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Client Contact Information

Check preferred method(s) of contact

Name




___________________________________________________________






___________________________________________________________

□Home Address


___________________________________________________________






___________________________________________________________

□Mailing Address (if Different)
___________________________________________________________






___________________________________________________________

□Work Address


___________________________________________________________






___________________________________________________________

□Home Phone
               ____________   _____________________________________________






___________________________________________________________

□Home Fax



___________________________________________________________






___________________________________________________________

□Mobile



___________________________________________________________






___________________________________________________________

□Work Phone


___________________________________________________________


___________________________________________________________

□Work Fax



___________________________________________________________






___________________________________________________________

□Home Email


___________________________________________________________






___________________________________________________________
□Work Email


___________________________________________________________
Home Seller’s Handbook
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“We believe that an informed Seller has a definite advantage when participating in today’s real estate market.  Let our experience and expertise successfully guide you through the process of selling your home".  With BFA as your agent, you are assured of professional competence, integrity and a special personal touch.

Company Profile

BFA, Ltd. is a full service real estate brokerage firm providing individualized service to our clients, both sellers and buyers. We specialize in residential properties, hobby and horse farms as well as lots, acreage, small commercial real estate properties and multi-family properties in one of the nation’s most beautiful, affluent and educated communities. 

 We are large in terms of knowledge, expertise and service. We strive to be unequaled among our peers in the quality of our service and in our commitment to excellence. BFA is on the leading edge of the technology; we can access any and all information our clients need to make informed decisions. With over decades of experience and national reputation, we can confidently counsel our clients on price and all other areas of negotiation.

We service India, including the cities and towns like Delhi and areas surround them.

When you work with BFA Ltd., you will also be served by a network of other related professionals (e.g. lenders, title companies, appraiser, surveyors, etc.) who assist us in performing the tasks necessary to assure you a smooth and successful transaction.

Events and Timing for a
          Typical Residential Sale
1. Initial Counseling session: 1-2 hours

2. Measuring and Inspecting Sale Property:  1-2 hours

3. Develop Marketing Plan for Property:  1-2 hours

4. Sales & Marketing of Property (including Open Houses, Showing Property to Potential Buyers, Multiple Listing Service, Internet): 120+/- days

5. Negotiating offer with Buyer to fully executed contract status: 1-5 days

6. Bringing the contract to closing with Buyers:  usually takes from 1-4 weeks



 During this time, the following events usually take place:

                    * Loan application, qualification, verification and commitment

                    *Professional Inspection completed and, if necessary, repairs

                    *Property appraised

7.  Closing:  Buyer exchanges cash (usually down payment via certified or 

Cashier’s check plus loan proceeds) for Seller’s warranty deed:  about 

1 hour
What is an Appraisal?
An appraisal is a step-by-step analysis undertaken by a professional appraiser for the purpose of accurately estimating an opinion of value.  When a mortgage loan is made, the loan is secured by the real estate.  Lenders want to be reasonably sure the amount of the loan does not exceed the value of the real estate.  So the lender normally requires a professional appraiser to estimate the value of the property for the purpose of estimating market value.

What is Title ?
 Clear Title  protects against defects in title that may arise from events that occurred in the past.
You should realize whenever you buy property, that the owner who is selling it to you has extremely strong rights, as do his family and heirs.  Also, there may be others in addition to the owners who have rights in the property you are going to buy.  These may be governmental bodies, contractors, or individuals who have unpaid claims against the property.

Anyone who has such a claim is, in a sense, a part owner.  The property may be sold to you without the party who has a claim knowing about the sale. And you may know nothing about such a claim at the time you buy.  It doesn’t matter.  These claims may remain attached to the real estate you have purchased.

Will you get a clear title?  It is of the greatest importance that you do.  But this means that you must be informed about any of these claims against your property so that you can make certain they are cleared up before you buy.  And that means that you must be protected against any undiscovered claims that may arise in the future to threaten your title and the possession of your property.  Clear Title  provides this twofold protection.

You learn what claims there are against the property by a search of the public records.  Some of the things a title search uncovers are any unpaid taxes or mortgages; judgments against previous owners, easements, and any many other court actions or recorded documents, which can affect title to real estate.  

Title Terms

Here is a list of terms commonly used by the industry.  If you should encounter other words that are vague or unclear to you, please feel free to ask us to get an understandable definition for you.

Assignment of Deed of Trust:  Document used when a beneficiary (or lender) transfers their interest under a Deed of Trust.

Encroachment:  The extension of an improvement onto an easement or adjoining land, without an easement to do so.

Encumbrance:  Deed of Trust or any document, which specifies a lien against a property.

Escrow:  The state of a written agreement, such as a deed, put into the custody of a third part until certain conditions are fulfilled.

Does the Buyer need to have a home inspection?

Quite simply, “Yes”!  A home inspection will investigate the plumbing, electrical, heating, roof and structural systems of the house.  .  When the buyer arrives, the inspector will take him/her back through the house, explaining how the various systems and appliances work and pointing out any problems the inspector has found.  

PREPARING FOR A HOME INSPECTION
The listing below may be helpful in preparing for a home inspection.  Many of these items can be done with little or no cost and many are regular maintenance items for a home.

1. Clean out dirty gutters or debris from the roof

2. Divert all water away from the building; ie, downspouts, sump pump, condensation drains, and the like.  Grade should slope away from the structure.  Clean out basement entry drains.

3. Trim trees, roots and bushes back from the foundation, roof, siding, and chimney.

4. Paint all weathered exterior wood and caulk around the trim, chimney, windows and doors.

5. Seal asphalt driveways, if cracking.

6. Seal or point up masonry chimney caps.  Install metal flue cap.

7. Clean or replace HVAC filter.  Clean dirty air returns and plenum.

8. Point up any failing mortar joints in brick or block.

9. Test all smoke detectors to ensure they are in safe working condition.

10. Update attic ventilation if none is present.

11. Have the chimney, fireplace or wood stove cleaned and provide the buyer with a copy of the cleaning record.

12. Seal masonry walls in the basement

13. Don’t do quick, cheap repairs.  You may raise questions that will unfairly cause great concern to buyers and inspectors.

14. Ensure that all doors and windows are in proper operating condition, including repairing or replacing any cracked windowpanes.

15. Ensure that all plumbing fixtures (toilet, tub, shower, and sinks) are in proper working conditions.  Check for and fix any leaks.  Caulk around fixtures if necessary.

16. Check sump pump for proper operation.

17. Replace any burned out light bulbs.

18. Remove rotting wood and/or firewood from contact with the house.

19. Install proper vapor barrier in crawl spaces.

20. Caulk all exterior wall penetrations.

21. Check the bath vents are properly vented and in working condition.

22. Remove paints, solvents, gas and similar materials from crawl space, basement, attic, porch, and so forth.

23. If windows are at or below grade, install window wells or covers.

24. Have clear access to attic, crawl space, heating systems, garage and other areas that will need to be inspected.

25. If the house is vacant, make sure that all utilities are turned on, including water, electric, water heater, furnace, air conditioning and breaks in the main panel.

We’ve decided to sell our house.  What are we offered?
Complete Service

BFA acts as your advisor and advocate throughout the  process including, but not limited to:
1.
Comparative Market Analysis to determine list price + staging advice

2.
Listing in regional MLS and on the Internet

3.
Full marketing plan and managed marketing program

4.
Negotiating the contract and any counter proposals

5.
Managing the due diligence period and any resultant negotiations

6.
Contract management + assistance & advice during closing

Our Commitment to You, the Seller (Complete Service)

Before Your Home Is Listed:

_____ Obtain an Ownership & Encumbrance report on the property

_____ Measure room sizes.  

_____ Provide Seller with ideas for improving marketability of property

_____   Perform initial Seller Counseling Session



_____ Give Seller Document Request Form



_____ Give Seller’s Handbook

_____ Take color/digital photos of property

_____   Present CMA/Marketing Plan to Seller

_____ Review comparable homes including active, pending and sold properties with Seller; determine “list price”

_____ Obtain lender’s name, loan number, address, fax & phone numbers

_____     Review back of MLS profile sheet
While Your Home Is Listed
_____ Enter property in MLS system

_____ Obtain from Seller 12 month averages for all utilities for property

_____ Prepare Home Guide, deliver copies to property

_____ Email “just listed” property information to other real estate offices

_____ Post property information on web sites

_____Review prior week’s market response to listing with Seller including feedback from potential Buyers

_____ monthly, review prior month’s activity to determine if price should be adjusted

_____ Enter any changes, including price, in MLS computer within 24 hours of change being made

When An Offer Is Received, What Happens?
_____ Offer is received at BFA office by fax or in person

_____ Review offer with Seller and recommend response.  Response usually must be made within 24 hours of receipt.

_____ If original offer is accepted, Seller signs and contract is delivered to Buyer’s Agent; at this point, property is “under contract”

_____ If original offer is not acceptable, a counter offer is prepared, Seller signs and counter is delivered to Buyer’s Agent

_____ Buyer reviews counter offer with Buyer’s Agent and either counters the counter, rejects the counter or signs the counter (several rounds of this may occur); when the later occurs, the property is “under contract”
Your Home Is “Under Contract” & Due Diligence Period Begins

_____ Seller receives signed copy of contract

_____ Buyer’s Agent receives copies of signed contract and delivers copy to Buyer

_____ Earnest money is recorded and deposited with seller.
_____ Calendar outlining dates according to the contract is prepared and sent to Seller
_____ Prepare and send Due Diligence Letter to Buyer’s Agent, cc: Seller

_____ with advice & advocacy of their respective agents, Seller and Buyer negotiate resolution of inspection results.  This “opens” the contract and may result in its defeat.

_____ Seller is informed of Buyer’s loan progress as information is made available

_____ Appraisal is scheduled

_____ Comparable analysis is delivered to appraiser

_____ Appraisal is completed.  If appraisal is below sale price, this “opens the contract” and Seller and Buyer re-negotiate contract with advice & advocacy of their respective agents

_____ Buyer obtains loan approval

_____  “Walk-through” inspection is scheduled (usually within 24 hours of closing). 

_____ Closing is scheduled with agreement of Title Company, Seller, Buyer and their respective Agents

_____ Determine form of Seller’s proceeds (wire transfer, Title Company check, cashier’s check)(a fee is charged for anything other than Title Company check).

_____ Determine whether all parties will be present.  If not, obtain signed and notarized Powers-of-Attorney for anyone who cannot be present.

_____ Seller moves out of property prior to date and time of closing (unless contract states otherwise), leaving property in “broom clean” condition unless contract requires professional cleaning. 

_____ Buyer completes final walk-through inspection and notifies Seller of any unacceptable conditions (Buyer and Buyer’s Agent re-inspect property to confirm that all inspection repairs have been completed and property is in as good or better condition than it was on date of inspection.  All systems and appliances must be in good working condition unless property has been accepted by contract in an “as is” condition.)

_____ Closing occurs (bring photo ID); Seller receives net proceeds from Title Company and Buyer receives Deed and keys.

_____ If Seller is purchasing a replacement home, closing on that home may occur the same day.

_____ CELEBRATION!!!

_____ BFA Agent calls Seller to follow-up and receive recommendations on service provided.

THANK YOU!

