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1. Prepare to Buy 
 Begin process only when you’re ready to make a purchase 
 Resolve issues…including, but not limited to: 

 When do you need to be settled? 
 Who else needs to be involved in the decision?  
 Does your job play a part in the decision to move? 
 If renting, does your current lease need to be reviewed? 
 If already owning, should you buy first or sell first?  

 Make sure all parties involved are committed 
 Define your financial strengths and weaknesses 

2. Meet with a Real Estate Agent 
 Ask about agent’s experience, affiliations, and designations 
 Select and work with only one agent 

 Ask about Buyer Agency 
 Gain understanding of representation for your specific transaction 
 Sign a buyer representation agreement that outlines your rights and responsibilities 

 Have the agent define and explain the buying process 
 Help your agent get to know you, your needs and your lifestyle 

 Consider inviting them to your home 
 Ask a lot of questions 

 If you’re considering new construction, let your agent know so he/she can help 

3. Establish Price Range and Financing 
 Obtain a pre-approval letter 
 Research and understand various financing options and their associated risks. Examples 

include, but are not limited to:  
 Fixed-rate mortgages 
 Adjustable-rate mortgages (ARMS) 
 Interest-only loans 
 FHA/VA loans 
 Balloon mortgages 

 Watch the Financing Bonus Feature on the 8 Steps to Buying a Home DVD for more details 
 Use the Lender Questionnaire document provided on this DVD when interviewing lenders 

4. Determine Your Housing Requirements 
 Begin by examining your lifestyle and dominant motivations 

 Motivations: Achievement, Pride, Family, Security, Convenience, Comfort,  
Independence, Privacy, Love, Self-fulfillment, Social Acceptance/Friendship, 
Status/Recognition 

 Lifestyle Descriptors: Busy, Adventure, Travel, Entertain, Relaxing, Animal Lover, 
Gardener, Workaholic, etc. 

 Translate your motivations to the physical requirements of the home 
 Physical Requirements: #Bedrooms, #Baths, Yard, Location, Proximity to Amenities, 

Fireplace, Basement, etc. 
 Remember: you ultimately buy according to how you will feel in the home  

8 Steps to Buying a Home 
Buyer Checklist 
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5. Start House Hunting 
 Use technology to define your search 
 Preview homes via the Internet at sites such as:  

 Your agent’s company site, MLS online and  
 Experience homes using online virtual tours  

 Your agent will arrange showings 
 Imagine yourself living in the home 
 Mentally place furniture and family in rooms 
 Discuss your reactions with your agent 

 Don’t expect perfection with existing real estate; focus on permanent features and 
characteristics 

 If you find a house that feels right, make your decision sooner than later 
 If you choose to buy the house, hire a private inspection company to evaluate it 

6. Complete the Purchase Agreement 
 Your agent will serve as an advisor during this process; you ultimately make final decisions on 

elements of the agreement. 
 The goal is to reach agreement and purchase the home; aim for a win-win transaction 
 Read and understand the elements of your purchase agreement: 

 Earnest money 
 Personal property and fixtures 
 Price 
 Time: closing and possession dates 
 Financing terms 
 Other conditions (i.e. contingencies) 
 Taxes, assessments and escrow 

 Remember: quality real estate will command market value. Don’t make a low offer for homes 
priced at or near market value.  

7. Present and Negotiate the Purchase Agreement 
 Know the sellers options 

 Accept your offer 
 Reject your offer 
 Counter offer 
 If multiple offers, they may select a competing agreement 

 Negotiate only the items that are most important  

8. Close the Sale 
 Work with agent and lender to provide all necessary items…including, but not limited to: 

 Credit report 
 Appraisal 
 Income and deposit verification 
 Finalize loan approval 
 Inspections 
 Title search 
 Homeowners insurance 
 Moving arrangements 

 Pay the balance of down payment and closing costs 
 Receive the keys to your NEW HOME! 

Buyer Checklist [cont.] 
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Print out and use when meeting with potential lenders. 
 

1. How many loans do you write each month? 

2. How long have you and your processor worked together? 

3. How is your working relationship with your underwriter? 

4. What type of loans do you offer? 

5. What is your current interest rate for a 30-year fixed load? What other loan 
programs do you offer and recommend? 

6. What are the total application fees? How much for the credit report, appraisal fee, 
and origination fee? 

7. Will I receive a good faith estimate with all the closing costs itemized? 

8. Will mortgage insurance be charged? 

9. Can I float the interest rate and/or lock it in? What will it cost to lock the interest 
rate and how long will it last? 

10. Can I prepay the loan without a prepayment penalty? 

11. When will my first payment be due? 

12. How much money will need to be set aside to start my escrow accounts? 

13. How long will it take for my loan to be approved? 

14. When are payments considered late, what is the penalty? 

15. Who should be contacted if I have questions? 

Lender Questionnaire 









What is Dual Agency: Why Buyers & 

Sellers Should Avoid it 
April 10, 2017 by Bill Gassett 22 Comments 
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How Does Dual Agency 

Work? 
One of my duties as a real estate agent is to explain 
how agency law works in Massachusetts. In fact, I 
am required by law to explain agency law at my first 
meeting with a prospective buyer or seller client. 
Real Estate agents can essentially do one of three 
things; represent a seller, a buyer or both. 

When a real estate agent represents both parties 
in a real estate transactions, it is what’s known 
as dual agency. Over the years many buyers and 
sellers have asked me how dual agency works. They 

are asking for a good reason – it can be extremely confusing to laymen. Unfortunately, many real 
estate agents don’t explain it properly either which makes things even more difficult. 

Most people recognize the benefits of working with an exceptional real estate agent. You get a 
representative that fights for your best interests, helping you seek your real estate goals while 
protecting you from situations that would be detrimental. From finding the perfect house to negotiating 
the price, negotiating the home inspection and closing the deal, your agent is there for you. 

Unfortunately, it is possible to wind up with an agent that is legally prohibited from looking out for you 
and representing your interests as a fiduciary. With dual agency – when the agent represents both 
buyer and seller – the agent can’t push for what is best for you or the other client. 

The agent collects twice the commission but does almost none of the specific work of a seller’s agent 
or buyer’s agent. Dual agency only benefits the agent and should be avoided at all costs if you want a 
positive buying or selling experience. 

If you do an online search for “what is dual agency” or “how does dual agency work” you are 
bound to see some articles from real estate agents saying dual agency is perfectly fine. Do you know 
why a real estate agent would ever tell anyone that dual agency can be done with no problem? In a 
word GREED! 

Who wouldn’t want to get paid a double commission? There are a lot of hands going up in the room. 
The problem is dual agency benefits nobody but the real estate agent! 



This is kind of like the real estate agent who says an open house is 
needed to sell a home. Wrong! It is an archaic form of marketing that 
benefits the agent far more than the client. It puts the owners home in 
danger of theft, all for the chance for the agent to score clients for other 
properties or double side a deal. 

Dual Agency – A Departure From 

The Duties Of A Realtor 
 

In a standard relationship with a Realtor, you can expect many benefits for agreeing to pay a fee for 
professional help. You know that your agent will be beholden to you in all aspects of the transaction. 
He or she will listen to what you have to say, giving you the final word on the decisions that are made. 

Your Realtor will keep your information confidential, and be accountable to you as the buying or 
selling process progresses. He or she will also disclose all the information that is relevant to you as a 
client. Ultimately, your agent will be loyal to you – seeking to find the best path to what you want as 
an outcome. 

With dual agency, all the standard rules and expectations go out the window. To explain this better let 
me give you the definition of each type of agency. 

Seller’s agent – A seller can engage the services of a real estate agent to act as a seller’s agent in 
the sale of the owner’s property. The agent represents the seller as a client. The agent owes the 
seller client undivided loyalty, reasonable care, disclosure, obedience to lawful instruction, 
confidentiality, and accountability. The agent must put the seller’s interest first and attempt to 
negotiate terms acceptable to their seller client. 

The agent must put the seller’s interest first and attempt to negotiate terms acceptable to their seller 
client. 

Here are what sellers should expect from their listing agent. 
 

Buyer’s agent – A buyer can engage the services of a real estate agent to act as a buyer’s agent in 
the purchase of a property. The agent represents the buyer as a client. The agent owes the buyer 
client undivided loyalty, reasonable care, disclosure, obedience to lawful instruction, confidentiality 
and accountability. The agent must put the buyer’s interest first and attempt to negotiate terms 
acceptable to their buyer client. 

The agent must put the buyer’s interest first and attempt to negotiate terms acceptable to their buyer 
client. 

Here are some things you should expect from a buyer’s agent. 



Dual agent – A real estate agent may act as a dual agent 
representing both the buyer and the seller in a real estate 
transaction but only with the express consent of both parties. 
A dual agent shall be neutral with regard to any conflicting 
interest of the seller and buyer. 

Consequently, a dual agent CANNOT satisfy fully the duties 
of loyalty, full disclosure, obedience to lawful instruction. A 
dual agent does, however, still owe a duty of confidentiality 
of material information and accounting of funds. Written 
consent for dual agency should come from both the buyer 
and the seller. 

Does dual agency sound like anything you would be 
interested in? If I haven’t made it perfectly clear that dual 
agency is the DUMBEST thing ever invented for the real 
estate industry keep reading. 

Designated Seller’s and Buyer’s agent – In 
Massachusetts, designated agency within a real estate firm 
is allowed. Designated agency is when one agent within the 

firm represents the seller and another represents a buyer. Only your designated agent represents 
your interests. A real estate licensee, typically the broker of record, is the one who designates the 
agents to represent separate parties in the transaction. 

In this arrangement, the broker of record becomes a dual agent. Consequently, a dual agent cannot 
fully satisfy the duties of loyalty, full disclosure, and obedience to lawful instruction which is required 
of a seller’s or buyer’s agent. Written confirmation and agreement is mandatory by both a buyer and 
seller in a designated agency relationship. 

With this arrangement each of the parties has representation. 

Representing Both The Buyer And The Seller 

 

With dual agency, the Realtor takes on the role of buyer’s agent and seller’s agent at the same time 
in a specific transaction. A home is for sale. The Realtor offers to sell the home for the seller, while 
also offering to represent a buyer who is interested in the home. 

If the situation seems confusing, that’s because it is. How can a Realtor effectively represent either 
side while also serving the needs of the other? 

You can’t. It is impossible to serve two masters in a real estate transaction who are sitting on the 
opposite sides of the table. 



What makes it even more strange is that there are often laws and regulations that prohibit dual 
agents from doing their duty for either client. The Massachusetts Board of Registration of Real Estate 
Brokers and Salespeople dictates that “a dual agent shall be neutral with regard to any conflicting 
interest of the seller or buyer.” 

So, not only does the basic arrangement of dual agency make it quite difficult to serve the interests of 
either buyer or seller, regulations state that the agent can’t even make the attempt to represent the 
interests of one or the other. 

Participating in dual agency as an agent would be very comparable to an attorney trying to represent 
both a plaintiff and a defendant in a lawsuit. That would work out well wouldn’t it? Being a dual agent 
is the same dam thing! 

During the transaction there are going to be times where one party feels like the other is getting 
preferential treatment. This however, isn’t even the worst of dual agency. 

Here is a good example of how dual agency does not work for either a buyer or a seller: 

I list a home on Main Street for $500,000. I go about marketing the property. Someone calls me from 
seeing it online and asks me to show it to them. I show the buyer the property the home and they 
absolutely love it. The buyer says “Bill I want to make an offer”. I say that’s great. The buyer says “so 
what should I offer?” I say sorry I can’t help you with that, remember I am a dual agent. 

The buyer is on their own. After a few blank stares the buyer says I want to offer $490,000. I then 
take the offer to the seller and they say to me “Bill what do you think?” “Should I give them a counter 
offer and if so what should it be?” My legal response should be “I can’t help you with that as I am a 
dual agent.” 

Legally no party has any proper representation when practicing dual agency. It is a LOSE-LOSE 
situation for both buyer and seller. At $490,000 the buyer could be significantly overpaying for the 
property. They might also be underpaying as well. Nobody has any guidance. One of these parties 
could be making a big mistake. In this situation, the only person making out is the real estate agent. 

This is just one example of how dual agency sucks for both the buyer and the seller. And just think 
the transaction is just getting started. 

Want more examples of how dual agency is a horrible arrangement is a real estate 
transaction? Take a look at some of the questions below a dual agent cannot answer. 

• How much is the property worth? 
• Is the Zillow Zestimate accurate on the home? 
• What should I offer for the home? 
• What should my counter offer to the buyer be? 
• Is there anything in close proximity to the property that could impact the market value? 
• Is there a sex offender living near the home? 
• What repairs or concessions should I ask for from the home inspection? 



• Are the buyer’s repair requests reasonable? What should I agree to fix? 
• What happens if I need to dispute a low home appraisal? Who will help me? 

When purchasing a home, not having a buyer’s agent is foolish and could cost you lots of money. The 
same can be said of not having representation as a seller. 

One of the major reasons a buyer or seller hires a real estate agent is to get solid counseling 
and advice from an expert. When you agree to dual agency you can kiss that luxury good bye. 

Improper Handling of Dual Agency 
Now that you have a firm grasp of why dual agency is so bad for 
consumers, let me tell you what happens ILLEGALLY everyday in 
the world or real estate. There are thousands upon thousands of 
real estate agents who don’t follow the law. 

Many agents will do as they please and give advice to one party or 
the other throughout the transaction. One day they could be acting 
as a sellers’ agent and the next day the buyer’s agent. 

For example, do you know how many times agents illegally give 
both the buyer and seller advice on an offer? A ton! From the agents 
perspective, all they care about is consummating the deal in order to 
get paid DOUBLE. Realtors are supposed to follow a strict code of 
ethics but many choose not to. 

If you are lucky and the agent likes you, they might even show you 
some favoritism. Kind of a horrible arrangement to be wondering 

whether today is the day you will be favored or not! 

Folks this happens every day and all for the ability for the agent to make double the money in a 
transaction. 

A Harmful Arrangement 
If you are wondering why dual agency even exists, you are not alone. Some states have made the 
practice illegal, but many other states – like Massachusetts – still allow the practice to occur. As a 
buyer or seller, you will gain no benefit from dual agency. In fact, the chances are great you will be 
harmed by it. 

All the benefits you would get from hiring a real estate agent, why you agree to pay their fee, are lost 
when you work with an agent that is representing both you and the other side. You as a client are 
harmed by the practice. 

When you consider that buying or selling a home is probably one of the biggest financial transactions 
of your life, it becomes even more baffling why dual agency is allowed at all. Part of why you are 



hiring a professional real estate agent is because you know that buying or selling a home is a big 
deal, a decision that will affect you for years or even decades. 

It only makes sense to want reassurance that your representative has your best interests at heart. 

Dual Agency Can Happen Under The Radar 
One of the big risks with dual agency is that it can’t control what is being said by the dual agent 
throughout the transaction. Some Realtors may not even consider the damage done to their clients – 
they may only see the doubled paycheck. The chance for dual agency can pop up at pretty much any 
time in the home buying or selling process. 

Are There Any Pros to Dual Agency 
 

If you look online for the pros and cons of dual agency you’re bound to 
see someone a Realtor trying to sell you on dual agency. The title will be 
“the pros of dual agency.” I am going to flat out tell you they are grasping 
at straws. Here are some of the pros of dual agency from the mouth of 
babes: 

1. You will get better communication because there is only one agent 
– Yahoo! With a big grin. Really? 

2. The listing agent will have more information than a buyer’s agent 
would. Ya phone calls or emails are hard to make asking questions. 

3. A dual agent may agree to a lower fee because they have both 
sides of the transaction. OKAY –  that may be true but who is getting the 

discount buyer or seller? Is saving a few dollars worth it for what you give up. I don’t think so! 

There are far more cons to dual agency than any of these potential advantages. 

What About Designated Agency 
Designated agency is when two agents from the same firm are involved in a real estate transaction. 
One agent represents the buyer as a buyer’s agent and the other represents the seller as a seller’s 
agent. 

I have no problem with this arrangement whatsoever, as each party has representation. Some people 
have issues with designated agency because the owner of the company becomes a dual agent 
representing neither party. I say so what! 

How often does the owner of a real estate company get involved with negotiations in a sale? Try 
almost never! Even if they do you would want them to be a neutral party not someone who favors one 
party over another. 



The folks that have a problem with designated agency are usually those who are advocating for firms 
that just do buyer’s agency. 

Designated agency and dual agency are two very different things! 

Insist On A Dedicated Real Estate Agent 
The best way to avoid dual agency is to hire a Realtor from a trusted company in your area and to 
discuss the issue of dual agency before you move forward with any agent. 

You can demand that the agent that you choose not engage in dual agency with you. As long as the 
agent is reputable and honorable, he or she is unlikely to promote dual agency. 

If you are selling a home, you should outright reject dual agency. You should insist that the agent you 
hire is a seller’s agent and that’s it. If the agent has a problem with that then you know you’re dealing 
with someone who cares more about their pocketbook than your best interests. 

You’ve probably guessed already one of my biggest pet peeves as a real estate agent are other 
agents who put their interests ahead of the client. This happens all the time in real estate when 
Realtors push open houses without explaining the drawbacks to homeowners. 

Final Thoughts 

Agency law differs from state to state. It is important to understand how agency law works in your 
state and specifically dual agency. The bottom line is that dual agency offers far more disadvantages 
than advantages to consumers. Make sure you understand any document you are signing when it 
comes to agency. 

Frankly, dual agency should be outlawed in every state. Dual agency = conflict of interest. Real 
Estate agents who practice dual agency dramatically increase their chances of being sued. 

Hopefully, you now understand how dual agency works and why you should avoid it. 

Additional Helpful Information on Dual Agency 

• Facts about dual agency in Massachusetts via Mass.Gov 
• Difference between buyer’s agent and seller’s agent via Maximum Real Estate Exposure. 
• Should I Allow Dual Agency via Kyle Hiscock at Slideshare. 

Use these additional references for even more information on the inner workings of dual agency. 

  

 



 

TIP FROM KAREN: 
The Elusive Return of Earnest Money 

 
 

  

QUESTION: 
Why does it take days, weeks or months to refund my earnest money deposit when it 
took minutes to deposit it? 
 
ANSWER: 
It depends on what the purchase contract states about the earnest money deposit. 
 
In my experience, 99.999999999% of buyers think that the CABR/DABR* 
Contract to Purchase states that if the buyer terminates as provided in the 
contract, the earnest money is returned to the buyer. 
  

NEWS FLASH: 
It does not! 

 
If a buyer wants to avoid a tug of war over earnest money with the seller 
when a buyer terminates as provided in the contract, the buyer needs to 
ensure that the contract contains language that directs the disposition of earnest 
money in the case of termination. If using the CABR/DABR* Contract to 
Purchase, I recommend the following wording be inserted: 
  

Should Buyer terminate Contract as provided by 
Contract, Seller agrees to release Earnest Money to 
Buyer by written release within three (3) days of 
receipt of Buyer’s written Notice of Termination to 
Seller. 
  



 

 
 
 
To prevent a misunderstanding, a buyer should... 
 
read and understand the contract before signing; 
 
ask questions of their Realtor like... 

 Where in the contract does it provide the ability to terminate? 
 What happens to my earnest money deposit should I terminate? 
 What happens to my earnest money deposit should the seller terminate? 
 How is earnest money released? 

This last question is important because under the laws of the State of Ohio 
earnest money can only be released under four (4) circumstances: 

1. Closing of property; 
2. Mutual release signed by buyer and seller; 
3. Court order; or 
4. If provided in the contract, within two (2) years of deposit the funds will be 

returned to the buyer, without further notice to the seller, unless there is 
pending legal action. 

NOTE: If not satisfied with responses from Realtor, consult an attorney 
(preferably one who specializes in real estate and has read and understands 
the specific contract the buyer has signed. 
 
Not from Cincinnati or Ohio? Check with your favorite Realtor for the scoop in your 
neck of the woods. 
 
*CABR/DABR - Cincinnati Area Board of Realtors, Dayton Area Board of 
Realtors 
  
Know more… 
  

Karen Schlosser 

karen@karenschlosser.realtor 
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Escalation Addendum  
A product of the 

CINCINNATI AREA BOARD OF REALTORS®, INC. 
Approved by Board Legal Counsel 

(If not understood, seek legal advice. For real  
estate advice, consult your REALTOR®.) 

 
This Escalation Addendum is made as an integral part of the Contract to Purchase Real Estate dated as 
of ____________________ (the “Contract”) from ________________________________ (“Buyer”) to 
________________________________ (“Seller”) with respect to the property located at 
_________________________________________________________ (the “Real Estate”) and 
supersedes any conflicting provisions in the Contract.  Except as expressly amended or modified by this 
Escalation Addendum, the Contract in all other respects remains the same.  
 

Buyer and Seller further agree as follows: 
 

1. Escalation of Purchase Price.  In the event Seller receives other written, bona fide offers to 
purchase the Real Estate prior to the Contract Acceptance Date which exceed Buyer’s net offer* 
under the Contract, with terms acceptable to Seller, then the Purchase Price under Section 2 of 
the Contract shall automatically increase to an amount equal to the highest net offer* received by 
Seller, plus an additional $ _____________ (the “Escalation Amount”).  In the event there are 
multiple written bona fide offers to purchase the Real Estate that include an escalation provision, 
then the highest offer for the Real Estate, which shall be presented to Seller for acceptance (the 
“Highest Offer”), will be determined by applying the Escalation Amounts for each offering buyer 
until the Cap is reached for all but one remaining prospective buyer. 

 

By way of example only, if, for the Real Estate, Buyer a has a net offer of $100,000 with an 
Escalation Amount of $1,000 up to a $150,000 Cap, Buyer B has a net offer of $100,000 with an 
Escalation Amount of $1,000 up to a $145,000 Cap, and Buyer C has a net offer of $100,000 with 
an Escalation Amount of $1,000 up to a $140,000 Cap, then the resulting Highest Offer after 
applying the Escalation Amounts and the Caps for Buyer A, Buyer B, and Buyer C will be a net 
offer of $146,000 by Buyer A (i.e., the highest Cap of $145,000 for all other buyers, plus the 
Escalation Amount of $1,000 for Buyer A). 

 
2. Cap.  Notwithstanding Section 1 of this Escalation Addendum, the Purchase Price under the 

Contract shall in no event exceed $ _____________ (“Cap”).   
 
In order for this Escalation Addendum to be effective, Seller/Seller’s Agent shall provide the 
Buyer/Buyer’s Agent with the following: (1) a copy of the bona fide offer that reflects the final net 
purchase offer price, in its entirety, signed by the third party who is ready, willing and able to perform on 
the terms of their offer, and (2) a copy of the Contract signed by Seller with only the Purchase Price 
under Section 2 revised according to this Escalation Addendum.   
 

*Net offer means the purchase price for the Real Estate minus any Seller-paid contributions, including, 
but not limited to settlement charges, home warranty and title insurance. 
 

 
Date:   _____________________________ Date:   ________________________________ 
 
____________________________________ _______________________________________ 
Buyer Seller 
 
____________________________________ _______________________________________ 
Buyer Seller 



Buyers get ready to compete 

Posted on April 9, 2019 by Teresa Boardman  

The spring real estate market is competitive. It isn’t at all 

unusual for a home to get offers the day it comes on the market 

or even before. Buyers who must buy in April need to be able to 

compete with other home buyers and win. 
 

Here are a few ways to beat the competition: 

1. Don’t wait for an open house, make an appointment and 

see the home as soon as it comes on the market. 

2. Be willing to look at houses before the weekend. look on 

your lunch hour or in the evening or leave work early. Get to 

the house first. 

3. Have an up-to-date pre-approval letter from a mortgage lender. 

4. work with a lender who is responsive. 

5. Work with a real estate agent who has experience and who is responsive. 

6. Decide ahead of time what your down payment will be. 

7. Remember that if you are asking the seller to pay your closing costs that comes off of their 

bottom line. I have watched many buyers lose out by asking the seller to pay buyer closing 

costs. 

8. Be ready to move. An offer with a closing date months in the future might not be what the 

sellers are looking for. 

9. Be flexible on your closing date. 

10. Low ball offers on houses that were just listed today almost never work out. 

11. Always keep in mind that the current market is not fair or balanced, but it is a seller’s 

market. 

Losing out on a house is not at all unusual. Learn from it and move on to the next opportunity. 

One common mistake is to offer less as a starting point. In a multiple offer situation, the seller 

chooses the highest and best offer rather than negotiating with lower offers. Never assume 

that if you offer X then the seller will counter with Y.  Always be ready for the unexpected 

when dealing with people involved in buying or selling real estate. 

Also, be aware of the fact that the special house you just found is probably going to be found 

by a zillion another home buyers. You won’t be the only interested buyer. 

It is easier said than done but it is important to not get emotionally involved with the real 

estate that you are bidding on. 

There is always another house for sale and who knows the one you end up with could be 

better than the one you lost out on. 



 RESIDENTIAL REAL ESTATE COUNCIL 
 

A NEW WAY TO SHOP FOR HOMES IN A VIRTUAL WORLD 
 

In a year when we’re learning to do so much remotely, 
homebuying is no exception. From going to work to attending 
school, grocery shopping, and even seeing our doctors online, 
digital practices have changed the way we live. 
This year, rather than delaying their home purchases, buyers – 
alongside their trusted real estate professionals – turned to the 
Internet to do more than just a typical home search. In some cases, 
they bought homes without even stepping foot inside. Jessica 
Lautz, Vice President of Demographics and Behavioral Insights at 

the National Association of Realtors (NAR), says: 

“People really didn’t buy houses sight-unseen, traditionally. It’s still not a huge 
number, but it has gone up, and we have definitely seen that trend accelerate.” 

According to NAR, throughout the coronavirus pandemic, one in every 20 homebuyers purchased a 
house sight-unseen. 
How Your Real Estate Agent Will Pave the Way 
Today, real estate professionals are using digital practices to help homebuyers and sellers walk through many 
steps in the process virtually. While following the regulations set forth by the CDC and all local guidelines, this 
year, agents quickly empowered buyers and sellers with virtual tours, 3D floor plans, high-quality photos, 
videos, online open houses, and more. For those who had homebuying and selling needs in 2020, trusted 
advisors made it possible in many markets. 
Here’s a graph showing some of the digital options buyers found most helpful in their searches this year, as 
noted by NAR in the 2020 Profile of Home Buyers and Sellers:

 



 
 
The report also mentions that buyers this year generally searched for eight weeks. Throughout that search, they 
viewed a median of 9 homes, but not all of them were seen in-person. Yahoo Finance notes: 
 

“Buyers viewed five homes online and four homes in-person during the pandemic, 
compared to nine homes in-person in 2019, according to NAR. This was the first year 
NAR asked buyers to specify the number of homes toured virtually.” 

In true 2020 fashion, virtual practices helped buyers safely narrow down their top choices, so they 
didn’t have to unnecessarily walk into more homes than they needed to see throughout the process. Here’s the 
breakdown by region: 

 
 
At a time when health and safety are top priorities, current technology is making it possible for buyers and 
sellers to move their real estate plans forward at their own comfort levels, even through a worldwide pandemic. 
For many, this means buyers no longer have to physically tour every home they want to see, and sellers don’t 
need to open their doors over and over again throughout the process. Safety can come first, and trusted real 
estate professionals are here to help. 

Bottom Line 

If you’re ready to make a move, you may not have to press pause on your plans this season. Reach out to a local 
real estate professional to determine the safe and effective options to buy or sell a home in your area or 
wherever you’re looking to move. 
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RESIDENTIAL PROPERTY DISCLOSURE FORM 
 
 
 
 

Purpose of Disclosure Form:  This is a statement of certain conditions and information concerning the property actually 

known by the owner.  An owner may or may not have lived at the property and unless the potential purchaser is informed 

in writing, the owner has no more information about the property than could be obtained by a careful inspection of the 

property by a potential purchaser.  Unless the potential purchaser is otherwise informed, the owner has not conducted any 

inspection of generally inaccessible areas of the property.  This form is required by Ohio Revised Code Section 5302.30. 
 
 

 
THIS FORM IS NOT A WARRANTY OF ANY KIND BY THE OWNER OR BY ANY AGENT OR 

SUBAGENT REPRESENTING THE OWNER.   THIS FORM IS NOT A SUBSTITUTE FOR ANY 

INSPECTIONS.   POTENTIAL PURCHASERS ARE ENCOURAGED TO OBTAIN THEIR OWN 

PROFESSIONAL INSPECTION(S). 
 
 

 
Owner’s Statement:  The statements contained in this form are made by the owner and are not the statements of the 

owner’s agent or subagent.  The statements contained in this form are provided by the owner only to potential purchasers 

in a transfer made by the owner.  The statements are not for purchasers in any subsequent transfers.  The information 

contained in this disclosure form does not limit the obligation of the owner to disclose an item of information that is 

required by any other statute or law to be disclosed in the transfer of residential real estate. 
 
 
 
 

 
OWNER INSTRUCTIONS 

 
 

Instructions to Owner:  (1) Answer ALL questions.  (2) Report known conditions affecting the property.  (3) Attach 

additional pages with your signature if additional space is needed.  (4) Complete this form yourself.  (5) If some items do 

not apply to your property, write NA (not applicable).  If the item to be disclosed is not within your actual knowledge, 

indicate Unknown. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Owner’s Initials 

Owner’s Initials 

Date 

Date 
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Purchaser’s Initials 

Purchaser’s Initials 

Date 

Date 

 



Owner’s Initials 
Owner’s Initials 

Date 
Date 

Purchaser’s Initials 
Purchaser’s Initials 

Date 
Date 
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STATE OF OHIO DEPARTMENT 

OF COMMERCE 
 

RESIDENTIAL PROPERTY DISCLOSURE FORM 

2013 

 

Pursuant to section 5302.30 of the Revised Code and rule 1301:5-6-10 of the Administrative Code. 
 

TO BE COMPLETED BY OWNER (Please Print) 
Property Address: 

 
Owners Name(s): 

 
Date: , 20 

Owner is is not occupying the property. If owner is occupying the property, since what date: 
If owner is not occupying the property, since what date: 

 

 

THE FOLLOWING STATEMENTS OF THE OWNER ARE BASED ON OWNER’S ACTUAL KNOWLEDGE 
 

 
A) WATER SUPPLY: The source of water supply to the property is (check appropriate boxes): 

Public Water Service Holding Tank Unknown 
Private Water Service Cistern Other    
Private Well Spring  

Shared Well Pond  
 

Do you know of any current leaks, backups or other material problems with the water supply system or quality of the water? Yes 
No If “Yes”, please describe and indicate any repairs completed (but not longer than the past 5 years):    

 

 

Is the quantity of water sufficient for your household use? (NOTE: water usage will vary from household to household) Yes No 
 

 
B) SEWER SYSTEM: The nature of the sanitary sewer system servicing the property is (check appropriate boxes): 

Public Sewer Private Sewer Septic Tank 
Leach Field Aeration Tank Filtration Bed 
Unknown Other  

If not a public or private sewer, date of last inspection: Inspected By: 
 

Do you know of any previous or current leaks, backups or other material problems with the sewer system servicing the property? 
Yes No If “Yes”, please describe and indicate any repairs completed (but not longer than the past 5 years):_   

 

 

Information on the operation and maintenance of the type of sewage system serving the property is available from the 

department of health or the board of health of the health district in which the property is located. 
 

C) ROOF: Do you know of any previous or current leaks or other material problems with the roof or rain gutters? Yes No 
If “Yes”, please describe and indicate any repairs completed (but not longer than the past 5 years):   

 

 

D) WATER INTRUSION: Do you know of any previous or current water leakage, water accumulation, excess moisture or other 
defects to the property, including but not limited to any area below grade, basement or crawl space? Yes No 
If “Yes”, please describe and indicate any repairs completed:    



Property Address_   
 

Do you know of any water or moisture related damage to floors, walls or ceilings as a result of flooding; moisture seepage; moisture 

Owner’s Initials 
Owner’s Initials 

Date 
Date 

Purchaser’s Initials 
Purchaser’s Initials 

Date 
Date  
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condensation; ice damming; sewer overflow/backup; or leaking pipes, plumbing fixtures, or appliances? Yes No 
If “Yes”, please describe and indicate any repairs completed:    

 
 

Have you ever had the property inspected for mold by a qualified inspector? Yes No 
If “Yes”, please describe and indicate whether you have an inspection report and any remediation undertaken:    

 
 

Purchaser is advised that every home contains mold.  Some people are more sensitive to mold than others.  If concerned about 

this issue, purchaser is encouraged to have a mold inspection done by a qualified inspector. 
 

E) STRUCTURAL COMPONENTS (FOUNDATION, BASEMENT/CRAWL SPACE, FLOORS, INTERIOR AND 

EXTERIOR WALLS): Do you know of any previous or current movement, shifting, deterioration, material cracks/settling (other 
than visible minor cracks or blemishes) or other material problems with the foundation, basement/crawl space, floors, or 
interior/exterior walls? 

Yes No If “Yes”, please describe and indicate any repairs, alterations or modifications to control the cause or effect of any 
problem identified (but not longer than the past 5 years):   

 
 

Do you know of any previous or current fire or smoke damage to the property? Yes No 
If “Yes”, please describe and indicate any repairs completed:    

 
 

F)  WOOD DESTROYING INSECTS/TERMITES: Do you know of any previous/current presence of any wood destroying 
insects/termites in or on the property or any existing damage to the property caused by wood destroying insects/termites? Yes No 
If “Yes”, please describe and indicate any inspection or treatment (but not longer than the past 5 years):     

 

 

G) MECHANICAL SYSTEMS: Do you know of any previous or current problems or defects with the following existing 
mechanical systems? If your property does not have the mechanical system, mark N/A (Not Applicable). 

YES NO N/A YES NO N/A 
1) Electrical 8) Water softener 
2) Plumbing (pipes) a. Is water softener leased? 
3) Central heating 9) Security System 
4) Central Air conditioning a. Is security system leased? 
5) Sump pump 10) Central vacuum 
6) Fireplace/chimney 11) Built in appliances 
7) Lawn sprinkler 12) Other mechanical systems 
If the answer to any of the above questions is “Yes”, please describe and indicate any repairs to the mechanical system (but not longer 
than the past 5 years):    

 

 

H) PRESENCE OF HAZARDOUS MATERIALS: Do you know of the previous or current presence of any of the below 
identified hazardous materials on the property? 

 
1) Lead-Based Paint 
2) Asbestos 
3) Urea-Formaldehyde Foam Insulation 
4) Radon Gas 

a. If “Yes”, indicate level of gas if known 
5) Other toxic or hazardous substances 

Yes No Unknown 

If the answer to any of the above questions is “Yes”, please describe and indicate any repairs, remediation or mitigation to the 
property:    

 

 



Owner’s Initials 
Owner’s Initials 

 Date 
Date 

Purchaser’s Initials 
Purchaser’s Initials 

Date 
Date  
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Property Address_   
 

I)  UNDERGROUND STORAGE TANKS/WELLS: Do you know of any underground storage tanks (existing or removed), oil or 

 

 

natural gas wells (plugged or unplugged), or abandoned water wells on the property? Yes No 
If “Yes”, please describe:     

 

 

Do you know of any oil, gas, or other mineral right leases on the property? Yes No 
 

Purchaser should exercise whatever due diligence purchaser deems necessary with respect to oil, gas, and other mineral rights. 

Information may be obtained from records contained within the recorder’s office in the county where the property is located. 
 

J)  FLOOD PLAIN/LAKE ERIE COASTAL EROSION AREA: Yes No Unknown 
Is the property located in a designated flood plain? 
Is the property or any portion of the property included in a Lake Erie Coastal Erosion Area? 

 

K) DRAINAGE/EROSION: Do you know of any previous or current flooding, drainage, settling or grading or erosion problems 
affecting the property? Yes No 
If “Yes”, please describe and indicate any repairs, modifications or alterations to the property or other attempts to control any 
problems (but not longer than the past 5 years):_   

 
 

L)  ZONING/CODE VIOLATIONS/ASSESSMENTS/HOMEOWNERS’ ASSOCIATION: Do you know of any violations of 
building or housing codes, zoning ordinances affecting the property or any nonconforming uses of the property? Yes No 
If “Yes”, please describe:    

 

 

Is the structure on the property designated by any governmental authority as a historic building or as being located in an historic 
district? (NOTE: such designation may limit changes or improvements that may be made to the property). Yes No 
If “Yes”, please describe:    

 
 

Do you know of any recent or proposed assessments, fees or abatements, which could affect the property? Yes No 
If “Yes”, please describe: 

_ 
 

List any assessments paid in full (date/amount) 
List any current assessments: monthly fee Length of payment (years months ) 

 

Do you know of any recent or proposed rules or regulations of, or the payment of any fees or charges associated with this property, 
including but not limited to a Community Association, SID, CID, LID, etc. Yes No 
If “Yes”, please describe (amount)   

 
 

M) BOUNDARY LINES/ENCROACHMENTS/SHARED DRIVEWAY/PARTY WALLS: Do you know of any of the 
following conditions affecting the property? Yes No                                                                                               Yes           No
 
1) Boundary Agreement 4) Shared Driveway 
2) Boundary Dispute 5) Party Walls 
3) Recent Boundary Change 6) Encroachments From or on Adjacent Property 
If the answer to any of the above questions is “Yes”, please describe:    

 

 

N) OTHER KNOWN MATERIAL DEFECTS: The following are other known material defects in or on the property: 
 
 
 

For purposes of this section, material defects would include any non-observable physical condition existing on the property that could 
be dangerous to anyone occupying the property or any non-observable physical condition that could inhibit a person’s use of the 
property. 

 



 

 

Property Address   

 

CERTIFICATION OF OWNER 
 

Owner certifies that the statements contained in this form are made in good faith and based on his/her actual knowledge as of 

the date signed by the Owner.  Owner is advised that the information contained in this disclosure form does not limit the 

obligation of the owner to disclose an item of information that is required by any other statute or law or that may exist to 

preclude  fraud,  either  by  misrepresentation,  concealment  or  nondisclosure  in  a  transaction  involving  the  transfer  of 

residential real estate. 
 

OWNER:    DATE:    
 

OWNER:    DATE:    
 
 

RECEIPT AND ACKNOWLEDGEMENT OF POTENTIAL PURCHASERS 
 

Potential purchasers are advised that the owner has no obligation to update this form but may do so according to Revised Code Section 

5302.30(G).  Pursuant to Ohio Revised Code Section 5302.30(K), if this form is not provided to you prior to the time you enter into a 

purchase contract for the property, you may rescind the purchase contract by delivering a signed and dated document of rescission to 

Owner or Owner’s agent, provided the document of rescission is delivered prior to all three of the following dates:  1) the date of 

closing; 2) 30 days after the Owner accepted your offer; and 3) within 3 business days following your receipt or your agent’s receipt 

of this form or an amendment of this form. 
 

Owner makes no representations with respect to any offsite conditions.  Purchaser should exercise whatever due diligence 

purchaser deems necessary with respect to offsite issues that may affect purchaser’s decision to purchase the property. 
 

Purchaser  should  exercise  whatever  due  diligence  purchaser  deems  necessary  with  respect  to  Ohio’s  Sex  Offender 

Registration and Notification Law (commonly referred to as “Megan’s Law”).  This law requires the local Sheriff to provide 

written notice to neighbors if a sex offender resides or intends to reside in the area.  The notice provided by the Sheriff i s a 

public record and is open to inspection under Ohio’s Public Records Law.  If concerned about this issue, purchaser assumes 

responsibility to obtain information from the Sheriff’s office regarding the notices they have provided pursuant to Megan’s 

Law. 
 

Purchaser should exercise whatever due diligence purchaser deems necessary with respect to abandoned underground mines. 

If concerned about this issue, purchaser assumes responsibility to obtain information from the Ohio Department of Natural 

Resources.   The Department maintains an online map of known abandoned underground mines on their website at 

www.dnr.state.oh.us. 
 

I/WE ACKNOWLEDGE RECEIPT OF A COPY OF THIS DISCLOSURE FORM AND UNDERSTAND THAT THE 

STATEMENTS ARE MADE BASED ON THE OWNERS ACTUAL KNOWLEDGE AS OF THE DATE SIGNED BY 

THE OWNER. 
 

My/Our Signature below does not constitute approval of any disclosed condition as represented herein by the owner. 
 

PURCHASER:    DATE:    
 

PURCHASER:    DATE:    
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This is not a state mandated form.  This form has been developed by the Ohio Association of REALTORS® for use by REALTORS® assisting owners in 
the sale of residential property.  The exemptions noted above are not a complete list of the transfers exempt from the Residential Property Disclosure 
Form requirement.  All exempted transfers are listed in ORC § 5302.30(B)(2).  The Ohio Association of REALTORS® is not responsible for the use or 
misuse of this form. 

© Copyright Ohio Association of REALTORS® 2012 

 
Ohio Association of REALTORS® 

Residential Property Disclosure Exemption Form 
 
To Be Completed By Owner 
Property Address: 
 

 
Owner’s Name(s): 
 

 
Ohio law requires owners of residential real estate (1-4 family) to complete and provide to the 
buyer a Residential Property Disclosure Form disclosing certain conditions and information 
concerning the property known by the owner.  The Residential Property Disclosure Form 
requirement applies to most, but not all, transfers or sales of residential property. 

Listed below are the most common transfers that are exempt from the Residential Property Disclosure Form requirement.   

The owner states that the exemption marked below is a true and accurate statement regarding the proposed transfer: 

 (1) A transfer pursuant to a court order, such as probate or bankruptcy court; 
 (2) A transfer by a lender who has acquired the property by deed in lieu of foreclosure; 
 (3) A transfer by an executor, a guardian, a conservator, or a trustee; 
 (4) A transfer of new construction that has never been lived in; 
 (5) A transfer to a buyer who has lived in the property for at least one year immediately prior to the 

sale; 
 (6) A transfer from an owner who both has inherited the property and has not lived in the property 

within one year immediately prior to the sale; 
 (7) A transfer where either the owner or buyer is a government entity. 

ALTHOUGH A TRANSACTION MAY BE EXEMPT FOR THE REASON STATED ABOVE, THE OWNER MAY STILL HAVE A LEGAL 

DUTY TO DISCLOSE ANY KNOWN LATENT DEFECTS OR MATERIAL FACTS TO THE BUYER. 

OWNER’S CERTIFICATION 

By signing below, I state that the proposed transfer is exempt from the Residential Property Disclosure Form 
requirement.  I further state that no real estate licensee has advised me regarding the completion of this form.  I 
understand that an attorney should be consulted with any questions regarding the Residential Property Disclosure Form 
requirement or my duty to disclose defects or other material facts. 

Owner: Date: 

Owner: Date: 
 

BUYER’S ACKNOWLEDGEMENT 

Potential buyers are encouraged to carefully inspect the property and to have the property professionally inspected.  
Buyer acknowledges that the buyer has read and received a copy of this form. 

Buyer: Date: 

Buyer: Date: 
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                 Lead-Based Paint Disclosure 

                Housing Sales 
                           A product of the 

                                 CINCINNATI AREA BOARD OF REALTORS®, INC. 

                                Approved by Board Legal Counsel 

                                  (If not understood, seek legal advice. For real 

                                  estate advice, consult your REALTOR®.) 
 

Property Address__________________________________________________________________________ 

 

LEAD WARNING STATEMENT 
 

Every buyer of any interest in residential real property on which a residential dwelling unit was built prior to 

1978 is notified that such property may present exposure to lead from lead-based paint that may place young 

children at risk of developing lead poisoning.  Lead poisoning in young children may produce permanent 

neurological damage, including learning disabilities, reduced intelligence quotient, behavioral problems, and 

impaired memory.  Lead poisoning also poses a particular risk to pregnant women.  The seller of any interest in 

residential real property is required to provide the buyer with any information on lead-based paint hazards from risk 

assessments or inspections in the seller's possession and notify the buyer of any known lead-based paint hazards.  

A risk assessment or inspection for possible lead-based paint hazards is recommended prior to purchase.    
 Intact lead-based paint that is in good condition is not necessarily a hazard.  See the EPA pamphlet  
"Protect Your Family From Lead in Your Home" for more information. 
 

Seller's Disclosure (Please initial where indicated): 

_______ (a) Presence of lead-based paint or lead-based paint hazards (check one): 
   Known lead-based paint and/or lead-based paint hazards are present in the housing.  (explain) 

  _____________________________________________________________________ 

  _____________________________________________________________________ 
 

   Seller has no knowledge of lead-based paint and/or lead-based paint hazards in the housing. 
 

_______ (b) Records and reports available to the seller (check one): 

   

   Seller has provided the buyer with all available records and reports pertaining to lead-based paint 

 and/or lead-based paint hazards in the housing (list documents below). 

  _____________________________________________________________________ 

   

   Seller has no reports or records pertaining to lead-based paint and/or lead-based paint hazards in  

  the housing. 
 

Buyer's Acknowledgment  (Please initial where indicated): 

_______ (c) Buyer has received copies of all information listed in (b) above. 

_______ (d) Buyer has received the pamphlet Protect Your Family from Lead in Your Home. 

_______ (e) Buyer has (check one below): 

   Received a 10-day opportunity (or mutually agreed upon period) to conduct a risk assessment or 

 inspection for the presence of lead-based paint and/or lead-based paint hazards; or 

   

   Waived the opportunity to conduct a risk assessment or inspection for the presence of lead-based paint 

 and/or lead-based paint hazards. 
 

Agent's Acknowledgment (Please initial where indicated): 

_______ (f) Agent has informed the seller of the seller's obligations under 42 U.S.C. 4852d and is aware of 
his/her responsibility to ensure compliance. 

 

Certification of Accuracy:  The following parties have reviewed the information above and certify, to the best of their 

knowledge, that the information provided by the signatory is true and accurate. 

By:  _____________________________        _____________________________ 

  Seller     Date  Buyer     Date 
  

_____________________________        _____________________________
 

  Seller     Date  Buyer     Date 

  _____________________________        _____________________________

 

  Agent     Date  Agent     Date
 



U.S. Department of Housing 
and Urban Development
Federal Housing Administration (FHA)

 HUD-92564-CN (6/06)

  Why a Buyer Needs a Home Inspection
   
   A home inspection gives the buyer more detailed information about the overall condition of the home  prior         
   to purchase. In a home inspection, a qualified inspector takes an in-depth, unbiased look at your potential           
   new  home to:               

 a a Evaluate the physical condition: structure, construction, and mechanical systems;
aa Identify items that need to be repaired or replaced; and
aa Estimate the remaining useful life of the major systems, equipment, structure, and finishes. 

  
  
  Appraisals are Different from Home Inspections

  An appraisal is different from a home inspection. Appraisals are for lenders; home inspections are for buyers.         
  An appraisal is required to:

 aa Estimate the market value of a house;
aa Make sure that the house meets FHA minimum property standards/requirements; and
aa Make sure that the property is marketable.

  
  FHA Does Not Guarantee the Value or Condition of your Potential New Home

If you find problems with your new home after closing, FHA can not give or lend you money for repairs, 
and FHA can not buy the home back from you. That is why it is so important for you, the buyer, to get 
an  independent home inspection. Ask a qualified home inspector to inspect your potential new home 
and give you  the information you need to make a wise decision.

Radon Gas Testing 

The United States Environmental Protection Agency and the Surgeon General of the United States have 
recommended that all houses should be tested for radon. For more information on radon testing, call the 
toll-free National Radon Information Line at 1-800-SOS-Radon or 1-800-767-7236.  As with a home inspection, 
if you decide to test for radon, you may do so before signing your contract, or you may do so after signing the 
contract as long as your contract states the sale of the home depends on your satisfaction with the results of 
the radon test.

Be an Informed Buyer 

It is your responsibility to be an informed buyer. Be sure that what you buy is satisfactory in every respect. You 
have the right to carefully examine your potential new home with a qualified home inspector.  You may 
arrange to do so before signing your contract, or may do so after signing the contract as long as your contract 
states that the sale of the home depends on the inspection. 

For Your Protection:  
Get a Home Inspection 

OMB Approval No:  2502-0538
(exp. 07/31/2009)

CAUTION

CAUTION
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_____________________________________________________________________________________________________________________________________________ 
 

Exclusive Buyer/Tenant Agency Contract 
A product of the  

CINCINNATI AREA BOARD OF REALTORS® 
For exclusive use by REALTORS®. 

This is a legally binding contract for use in Ohio. 
If not understood, seek legal advice.  For real estate advice, consult a REALTOR®.                                      

 

 
1. TERM OF AGENCY:   This Exclusive Buyer/Tenant Agency Contract (“Contract”) is made and entered into by and between 
______________________________________________ (“Client”), and ______________________________________________ 
(“Broker Firm”) as Client's representative ("REALTOR®") and grants REALTOR® the exclusive right and authority to locate real 
property and to negotiate on behalf of Client for the purchase, exchange or lease of real property (“Real Estate”) identified during the 
term of this Contract, which shall begin on ______________________________________ and shall continue until midnight on 
______________________________________ (“Expiration Date”).  The term REALTOR® shall include, without limitation, the 
Broker Firm and/or the Broker Firm’s appointed licensees. Client agrees to delegate to REALTOR® the authority to appoint other 
licensees within the brokerage to represent Client’s interest.  If an appointment is made, Client will be notified at the time of the 
appointment.  Client has the right to veto the appointment of any other licensee.   
  

2. REALTOR'S® ROLE/AUTHORIZATION:  At all times, REALTOR® shall be governed ultimately by the state real estate 
licensing law, the regulations of the state real estate commission, and all other laws applicable to real estate brokers and salespersons.  
REALTOR® shall make a diligent attempt to identify Real Estate suitable for Client, based upon criteria provided by Client to REALTOR®, 
but may not have information on all real estate available that would meet Client’s criteria and/or be subject to this Contract and shall assist 
Client in negotiating, contracting, purchasing, leasing or otherwise acquiring Real Estate and shall monitor contract and closing deadlines.  
Client hereby authorizes REALTOR®  to disclose to Seller/Lessor the Client's ability to purchase, exchange or lease said Real Estate. 

  

3. CLIENT’S ROLE:  The Client shall work exclusively with the REALTOR® for the purchase, exchange or lease of real estate 
and will immediately identify themselves as a Client of the REALTOR® at any time when communicating with or viewing real 
property, such as (but not limited to) attending an open house, visiting a builder’s model home or construction site, talking with a “for 
sale by owner” or to any other licensee during the term of this Contract.   
 
4. CLIENT’S INVESTIGATIONS:  Client acknowledges that REALTOR® makes no representations or warranties with regard to 
conditions located inside or outside the boundaries of the Real Estate, including but not limited to, physical defects or conditions, crime 
statistics, registration of sex offenders, noise levels (i.e. airports, interstates, environmental), local regulations/development or any other 
issues that may be of relevance to Client, and Client assumes sole responsibility for researching such conditions.  Client shall rely solely 
on Client's own inspections, research, assessment and inquiry with local agencies and shall not rely on REALTOR®.  REALTOR® 
makes no warranties with regard to municipality and zoning, school district or use of the Real Estate, and Client assumes sole 
responsibility for researching the foregoing conditions.  Client acknowledges that Client has the sole responsibility for conducting 
investigations of these conditions and the use of the Real Estate to verify that the Real Estate is suitable for Client‘s intended use.   
 

5. COMPENSATION OF REALTOR®:    Upon Client’s execution of the Contract, Client agrees to pay, and REALTOR® 
acknowledges receipt of a retainer fee of $ _________________ as compensation for initial professional counseling, consultations and 
research.  Said fee is non-refundable, but       shall be credited       shall not be credited against any compensation of REALTOR® 
due and payable.  Exception: ___________________________________________________________________________________.   
 

The Client agrees to compensate the REALTOR® as provided below if the Client, or any party acting on behalf of the client, during 
the Contract term (or within _________ days after the Expiration Date with regard to Real Estate shown by REALTOR®), purchases, 
exchanges or leases or agrees to purchase, exchange or lease Real Estate.   

 

$ ______________ or ________ month(s) rent   
 

$ ______________ or ________ % of the purchase price  
 

Other ________________________________________________________________________________________  
 

Client agrees to cooperate with REALTOR® and authorizes REALTOR® to secure this payment from Seller/Lessor and/or 
Seller’s/Lessor’s Broker.  If REALTOR® is unsuccessful in obtaining all or part of the fee, Client agrees to pay REALTOR® the 
balance of the fee from the Client’s own funds at closing.  Client understands and agrees that the payment of the REALTOR®’s fee in 
whole or in part by the Seller/Lessor should not be construed to mean the REALTOR® is an agent of the Seller/Lessor. 
 

If the purchase, exchange or lease contract between Client and seller/lessor fails to close or to be executed because of any default on 
the part of Client, with the exception of purchase, exchange or lease contract contingencies, compensation of REALTOR® will not be 
waived, but will be due and payable immediately.   
 

6. OTHER POTENTIAL BUYERS/LESSEES:  Client understands that other potential buyers/lessees may consider, make offers 
on, purchase or lease through REALTOR® the same or similar properties as Client is seeking to acquire. Client consents to 
REALTOR'S® representation of such other potential buyers/lessees before, during and after the expiration of this Contract. 
 
 
 

Buyer’s initials  __________  __________      Date / Time:  _______________________ 

 

  RE/MAX Preferred Group
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7. AFFILIATED BUSINESS ARRANGEMENT DISCLOSURES: An Affiliated Business Arrangement Disclosure  has    has not  
been executed in conjunction with this Contract. 
 

8.  CIVIL RIGHTS: It is illegal, pursuant to the Ohio Fair Housing Law, Division (H) of Section 4112.02 of the Revised Code and 
the Federal Fair Housing Law, 42 U.S.C.A. 3601, as amended, to refuse to sell, transfer, assign, rent, lease, sublease, or finance 
housing accommodations, refuse to negotiate for the sale or rental of housing accommodations, or otherwise deny or make unavailable 
housing accommodations because of race, color, religion, sex, familial status as defined in Section 4112.01 of the Revised Code, 
ancestry, military status as defined in that section, disability as defined in that section, or national origin or to so discriminate in 
advertising the sale or rental of housing, in the financing of housing, or in the provision of real estate brokerage services.  It is also 
illegal, for profit, to induce or attempt to induce a person to sell or rent a dwelling by representations regarding the entry into the 
neighborhood of a person or persons belonging to one of the protected classes. 
 

9. AGENCY:  Client acknowledges receipt of the Consumer Guide to Agency Relationships.   
 

10. SPECIAL STIPULATIONS: _____________________________________________________________________________________ 
 

_____________________________________________________________________________________________________________________ 
 

_____________________________________________________________________________________________________________________. 
 

11.  GOVERNING LAWS: This Contract shall be governed in accordance with the laws of the state of Ohio. 
 

12. SOLE CONTRACT:  This Contract constitutes the entire agreement between the parties hereto, and no oral or implied agreement, 
representation, or understanding shall cancel or vary the terms of this Contract.  Any amendments to this Contract shall be made in 
writing, signed by both parties and copies shall be attached to all copies of this original Contract. This Contract may be executed in 
counterparts, each of which shall be deemed an original, but all of which, taken together, shall constitute one and the same instrument.  
A facsimile or PDF signature shall constitute an original. 
 

13. INDEMNITY BY CLIENT:  Client recognizes that REALTOR® is relying on all information provided herein or supplied by 
Client in connection with the purchase, lease or exchange of Real Estate, and agrees to indemnify and hold harmless REALTOR®, its 
employees, agents and cooperating brokers from any claims, demands, damages, lawsuits, liabilities, costs and expenses (including 
reasonable attorney's fees) arising out of any misrepresentation made herein by Client or because of inaccurate, incomplete 
information provided by Client.  Client acknowledges and agrees that the purchase or lease of Real Estate encompasses many 
professional disciplines and, REALTOR® is not expert in matters of law, tax, financing, surveying, property inspections, structural 
conditions, hazardous materials, engineering, etc. Client acknowledges that he and/or she has been advised by REALTOR® to seek professional 
expert assistance and advice in these and other areas of professional expertise.  In the event REALTOR® provides to Client names of companies or 
sources for advice and assistance, Client additionally acknowledges and agrees that the REALTOR® does not warrant, guarantee, or endorse 
the services and/or products of such companies or sources.   
 

14. CLIENT'S ACKNOWLEDGMENT:  Client acknowledges that seller/landlord or its representative may not treat the existence, 
terms or conditions of any offer as confidential unless there is a confidentiality agreement between Client and the seller/landlord.  
Client acknowledges that any questions regarding legal liability with regard to any provision in this Contract, accompanying 
disclosure forms and addendums (if any) or with regard to Client’s obligations as set forth in a fully executed purchase contract must 
be directed to Client’s attorney.  Client acknowledges that he and/or she has read this Contract and the information contained herein is 
true and accurate to the best of Client’s knowledge and that Client received a copy of this Contract in its completed form on   
_____________________________________________________ (date) at ______________ (time/a.m. or p.m.). 
 

15. SIGNATURES: 
 

______________________________________________________  _____________________________________________________ 
Print Client's Name      Client's Signature / Date / Time 
 

_______________________        ______________________  __________________________________________________ 
Client's Phone                             Client's Phone      Client’s Other Contact Information 
 

______________________________________________________  _____________________________________________________ 
Print Client's Name      Client's Signature / Date / Time 
 

 _______________________        ______________________  __________________________________________________ 
Client's Phone                             Client's Phone      Client’s Other Contact Information 
 
 

REALTOR® Firm:  (Principal) Broker Name ______________________________________________________________________ 
 

Print Contact (Manager) Name  __________________________________________________________________________________ 
 

Print Contact (Agent) Name  ____________________________________________________________________________________ 
 

Agent Contact  ______________________ ______________________ ___________________________________________ 
 Office Phone Other Phone Other Contact Information 
 

Authorized Signature/ Date / Time (“Contract Commencement”)   ___________________________________________________ 

  RE/MAX Preferred Group

 Christine Beresford

  Gary Rossignol

513-777-2402 513-543-2513 gary@garyrossignol.com
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