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Preface 

 
I have found through working closely with many buyers and sellers 
that each buyer and seller has unique needs and expectations when 
buying or selling their first home.  This is why it’s imperative you 
work with a professional agent you trust and feel will go to bat for you 
when the time is needed.  I’m committed to making your home buying 
or selling experience enjoyable and successful.  I hope you will con-
sider me when you select an agent to represent you.  Thank you for re-
viewing this material. Please send your answers to the questionnaires 
found below to me by e-mail or fax and I will get in touch with you 
immediately.  I hope I can help you find the home of your dreams!  
 

Questionnaire for Sellers 

 

If you were the buyer of this home, what features would most excite 
you about the property? 
 
1. 
 

2. 
 

3. 
 

4. 
 

5. 
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Questionnaire for Sellers Continued…. 

 
Which features do you feel should be included in advertising your 
home? 
 
1. 
 

2. 
 

3. 
 

Any features you would rather not see advertised? 
 
1. 
 
2.  
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Estimated Net Proceeds 

 
Sellers Date  

Property Address  

Estimated Sale Price  $ Estimated Close of Escrow/Closing  
Type of Financing Rate Term  

 
Mortgages 
 First Mortgages  $  
 Second Mortgages $  
   $  
   $  
 

Total Mortgages
 $  

 
Estimated Costs 
 Loan Origination Fee $  
 Title Search/Insurance $  
 Pre-payment fees $  
 Discount Points   %  $    
 Listing Fees $  
 Property Warranty $  
 Termite/Pest Inspection $  

  Total Estimated Costs:    
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Estimated Net Proceeds Continued…. 

 
Estimated Credits 
 Prorated Taxes $  
 Prorated Insurance $  
 Balance of Escrow Accounts $  
   $  
   $  
   $  
   
  Less Estimated Credits $ ( ) 
 

ESTIMATED NET PROCEEDS $  
All estimates and information are obtained from sources believed to be reliable 
but not guaranteed by the broker or sales associates. 
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Seller’s Concerns 

 
I want to act in your best interest.  I am eager to have you share with 
me your concerns and expectations about the marketing and sale of 
your home.  Please take a moment to complete the following survey by 
circling the most appropriate answer.  We will review them the next 
time we meet.  What are you concerned about? 

 

 

 
 
 

  Not Important    Important 

Buyer’s Qualifications?  0 1 2 3 4 5 

Multiple Listing?  0 1 2 3 4 5 

Broker Commissions?  0 1 2 3 4 5 

Showing Procedures?  0 1 2 3 4 5 

Advertising?  0 1 2 3 4 5 

Open Houses?  0 1 2 3 4 5 

Inconveniences?  0 1 2 3 4 5 

Possession by Pur-

chaser 

 0 1 2 3 4 5 

Pricing?  0 1 2 3 4 5 

Closing Costs?  0 1 2 3 4 5 

Security?  0 1 2 3 4 5 

Salability?  0 1 2 3 4 5 

Financing Options?  0 1 2 3 4 5 

Negotiations?  0 1 2 3 4 5 
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Seller’s Concerns Continued…. 

 
Please help me provide useful information to all qualified buyers.  The 
following are important: 

Information on easements or assessments 
Property taxes/condominium or homeowner’s dues or fees 
Inspections, lead paint, roof, etc. 
Utilities – past 12 months of bills including gas, electric, water, 
sewer & garbage 
House location survey, bylaws or homeowner’s association docu-
ments, house plans, and home warranties 
Personal property to be included 

 

Please create a list of questions to ask me.  Thank you for your input.  I 
look forward to addressing your concerns. 
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Financing 

 
First Mortgage 
Lender  
Address  
Loan Balance Interest Rate Term    
Type of Loan  Conv. FHA  VA  Other 
Loan Number Taxes  /year 
Assumable?   Property Insurance /year 
 

Second Mortgage 
Lender  
Address  
Loan Balance Interest Rate Term  
Type of Loan  Conv.  FHA  VA  Other 
Loan Number  
 

Other 
Homeowner’s Association? Dues /year 
Other Encumbrances  
 
Seller may carry financing $ Interest Rate Term  
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Contracts 

 

When I have a contract on your home you may:… 

 

Accept it 

 

 

 

 

Reject it 

 

 

 

 

 

Make a counter offer  

 

 

 

My policy is that any and all contracts will be presented to you. 
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Preparing Your Home 

 
To help sell your property, package your property as would a decora-
tor or a retailer selling a product. 

Outside your home: 
Tidy up the grounds, porches, 
and garage.  Cut the lawn – if 
you normally cut the lawn every 
two weeks, cut it every week 
during the marketing period. 
Edge the lawn – up the drive-
way and along the sidewalks 
(both front and back) for a fin-
ished appearance. 
Trim all shrubbery and remove 
low- lying tree limbs. 
Fertilize your lawn to make your 
grass lush and green. 
Replace downed shutters, gut-
ters, and downspouts.   
Remove debris from gutters and 
downspouts.  
Paint any trim that is blistering. 
Plant flowers in the front yard. 
Repaint or re-stain the front 
door to create a pleasant first im-
pression. 
Replace torn screens from win-
dows and front and back doors. 
Spray lubricant on all  

squeaking doors, windows, clos-
ets, and cabinets.  
 
Inside your home: 

Your front door gives a vital 
first impression.  Be sure it is 
scrubbed and repainted if nec-
essary. 
If any decorating is needed 
(especially the kitchen), do it 
now!  $20.00 worth of paint 
may save you money in the 
sales price.  Bathrooms help 
sell homes – make this room 
sparkle. 
Paint only the rooms that really 
look fingerprinted, worn, or 
faded. 
Have the wall to wall car-
peting, windows and 
draperies cleaned. 
Keep all steps clear of 
hazards. 
 Have all light 
sockets filled with 
bulbs.   
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Preparing Your Home Continued…. 

 

Inside your home continued….. 
Wash dishes, put away clothes, straighten up newspapers, etc. 
Make up beds with attractive spreads. 
Fix any dripping faucets.  Perhaps only a washer is needed . 
Replace old caulking around the bathtubs.  This can be done with 
one tube of new caulking and a putty knife. 
Place a solid deodorizer in each room and closet. 
Pack valuables now.  Store extra furniture, knick-knacks, 
toys and out-of-season clothes so that your home doesn’t 
have a cluttered look (which makes rooms look smaller.) 
Remove items in the garage and basement against the 
walls to show maximum floor space. 
Vacuum the garage and basement floor and rafters. 
If there are too many appliances on the kitchen counter, put some of 
them away to expose maximum counter space. 
Clean your home top to bottom.  A professional cleaning service can 
do this for you, making sure to: 

Wash windows 
Clean fans and ventilating hoods 
Clean and polish floors 
Remove stains from toilets, tubs and sinks. 

Ask me for specifics on how to prevent work orders, such as 
earth to wood contact, vents, etc. 

 

 
Look at your property objectively.  Pretend you are seeing 
it for the first time through a buyer’s eyes.  Remember - we 
only have one chance to make a good first impression. 
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Property Questionnaire 

 
1. Are there any guarantees or service poli-

cies in effect on your appliances, plumb-
ing equipment, air conditioner, heating or 
electrical systems? Yes    No 

2. Do you have a second mortgage or other 
liens on your property for aluminum sid-
ing, a pool, or remodeling work?   Yes  
  No  

3. Are there any problems with:   
 Well or water?      

 Septic system?      

 Roof?           
 Basement?          
 Plumbing?          
 Electrical Wiring?         
 An  Appliance?  __________________________    
 Heating or Air Conditioning Systems? 

4. Is there any pending or present legislation which my affect your 
home?      Yes        No     

5. Are there any problems related to establishing your lot dimen-
sions?  Yes    No 

6. Are you paying any deferred water and sewer tap fees?  
 Yes      No 

7. Are there any problems with the home not disclosed 
above? 
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Seller’s Objectives 

 
To get your home sold: 
 

For the most money 
In the shortest period of time 
With the least possible inconvenience to 
you 

 

 

 

 

 

Is there anything else that concerns you about getting your property 
sold? 
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Showing Your Home 

 
Someone will call to arrange an appointment.  Short notice is possi-
ble. 
If someone knocks at the door who does not have an appointment, 
ask them to call my office to arrange an ap-
pointment, or allow if not an inconvenience. 
Open drapes & blinds. 
Turn on the lights throughout your home. 
Turn on soft music. 
Keep pets out of the way when showing.  
Many people are allergic to animals. 
Keep the temperature cool in the summer/
warm in the winter. 
Do not discuss anything concerning the sale 
with a potential purchaser.  Let your Realtor discuss price, terms, 
possession and other factors concerning the sale.  Your Realtor is ex-
perienced and qualified to bring negotiations to a favorable conclu-
sion. 
Avoid having too many people present during inspections. The po-
tential buyer will feel like an intruder and will hurry through the 
home. Stay out of the way (in one room or outside) and do not al-
low children to tag along on the visitor’s tour. 
Leave the showing to the salesperson.  The salesperson knows 
the buyer’s requirements and will allow the purchaser to dis-
cover the home, while emphasizing the features important to 
the buyer during or after the tour. 
Show the sales associate/prospective purchaser the 
Property Information Book. 
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Contracts 

 
After mutual acceptance: 

Form 17 – Real Property Transfer Disclosure Form (see page 17) 
Home Inspection Contingency (see page 19) 
Lender appraisal – the buyer’s lender orders appraisal to determine 
the value of the seller’s home to make sure the buyer is not overpay-
ing. 
Contingency removal – Between the time of mutual acceptance and 
closing, there will be certain contingencies (financing, home inspec-
tions, etc.) that will need to be released before the sale is final.  For 
example: the financing contingency will be released once the buyer 
has received approval of the mortgage loan. 
Buyer walk-through – Occasionally, a buyer may want to conduct a 
final walk-through of the house just prior to closing.  Some buyers 
like to verify all inspection conditions have been met and the condi-
tion of the home has not changed since mutual acceptance.  
Communication – As your Realtor, it is imperative for us to remain 
in frequent  contact and to be able to get in touch with each other 
immediately if needed. 
Title Insurance & Close of Escrow  

 Title insurance is required on all loans.  In short, it insures 
you against any encumbrances on your property that may 
cloud your title.  In English…they search to see who has 
owned your property in the past and make sure that title 
has been properly transferred each time the property has 
been sold. 
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Contracts Continued…. 

 
 Escrow assists with the final step of the mortgage process.  

They will prepare your final documents for you and the Seller 
to sign.  Once both you and the Seller have signed in Escrow, 
they will have the Note and Deed of Trust recorded and “fund” 
your loan.  Funding basically is when the lender gives Escrow a 
lump sum of cash and Escrow pays all the bills.  

Closing – your home is officially sold! 
 
 

 

Would you be upset if your home sold quickly?  (Let’s discuss this 
when we meet! 
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Form 17 

Real Property Transfer Disclosure Statement 

 

A seller has the duty to disclose all existing material facts not reasona-
bly ascertainable to the purchaser.  This is done through the Form 17.  
The duty to disclose arises only where: 
1. the seller has knowledge of the defect; 
2. the defect is dangerous to the property, health or life of the pur-

chaser; 
3. the defect is unknown to the purchaser; 
4. a careful, reasonable inspection by the purchaser would not disclose 

the defect. 
 
A seller is not required to disclose past defects, which, to the best of 
the seller’s knowledge, have been corrected. Or, the buyer agrees to 
make up the difference with his/her own funds. 
 
Time Frames 

A seller is required to deliver the Form 17 within 5 days after the 
buyer and seller reach mutual acceptance of the offer. 
The buyer has the right to revoke the offer within 3 days after re-
ceipt of Form 17, unless the buyer waives the right to revoke the of-
fer based on what is written on Form 17 or waives the right to re-
ceive a completed Form 17. 

 
Why would a buyer revoke this right?  Examples:  In an estate 
sale, the executor does not have any information about possible 
defects in the house, so buyers may revoke their right to re-
ceive a Form 17.  In buying new construction or if there are 
multiple offers on a home, the buyers may wish to revoke 
their Form 17 rights to make their offer stronger. 
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Form 17 

Real Property Transfer Disclosure Statement Continued…. 

 

NOTE:  Most agents never encourage their buyers to waive their rights 
unless absolutely necessary to buy the home. 
 

The seller must amend the Form 17 if information is discovered 
while a sale is pending.  For example, if a seller discovers a week be-
fore closing the jets in the hot tub are malfunctioning, the seller 
must provide an amended Form 17 disclosing this information, 
unless it is corrected at least 3 days prior to closing.  If the defect is 
not corrected, the buyer has an additional 3-days to revoke the of-
fer. 

 
 
 
 
 

 
 



Cell   425-260-0715 jay@jayagoado.net 
Office  206-230-5129 www.jayagoado.net  
Fax   425-818-7898 

H O M E F R O N T  

JAY M. AGOADO 

 
Home Inspection Contingency 

 

The purchaser’s offer is usually contingent upon the hiring of an in-
spector to thoroughly inspect the interior and exterior of the home to 
look for major deficiencies.  The cost to the seller is NOTHING.  Most 
inspections cover essential systems and structural components in the 
home, including: 

 

 

 
 
 
 
 
The buyer usually has between 5 - 10 days to conduct the inspection 
and to either remove the contingency or to give notice of disapproval 
of the inspection report to the seller.  A copy of the inspection report 
must accompany the notice of disapproval 
. 
If the inspection is disapproved, the seller has 5 days to agree to fix the 
specified problems identified by the inspector.  If the seller agrees to 
fix the specified problems, all work must be completed prior to closing 
and it is subject to re-inspection by the initial inspector on the job. 

 

If the seller does not want to fix the specified problems, the buyer 
has 3 days to decide whether or not to purchase the home.  If 
the buyer decides to terminate the agreement, the earnest 
money shall be refunded. 

 

Heating 

Air Conditioning 

Plumbing 

Electrical 

Fireplaces 

Seismic Safety 

Exterior 

Roof 

Framing 

Foundation 

Chimneys 

Attic 

Insulation 

Interior 
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Financing Contingency  

Most offers are contingent upon the 
buyer’s ability to obtain a home 
loan.  If, for some reason, the buyer 
is not pre-approved for a loan, the 
buyer has 3 days after mutual ac-
ceptance of the offer to make for-
mal loan application.  The Listing 
Agent should receive a “Pre-
Qualification” letter within 3 days.  
If not, the seller may elect to termi-
nate the agreement, in which event, 
the earnest money shall be re-
funded to the buyer.  If the buyer is 
pre-approved, this does not apply. 

 

The buyer has 30 days to receive 
loan approval and waive the fi-
nancing contingency.  If approval is 
not received within 30 days, the 
seller may elect to terminate the 
agreement.  In this case, the earnest 
money would be refunded to the 
buyers. After receiving notice the 
seller want to terminate, the buyer 
has 3 additional days to waive the 
financing contingency.  Buyers must 
be certain they will be approved for the 
loan or they may lose their earnest 
money in this situation.  

If required by the lender, it is cus-
tomary for the seller to pay for 
pest inspection, roof certification, 
well water testing, and septic tank 
inspection and/or pumping.  If 
the inspector requires the tests, 
the cost of the services is negotia-
ble. 
 

If the appraisal, ordered by the 
lender, is less than the purchase 
price, the buyer has 3 days to ter-
minate the agreement unless the 
seller has done one of the follow-
ing within 10 days: 

1. Reduced the price of the 
home to the appraised price, 

2. Furnished an appraisal ac-
ceptable to the lender at 
least equal to the agreed 
upon purchase , 

3. Or, the buyer agrees to 
make up the difference 
with his/her own 
funds. 
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Closing/Possession 

 
Many people think closing takes place when they sign the final docu-
ments at the escrow company.  This is not true.  After signing the 
documents, they are sent back to the lender for review.  The lender 
then mails the documents to the county to be recorded.  Closing offi-
cially takes place when the county has recorded the documents.  This 
can take hours or a couple of days,         
depending on the lender involved.  Your 
agent will work with those involved to 
help speed up the process for you. 
 
Possession (MOVE IN TIME!) then takes 
place according to the purchase and sale 
agreement.  Normally, if the home is lived 
in, possession is usually 3 days after the 
official closing date.  For example: closing 
takes place on Wednesday, buyers can 
take possession at 9 p.m. Saturday.  If the 
home is vacant or new construction, pos-
session occurs immediately after closing.  
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Seller’s Responsibilities  

 
Interior condition 
Exterior condition 
Availability to show 

Lock box/key box 
Communication when out of town 

Competitive price 
Permission for “For Sale” sign 
Prepare home for showing 
Buyer incentives (if necessary) 

Points 
Allowance for fix-up 
Home Warranty Program 
Other 

Periodic meeting with real estate sales associate to consider adjust-
ments 

 

The Seller agrees to provide the following: 
 

Current mortgage information 
Utility bill information 
Information that may be applicable to your home 

Homeowner’s Association Documents 
Condominium Documents 
Covenants & Restrictions 

Other – is there anything else the buyers of your home 
would need? 

 
 
 



Cell   425-260-0715 jay@jayagoado.net 
Office  206-230-5129 www.jayagoado.net  
Fax   425-818-7898 

H O M E F R O N T  

JAY M. AGOADO 

 
Marketing 

 
Initial Marketing Strategies 

John L. Scott “Hot Sheet” 
Multiple Listing Service Computer Input 
Internet  - your home will be showcased at six different Internet lo-
cations including John L. Scott’s website and my own personal web-
site at www.jayagoado.net 
Broker/Realtor Open House 
Lock box/Key box 
Special flyers, “Just Listed” postcards & brochures 
Create Property Information Book 
Professional Photographs 
Virtual Tour on the Internet 
Open House 
Mail Open House invitation 
Place ad in Homes and Land Magazine 
Prepare marketing and promotional materials 
Notify other listing agents in the area that your home is available 
for sale 
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Marketing Continued….  

 
On-Going Marketing Strategies 

Follow-up with agents who have shown your home; communicate 
responses to you. 
Inform seller of any market changes, financing updates. 
Inform and update agents of any price, financing or physical 
changes in your property. 
Coordinate advertising/promotional plan with sellers. 
Handle negotiations, recommend adequate earnest money deposits. 
Calculate estimated closing costs and net proceeds. 
Follow-up on transaction with lender and title company. 
Track contractual deadlines and closing procedures. 

 

I will remain committed after the sale as your personal 
Realtor. 
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Sales Associate’s Responsibilities 

 

Get buyers through property 

Provide you honest feedback on property fix-up 

Prepare Property Information Booklet 

Provide you input to competitively price your home 

Communicate feedback from other sales associates and potential   

buyers 

Administratively follow up on the contract of the sale 
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Pricing Guidelines 

 
What is your property worth? 

What you paid for your home doesn’t affect its value! 
The amount of cash you need to buy your new home doesn’t affect 
its value! 
What you want for your home doesn’t affect its value! 
What I say your home is worth doesn’t affect its value! 
What another real estate agent says your home is worth doesn’t af-
fect its value! 
What an appraiser says your home is worth doesn’t affect its value! 

 

The value of your home is determined by 
what a BUYER is willing to pay in          

TODAY’S MARKET based on             
COMPARING your home to others         

currently on the market for sale. 
 

Buyers always determine the value! 
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Estimated Repair & Replacement Costs 

 
Average Life Average 

  Expectancy   Cost 

 (in Years) in Dollars 

Roof   

Asphalt Shingle 10-20 1.50-2.50/sq. ft. 

Built up with Slag or Gravel 10-20 3.00-4.00/sq. ft. 

Cedar Shake 15-35 2.50-4.50/sq. ft. 

Metal Indefinite 5.00-8.00/sq. ft. 

Elastomeric Membrane 15-25 4.00-5.50/sq. ft. 

Tile 60-100 9.00-12.00/sq.ft. 

Rolled mineral 5-10 1.00-2.00/sq. ft. 

Slate 40-60 6.00-10.00/sq.ft. 

              Steep or Complex Roofs  Add 30-40% 

              Tear Off Old Roof  Add 1.00-2.00/sf 

 

Appliances 

Clothes Washer 8-12 300-600 

Clothes Dryer 8-12 300-600 

Kitchen Range 15-25 400-1300 

Refrigerator 15-25 400-1500 

Disposal 5-10 100-250 

Microwave Oven  300-800 

Dishwasher 5-10 350-600 

Water Heater (gas & electric) 8-14 300-500 

Water Heater (oil) 8-14 600-1200 

 

Heating & Cooling 

Forced Air Furnace 15-20 1500-2500 

Boiler 30-50 2500-3500 

Electric Baseboard 15-20 150-400/

room 

Air Conditioner Compressor 10-14 900-1800 

Air Conditioning (window) 10-14 200-250 

Heat Pump 10-14                                    2000-2500 
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Estimated Repair & Replacement Costs Continued…. 

 
Average Life Average 

  Expectancy   Cost 

 (in Years) in Dollars 

 

Other 

Gutters & Downspouts 15-20 2.50-3.50/LF 

Grading ____ 200-400/side 

Downspout Extension Tubing  .50-3.00/LF 

Smoke Detectors (9-volt)  15-20 

Smoke Detectors (electric)  35-70 

Heavy up Electrical Service  500-800 

Garage Door Opener  300-500 

         Re-key lock                20-40 each  
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Maximize Your Chances  

 
Today’s market is fast paced.  Most activity happens within the first 
three weeks.  Any listing that has not sold in 30 days should be reas-
sessed.  Every day the house stays on the market costs you, the seller, 
money because purchasers will offer below asking price on “shop 
worn” listings.  Among the most important factors that influence sal-
ability are: 

 

Condition 
Have you followed all of your agent’s advice with regard to staging?  
A change in seasons (for example, from winter to spring) may reveal 
additional work that needs to be done around the property, such as: 

Wash all windows, inside and outside 
Pressure spray walks & roof if appropriate 
Fertilize lawn, trim shrubs and weed flower beds 
Touch up or repaint interior and exterior 
Store overflow from garage and closets in mini-storage 
Increase wattage on interior lights and leave on during showings 

 
Pricing 

Review all comparable sales since the listing date.  Have other, bet-
ter properties come on the market and sold since your listing 
was taken?  If so, there will be no support for your current 
price when the appraiser does his/her work. 
Be certain you are shown new competitive properties as they 
are listed. 
Receive an updated competitive market analysis includ-
ing photos of homes recently sold. 
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Maximize Your Chances Continued….  

 
Accessibility 
If you are not using a keybox, you should reconsider that decision.  If 
it is not possible to use a keybox, be certain that your agent has good 
support systems in place to get keys to agents interested in a showing. 
 
Financing 
Has an interest rate change slowed down activity in this price range?  
If so, discuss with your agent what you can do to help: 

Seller-paid help with closing costs or loan fees 
John L. Scott Bridge Loan program 
Seller-paid buy-downs on interest rates 
Identify any applicable financing programs that would expand the 
market (i.e. FHA, VA, and “Rehab” loans). 

 
Sales Activity 
Find out from your agent some details about the properties purchasers 
bought instead of yours.  Why did the buyer believe the other property was 
superior?  Make the adjustments necessary to compete. 
 

New Marketing Plan 
When you have made the appropriate changes in price and condition 
of your property, your agent will kick off a new marketing plan 
immediately: 

Broker’s Open 
New flyers for the flyer box (niche flyers) 
Target mailings to potential buyers 
Public open houses with extended hours 
Have your agent call/email all agents who have shown 
to let them know about the changes in the property. 
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Maximize Your Chances Continued….  

 
Your agent will make all changes in all of your marketing tools, 
such as: 
1. Homes and Land Magazine 
2. Newspaper 
3. Internet 

 
Other 
Continued communication will place us in a position to repackage 
your property. 

We will track and document activity by maintaining a file of show-
ings and inspections by agents. 
We will communicate market activity. 
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Moving 

 
Moving does not have to be a traumatic experience.  Comprehensive 
pre-planning, organization and family meetings to establish each per-
son’s responsibilities will go a long way in 
maintaining harmony and efficiency. 
 

For your children: 
If you are moving out of town, provide your children with photo-
graphs of their new home and school.  Once they know what to expect 
and begin to visualize themselves in their new surrounding, they’ll 
grow much happier and more cooperative. 
Give each child his or her own “packing labels” for marking per-
sonal possessions. 
Provide them with floor plans of their new bedrooms so they can 
take part in furniture placement. 
Give the children small address books for noting names and ad-
dresses of friends they leave behind.  They can look forward to filling 
the remainder of the book with the names of new friends they make 
after moving. 
 
Planning is the Key 
 Send a change of         

address to: 
 Post Office with for-

warding address 
 Charge accounts, credit 

cards and subscriptions 
 Friends and relatives 
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Moving Continued…. 

 
Notify: 
Bank – transfer funds, arrange check cashing in new city.  Carry        

Traveler’s Checks for ready cash. 
Insurance -  notify of new location for coverage 
During the cold season, winterize the plumbing. 
Delivery people – cancel newspapers, laundry, etc. 
Utility companies – gas, light, water, telephone.  Make arrange-

ments in new town.  If you are moving before the final closing on 
your new home is completed, you need to leave utilities on. 

 
Miscellaneous Checklist: 
Automobile registrations – remember to transfer car title, registra-

tion, driver’s license and auto club membership. 
Medical records – arrange for medical and dental records to be 

transferred.  Ask your physician for a referral. 
Employment recommendations – have teenagers obtain written 

recommendations from their current employers. 
Empty and defrost the freezer.  Have appliances serviced for mov-

ing. 
Make arrangements with cable television service. 
Plan for special care needs of infants. 
Carry currency, jewelry and documents yourself. 
Double check all rooms, closets, drawers and shelves. 
Leave old keys and garage door openers with your real estate 

agent. 
Obtain letters of introduction to new club chapters. 
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Dangers of Overpricing  

 
Since an appraisal is required in financing a property, it’s futile to 
price a property for more than it is worth…it won’t appraise! 

 
Most buyers are comparison shopping and looking at your home 
may convince them to make an offer on a different property. 

 

Many potential buyers won’t even look at an overpriced home; 
thinking it’s out of their price range. 

 

Properties left on the market for extended periods of time usually 
become “shop-worn,” causing buyers to believe something is amiss. 

 

Overpricing tends to dampen the other Real Estate agents’ attitudes, 
making it less likely to be shown. 

 

Overpricing lengthens marketing time and invariable results in a 
lower selling price than would have otherwise been obtained. 

 

Together, we will analyze the 
current market, look for a   
window of opportunity in the 
price position and place your 
property in a most likely to 
succeed price category. 
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In Conclusion 

 
I hope this booklet has helped you understand the basic home selling 
process.  If you still have questions at this point, please contact me at 
your convenience for answers and additional insight into the home 
selling process.  
 

 

About Jay 

 

Jay resides on Mercer Island with his wife, Adrien, daughters, Alexis 
and Alyssa, and Dalmatian, Clyde.  He is a true Seattle native, living 
and working here his entire life.  Jay graduated from the University of 
Washington in 1985 and began his professional career by working for 
a Fortune 100 company, Scott Paper, Inc..  In 1995, Jay earned John L. 
Scott’s “Rookie of the Year” award, in 1996 Jay was awarded the pres-
tigious Top Sales Agent award, in 1997-2001 Jay was awarded the 
President’s Club award (top 4% of entire company – 3,000 agents), in 
2002-2006 Jay was awarded the President’s Elite award (Top 3%), and 
in 2007 awarded the President’s Gold award (top 4%). From 2005-2007 
Jay was awarded the 5-Star: Best in Client Satisfaction for Seattle 
Magazine, based on a survey from the public and other real estate 
professionals.  Jay continues to earn monthly production awards 
through hard work,   diligence, expertise and successful negotia-
tions. 
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Client Service 

 

“Jay made the entire (home buying) experience easy and exciting.  He person-
ally took the time to visit every home before showing them to me…It did not 
take very many outings together before I found the perfect home, but within 
that time I felt as though I had found a friend as well.  Jay proved himself to be 
diligent, hard-working, honest, honorable and ethical through the entire proc-
ess.  I could not give higher praise.  He truly is a gem.  I encourage anyone 
that is shopping for a home to seek out his talents. 

Dina El-Hosseiny  ~  Renton, Washington 
 
“I would like to take this time to commend Jay 
Agoado for his expertise and effort he put into 
helping us buy and sell our house….I always 
felt that Jay had our best interest at heart.  He 
put in what ever effort was necessary to accom-
modate our unique needs, which were not sim-
ple or easy.  Once again, I would recommend 
Jay to anyone wishing to buy or sell a house.” 
Christopher Wadsworth  ~  Carnation, 
Washington 
 
“Throughout my home-selection and buying 

process, Jay was an extremely conscientious, responsible, and accommodating 
agent.  When it came time to find the right home for myself and my fam-
ily, Jay was patient, responsive, and proved both his expertise and intui-
tion when he found the perfect home for us after only a brief time of look-
ing.” 

Lena Swanson  ~  Kirkland, WA 

 

 
 



Cell   425-260-0715 jay@jayagoado.net 
Office  206-230-5129 www.jayagoado.net  
Fax   425-818-7898 

H O M E F R O N T  

JAY M. AGOADO 

 
Glossary of Terms 

 

Agent:  A person acting on behalf of another, called the principal. 
 

Appraisal:  An expert judgment or estimate 
of the quality or value of real estate as of a 
given date. 
 

Assessed Value:  The valuation placed upon property by a public tax 
assessor as the basis for taxes. 
 

Bill of Sale:  An instrument which transfers title to personal property 
(chattels); a “Deed” transfers real property. 
 

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

Certificate of Reasonable Value (CRV):  A document that has estab-
lishes the maximum value and loan amount for a VA guaranteed 
mortgage. 
 

Certificate of Title:  A document signed by a title examiner or at-
torney stating that the seller has a good marketable and insurable 
title. 
 

Closing Statement (Settlement):  The computation of fi-
nancial adjustments between buyer and seller as of the day 
of closing a sale to determine the net amount of money 
which buyer must pay to seller to complete purchase of 
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Glossary of Terms Continued…. 

 

the real estate and seller’s net proceeds.  Also, “settlement sheets”,  
“HUD-1”. 

 

Commission:  Payment to a real estate broker for services performed. 
 

Condominium:  A form of real estate ownership where owner receives 
title to a particular unit and has a proportionate interest in certain 
common areas.  The unit itself is generally a separately owned space 
whose interior surfaces (walls, floors and ceilings) serve as its bounda-
ries. 

 

Contingency:  A condition that must be satisfied before a contract is 
binding.   
 

Deed:  A formal written instrument by which title to real property is 
transferred from one owner to another.  Also, “conveyance”. 
 

Deed of Trust:  Like a mortgage, a security instrument whereby real 
property is given as security for a debt.  However, in a deed of trust 
there are three parties to the instrument: the borrower, the trustee 
and the lender (or beneficiary). 
 

Due-On Sale Clause:  An acceleration clause that requires 
full payment of a mortgage or deed of trust when the se-
cured property changes ownership. 
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Glossary of Terms Continued…. 

 

Earnest Money:  The portion of the down payment delivered to the 
seller or escrow agent by the purchaser with a written offer as evi-
dence of good faith. 
 

Equity:  The interest or value which owner has in real estate over and 
above the debts against it.  (sales price - mortgage balance - equity). 
 

Escrow:  A procedure in which a third party acts as a stakeholder for 
both the buyer and the seller, carrying out both parties’ instructions 
and assumes responsibility for handling all of the paperwork and dis-
tribution of funds. 
 

Federal National Mortgage Association (FNMA): Popularly known as 
Fannie Mae.  A privately owned corporation created by Congress to 
support the secondary mortgage market.  It purchases and sells resi-
dential mortgages insured by FHA or guaranteed by the VA, as well as 
conventional home mortgages. 

 

Fee Simple:  An estate in which the owner has unrestricted power to 
dispose of the property as he wishes, including leaving by will or 
inheritance.  It is the greatest interest a person can have in real es-
tate. 
 

Fixture:  What was formerly personal property, which is 
now permanently attached to real property and goes with 
the property when it is sold. 
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Glossary of Terms Continued…. 

 

Graduated Payment Mortgage:  A residential mortgage with monthly 
payments that start at a low level and increase at a predetermined rate. 
 

Hazard Insurance:  Protects against damages caused to property by 
fire, windstorms, and other common hazards. 
 

Home Inspection Report:  A qualified inspector’s report on a prop-
erty’s overall condition.  The report usually includes an evaluation of 
both the structure and mechanical systems. 
 

Home Warranty Plan:  Protection against failure of mechanical sys-
tems within the property.  Usually includes plumbing, electrical, heat-
ing systems and installed appliances. 
 

Joint Tenancy:  An equal undivided ownership of property by two or 
more persons.  Upon the death of any owner, the survivors take the 
decedent’s interest in the property.  

 

Lien:  A legal hold or claim on property as security for a debt or 
charge. 
 

Listing Contract:  Between a home owner (as principal) and a li-
censed real estate broker (as agent) by which the broker is em-
ployed to market the real estate within a given time for 
which service the owner agrees to pay a commission. 
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Glossary of Terms Continued…. 

 

Loan Commitment:  A written promise to make a loan for a specified 
amount on specified terms. 
 

Loan-to-Value Ratio:  The relationship between the amount of the 
mortgage and the appraised value of the property, expressed as a per-
centage of the appraised value. 

 

Market Value:  The highest price which a buyer, ready, willing and 
able but not compelled to buy, would pay, and the lowest price a 
seller, ready, willing and able but, not compelled to sell, would accept.  
Basis for “listing price”, or “asking price”. 
 

Mortgage:  A lien or claim against real property given by the buyer to 
the lender as security for money borrowed. 
 
Mortgage Life Insurance:  A type of term life insurance often bought 
by mortgagors.  The coverage decreases as the mortgage balance de-
clines.  If the borrower dies while the policy is in force, the debt is 
automatically covered by insurance proceeds. 
 
Mortgage Note:  A written agreement to repay a loan.  The agree-
ment is secured by a mortgage, serves as proof of an indebted-
ness, and states the manner in which it shall be paid.  Also, “deed 
of trust note.” 
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Glossary of Terms Continued…. 

 

Negative Amortization:  Negative amortization occurs when monthly 
payments fail to cover the interest cost.  The interest that isn’t covered 
is added to the unpaid principal balance, which means that even after 
several payments, you could owe more than you did at the beginning 
of the loan.  Negative amortization can occur when an ARM has a pay-
ment cap that results in monthly payments that aren’t high enough to 
cover the interest. 
 
Origination Fee:  A fee or charge for work involved in evaluating, pre-
paring, and submitting a proposed mortgage loan.  The fee is limited 
to 1 percent of FHA and VA loans. 
 
PITI:  Principal, interest, taxes and insurance. 
 
Planned Unit Development (PUD):  A zoning designation for prop-
erty developed at the same or slightly greater overall density than con-
ventional development, sometimes with improvements clustered be-
tween open, common areas.  Uses may be residential, commercial or 
industrial.  
 
Point:  An amount equal to 1 percent of the principal amount of the in-
vestment or note.  The lender assesses loan discount points at clos-
ing to increase the yield on the mortgage to a position competitive 
with other types of investments. 
 
Prepayment Penalty:  A fee charged to a mortgagor who 
pays a loan before it is due.  Not allowed for FHA or VA 
loans. 
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Glossary of Terms Continued…. 

 

Principal:  This word has several meanings: 
to denote the most important; 
a capital sum lent on interest; 
one who appoints an agent to act on their behalf 
either party to a contract. 

 
Private Mortgage Insurance (PMI):  Insurance written by a private 
company protecting the lender against the loss if the borrower defaults 
on the mortgage. 
 
Prorate:  To allocate between seller and buyer their proportionate 
share of an obligation paid or due.  For example, a prorate on real 
property taxes, fire insurance, or condominium fee. 
 
Purchase Agreement:  A written document in which the purchaser 
agrees to buy certain real estate and the seller agrees to sell under 
stated terms and conditions.  Also called a sales contract, earnest 
money contract, or agreement for sale. 
 
Realtor:  A real estate broker or associate active in a local real estate 
board affiliated with the National Association of Realtors. 
 
Regulation Z:  The set or rules governing consumer lending is-
sued by the Federal Reserve Board of Governors in accordance 
with the Consumer Protection Act. 
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Glossary of Terms Continued…. 

 

Survey:  A map or plat made by a licensed surveyor showing the re-
sults measuring the land with its elevations, improvement, bounda-
ries, and its relationship to surrounding tracts of land. A survey is of-
ten required by the lender to assure a building is actually sited on the 
land according to its legal description. 
 
Tenancy in Common:  A type of joint ownership of property by two 
or more persons with no right of survivorship. 
 
Title Insurance:  Protects lenders and homeowners against loss of 
their interest in property due to legal defects in title. 
 
Title Search or Examination:  A check of the title records, generally at 
the local courthouse, to make sure the buyer is purchasing a house 
from the legal owner and there are no liens, overdue special assess-
ments, or other claims. 
 
Transfer Tax:  State tax, local tax (where applicable) and tax stamps (in 
some areas) required by law when title passes from one owner to an-
other. 
 
 
 
 

 

 

 

 


