Everything hinges on the salability of their home!
Ask to see it, how much they will be asking and if they are going to
list it with an agent.There is usually a “kick out” clause in this form
that allows you to notify the purchaser that you want to get out
of the contract. The purchaser then has an allotted time period to
either remove their house sale contingency or cancel the contract.
Your home can still be marketed by your listing agent, but seasoned
agents will shy away from a house that has a contract on it.

FINANCING
If your purchaser has a financing contingency in their contract,
get a pre-approval letter and call their loan officer to check on the
progress of the loan. The shorter the time frame attached to the
contingency, the better. Make sure the terms of the desired financing are available in the current market. If the buyer says they qualify
and are pre-approved, suggest they write a contract not contingent
upon financing. This would make the contract more attractive to
you and, possibly, prompt you to sell at a lower price.

BUILDING/TERMITE/
ENVIRONMENTAL INSPECTIONS
Your contract will most likely have a building, termite and environmental inspection contingency. The purchaser will probably find
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something wrong and ask you to make repairs or credit them with
a dollar amount at closing. The purchaser usually has 10 days to
have inspections performed and make any subsequent requests.You
and the buyer then have 10 days after the initial request to come to
some sort of agreement. The standard contract also has a provision
for the buyer to cancel the contract within the first 10-day period
by just delivering a copy of the building inspection to you.They do
not have to identify any defects, only deliver the inspection to you
and a request to cancel. Many sellers strike this verbiage from the
contract during negotiations.
When negotiating the building and termite inspections, try to assess if the requests being made by the purchaser are requests any
other purchaser would likely make. If you choose not to deal with
the buyer’s requests, you will probably run into the same requests
from subsequent purchasers. Stay focused on the big picture and
don’t let dimes stand in the way of dollars.
Beware of making repairs requested by the purchaser. Try to give
them a credit and let them make their own repairs after closing.
Any repairs you make might not be satisfactory to the purchaser. A
credit is a much simpler resolution.

APPRAISAL
Any bank that is going to lend money on residential real estate will
require an appraisal on the property. This appraisal will be ordered
by the lender and is the property of the lender, although the purchaser will be billed for it. If there is a financing contingency in the
contract and the house does not appraise, the lender might not
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offer the financing to the purchaser. This will depend on the loan
amount and the purchaser’s credit worthiness.
Most contracts have an appraisal contingency rider attached to the
contract. This document protects the buyer in case the house does
not appraise, whether the buyer has a financing contingency or not.
They will have the option to request that you reduce the contract
price to the appraised value. You can refuse, thereby allowing the
purchaser to back out of the contract. Many times, you and the
buyer will agree on a price between the original contract price and
the appraised value.
With the changes in the lending world, appraisals are no longer
the “automatic approval” they once were. If the property does
not appraise now, do you think it will appraise for more on a different contract?

SURVEY ENCROACHMENTS
The contract will have a contingency providing the purchaser obtains a survey free of encroachments uninsurable by the title company or prohibiting the property from being used as intended. Most
often, the encroachments are boundary or utility easement issues
that the title company will insure over or for which the neighbor
will grant an easement. Rarely does a contract fall through because
of survey issues.

TITLE
The title company will do a title search on your property checking
for ownership problems and existing liens. Any outstanding loans
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and unpaid taxes or assessments will show up and have to be paid
prior to or at closing. The title company will issue the purchaser a
title policy insuring them that they are buying the home free and
clear of encumbrances to the title or that the title company will
insure over them.

STOP BOX
Often, the purchaser will ask you to locate and bring to grade
level the water stop box shut off valve. These are usually located
next to your front walk and easily accessed. Occasionally, finding
them can be more of a challenge in an older house or a house
with an obscure lot. There are companies that specialize in locating stop boxes.

LACLEDE GAS
Standard contracts have a provision requiring that sellers provide
buyers with a clean bill of health from Laclede Gas dated within
30 days of closing. Some sellers order this report prior to listing
the house. But because of the 30-day window, you should order
it when you get a contract and if you are closing in 30 days or
less.You will be required to repair all defective items identified on
this report. There is a blank space on the contract to identify any
appliances that you would like to exclude from this inspection. If
there is a gas appliance you have identified as not working on the
seller’s disclosure, you should exclude it from the inspection on the
sales contract. There is also a changeover inspection that will be
performed just prior to closing. You are responsible for fixing any
defects identified during that inspection as well.
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GOVERNMENTAL/COMPLIANCE INSPECTIONS
You might live in a city that requires an occupancy permit be issued to your purchaser. If this is the case, a code inspection will
be necessary for the buyer to receive an occupancy permit. There
is a contingency on the standard contract similar to the building,
termite and environmental contingencies. Many sellers have this
inspection prior to putting their home on the market. Often, the
buyer’s agents add verbiage to the contract requiring you to make
all code compliance repairs prior to closing. Be careful with this
because you do not know what it will entail. Defects identified on
this inspection are negotiable between you and the buyer.

CLOSING
The finish line is in sight! This is certainly a busy time and having a
good checklist is necessary. Minor issues can still pop up. But, with
a little flexibility, you will get there.

WIRE TRANSFER/PRE-SIGNING
You can pre-sign as soon as the title company has the final figure and
have the money transferred to your account.Title companies do this
all the time when sellers are out of town or unavailable for closing.

WALK THROUGH
Your buyer will be performing a walk through prior to closing to
verify the house is in the same condition as when they put it under
contract.They will also be checking to make sure agreed on repairs
have been made. Your house should be free of all debris and clean
at the time of the walk through.
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UTILITIES
You will need to contact all utility companies to have service taken
out of your name effective the day of closing. Electric, gas, water,
sewer, phone and cable are a few.
Laclede Gas 314.621.6960 www.lacledegas.com.
Ameren UE 314.342.1000 www.ameren.com
St. Louis County Water 866.430.0820 www.co.st-louis.mo.us/
pubworks
St. Louis City Water 314.771.2255 www.stlwater.com
Southwestern Bell/AT&T 800.464.7928 www.att.com
Metropolitan Sewer District 314.768.6260 www.stlmsd.com

MOVING CHECKLIST
There are many moving checklist examples available online (www.
onesimplemove.com, www.unpack.com). They will give you helpful reminders of items to be taken care of 60 days, 30 days, two
weeks, one week and just days prior to closing.These are great tools
to help make your transition a little easier.

CLOSING COSTS
The title company will give you an estimated closing statement
about a week prior to closing and an exact one the day before.
This will show all your charges and the amount received/due
at closing.
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Standard charges for seller:
Real estate taxes for your portion of calendar year
Real estate commission
Agreed upon credits

GAS CHANGE OVER INSPECTION
Laclede Gas requires a brief inspection of every residence prior
to their changing service from one owner to another. Any defects
found on this inspection will have to be repaired by you. Usually,
there is no time to fix these items and delaying closing is probably
not a good idea. Give the purchaser a credit and close the deal.

ALWAYS CONTACT YOUR ATTORNEY WITH ANY QUESTIONS
OR TO REVIEW ANY DOCUMENTS
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GLOSSARY

Acceptance Time
The time of written approval of an offer.

Acre
A measurement of land equal to 43,560 square feet.

Adjustable-rate mortgage (ARM)
A loan with an interest rate that is periodically adjusted to
reflect changes in a specified financial index.

Agency
The relationship of trust that exists between sellers and
buyers and their agents. The agency is formed through a
written contract.
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American Society of Home Inspectors (ASHI)
The American Society of Home Inspectors is a professional association of independent home inspectors. Phone:
800-743-2744.

Amortization
The loan payment consists of a portion which will
be applied to pay the accruing interest on a loan, with
the remainder being applied to the principal. Over time,
the interest portion decreases as the loan balance decreases,
and the amount applied to principal increases so that the
loan is paid off (amortized) in the specified time.

Annual Percentage Rate (APR)
The cost of a loan or other financing as an annual rate.The
APR includes the interest rate, points, broker fees and certain other credit charges a borrower is required to pay.

Appraisal
A professional analysis used to estimate the value of the property. This includes examples of sales of similar properties.

Appraiser
A licensed professional who conducts an analysis of the
property, including examples of sales of similar properties,
in order to develop an estimate of the value of the property.
The analysis is called an “appraisal.”
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Asbestos
A toxic material that was once used in housing insulation,
flooring, roofing, and fireproofing. Because some forms of
asbestos have been linked to certain lung diseases, it is no
longer used in new homes. However, some older homes
may still have asbestos in these materials.

Assessed value
The valuation placed on property by a public tax assessor
for purposes of taxation.

Assignment
When ownership of your mortgage is transferred from one
company or individual to another, it is called an assignment.

Assumable mortgage
A mortgage that can be assumed by the buyer when a
home is sold. Usually, the new borrower must “qualify” in
order to assume the loan.

Balloon mortgage
A mortgage loan that requires the remaining principal balance be paid at a specific point in time. For example, a loan
may be amortized as if it would be paid over a 30-year
period, but requires that at the end of the tenth year the
entire remaining balance must be paid.
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Breach of contract
The failure to perform provisions of a contract without a
legal excuse.

Bridge loan
A short-term loan secured by the borrower’s current home
(which is usually for sale) that allows the proceeds to be
used for building or closing on a new house before the
current home is sold. Also known as a “swing loan.”

Buydown
An arrangement whereby the property developer or another third party provides an interest subsidy to reduce the
borrower’s monthly payments, typically in the early years
of the loan.

Buyer’s market
A slow real estate market in which buyers have the advantage.

Buyer’s remorse
An emotion felt by home buyers after signing a sales contract or closing the purchase of a home.

Caveat emptor
A legal principle derived from Latin that means “let the
buyer beware.”

Clear title
A title that is free of liens or legal questions as to ownership
of the property.
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Closing
The process of completing a financial transaction. For mortgage loans, the process of signing mortgage documents,
disbursing funds, and, if applicable, transferring ownership
of the property. In some jurisdictions, closing is referred to
as “escrow,” a process by which a buyer and seller deliver
legal documents to a third party who completes the transaction in accordance with their instructions.

Closing costs
The upfront fees charged in connection with a mortgage
loan transaction. Money paid by a buyer (and/or seller
or other third party, if applicable) to effect the closing of
a mortgage loan, generally including, but not limited to, a
loan origination fee, title examination and insurance, survey, attorney’s fee, and prepaid items, such as escrow deposits for taxes and insurance.

Cloud on title
Any conditions revealed by a title search that adversely affect the title to real estate. Usually clouds on title cannot be
removed, except by deed, release or court action.

Commission
The fee charged for services performed, usually based on a
percentage of the price of the items sold (such as the fee a
real estate agent earns on the sale of a house).
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Commitment letter
A binding offer from a lender that includes the amount of
the mortgage, the interest rate and repayment terms.

Comparable sales
An abbreviation for “comparable properties,” which are
used as a comparison in determining the current value of
a property that is being appraised.

Condominium
One unit in a multi-unit building. The owner of a condominium unit owns the unit itself and has the right,
along with other owners, to use the common areas. But,
the owner does not own the common elements such as
the exterior walls, floors and ceilings or the structural
systems outside of the unit; these are owned by the condominium association. There are usually condominium
association fees for building maintenance, property upkeep, taxes and insurance on the common areas and reserves for improvements.

Construction loan
A loan for financing the cost of construction or improvements to a property; the lender disburses payments to the
builder at periodic intervals during construction.

Contingency
A condition that must be met before a contract is legally
binding. For example, home purchasers often include a
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contingency that specifies that the contract is not binding
until the purchaser obtains a satisfactory home inspection
report from a qualified home inspector.

Counter offer
An offer made in response to a previous offer. For example,
after the buyer presents their first offer, the seller may make
a counter offer with a slightly higher sale price.

Deed
The legal document transferring ownership or title to
a property.

Deed of trust
A legal document in which the borrower transfers the title
to a third party (trustee) to hold as security for the lender.
When the loan is paid in full, the trustee transfers title back
to the borrower. If the borrower defaults on the loan, the
trustee will sell the property and pay the lender the mortgage debt.

Default
Failure to fulfill a legal obligation. A default includes failure
to pay on a financial obligation, but also may be a failure to
perform some action or service that is non-monetary. For
example, when leasing a car, the lessee is usually required
to properly maintain the car.
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Disclosure
A statement to a potential buyer listing information relevant to a piece of property, such as the presence of radon
or lead paint.

Down payment
The portion of a home’s purchase price that is paid in cash
and is not part of the mortgage loan.

Dual agency
A relationship in which a real estate agent or broker represents both parties in a transaction.

Due-on-Sale clause
A provision in a mortgage that allows the lender to demand repayment in full of the outstanding balance if the
property securing the mortgage is sold.

Earnest money deposit
The deposit to show that you’re committed to buying the
home. The deposit usually will not be refunded to you after the seller accepts your offer, unless one of the sales contract contingencies is not fulfilled.

Easement
A right given to a third party to use a portion of the property for certain purposes, such as power lines or water mains.
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Eminent domain
The right of a government to take private property for
public use upon payment of its fair market value. Eminent
domain is the basis for condemnation proceedings.

Encroachment
Fences or other structures that extend into the property of
another owner.

Encumbrance
Anything that affects or limits the fee simple title to a property, such as mortgages, leases, easements or restrictions.

Equity
The value in your home above the total amount of the liens
against your home. If you owe $100,000 on your house but
it is worth $130,000, you have $30,000 equity.

Eviction
A legal procedure to remove a tenant for various reasons,
including failure to pay rent.

Exclusive listing
A contract that gives an agent the exclusive right to market
a property for a specific period of time.

Executor
A person named in a will and approved by a probate court
to administer the deposition of an estate in accordance
with the instructions of the will.
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Fee simple
The greatest possible interest a person can have in real estate.

First mortgage
The mortgage that is in first place among any loans recorded against a property. Usually refers to the date in which
loans are recorded, but there are exceptions.

Fixed-rate mortgage
A mortgage with payments that remain the same throughout the life of the loan because the interest rate and other
terms are fixed and do not change.

Fixture
Personal property that becomes real property when attached in a permanent manner to real estate.

Flood insurance
Insurance that compensates for physical property damage
resulting from flooding. It is required for properties located
in areas designated as flood zones.

Foreclosure
A legal action that ends all ownership rights in a home
when the homebuyer fails to make the mortgage
payments or is otherwise in default under the terms of
the mortgage.
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Grantee
The person to whom an interest in real property
is conveyed.

Grantor
The person conveying an interest in real property.

Home inspection
A thorough inspection by a professional that evaluates the
structural and mechanical condition of a property. A satisfactory home inspection is often included as a contingency
by the purchaser.

Insurable title
Title to property that a company agrees to insure against
defects and disputes.

Jumbo loan
A loan that exceeds Fannie Mae’s and Freddie Mac’s loan
limits, currently at $417,000. Also called a nonconforming
loan. Freddie Mac and Fannie Mae loans are referred to as
conforming loans.

Laclede Gas
St. Louis’ natural gas provider. Phone number: 314-621-6960.

Lease-Purchase Option
An option sometimes used by sellers to rent a property to
a consumer, who has the option to buy the home within a
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specified period of time. Typically, part of each rental payment is put aside for the purpose of accumulating funds to
pay the down payment and closing costs.

Legal descriptions
A property description, recognized by law, that is sufficient
to locate and identify the property without oral testimony.

LIBOR-Index
An index used to determine interest rate changes for certain adjustable-rate mortgage (ARM) plans, based on the
average interest rate at which international banks lend to
or borrow funds from the London Interbank Market.

Lien
A legal claim against a property that must be paid off when
the property is sold. A mortgage or first trust deed is considered a lien.

Loan-to-value (LTV) ratio
The relationship between the loan amount and the value
of the property (the lower of appraised value or sales price),
expressed as a percentage of the property’s value. For example, a $100,000 home with an $80,000 mortgage has an
LTV of 80 percent.

Lock-in
An agreement in which the lender guarantees a specified
interest rate for a certain amount of time at a certain cost.
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Main water shut-off valve
The primary valve that halts the flow of water from the
water main into a home.

Market value
The current value of your home based on what a purchaser
would pay. An appraisal is sometimes used to estimate
market value.

Mortgage
A legal document that pledges a property to the lender as
security for payment of a debt. Instead of mortgages, some
states use First Trust Deeds.

Mortgage insurance premium (MIP)
The amount paid by a mortgagor for mortgage insurance,
either to a government agency such as the Federal Housing Administration (FHA) or to a private mortgage insurance company.

Multiple listing service (MLS)
A clearinghouse through which member real estate brokerage firms regularly and systematically exchange information on listings of real estate properties and share commissions with members who locate purchasers. The MLS
for an area is usually operated by the local, private real
estate association as a joint venture among its members
designed to foster real estate brokerage services.
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Option
A situation in which a buyer puts down money for the
right to purchase a piece of real estate within a set time
period, but does not have an obligation to buy.

Owner financing
A transaction in which the property seller provides all or part
of the financing for the buyer’s purchase of the property.

PITI
An acronym for the four primary components of a monthly
mortgage payment: principle, interest, taxes and insurance.

Power of attorney
A legal document that authorizes another person to act
on one’s behalf. A power of attorney can grant complete
authority or can be limited to certain acts and/or certain
periods of time.

Pre-approve
When a lender commits to lend to a potential borrower;
commitment remains as long as the borrower still meets
the qualification requirements at the time of purchase.

Pre-payment penalty
A fee that a borrower may be required to pay to the lender,
in the early years of a mortgage loan, for repaying the loan
in full or pre-paying a substantial amount to reduce the
unpaid principle balance.
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Radon
A radioactive gas found in some homes that, if occurring in
strong enough concentrations, can cause health problems.

Realtor
A real estate agent or broker who is a member of the NATIONAL ASSOCIATION OF REALTORS and its local
and state associations.

Right of first refusal
A provision in an agreement that requires the owner of
a property to give another party the first opportunity to
purchase or lease the property before he or she offers it for
sale or lease to others.

Seller’s market
A hot real estate market in which sellers have the advantage and multiple offers are common.

Settlement
Another name for closing.

Survey
A property diagram that indicates legal boundaries,
easements, encroachments, rights of way, improvement
locations, etc.

Title
A legal document evidencing a person’s right to or ownership of a property.
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Title Insurance
Insurance that protects lenders and homeowners against
legal problems with the title.

Title search
A check of the title records to ensure that the seller is the
legal owner of the property and that there are no liens or
other claims outstanding.

Walk through
A common clause in a sales contract that allows the buyer
to examine the property being purchased at a specified
time immediately before the closing, for example, within
the 24 hours before closing. This provision assures the
buyer that the property is in the same condition as when
put under contract, and all agreed upon repairs have
been made.
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Success in the buying or selling of a home depends almost entirely on
two factors: how well educated you are about the process and how well
prepared you are to embark on the venture. If you take the time to
learn and prepare, everything that follows should, for the most part, go
smoothly. And if an obstacle does pop up, you’ll be able to deal with it.
In Consumer’s Guide to Buying/Selling Homes in St. Louis, Stafford
Manion details his agency’s winning formula, from early phases like setting
a realistic asking price to contract negotiations to closing . Among topics
covered are:
•
•
•
•
•
•
•
•
•

How to proceed in a buyer’s market vs. a seller’s market
How to “be diligent” when choosing a real estate agency
Where to look for the best available properties
The language of real estate contracts
How contract contingencies can work for – or against – you
The importance of open houses
How to use the Internet and other tools to maximum advantage
Offers and counter offers
The ins and outs of “For Sale by Owner”

Many steps need to be taken in order to make the giant leap into a
closing in which both the buyer and seller are satisfied. Here, Mr. Manion
provides you with the tools that are essential for such a seamless, efficient
transaction.You will be packing your things in no time!
$16.95
ISBN 978-1-59571-593-
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