
CHOOSE A LISTING BROKER:  Having Historic Coast Realty work for you assures that your interests 
will be professionally and skillfully represented throughout the process.  Most agree that working with a 
knowledgeable professional actually saves them money. A great example of this is seeing the property 
through the buyer’s eye. This view of a property is quite different from the way you as a seller sees your 
home. We at Historic Coast Realty give the seller valuable tips on how to present the house at its best, 
what to paint and fix-up and what not to bother doing.  The other very important thing we do is to help 
sellers determine the actually current market value of their home.  Offering the property for sale at the 
right price always gets the seller the maximum dollar for their property.  Once you sign a listing contract 
with us, our job is to represent you through each step of the selling process.  We will market your prop-
erty to both the public and to other real estate professionals using the Internet as well as traditional 
methods of marketing, until the interested buyer is found.  And, that is only the first and easiest thing we 
do.  Once this is done, our important work really begins. 

 
BUYER MAKES AN OFFER:  The interested buyer will make a written offer.  The offer should be in writ-

ing and a deposit will accompany the offer.  Once Historic Coast Realty gets the offer in hand,  we will 
notify you of the offer and make an appointment to present the offer to you.  The presentation usually 
takes place in at office where we have to equipment we need. 

 
NEGOTIATED CONTRACT:   We will go over the terms of the offer with you.  We will show you what 

the offer would net you after all is said and done.  It the terms of the offer are acceptable to you, you will 
sign the offer and ratify the contract.  Once you sign the contract, you are bound by all terms therein.  If 
you do not agree with  some or all the terms in the offer, you can reject it outright.  However, since you 
do have an interested buyer, it usually is advisable to make a counter offer back to the buyer.  This coun-
ter offer is usually made by indicating the changes you want and initialing them, on the same pages that 
the buyer submitted to you.  The potential buyers do not have to agree to your new terms and they may 
decide not to buy your house.  Or, they may make a counter offer to you.  The offer does not become a 
contract until it is  agreed to and ratified  and delivered to the all parties involved. 
 

RATIFICATION:  This is when all parties to transaction, both buyers and sellers, have agreed to and signed 
as acceptance, all terms of the “Offer to Purchase.”  Once ratified, the offer becomes a contract.  Usually 
this date becomes the effective date -  the date and time when the clock starts ticking on any terms in the 
contract measured in hours, days, weeks or months. 

When selling your house, we will manage the details to guarantee a successful transaction. 
And, support you every step of the way. 

             Jan 

Selling a Home 101:  The Process  

 The following is the selling PROCESS, presented in a step-by-step format, and for most trans-
actions, in the order things occur.  
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CONTINGENCIES:  Contingencies are terms written into the contract, which allow either the buyer or 
seller to check on or do certain things within a particular time frame. Sometimes contingencies are writ-
ten so that the contract will become null and void if one of the parties so chooses.   Home sale contracts 
are often contingent upon one or more of the following:  a satisfactory home inspection or determining if 
the property has lead paint or radon; financing or obtaining a mortgage; the Seller finding the house of 
their choice; and, the buyers selling their current home. 

 
CONDO/HOA DOCUMENTATION:  By law, the contract will also be contingent upon the buyer having a 

review period to review the rules and regulation and financial health of the condominium or the home 
owners association.  It is the sellers responsibility to order fresh copies of the re-sale package.  This 
should be done immediately after the contract is ratified. 
 

PRE-SETTLEMENT or POST-SETTLEMENT OCCUPANCY AGREEMENTS:  To accommodate special 
needs of the buyer or seller, occasionally the parties will agree, in writing, that either the buyer may move 
into the property prior to settlement or  the seller will remain in the property for a set period of time af-
ter settlement.  This is common since it is difficult to settle and move on the same day or if a new proper-
ty’s completion date is delayed.  Flexibility with occupancy dates can help at these times.  We can ex-
plain the pros and cons of these agreements in further detail. 

 
DEPOSIT CHECK:  Along with an offer to purchase, an earnest money deposit check is submitted by the 

buyer.  The check is usually made payable to the selling broker or the settlement company. The dollar 
amount of this deposit is governed by local custom, usually up to five percent of the offering price.  A 
larger deposit is considered a stronger offer.  However, the actual amount of the deposit can be any 
amount agreed to by the parties to the Contract.  At settlement the deposit becomes part of the buyer’s 
closing costs and down payment.  Usually, if the contract becomes null and void the deposit is returned 
to the buyer.  However, it is important that this is clearly expressed in the written contract what hap-
pens to the deposit in certain conditions.   

 
CLOSING COSTS:  Closing costs include fees for the settlement attorney, the real estate company’s fees, 

title work, title insurance, transfer taxes, transfer stamps, administrative fees and lender fees for the pay-
off of your mortgages.  Both the sellers and the buyer s pay their share of the closing costs.   

 
SHORT SALES:  In a down market, sometimes the seller has mortgages on a property for amounts greater 

than the current market value of the house.  If the seller has no other means of paying off the amount of 
mortgage above the current market value, mortgage companies will sometime accept the proceeds from 
the sell of the house sell and forgive the amount of mortgage above this owed by the seller.  When they 
do this it is called a short sale since the sale is short of the full loan amount.  Short sales require a lot of 
work and patience.  When you sell below the mortgage mount the contract will be ratified with a  third 
party approval contingency since the mortgage company must agree to sell the property short of the 
amount owned.   Historic Coast Realty is very experienced in handling short sales. 

 
WARRANTY:   A home warranty is often purchased by either the buyer or the seller to cover the appliances 

and major systems in the property for one year after settlement.  A warranty costs around $400-$450.  
Who pays for the warranty is often negotiated with the contract terms or at the removal of the inspec-
tion contingency.   

 
HOME INSPECTIONS:   The buyer chooses the home inspectors.  All home inspections must be completed 

within the time frames of the contract.   In a sellers’ market or when buying a short sale or a bank owned 
property, it is common for the buyer to conduct inspections prior to negotiating contract terms.  Com-
monly, there is an inspection of the property’s general condition and a termite inspection.  Some people 
also check for radon, lead paint, lead in the water, electromagnetic fields, air quality, etc. 

 
Historic Coast Realty 
www.HistoricCoastRealty.com          Email:  Jan@HistoricCoastRealty.com The Buying Process (Rev.: 9/06/2016): Page # 2 



CLOSING ATTORNEY/TITLE COMPANY:  The closing attorney or title company represents the terms of 
the written contract.  The company does a title search to be sure a clear title can be conveyed.  They take 
care of the survey, prepares and records the deed, collect and distribute the funds and pays off the sellers’ 
mortgages.  The buyer chooses the closing attorney or title company.  Both the buyer and the seller pay 
their share of settlement company’s fees.  

 
HAZARD INSURANCE:  It is important that the seller keeps their home owners insurance policy until sev-

eral days after settlement.  The seller legally owns and is responsible for the property until the settlement 
company has the transaction recorded in the courthouse.  This usually takes a few days.  It is recommend 
that you not cancel you policy until after recordation. 

 
TERMITE INSPECTION:  It is the contract that states who pays for the inspection, the extermination and 

for repair of any termite damage.  Typically, the buyer orders the termite inspection of the property and 
the seller exterminates termites if they are found.  Remember, every house either has, has had, or will have 
termites. 

 
SELECT A MOVING COMPANY:  Arrange for a moving truck:  Jan can refer you to local moving compa-

nies.  Keep in mind, if your settlement is during the last week of the month; make arrangements with the 
moving company early because this is their busiest time. 

 
CONTACT UTILITY COMPANIES:  Financially, the buyer owns the house on the day of closing and is re-

sponsible for the utility bills as of that day even if closing occurs at 11 PM.  Both the buyer and the seller 
need to notify the utility companies a few days prior to the closing day.  This can be done either by phone 
or online.  Do not have the water, gas or electricity turned off.  Just be sure it is in the correct name as of 
the day of settlement.  The water company will require the name and address of the settlement company 
since the settlement company will be the ones paying the final water bill.  The water company also re-
quires a final water meter reading.  Some meters are outside and read by the water company.  Others are 
inside and will need to be read by either the buyer or seller on the day of settlement.  Usually it is the buy-
er that reads the meter during their final walk through. 

 
THE FINAL WALK-THROUGH/PRE-SETTLEMENT INSPECTION:  In most real estate sales contracts 

the buyer is entitled to a final walk-through of the property a day or two prior to closing to ascertain that 
the property is still in substantially the same condition as it was at the date of contract ratification and/or 
to see if items requiring repair have been repaired as per agreement by the parties.   

 
ARRANGE FOR CLOSING and NOTIFICATION TO SELLER’S LENDERS:  Historic Coast will make 

arrangements for the settlement and notify everyone of when and where to go.   It is important that your 
current lenders be notified that the loans will be paid in full at settlement.  Sometimes they want to be 
informed at least 30 days or more prior to settlement. 

 
WHAT TO TAKE TO CLOSING:  Your Drivers License:  The closing company is required to prove you are 

who you say you are.  You may also want to take your bank account information so the closing company 
can wire your fund to your account directly.  Arrangements for this can be made ahead of time, too. 
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CLOSING:  The time to “settle the deal.”  Settlement, sometimes called CLOSING or CLOSING OF  
 ESCROW, is the time at which the buyer and the seller of the property settle-up all the terms of the 

contract and the deal is closed.  The buyer pays the money and signs the mortgage papers and the 
seller hands over the keys.  Settlement is usually set within 30-60 days from the ratification date of 
the contract.  However, it can be any date that is agreed to by all parties so long as there is enough 
time to do the title work and obtain the mortgage.  Closing usually takes about 45 minutes to an 
hour but can take as long as three hours should unforeseen issues develop.   

 
AT CLOSING: 
 The balance of your mortgage will be paid in full.  You will sign a deed transferring the property into 

the buyer’s name.  You review and approve the closing statement:  This form details all the charges 
and credits to the buyer and seller.  You will give the keys and garage door openers to the Buyer and 
you will receive the proceeds of the sale.  Closing is a happy time and a time to celebrate. 

 
THE MOVE:  BEST OF LUCK, LOVE & JOY IN YOUR NEW HOME! 
 
REFERRALS FOR HISTORIC COAST REALTY, INC.:  Real Estate is a business of referrals!  The 

best way to say thank you to US is to refer US to all your friends and family.  We can assist them 
locally or help find a Realtor with her values and same high professional standards to help them 
around the world.  Thank you for thinking of Historic Coast Realty, Inc. when you think of Real 
Estate.  We are never too busy for one of your referrals. 
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