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What happens when you get a small

group of highly creative people together?

They seek only to excel, exceed, and astonish.

And the result?
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Thank you for the opportunity to show you what I can do to get your home sold!

National statistics and surveys reveal only 22% of home sellers were satisf ied with the agent who helped them 
buy or sell their home.

You will receive nothing but the best quality service from Janet Anderson. I have put together a state-of-the-art real estate 
practice with a team of top quality professionals who are available to service your real estate needs in every capacity.

Do I have satisf ied clients? YES! I survey every client after their real estate transaction, and I am proud to say that my 
clients rave about the fabulous service they receive. 

Janet Andersoncontinually strives to improve the services I provide. And, you’ll get the benef it of my experience, 
including the following:

Advice to Help Your Home Sell Quickly
Not only do you get suggestions for how to prepare your home so that it will show its best, but you’ve  also 
received in your package tips on how to price your home appropriately. In addition, I will give you specif ic 
suggestions to improve the impression your house will make on buyers.

Pros and Cons of Contract Proposals
When I bring the contract proposals to you for your consideration, we will explain them to you and  include 
an estimated-closing-cost statement so that you’ll have all the facts to make a good decision.  During this 
step, I will use our negotiating skills that have helped thousands of sellers get top dollar to help you get top 
dollar for your home, as well.

Process of Selling a Home
I’ll explain the entire selling process so there won’t be any surprises along the way.

When you hear of anyone who would benef it from my services, I’d greatly appreciate you passing along one of my 
business cards. 

Thank You!

Janet Anderson, REALTOR®
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Commonly Asked Seller Questions
How can I  get the highest price for my property?
Your decis ion to sel l  your property  is  one that  we take very ser iously.  I t  is  our goal  to  sel l 
your home in the shortest  amount of  t ime,  at  the highest  pr ice ,  and w ith the fewest  hassles. 
In order to  do that ,  we conduct  an analys is  of  s imilar  propert ies  that  have been placed on 
the market—espec ial ly  those that  have sold.  Based on that  analys is  and the t imeframe you 
establ ish for  sel l ing your property,  we recommend a pr ice for  your property  that  w il l  al low it  to 
be sold in the shortest  amount of  t ime.  

Research shows that  the longer a property  is  on the market  the more dif f icult  it  is  to  sel l . 
In order to  establ ish the proper sel l ing pr ice ,  we prov ide you w ith the informat ion you need, 
which includes the analys is  and other factors to  consider.  Once you l ist  your property w ith us, 
we constantly monitor these market indicators and keep you informed of any pert inent changes.

W hat happens if  I  overprice my property?
1. Many potential buyers won’t look at your property because they assume it is out of their price range.

2 . Comparison shoppers w il l  be encouraged to bid on another property.  In essence,  you are
helping to market  someone else’s  properly  pr iced home.

3. Propert ies  lef t  on the market  for  extended per iods of  t ime become shopworn.

4. Buyers assume that something is wrong with the property or it would have been already sold.

5. Other agents are less  l ikely  to  show your property  to  their  buyers.

How quickly can I  sell  my property?
Of course,  you want to  sel l  your property  quickly,  and that  is  our number-one goal!  The length 
of   t ime your property  is  on the market  is  d irectly  related to the sel l ing pr ice.  I f  a  home is 
not  sel l ing,  the marketplace is  say ing the property  is  not  pr iced properly.  As  you make your 
decis ion to sel l ,  we talk w ith you regarding t imel ines for  sel l ing the property,  and we make 
recommendat ions to you regarding pr ic ing and the factors  that  may inf luence the pr ice.
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How many buyers w ill  look at my property?
We know that  sel l ing is  not  only  an important decis ion,  it  can be an inconvenience to you as 
wel l .  Nothing is  more f rust rat ing than showing a house to a buyer who is  not  ser ious about 
purchasing or  is  f inanc ial ly  incapable of  buy ing your home.

To minimize unnecessary showings ,  we spend a great deal  of  t ime interv iew ing potent ial 
buyers  to  determine their  level  of  interest ,  dreams,  and f inanc ial  abi l i t ies.  This  ensures that  we 
only  show your property  to  people who are t ruly  looking for  your t ype of  house and that  they 
are able  to  af ford it  should it  meet  their  needs.  By spending this  ext ra t ime w ith buyers ,  we 
show your property  to  fewer people,  but  exper ience has shown that  they are better  prospects 
and more l ikely  to  purchase your home.

How long w ill  it  take to sell  my home?
There is  no easy answer.  Some homes sel l  in a few days ,  others  may take several  months. 
Recogniz ing the key factors  inf luenc ing a sale  can g ive you s ignif icant control  over  market 
t ime.  The proper balance of  these factors w il l  expedite  your sale:

Locat ion - Locat ion is  the s ingle  greatest  factor  af fect ing value.  Neighborhood des irabil it y  is 
fundamental  to  a property ’s  fair  market  value.  Other factors  such as t raf f ic  patterns and the 
condit ion and t ype of  neighbor ing and nearby propert ies  w il l  also af fect  your home’s  value.

Compet it ion - Buyers  compare your property  against  compet ing propert ies .  Buyers  interpret 
value based on available propert ies .

Timing - The overal l  real  estate  market  in your geographic area may ref lect  a sel ler’s  market 
or  a buyer’s  market.  Market  condit ions cannot be manipulated;  an indiv idual ly  tailored 
market ing plan must  be developed accordingly.

Condit ion - Property  condit ion af fects  pr ice and speed of  sale.  Opt imiz ing physical 
appearances and advance preparat ion for  market ing max imizes value.

Terms - F lex ible  f inanc ing and broader market  w il l  br ing a quicker sale  and higher pr ice. 
Terms st ructured to meet  your object ives  are important to  successful  market ing.

Pr ice -  I f  the property  is  not  properly  pr iced,  a  sale  may be delayed or  even prevented.  Janet 
Anderson & Company’s  comprehensive market  study w il l  consult  and ass ist  you in determining 
the best  poss ible  pr ice for  your home.



Homeowners who attempt to sell their homes without the assistance of a real estate 
professional generally do so for only one reason: to avoid pay ing a commission fee. 

Is it worth it? Only the homeowner can answer that, but experience has shown that many 
For Sale By Owners f ind that it’s not. In fact, 91% of For Sale By Owners eventually end up 
listing with a Realtor®. 

Before making a costly mistake, consider these benef its that you receive from working 
with a  trained real estate professional.

A Advertising: The broker pays all the advertising costs.

B Bargain: Research shows that 77% of sellers felt their commissions were “well spent.”

C Contract Writing: The Realtor can supply standard forms to speed the transaction.

D Details: A Realtor frees you from handling the many details of selling a home.

E Experience and Expertise: In marketing, f inancing, negotiations, and more.

F Financial Know-How: A Realtor is aware of the many options for f inancing the sale.

G Glossary: A real estate professional understands and can explain real estate lingo.

H Homework: A Realtor will do homework on how to best market your home.

I Information: If you have a real estate question, a Realtor will know (or can get) the answer.

J Juggle Showings: A Realtor will schedule and handle all showings.

K Keeps Your Best Interests in Mind: It’s a Realtor’s job.

L Laws: A real estate professional will be up to date on real estate laws that affect you.

M Multiple Listing Service (MLS): The most effective means of bringing together buyers and sellers.

N Negotiations: A Realtor can handle all price and contract negotiations.

O Open Houses: A popular marketing technique.

P Prospects: The broker has a network of contacts who can produce potential buyers.

Q Qualif ied Buyers: Avoid opening your home to “curiosity seekers.”

R Realtor: A member of the National Association of Realtors (NAR) who subscribes to a strict code of ethics.

S Suggested Price: The Realtor will do a market analysis to establish a fair-market price range.

T Time: One of the most valuable resources in a Realtor.

U Unbiased Opinion: Most owners are too emotional about their homes to be objective.

V V.I.P.: That’s how you’ll be treated by your Realtor.

W Wisdom: A knowledgeable Realtor can offer the wisdom that comes with experience.

X X Marks the Spot: A Realtor is right there with you through the f inal signing of papers.

Y Yard Signs: A Realtor provides a professional sign, encouraging serious buyers.

Z Zero-Hour Support: Selling a home can be an emotional experience. A Realtor can help.

Benefits of Having a Realtor
From A-Z
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Selling a home can be an exciting process, especially with the right agent. Here are a few 
tips on how to make the best choice:

Ask for Recommendations
A great source for recommendations are people who have recently sold a home in your area. Keep an eye out 
for Realtor signs around houses for sale in your neighborhood. Also, ask the manager at a local real estate 
off ice. He or she can recommend an agent who specializes in your type of property and community.

Narrow Your Search
Ask yourself, “Do you trust the individual?”, “Could you have a solid working relationship with the individual?” 
You’ll be working intimately with the agent through the duration of your home’s sale. Does the agent make 
you feel comfortable?

Ask the Agent Questions
Additional questions that may be asked include, “Where is the agent’s primary market concentration?”, “What 
is the average price range?”, “What services does the agent provide for his or her fee?” Agents with higher 
fees may offer more selling mediums, resulting in a higher selling price. “How would he or she establish the 
price and promote your home?” Each agent would execute the sale differently. “What promotional tools are 
relied on?” “Is the agent a member of the MLS (Multiple Listing Service)?”

After the Agent Has Visited Your Home, Visit His or Her Off ice
After having a look around, “Is the off ice professional, attractive, and well-organized?”, “Does it offer 
accessibility to meet your specif ic needs?”

At the Conclusion of the Interv iewing Process
If you are unsatisf ied with the agent’s plan or personality, thank the agent for his or her time, and repeat the 
process with another agent. If you are happy with the agent, make the commitment to yourself to stick with 
him or her, for it can be time-consuming to switch agents. In addition, it may leave a negative impression 
upon your home.
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Myth #1
“D iscount” brokers can do an adequate job sel l ing real  estate.

Reality
Promot ional  costs  such as photographs,  brochures ,  newspaper ads,  MLS insert ion fees , 
pr int ing,  d irect  mail ,  personal ly  d ist r ibuted newsletters ,  profess ional  support  staf f, 
Web-site maintenance and fees, signs, and more are paid for by a full-service, full-fee agent.

Ask yourself:
   “Wil l  the d iscount broker of fer  a complete market ing campaign?”
   “Does the d iscount broker have a staf f  to  personal ly  at tend to your spec if ic  needs?”
   “Does he or  she have a proven t rack record of  success ,  or  is  he or  she using the  
    d iscounted commission to w in our business?”
   “Does he or  she have the expert ise  to  guide you through problems that  may develop 
    dur ing the clos ing process?”
   “Wil l  the d iscount broker be mot ivated during dif f icult  t imes to go the ext ra mile  for 
    you,  or  w il l  they move on to another deal  that  doesn’t  take so much of  their  t ime?”
   “Your home is  an asset  to  a d iscount broker and makes their  phone r ing.  I f  your 
    home sel ls ,  they lose business.  W hy would they want to  sel l  your home for a 
    d iscounted fee when they can make more sel l ing other propert ies?”

Remember that  you only  pay a commiss ion if  and when your property  sel ls  successful ly.  The supply  of 
buyers  through your home w il l  be very  rest r icted if  market ing is  l imited.
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Myth #2
Janet  Anderson  se l ls  a  lot  of  real  estate .  Perhaps she is  too busy to pay attent ion to my 
l is t ing.

Reality
Just  as  super ior  restaurants are busy at  d inner t ime and superior  doctors  have long 
pat ient  l i s ts ,  her  success in market ing homes provides her  with many more homes to 
se l l .  L ike good restaurants and doctors ,  Janet  has  a  support  system  to  devote the t ime 
and attent ion required to se l l  your property  successful ly .  She bui l t  her  business one 
sat isf  ied customer at  a t ime.  Our goal  is  for  you to be another sat isf  ied customer who 
spreads the word about how wel l  you were treated.

Myth #3
You should se lect  the Realtor  who says they can get  you the highest  pr ice .

Reality
This  is  the o ldest  scam in real  estate:  Tel l  the se l ler  what they want to hear,  act  
exc i ted,  and compl iment the home to get  the l i s t ing.  Then ask for  a pr ice reduct ion in 
a few days—or even a few weeks.  Don’t  buy into that .  Ins ist  on a wri t ten,  wel l-
researched market  analys is .  Se lect  your Realtor  based on credent ia ls  and track record,  
and then use market data to decide on price.

Never Select An Agent Based On T he P r ice T hey Recommend!

Call Janet Anderson
She w ill prov ide you the information you need 

and the help you deserve!

Direct: 225-252-3119
Of f ice: 225-291-1234
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W hat is  a “Real Estate Consultant?”

A real estate consultant invests the time at the beginning of your relationship. As your “trusted advisor,” they 
will meet you at your level and offer the guidance and education that you need to make you comfortable with 
being committed to your real estate decisions.

As your personal real estate consultants, we optimize your experience with the real estate process by adhering 
to the following seven principles:

• We bel ieve that  every man, woman, and child  has d ignit y;  therefore,  we consistently  demonstrate a
deep sense of  empathy.

• We believe that most people feel out of control during the transaction; therefore, we constantly remind
ourselves that people are silently asking to be led.

• We believe communicating with compassion is the greatest way to make an impact; therefore, we
communicate with compassion or we don’t communicate at all.

• We believe the word “service” means to put others ahead of  ourselves; therefore, we always keep others at
the center of our attention.

• We believe that success comes to those who have well-def ined goals and plans to attain them; therefore,
we concentrate on helping people gain focus so that they can take trusted action.

• We believe every person has a hierarchy of trust within every relationship; therefore, we grow to
understand what the highest level of trust is within a deep spiritual base.

• We believe that the development of positive people skills and a hopeful attitude is necessary to truly serve
others; therefore, we have an ongoing program of personal and professional development.

We w ill  be here to help you every step of the way.  We promise:

To handle the detail  work
We w il l  handle every thing including:  mechanical  and termite inspect ions,  t itle  work ,  earnest  money, 
appraisals ,  mortgage work ,  and al l  of  the many details  to  ensure a successful  close.

To stay in touch with you
You w il l  know what is  going on every step of  the way and where we are in the market ing process . 
We w il l  always be access ible  to  you.

To help maintain the property
We can prov ide competent contractors ,  espec ial ly  if  your property  is  vacant or  you are out  of  town.
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Janet Anderson
 Janet Anderson has been a licensed Realtor for 23 years. She is a  Buyer 
Representation Specialist, Graduate of Realtor Institute, Certified 
Residential Specialist, Senior Real Estate Specialist, Seller  Representation 
Specialist, Certif ied Distressed Property Expert, and  Notary Public. Janet 
is a member of the National Association of  Realtors, the Louisiana 
Realtors Association, and the Greater Baton  Rouge Board of Realtors. She 
has been a multi-million dollar  producer since she joined the RE/MAX 
Team in 1998 and has held  either the President’s Club or Executive Club 
award for production  every year.

Janet spec ial izes in Resident ial Real Estate, Commerc ial Real Estate, Mult i-Family Real 
Estate and Relocat ion. She caters to Real Estate in Baton Rouge, Denham Spr ings , 
Watson, Walker, P rair iev i l le , Baker, Zachary, and Port Al len.

Born and raised in Baton Rouge, Janet thoroughly enjoys the r ich culture of the south. 
Before Real Estate, Janet spent 20 years as a legal secretary in corporate, tax banking 
law. Her passion for helping people was the dec iding factor in chang ing careers. Her 
Legal and Notary P ubl ic backgrounds br ing to the table knowledge of the ent ire home 
sel l ing and buy ing process.

Janet married Duane in 2015 and between them they have five adult children and six 
grandchildren. However, it is truly Saint (miniature dachshund) and Angel (greyhound) 
who really run their home! Besides spending time with family, Janet enjoys traveling, 
cooking, and entertaining.

Janet w il l not quit unt il you are completely sat isf ied. With a calm manner she st r ives 
to make the process st ress f ree. She goes wel l beyond the cal l of duty to make sure 
every thing is r ight and every detail is handled profess ional ly. You, the cl ient are the 
most important to her.

Getting To Know 
Janet Anderson
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Market Analysis
The market  analys is  enables  us to  develop a target  market  for  your home that ,  together w ith 
the r ight  pr ice ,  w il l  generate the opt imal  number of  prospects .

To determine your property ’s  fair  market  value,  we:
• Analyze the recent  sales  and current l ist ings w ithin your geographical  area.
• Complete a detailed inspect ion of  the property.

Market ing Strateg ies

Mult iple L ist ing Serv ice (MLS) entry

The MLS is  a database of  al l  the homes for  sale  w ithin this  ent ire  market  and is  maintained 
by part ic ipat ing real  estate  companies.  With MLS entry,  your property  w il l  be exposed to 
thousands of  agents  and their  buyers.
• Full  details  of  your home are entered into the MLS w ithin 48 hours.
• Once entered,  a photo and details  of  your home w il l  be access ible  to  al l  agents in the daily

“hot  sheet” report  of  new l ist ings.
• Our Visual  Tour prov ides panoramic v iews of  the main rooms in your home

Yard Signage, Custom Brochures,  and Brochure-Box Exposure 
An ample supply  of  brochures w il l  be del ivered to your home w ithin 72 hours of  l ist ing.  In 
addit ion,  a brochure box w il l  be instal led on the yard s ign w ith data sheets  that  advert ise 
your home to “dr ive-by buyers.”  On the backs of  al l  of  our brochures we feature a complete 
inventory of  our l ist ings ,  so your house w il l  be advert ised on the brochures of  every  one of  our 
other sel lers’  propert ies .

Direct Mailing Campaign 

By your request ,  we w il l  prov ide “Just  Listed” postcards.  Your home w il l  be announced as the 
market ’s  “new arr ival”  to  the community.  Just  Listed postcards w il l  be sent  to  al l  For Sale  By 
Owner and Expired propert ies  in the area as wel l .
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Open House (by seller’s request)
Promoted wi th  s ignage and advert i sements .  W  hen poss ib le ,  coord inated  wi th  c i t ywide  or  o ther  
major home tours .

Web-Based Promotional Mediums and Unique Internet Web Sites

www.artof  homesel l ing.com - Our main webs i te  inc ludes  handy  features  such as :  facts  about  
today ’s  rea l  es tate  market ;  t ips  to  he lp  you home se l l  qu icker  and add va lue ;  the  ab i l i t y  to  have  
l i s t ing a ler ts  e-mai led  to  you;  and comprehens ive  informat ion to  make the  buy ing and se l l ing 
process  as  smooth as  poss ib le .

www.batonrougehomestoday.com - Janet ’ s  b log wi th  informat ion on buy ing,  se l l ing ,  and owning 
a  home in  the  Baton Rouge area .

www.remax.com - The of f ic ia l  RE /MAX  webs i te  where  you can search for  l i s t ings  and f  ind  
informat ion about  the  f ranch i se .

www.realtor.com ,  www.trul ia .com, and www.zi l low.com  -  Handy webs i tes  that  a l lows you to  
search for  l i s t ings .

www.janetanderson.com - Janet ’s  addit ional personal Website .

Soc ia l  Media

Facebook ,  In s tagram,  L inked In ,  YouTube  -  S o c i a l  m e d i a  i s  a  h u g e  d r i v i n g  f o r c e  i n  m y  
m a r k e t i n g  a r s e n a l .  T h r o u g h  t h e s e  s o c i a l  m e d i a  o u t l e t s ,  I  a d v e r t i s e  m y  l i s t i n g s  a g g r e s s i v e l y .   A   
v i r t u a l  t o u r  v i d e o  i s  p o s t e d  o n  t h e  R E / M A X  F i r s t  Y o u T u b e  c h a n n e l  a n d  p o s t e d  t o  m y  s o c i a l  
m e d i a .   I n  a d d i t i o n  t o  h a v i n g  y o u r  l i s t i n g  a d v e r t i s e d  o n  m y  s o c i a l  m e d i a ,  o t h e r  a g e n t s  i n  m y  
c o m p a n y  w i l l  a l s o  h e l p  p r o m o t e  y o u r  l i s t i n g  t o  o p t i m i z e  e x p o s u r e !

Phone Systems/Internal and External Communication

24 hour phone coverage - Cal l s  are  answered profess ional l y  and courteous ly  f rom 9 a .m.  to  6  p .m.  
on weekdays  by  our  s taf f .  Evening and weekend ca l l s  are  forwarded d i rect l y  to  an agent .

Home showings/show reports  -  Showings  of  your  home wi l l  be  scheduled  at  l eas t  two hours  in 
advance ,  whenever  poss ib le .  We wi l l  ca l l  you af ter  each showing when interest  i s  ind icated and 
weekly  showing reports  wi l l  be  emai led  wi th  a l l  feedback acquired  to  date  i f  requested .

Property  saleabi l i ty  rev iews - You are  inv i ted  to  d i scuss  any  concerns  or  quest ions  you may have  
at  any  t ime dur ing the  l i s t ing .  Every  30 days  f rom the  s tar t  o f  the  L i s t ing Contract ,  you wi l l  be  
contacted  to  rev iew the  pr ic ing ,  whether  to  repos i t ion your  house  in  the  market ,  the  adver t i s ing ,  
and the  overa l l  market ing of  your  house .  In  add i t ion ,  updated  market  eva luat ions  wi l l  be  performed 
every  30 days  unt i l  your  property  goes  under  contract .

Marketing Plan/Report
A monthly  market ing-plan update  and report  wi l l  be  mai led  to  your  at tent ion that  wi l l  prov ide  a  
complete  record  of  a l l  showings  and responses  a long wi th  an updated Compet i t i ve  Market  Analys i s ,  
a  prev ious  and potent ia l  adver t i s ing schedule ,  cop ies  of  prev ious  adver t i sements ,  and other helpful  
information.
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So W  hat Exactly  Is  24-7 Marketing?

This means that Janet Anderson markets your home 24 hours a day, seven days a week. What the 
consumer wants today is  information;  quickly ,  eas i ly ,  honest ly ,  and without the tradi t ional  hassles. 
Successful marketing hinges on this exact concept and this is exactly what our 24-7 marketing plan offers.

W  hy Use 24-7 Market ing?

The t radit ional  Realtor  guards informat ion as secret  and pr iv i leged.  Have you ever t r ied to f  ind out the 
information you want on an advert ised home? Frustrat ing,  isn’ t  i t?

Janet  Anderson takes a d i f ferent  approach.  My  24-7 market ing plan is  des igned to offer  the 
consumer al l  of  the information they need eas i ly  and at  their  convenience without a l l  the hass les .

And How Exactly  Is  Al l  T  his Achieved?

Janet  Anderson’s  pledge to you,  as  our c l ient ,  i s  to  get  the highest  pr ice for  your home, with the 
most  favorable  terms,  in the least  amount of  t ime,  and with the least  inconvenience to you.  Even in 
good real  estate markets ,  the compet i t ion is  tough.  My  job is  to  se l l  your house.  I  out-market  a l l  of  
the homes compet ing for  your buyer and we are very  good at  i t .  Our proact ive market ing campaign 
includes,  but is  not  l imited to ,  the fo l lowing:

• I  promote your home 24 hours a day to  the ent ire  real  estate  industry  and the world through the
local  Mult ip le  L ist ing Serv ice and the Internet .  Hundreds of  people v is i t  my  Websi te  dai ly  and
e- mail  me  with requests  for  more information regarding l is t ings and local-area real  estate .  Many
of  these people have become my  buyers .

• I  regular ly  advert ise  your home in the proper mix of  some or a l l  of  the fo l lowing:  real  estate
publ icat ions,  magazines ,  and the Internet .  My advert is ing program is  des igned to encourage
prospects  to cal l  me .

• I  work wel l  with other real  estate companies .  I  make i t  easy for  them to work with me .   This
encourages other agents to show my  l istings.

• I  s trongly  promote your home within my  off  ice .  Many of  our f  ine Realtors  may already be
working with buyers .  In addit ion,  we have potent ia l  buyers  who are in our Buyer ’s  Advantage
Program and are looking for  a home just  l ike yours .

• I  promote your home through my  h ighly  effect ive mai l ing campaign in which I  e-mai l
information about your home to prospective buyers and to our comprehensive customer mail ing
l ist .
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• We install a sign and brochure box, if appropriate, and conduct open houses to attract prospective buyers.

• We do whatever it  takes to get  the job done for  you!

Our Exclusive Tools

• Buyers often judge propert ies  by the ads they see .  My  at tract ive ,  colorful  ads are very profess ional 
and promote the best  features of  your property .  I  employ exper ienced  graphic and web des igners 
who provide cutt ing-edge market ing strategies .

• Buyers a lso choose an agent who is  respected and wel l-known to the community .  I  am  an 
established, service-oriented business. I  sincerely care about what’s in your best interest, and I  know 
that  when I  take great  care of  you,  you’ l l  be conf  ident  referr ing me  to  family ,  co l leagues,  and 
friends.

• Unlike many agents, I  always give complete details on a house to prospective buyers who call or 
v is i t  my  off  ice  or  an open house.  That includes pr ice ,  s treet  address ,  bedrooms,  bathrooms,  
square  footage,  and whatever e lse the prospect  might want to know.

• Taking that  a step further ,  I  make this  information avai lable  to  potent ia l  buyers  24 hours a day 
on our Web s i tes .

• I  e-mai l  home information to a large pool  of  prospect ive buyers .  My  interact ive Web s i te
offers  round-the-clock access to information on any homes for  sale  in our market  area.  Buyers 
are  automatical ly  updated dai ly  v ia  e-mai l .  This  innovat ive tool  i s  invaluable for  market ing my 
l i s t ings .

• In addit ion,  I  use the reverse-prospect  search feature on the Mult ip le  L ist ing Serv ice .  This  a l lows 
me  to  match your property  with the vast  resource of  buyers in the system and proact ive ly  not i fy 
other agents even before they have the new listing information.

• Media advert is ing is  the mechanism that  dr ives  the consumer to our information portals .  Media 
advert is ing includes home publ icat ions,  local  newspapers ,  the Internet ,  d irect-response mai l ings, 
yard s igns,  home brochures,  and more.

If, for the same cost , You can have 24-7 market ing, 

W hy settle for any thing less?

Call Janet Anderson today 
and let her help you sell your home!

Direct: 225-252-3119
Of f ice: 225-291-1234
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Janet did a great job of having our house listed where it got the most 
exposure to the right market. She also was there to answer my questions, 
and go beyond when the extra effort really counted. Her knowledge of the 
market, and also the legal aspects of real estate in this area, was very much 
appreciated.

We were really amazed at how simple Janet made selling our house! 
Everything went so smoothly that we were able to focus on other things, 
knowing Janet had the expertise to handle the rest. Janet kept us 
informed of the selling process every step of the way. Janet’s professional 
communication and helpful service made this an excellent experience!

Janet excelled so well at the whole process of selling my home that it truly 
made selling the house a real pleasure. Thanks again!

Janet was always ready to assist me. She paid attention to my needs as 
well as my desire to buy a home. She took her time and let me make the 
decision. She emphasized what she felt would best meet my needs whithout 
overpowering me. I could not be happier with my home. It suits my family to 
a tee!

Even though there were “bumps in the road” to us buying this house, 
Janet took the time to explain things to us and reassure us. She was very 
compassionate and patient. We were f irst-time buyers and were naive about 
a lot of things. Janet was patient and thorough in explaining things to us. 
She did a great job easing our worries. God bless her.

Our Reputation Depends on Clients Like You
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www. .com/

www. .com

www.

 sites:

Visit Our Websites
main website has a lot to offer. Here are some of the features you will find: Neighborhood information, 

facts about today’s real estate market, guidance through the home-buying process, resources for what you 
will need after you move, and information to make the buying process as smooth as possible.

www.artofhomeselling.com

www.batonrougehome .com

www.linkedin.com/in/janeta

www.activerain.com/batonrougebyjanet

www.facebook.com/

www. instagram /artofhomeselling



Benef its of a P re-Appraisal,  P re-Inspect ion, and Home Warranty

The benef its  of  order ing an appraisal  and a pre-sale  home inspect ion when init ial ly  l ist ing the home 
can make the ent ire  market ing process move smoother and quicker.  Here are some ways:
• Establ ishes object ive  value
• Val idates l ist  pr ice and establ ishes basis  for  comparison
• Creates  awareness of  condit ion of  home
• Ant ic ipates potent ial  problem areas and repairs  needed
• Saves time and eliminates renegotiation of the contract or having the buyer back out after the inspection!

P re-Inspect ion
A pre-sale  inspect ion can alert  you to problems that  could compl icate a potent ial  sale.  By correct ing 
problems early,  you make your property  more des irable and at t ract ive  and it  improves the prospect ive 
buyer’s  impress ion of  your home. I t  also s impl if ies  the negot iat ion process .  I t  is  important to 
correct  even minor problems,  such as leaky faucets ,  loose doorknobs,  broken or  cracked w indows, 
caulk or  grout that  needs replac ing,  or  cracked or  peel ing paint .  Other items that  are important 
safet y  concerns are smoke detectors  on every level  and in every bedroom and ground-fault  c ircuit 
interrupters  in the kitchen,  the bathrooms,  and exter ior  outlets .  I f  your home is  more than three years 
old, a pre-sale home inspection will save you time and money and will increase the saleability of your home.

Home P rotect ion Plan
You can prov ide the buyer up to 13  months of  coverage on selected items such as:
• Roof ing
• Central  Heat ing System
• Elect r ical  Central  Air  System
• Inter ior  Plumbing
• Built-In Appl iances

You may also have coverage on certain items while  your property  is  l isted for  sale ,  even before you 
pay for  the coverage.

According to a study by the Nat ional  Warranty Associat ion,  a  house w ith a home warranty w il l  sel l 
60% faster  and for  a higher pr ice than a house w ithout a warranty.

16

Success With the Smooth Sale Program



Cost - The amount actual ly  paid for  a property  plus any capital  improvements.

Price - The stated amount an owner is  w il l ing to accept.

Value - The amount a buyer is willing to pay under certain circumstances.

Market Value - The amount that  w il l  br ing a sale ,  based on history of  s imilar 
propert ies  recently  sold.

Regression And Progression - The af fect  that  surrounding homes have on 
property  values.

Substitution - The actual  value of  an amenit y.  Value is  determined not  by cost 
invested but  by the value der ived f rom it .

T hings That Do Not Affect Value:
Your orig inal  cost.

T he cost to rebu ild the house today.
Your investment in improvements.

Certain ty pes of improvements.
Personal attachment.
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Goal: To select a price that is right on target and generates offers.
• If  you are gett ing showings but  no one is  wr it ing an of fer,  it  general ly  means that  you are in the

range of  four to  s ix  percent above market  pr ice.

• If  your number of  showings is  low and you’re exper ienc ing a lot  of  dr ive-ups but the buyers  don’t
come in to see the home, then your home is  between s ix  and twelve percent overpr iced.

• If  no showings are happening at  al l ,  then your house is  l ikely  pr iced twelve percent or  more above
what the market  w il l  bear for  your property.

 How will I know if my home is priced correctly?

Although we w il l  do every thing we can to sel l  your home quickly,  at  the best  pr ice ,  and w ith no 
hassles ,  the one thing we cannot control  or  change is  the market.

Even though we know how valuable  your home is ,  the value of  your home f rom a sel l ing standpoint 
w il l  be determined solely  by the buyers.  Therefore,  we have generated the fol low ing “levels  of 
ser iousness” to  help g ive you better  knowledge of  whether or  not  your home is  pr iced correctly.  And 
remember,  even if  it  is  pr iced correctly  today,  any f luctuat ion in the market  needs to  be monitored to 
make sure that  your home is  neither overpr iced nor underpr iced.

“Maybe T his Seller Isn’t  Serious” Level

SY MPTOMS: No showings and no of fers .  The agents  and potent ial  buyers  are not  interested in even 
seeing your home because they bel ieve they can buy more for their  dol lars  elsewhere.

“It’s Okay . . . but I T hink I’ll Keep Looking” Level

SY MPTOMS: Either ten to twelve showings and no of fers  or  just  a few showings.  The number of 
showings has slowed down s ince the f irst  few weeks when the l ist ing was init ial ly  placed on the 
market  or  the home has been on the market  for  four to  s ix  weeks w ith no of fers .  Potent ial  buyers 
bel ieve that  they can st i l l  get  more house for  their  dol lar  and are w il l ing to keep looking.

“T his Is It!” Level

SY MPTOMS: Showings,  second showings ,  and of fers  in the f irst  four to  s ix  weeks.   Congratulat ions! 
You have placed your house on the market  at  the r ight  pr ice.  At  this  level ,  we should be able  to  hold 
w ithin just  a  few percentage points  f rom where the home is  currently  l isted.  Potent ial  purchasers 
bel ieve that  your home is  one of  the nicest  homes and best  values on the market  and that  the price 
supports their belief that your house might be their next home! 
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OFFERS!

Showings bu t no offers
= 4  - 6  off

Drive-u ps only, low showings
= 7  - 12  off

Drive-by s only
= 13+ off



• Helps your compet it ion sell  their homes.

• Reduces sales-assoc iate act iv ity.

• Reduces advert ising response.

• Sends interested buyers to other propert ies.

• Attracts the wrong prospects.

• Eliminates of fers.

• Can cause appraisal  problems.

• Extends market t ime.

Most Common Reasons Sellers Want to Overprice P roperty

Over-improvement – The sel ler  has over-improved the property  in relat ion to what the market  feels  are 
adequate improvements.

Need – Owner’s  need for  money (amount owed on the property,  for  example).

Buy ing In Higher-priced Area – Cost  of  new home where sel ler  is  moving is  higher.

Or ig inal  P urchase Pr ice Was Too High – Sel ler  paid too much.

Move I sn’t  Necessary – Sel ler  doesn’t  have to move,  so dec ides to  play the market .

Corporate Buyout – Sel ler  has a guaranteed buyout.

Lacking Factual Data – Seller has a need but has no access to current data on recent documented sales .

Incompetent  Agent – Some agents  w il l  accept  a l ist ing at  whatever  pr ice the sel ler  puts  on it ,  and then 
w il l  plan on readjust ing the pr ice af ter  obtaining the l ist ing.

Neighbors – Often neighbors who have sold their homes will lead the seller to believe that they got more for 
their properties than they actually did, which causes the seller to choose an artif icially inf lated price.

Inf lat ionary Times – The sel ler  bel ieves that  pr ices should go up in kind w ith or  ahead of  the inf lat ion 
rates because of  economic factors .

Recess ionary Times – The sel ler  does not  acknowledge that  pr ices tend to go down because of  adverse 
economic condit ions.

Fear – Many sellers fear making a mistake in pricing that would lead to losing a significant portion of their equity.

Loss Of  Perspect ive – The sel ler  is  not  object ive because they are too emot ional ly  involved in the sale 
of  the property.
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Common P ric ing Object ions 

Frequently  heard f rom sel lers ,  these object ions don’t  have any real  relat ionship w ith determining a 
property ’s  value.

“Another agent said it  was worth more.”
“Our home is  nicer than those houses.”

“People always of fer  less  than the asking pr ice.”
“We can always come down on our pr ice.”

“We have to get  that  much out of  our home.”
“My neighbor was able to  get  his  pr ice.”

“Let ’s  t ry  it  at  my pr ice for  a month or  so.”
“The buyers can always make an of fer.”
“We paid more than that  for  our home.”

By the t ime an overpr iced property  is  reduced to market  value,  it  has been on the market  too long 
for  buyers  to  of fer  ful l  pr ice.  W hen your property  is  pr iced correctly  to  beg in w ith,  you have the best 
opportunit y  to  get  the highest  pr ice and mult iple  of fers .

“My P rice Is  High, But Make Me An Of fer.”

• Ser ious buyers look in the pr ice range determined by their  down payment and monthly  payment
abil it y.  Unless  your property  is  pr iced correctly,  the down payment and monthly  payment requirements
w il l  not  be compet it ive.

• A buyer who is  ser iously  looking w il l  soon become very knowledgeable in his  or  her pr ice range.  An
unreasonable asking pr ice only  d iscourages the buyer f rom looking at  and consider ing your property.

• Buyers purchase by comparison and a property  that  is  pr iced above the compet it ion does not
compare favorably.  Inv it ing a buyer to  make an of fer  can indicate that  a fair  pr ice has not  been
establ ished.

• If  you plan to adjust  your pr ice at  the t ime of  sale ,  it  is  better  to  adjust  the pr ice now and at t ract
ser ious buyers  f rom the beg inning.  This  of ten places you in the favorable pos it ion of  having more than
one buyer interested in your property.

• It  is  very  d if f icult  to  obtain a reasonable of fer  on an overpr iced property.  The buyer feels  he or  she
should be just  as  unreasonable as  the sel ler,  and so a very  low of fer,  if  any,  w il l  be wr it ten.

• By contrast ,  mult iple  of fers  are much eas ier  to  obtain on a reasonably  pr iced property.  You can
then choose which of fer  to  accept ,  w ith no obl igat ion to one that  does not  meet  your requirements .

• It  is  a  mistake to bel ieve that  you w il l  get  more for  a property  by asking more.  You usual ly  get  less
because fewer buyers  w il l  consider  it  when it  is  placed on the market.  The r ight  buyers  w il l  not  see it .
The property  usual ly  stays  on the market  so long that  it  tends to become shopworn.

• To obtain proper market  exposure,  it  is  an absolute necess it y  to  be compet it ive  in pr ice ,  terms,  and
condit ion w ith s imilar  propert ies  so yours w il l  sel l  faster.  You w il l  also have greater  peace of  mind and
less f rust rat ion w ith sel l ing your property.

21



Kitchen Remodel 

Cost:  Low: $15,000  High:  $20,000 and up

Value Added:  80% to 1 10%

Cost  includes new cabinets ,  new countertops, 
rew ir ing,  st ructural  changes ,  relocated 
plumbing,  custom cabinet ry,  and top-of-the-l ine 
appl iances.

Bathroom remodel

Cost:  Low: $7,500   High:  $10,000  

Value Added:  80% to 1 15%

Cost  includes new f ix tures and f it t ings ,  t i le 
f loors  and walls ,  st ructural  changes,  and 
relocated plumbing.  High-end mater ials  and 
f ix tures raise the cost .  Note:  Adding a second 
bath can y ield more than 100% in resale  value.

Room addit ion 

Cost:  Low: $30,000   High:  $40,000  

Value Added:  50% to 1 10%

Depends on the t ype of  room. A family  room or 
new master  suite  (remember to include cost  of 
bath)  w il l  add much more value to a home than 
a pr ivate of f ice or  fourth bedroom.

Adding a deck 

Cost:  Low: $5,000   High:  $10,000 and up

Value Added:  40% to 60%

The warmer the cl imate,  the more value added. 
Size  of  deck ,  complex it y  of  des ign,  and added 
amenit ies  (spa,  t rel l is  work) inf luence cost .

Convert ing an att ic ,  basement,  or garage 
to liv ing space 

Cost:  Low: $10,000   High:  $15,000 and up

Value Added:  25% to 40%

Cost  assumes no st ructural  changes and no new 
plumbing.  Value added depends on s ize  of  house 
(smaller  house:  more value)  and t ype of  space 
created (family  room or bedroom: more value 
than a game room or exerc ise  area).

Repainted exter ior 

Cost:  Low: $1 ,200   High:  $1 ,500 and up

Value Added:  40% to 60%

Assumes old exter ior  was worn and repaint ing 
was done immediately  pr ior  to  putt ing house on 
market.  A new coat  of  paint  probably  adds the 
“best  prof it”  when sel l ing an older home.

In-ground sw imming pool 

Cost:  Low: $20,000 

Value Added:  20% to 40% 

Cost  assumes an average-size pool  (16’  x  32 ’)  in 
a rectangular shape.  Value added depends on 
desirabil it y  to  future owner (banks usual ly  do 
not include pools  in mortgage appraisals).
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Your Net P roceeds
Worksheet for Calculat ion

ESTIMATED SALE PRICE ..................................................................... $_________________

Costs Related to Sale of Home:

Commission: ____% of sales price ...................................................... $_______________

Payoff f irst mortgage, estimated ......................................................... $_______________

Payoff second mortgage/home equity LOC, if applicable ...................... $_______________

Homeowners’ title insurance ............................................................... $_______________

Flood certif icate, if applicable .............................................................. $_______________

Well and/or septic, if applicable. .......................................................... $_______________

Pro-ration of real estate taxes, approx. six months .............................. $_______________

Interest from f irst of month through closing ...................................... $_______________

Pre-appraisal ....................................................................................... $_______________

Pre-inspection ..................................................................................... $_______________

Document preparation fee ................................................................... $_______________

Recording fees ...................................................................................... $_______________

Escrow closing fee ................................................................................ $_______________

Closing transaction fee ........................................................................ $_______________

Resale certif icate, if any ....................................................................... $_______________

Homeowner association dues, if applicable ......................................... $_______________

Home warranty (optional) .................................................................... $_______________

State real estate tax fee ........................................................................ $_______________

Sales tax ............................................................................................... $_______________

Other expense:_______________________ ......................................... $_______________

Other expense:_______________________ ......................................... $_______________

Other expense:_______________________ ......................................... $_______________

Total Estimated Expenditures ........................................................... $_________________

ESTIMATED NET PROCEEDS ............................................................... $_________________

NOTE: 
This  is  an est imate only,  and the informat ion herein is  deemed to be accurate but  not  guaranteed. 

Al l  est imates are subject  to  change.





Any time you have a Real Estate question

Call Janet Anderson
 here to help!

Direct: 225-
Office: 225-291-1234



First Impressions Are Last ing!
W hen potent ial  buyers  approach in their  cars ,  they make their  f irst  decis ion:  whether or  not  to  stop 
and look ins ide.  Therefore,  a  neat ,  at t ract ive  yard ent ices a buyer to  v iew your home.  Please careful ly 
evaluate every  aspect  of  your yard.

A Few Suggest ions:

• Keep your yard mowed,  raked,  fert i l ized,  and watered.

• Remove al l  toys ,  bicycles ,  tools ,  unsightly  pat io  furniture,  t rash items,  debr is ,  etc . ,  f rom your yard.

• Trees and shrubs should be pruned and t r immed.  Lawns and gardens should be weeded regularly.

• Al l  hoses and garden equipment should be out  of  s ight.

• Paint  your mailbox if  needed.  Ensure that  your st reet  number is  leg ible.

• Outdoor furniture should be kept  clean and/or repainted if  needed.  Stack f irewood out of  s ight.

• Walkways and dr iveways should be clear of  debr is .  Make sure that  walkways ,  dr iveways ,  and
curbsides are t r immed w ith edge t r immers.

P ut Your P roperty’s Best Face Forward!
I s  the outs ide of  your house as at t ract ive  as  the ins ide? Here are some items to evaluate:

• Porches,  steps,  verandas ,  balconies ,  pat ios ,  and other extensions should be unclut tered,  swept ,  and
in good condit ion.

• Paint  al l  ent rance doors .  I t  is  at  this  point  that  potent ial  buyers  form an opinion of  the house.

• Shades and awnings should be in good condit ion.  Replace them if  the color  has faded.  Remove
windsocks,  chimes,  etc .

• Keep t rash cans deodorized,  covered,  and out of  s ight.

• Gates ,  fences ,  sheds,  and other outer  build ings should be cleaned,  repaired,  and painted.

• Clean and shine al l  metal  accessor ies

• Clean,  repair,  and paint  al l  gutters  and downspouts .

• Al l  loose roof  shingles ,  t i les ,  and the l ike should be secured or  replaced.  I f  the roof  leaks ,  f ix  it!
Remove al l  t races of  pr ior  water damage to the ceil ing ins ide your home.

• Make sure that  the garage door opens eas ily.  Repair  and paint  it  if  needed.

• Paint the chimney vents. Inspect and repair any loose bricks or stones. Caulk where the chimney meets the roof.
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Evaluate the Inside of Your Property T hrough the Critical Eyes of the Buyer!

• Wash al l  w indows,  ins ide and out ,  adding to the overal l  impress ion and to help your property  show
in a nice,  br ight  l ight.  Curtains should be clean and at t ract ive.

• Remove al l  smoke,  pet ,  and hobby odors f rom the property.

• Clean al l  l ight  bulbs ,  l ight  f ix tures ,  and chandel iers  so that  the property  is  br ighter.

• Shampoo al l  carpets  and vacuum them daily.  I f  the carpet  does not  clean up wel l ,  replace it .  Use a
neutral  color,  or  remove the carpet  if  hardwood f loors  underneath are in good condit ion.

• Clean every thing in your house f rom top to bottom, f rom the at t ic  to  the basement.

• Remove al l  “junk” f rom the at t ic ,  basement ,  closets ,  garage,  tool  shed,  and espec ial ly  f rom the
storage area if  your property  has one.  Large storage areas are appeal ing to buyers.  Rent a storage
area for  those items that  need to be cleared out of  these areas .

• Remove posters  and adhesive f rom walls  and doors .  P utt y  and paint  any holes  that  result  f rom
nails  or  other mishaps.

• Clean or  paint  the basement walls  and f loor.

• Wax hardwood f loors.

• Remove al l  cobwebs.

• Paint  al l  inside walls  w ith of f-white paint .  Use two or  more coats  to  cover bold,  br ight ,  or  dark
walls .  Al l  wal ls  should be painted—not just  washed—brightening the property  and making it  look
much larger.

• Ensure that  the doorbel l  is  in good working order.

• Make sure that  al l  ent rance doors—front door,  storm door,  screen door—are in excel lent  condit ion.
I f  not ,  replace them. Again,  this  is  the f irst  impress ion the buyer has of  the property.  Light ing and
cleanl iness  are espec ial ly  important.

• Repair or replace all  room doors,  closet doors,  and windows and screens so that they open with ease.

• Repair  or  replace banisters  and handrails .

• Repair  or  replace broken t i les  on walls  or  f loors  in showers .

• Repair  or  replace loose wallpaper.

• If  the basement shows any s ign of  water or  st ructural  damage,  it  may be necessary to  obtain a
st ructural  eng ineer’s  report.

• Replace toilet  bowls if  you cannot get  them spotlessly  clean.  I t  is  a  minimal expense and makes a
big dif ference.

• Replace shower curtains and keep them clean.

• Improve the plumbing to increase water  pressure.  Buyers  w il l  check this  every  t ime.  Replace the
washers in the faucets  and remove rust  sta ins.
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Ensure T hat Your P roperty Shows at It s  Very Best!
Your house is  being “interv iewed” by the potent ial  buyer.  Use these t ips to  ensure that  your home’s 
best  features are displayed.

• Open the draper ies ,  pul l  up the shades,  and let  in the sunl ight.  Rooms bathed in sunl ight  appear
bigger and make a posit ive  impact  on buyers.

• Install  higher wattage l ight bulbs to show your property br ightly—in its  best  l ight.  Turn on all  l ights.

• Remove al l  “clutter” f rom each room. Remove things such as coats ,  shoes ,  clothing,  pet  toys ,  pet-
    food bowls ,  t rash cans ,  toys ,  child-safety  barr iers ,  playpens ,  and the l ike.  Keep al l  nonessent ial

 items of f  the f loor so that  the room doesn’t  appear clut tered.  Unclut tered rooms appear bigger.

• Make sure that  beds are made w ith bedspreads smoothed out.  Also,  l inens and curtains should be
fresh and clean.  Keep laundry out of  s ight.

• Organize closets .  Remove unnecessary items and put them in storage.  Large closets  sel l  houses and
a wel l-organized closet  looks much bigger than one crammed w ith clut ter.

• Dust  and vacuum f loors  of ten.  Don’t  leave soiled towels  ly ing around.  Wipe showers af ter  each use.
Re-caulk the shower or  bathtub if  the current caulk is  not  spotless .

• Create a pos it ive  mood.  Turn on al l  l ights—day or  night.  Open the curtains during the day.  I f  it  is
cold outs ide ,  keep a comfortable  level  of  heat.  I f  it ’s  summert ime,  keep your property  cool.

• Open doors to  areas you want the buyer to  see ,  such as walk-in closets ,  pantr ies ,  etc .  Make sure
that  those areas are neat  and clean.  Place a subtle  a ir  f reshener ins ide closets .  Close al l  other
closet  doors and cabinets .

• Water and prune indoor plants .  Less  hearty  ones should be kept  out of  s ight.

• Remove excess extension cords,  espec ial ly  those in walkways.

• Keep pets  out  of  the way—preferably  out  of  the house.  Ask a f r iend to watch your pet  while  the
property  is  on the market.  Some people do not  l ike animals  or  their  odors ,  and buyers  may raise
undue concerns about the condit ion of  carpet ing.

• Keep in mind,  we have worked closely  w ith countless  buyers  and know how to present  your property
in the best  l ight ,  skil lful ly  answer ing quest ions.  Please arrange to be absent during the showing of
your property.  Buyers  are more comfortable and candid if  the owners are not  present.

• If  you must  be present ,  be courteous and do not  engage in conversat ion w ith the buyer.  Never
apolog ize for  the condit ion of  your property.  Let  the t rained salesperson answer any object ions
about the condit ion of  your property.

• Avoid having guests  over  during a showing.  The buyer w il l  feel  l ike an int ruder in your house and
wil l  hurry  through the tour.

• Final ly,  play sof t  music  during the showing of  the property.  Turn of f  telev is ion sets .
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P reparing Your House on a Moment’s Not ice
Follow these quick tips to ready your home for its best showing when you have 30 or fewer minutes’ notice.

Start where the potent ial  buyers w ill  start:

• Make sure that  the f ront  door presents  wel l .  Sweep steps,  if  needed.

• P ick up any out-of-place objects  and store them away quickly.

Head inside:

• Open w indow t reatments and turn on l ights .

• P ut any dirt y  d ishes into the dishwasher.

• Make the beds.

• P ut any dirt y  laundry ins ide the washing machine.

If  you st ill  have t ime:

• Run a quick vacuum and/or sweeper to  g ive carpets  and f loors  a f resh look.

• Wipe down counters  and tabletops.

• Warm some vanil la  on the stove to  g ive the house a welcoming scent.

W hile  we would al l  l ike to  have our houses in showroom condit ion 24 hours a day,  we also 
acknowledge that  we l ive  in them. Do your best  to  present  your house in it s  best  l ight  and make sure 
that  every potent ial  buyer has an opportunit y  to  v iew it—accommodate al l  showings poss ible.

Notice to sellers: Keep in mind that  buyers  want to  obtain the lowest  pr ice and best  terms for 
themselves .  We recommend that  you do not  d iscuss the fol low ing t ypes of  informat ion w ith any buyers 
or  real  estate  agents ,  regardless  of  whom they represent ,  other than your l ist ing agent:

• Reasons for  sel l ing.

• Mot ivat ion/urgency to sel l .

• Wil l ingness to  consider  an of fer  less  than the l ist ing pr ice.

• Terms under which you would sel l .

• Relocat ion,  t iming,  benef its  of  pol ic ies…if  appl icable.

• Items of  personal  property  which you “might” be w il l ing to include in a sale.

• Any conf ident ial  informat ion that  would serve to  d isclose your negot iat ing st rategy.
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P resentat ion of Of fers

W hen an of fer  is  generated on your home, you can expect  the fol low ing f rom us:

• Present  the of fer  to  you personal ly.

• Have the cooperat ing agent share the buyer’s  qual if icat ions.

• Go over  every  term in the contract  w ith you so that  you thoroughly  understand what the buyers
are of fer ing and what they are asking for.

• D iscuss al l  of fers  w ith you in pr ivate,  af ter  l istening to the other agent’s  input.

We w il l  g ive  you as much informat ion as poss ible  regarding:

• Current  market  and f inance act iv it y.

• Other sales  to  date.

• Compet it ion.

• Agent comments.

Negot iat ing the Sale

W hen purchase contracts  are negot iated,  you w il l  be kept  informed every  step of  the way.

• Other items to expect  during the sel l ing process:

• Establ ish and explain guidel ines pr ior to  presentat ion.

• Present  al l  of fers  to  you—as quickly  as  poss ible.

• Rev iew the contract  w ith you.

• Keep you up to date on current  market  act iv it y,  which may af fect  the st rength of  the of fer.

• Ensure that  al l  part ies  in al l  t ransact ions are t reated fairly  and w ith honest  considerat ion.

• Make certain that  there is  compl iance w ith disclosure laws and ordinances .

continue onto page 32 to see what steps you will be taking from the time you accept an offer, to the closing
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Checklist  for P resentat ion of Of fers

▢ Terms are clear  and complete.

Loan informat ion:
Is  the ant ic ipated loan real ist ic?   Yes ▢   No ▢ 
I s  there an interest  rate—not to  exceed_________%?   Yes  ▢   No ▢  
I s  the buyer to  go back through the ex ist ing lender?   Yes ▢   No ▢  
Number of  days to  qual if y  for  and obtain the new loan: ____________ 
Loan cont ingency to be removed in wr it ing.    Yes ▢   No ▢  

I f  sel ler  to  carry f irst  loan:
▢ Insurance coverage,  naming benef ic iary  as  insured on f ire  pol icy
▢ Financial  statement and credit  report  f rom the buyer
▢ Down payment is  suf f ic ient  to  create secure loan-to-value rat io
▢ Interest  rate:  _________
▢ Term—all  due and payable  in _________ years.
▢ Amount payable:  $ ________ monthly.
▢ Accelerat ion clause—due on sale  clause.
▢ Prov is ion for  escrow account for  taxes and insurance.

I f  sel ler  to  carry second loan:  (Al l  of  f irst-loan terms,  above.)
▢ Request  for  not ice of  default  of  First  Trust  Deed.

▢ Date of  clos ing  _____________________

▢ Date of  occupancy  ____________________

Any var iat ion in payment of  normal clos ing costs  for  buyer and sel ler.    Yes ▢   No ▢
Personal  property  included and/or excluded  ______________________________

Inspect ions:
W ho pays for  them?  ______________________________ 
Time l imit:   ____________________  

▢ List  of  repairs ,  if  any,  to  be made;  by whom; and w ith dol lar  l imitat ion
▢ Owner’s Disclosure of any def iciency within or affecting the property or structure, which

might adversely affect the value, use, or enjoyment of the property or structure by buyer.
▢ Signatures by al l  buyers  named in contract .
▢ Homeowner assessments—paid by sel ler  or  assumed by buyer.
Sale  of  buyer’s  home:

Number of  days to  sel l   ____________________
Does it  correspond w ith the clos ing date?   Yes ▢   No ▢ 
Do you have a Cont ingency release clause? Example:  48-hour release clause.    Yes ▢   No ▢

▢ Broker act ing as pr inc ipal—disclosure.
▢ Mult iple  counterof fers.
▢ Understanding by buyer and sel ler  of  costs  to  be incurred,  payments to  be made,
and est imated net  revenue to be real ized f rom this  t ransact ion.
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After the Of fer is  Accepted

• Your agent obtains an escrow deposit  and al l  of  the or ig inal  documents.
• Your agent ver if ies  that  the buyer has completed a loan appl icat ion.
• Determine what t itle  company wil l  be handling the t ransat ion and coordinate w ith the buyer’s  agent.

Upon Verif icat ion of the Appraiser Appointment

• Clean the house thoroughly  the day before the appraiser  arr ives .
• If  you receive a low appraisal ,  ask your agent about alternat ives.
• You are not  ent itled to  receive a copy of  the appraisal  because you did not  pay for  it .
• If the buyer decides to cancel the contract based on an appraisal, ask your agent or lawyer about your rights.

Cooperate w ith Home Inspect ion

• Get  ready for  the home inspector.
• Ask your agent to  prov ide you w ith a home inspect ion checkl ist  so you w il l  know which items an

inspector w il l  want to  see.
• Expect  that  the inspector w il l  want access for  an at t ic  inspect ion.
• Prepare as wel l  for  the f inal  walk-through inspect ion.

Obtain Seller-Required Inspect ions

• If the contract requests a termite inspection certif icate, complete one in less than 30 days from the closing.
• If  your home has a pr ivate sewer system, a cert if icate must  be obtained f rom the par ish no more

than 30 days f rom the closing.

Negot iate Request for Repair

• Ordinarily, sellers do not need to accept a buyer’s request for repair; however, buyers can generally then cancel.
• Your are ent itled to  a copy of  the home inspect ion report ,  if  the buyers  request  repairs .
• If  you do not  choose to make repairs ,  a  buyer might instead accept  a clos ing cost  credit .

Close T itle

• Agent w il l  ver if y  that  a “clear to  close” has been obtained by buyer’s  lender and documents are
being forwarded to the t itle  company.

• Agent w il l  schedule the f inal  walk-through inspect ion w ith the buyer.
• Signing the sale  documents and approval  of  settlement statement.
• Your property  deed,  reconveyance,  and deed of  t rust  w il l  record in the publ ic  records .
• Title  w il l  not if y  you and your agent when it  records.  Depending on buyer’s  possess ion r ight

spec if ied in the contract ,  you may be required to move on the day it  closes .
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C.L.U.E.® Home Seller’s Disclosure Report -
The First Step When Selling Your Home.
As a home seller, you want to make sure your home is as appealing as possible to potential buyers. You’ll make minor repairs,
spruce up the flower bed and clean from floor to ceiling. In the midst of all this preparation, don’t forget to obtain a copy of a
C.L.U.E. Home Seller’s Disclosure Report associated with your home. Buyers will be interested in viewing this report so they are
not surprised by higher premiums for homeowner’s insurance resulting from prior losses associated with the property purchased.

The C.L.U.E. Home Seller’s Disclosure Report
When buyers are making the decision to purchase a home, they want to know about prior insurance losses associated with that
home. That’s why ChoicePoint® offers the C.L.U.E. Home Seller’s Disclosure Report. It’s a report that is obtained by you, the home
seller, and it can give home buyers confidence when purchasing a home. You’ll be providing information about losses associated
with your home so the prospective buyer can make an educated decision about the purchase. A C.L.U.E. report that does not show
any losses becomes a positive marketing tool when buyers compare similar properties. If the C.L.U.E. report shows prior losses,
buyers are likely to request evidence that the damage has been repaired and the cause corrected.

About C.L.U.E.
C.L.U.E. stands for Comprehensive Loss Underwriting Exchange, which is a database featuring loss information submitted by
insurance companies. A C.L.U.E. report provides a five-year history of losses that have been filed against insurance policies covering
a given property. The report provides information including the dates and types of losses and the amounts paid for each loss.

C.L.U.E. Home Seller’s Disclosure Reports can be ordered only by home sellers, so be sure to obtain a copy of your a C.L.U.E.
Home Seller’s Disclosure Report associated with your home when you put your house on the market. You can order the C.L.U.E.
Home Seller’s Disclosure Report and be comfortable knowing that none of your personal information will be shown on the report.

Order online at www.choicetrust.com
or contact a real estate professional

Compliments of:

© 2005 ChoicePoint Asset Company. All rights reserved. ChoicePoint, the ChoicePoint logo and C.L.U.E. are registered
trademarks of ChoicePoint Asset Company.

Janet Anderson



Here’s a checklist to help you get prepared to move into your new home:

One month before your move

▢ Arrange for moving your furniture and personal belongings either by hiring a moving company, or
renting a truck. Get estimates from several moving companies or truck-rental companies and be sure to
obtain a hand truck (appliance dolly) if you’re moving yourself.

▢ Gather moving supplies: boxes, tape, rope, and anything else you might need.

▢ Plan your travel it inerary and make transportation and lodging reservations in advance if you are driving
to your new home. (Leave a copy with a friend or relative.)

▢ Some moving expenses are tax deductible, so you will want to save your moving-expense receipts (if the
move is employment-related) for tax deductions, including meals, lodging, and gasoline. Record expenses i
ncurred during your house-hunting trips.

▢ Develop a plan for packing, such as packing last the things you use the most. For more information,
see our section on Packing Tips

▢ Notify others of your new address: post off ice, charge accounts, subscriptions, relatives and friends,
national and alumni organizations, church, mail order clubs (books, videos, catalogues), f irms with which
you have time payments, and your past employer to make sure that you receive W-2 forms and retirement-

    account information. Save your old address labels to speed up f illing out change-of-address forms for 
 your new address.

▢ Notify federal and state taxing authorit ies or any governmental agency necessary.

Two weeks before your move:

▢ Notify and get refunds from your present utilit ies: gas, electric, water, cable, and phone. Arrange for
services at your new address. Notify long-distance phone company and arrange for service at your new address.

▢ Have your car serviced if you are driving a long distance to your new home.

▢ Recruit people to help you on moving day.

▢ Arrange for someone to take care of your pets and children during the move.

▢ Confirm moving company or rental-truck arrangements.
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One day before your move:

▢ Keep moving materials separate so they don’t get packed until you are f inished.

▢ Pick up rental truck if you are moving yourself.

▢ Fill up your car with gas and check oil and tires.

Additional Moving-Checklist Items

▢ Decide what to move and what not to move. Possibly have a garage sale (extra cash and less to move). See
“Tips on Having a Garage Sale” on the next page.

▢ Transfer your bank accounts. Your new bank will be happy to open your account by mail.

▢ Contact your local credit bureau to f ind out if they are on the same system that your new home town
subscribes to; if not, they will be able to transfer your credit f ile.

▢ Req ue s t  rec ords  f rom  d oc tor s  and  dent i s t s ,  i nc l ud ing  eye-g las s  pre sc r i pt i ons ,  denta l  x-ray s ,
and  vacc inat i ons .

▢ Obtain your children’s school records to make for an easier transfer.

▢ D raw  up  a  f l o or  plan  o f  where  your  f ur n i t ure  should  be  plac ed .  T h i s  w i l l  he l p  a vo id
c onf us i on  for  you  and  your  m over s .

▢ Pay existing bills and close out local charge accounts.

▢ Arrange any special movers, such as may be necessary for an expensive piano or to break down and move
a pool table or above-ground swimming pool.

▢ Cancel or transfer deliveries, newspaper, garbage collection, etc. Coordinate the transfer of gas, electric
(water and sewer when not handled by title company) with the next occupant of your old home as well as
with the previous owner of your new home, so as to avoid lapses in service and extra re-start expenses.

▢ Check on personal items that might be at the photo shop, in a safe-deposit box, at a neighbor’s house, on
lay-away, or in a repair shop (e.g., shoe repair, jewelry store, small-appliance repair, or dressmaker).

▢ Make arrangements for transporting your plants and pets. See pages 49 and 50.

▢ Save the phone book from your former city for tying up loose ends or for future correspondence.

▢ Transfer insurance policies or arrange for new policies.

▢ Gather  a l l  va l uabl e s ,  j ewel r y,  impor tant  paper s  ( b i r th  c er t i f i c a te s ,  deeds ,  doc ument s)  to  take
w i th  you  per s onal l y.

▢ Pack an arrival kit of necessities just in case you arrive before the mover, if applicable.

▢ P urchase moving insurance.  Your mover’s  l iabi l i t y  for  lost  or  damaged goods w il l  not  equal  their
replacement cost .  Have valuable  items appraised.

▢ Check with your attorney about your will, if crossing state lines.

▢ Ask for professional referrals if available (e.g., doctor, accountant, etc.)
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W hen packing you may f ind some things that you don’t need, but also don’t want to 
simply throw away. Garage Sales can be a great way to get rid of these things while 
making some extra money as well. Here are some tips to help things go smoothly:

• Allow plenty of t ime—three or four weeks—to prepare for the sale.

• Choose a date that will not conf lict with holidays.

• Weekends are more convenient for more people than weekdays.

• Your sale is likely to attract more people if you join together with neighbors in an effort to have more
merchandise. Some homeowners’ groups are sponsoring neighborhood sales that are proving popular!

• Practical household goods are popular items; adult clothing has less appeal.

• Merchandise your items attractively in neat, clean surroundings.

• Cluster similar items together; place the more desirable items in the back of the garage so browsers are
urged to look at other merchandise on their way to the most popular items.

• All items should be clean, polished, and in good repair.

• Locate your appliance table near an outlet so customers can try before they buy!

• Be sure that there is adequate parking space and a place to load large items.

• Have plenty of bags and boxes for packing and newspapers for wrapping glass items.

• Place a classif ied ad in the local paper. Include 3-4 items for sale, directions, and other details.

• Take advantage of free publicity on bulletin boards in grocery stores and other public places.

• Provide directional signs to your property.

• If your home is listed for sale, have f lyers about your home available for people to take.

• Visit other sales to form an idea on how to price things. Be prepared to bargain down your prices.

• Post a notice that all sales are f inal and payment must be cash.

• Have plenty  of  change in a cash box that  is  kept  in a protected spot .  Keep a record of  sales ,
espec ial ly  when there are several  sel lers .  One recording method that  is  s imple and ef f ic ient  is  to  use
small  white  st ickers  for  pr ices .  W hen an item is  purchased,  remove the st icker and place it  next  to
the name of  the sel ler  on a piece of  paper.

• On a hot  day,  have ice  water  or  lemonade available  so people w il l  stay longer,  and on cold days
serve hot  chocolate.

• Tell us about some of the major items in your sale. We may have a client looking for just that thing! One
person’s trash is another’s treasure!
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Here are some things to keep in mind while packing to make sure your belongings make 
it to your new home safe and unharmed, while reliev ing some of the pressure on you and 
your movers:

• Use strong containers that are in good condition and can be secured tightly with twine or strapping tape.
These can usually be purchased from your moving company. Purchase special boxes for dishes, wardrobe,
and other special items.

• Label each box with its contents, which room it should
go in, whether it is fragile, and whether it should be
loaded last so as to be unloaded f irst.

• Don’t load more than 50 pounds into any one box,
and make sure that the weight is evenly distributed.

• Cushion contents  w ith  newspaper  or  other  packing
material to prevent breakage. Use newsprint paper or
tissue paper for items that might be soiled by

newspaper. •   Towels  and cloth napkins are great  for 
wrapping 

 f rag ile  items.

• Pack books tightly in small boxes. Alternate bindings
and wrap valuable books separately.

• Have your rugs and draperies cleaned before moving and leave
them in their wrappings for easier handling

• Remove all breakables and liquids from drawers and pack them
separately. Seal medicines and other containers to prevent
leaking and pack them in a leak-proof bag or container.

• Pack linens and clothing in drawers, but don’t overload them.

• Carry all valuables with you. Do not pack jewelry, documents,
coin or stamp collections, or anything that will be diff icult to
replace. The contents of a safety deposit box can be moved for
you by your bank.
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Moving with Children, Pets, and House Plants
Moving With Children

If you think moving is hard on adults, imagine what it’s like for children. T hey’re starting 
over and try ing to meet new friends while getting used to a new home, neighborhood, 
and school. T hink about your children’s specif ic needs before, during, and after the 
transition and you’ll make a big difference in how your children feel about the move and 
how they adjust afterwards.

Before the Move: Preparing
• Give your children a chance to express their feelings, and be honest about your own feelings. Children who

have a chance to express themselves work through their doubts more easily.

• Help children compile a list of phone numbers and addresses of friends, relatives, and other important
people. Knowing they can stay in touch with these people will be reassuring.

• Take your children to your new home before you move and explore the new neighborhood and town or city together.

• Try to line up some activit ies in which your child can participate after the move: a sports team, music
lessons, or a scouting troop. Not only will activit ies like these keep your children involved but they will help
the kids feel like part of the group.

During T he Move: Remembering W hat’s Important

• Stay as upbeat and calm as you can. Your own mood will impact your children’s moods.

• Involve your children in the packing. Older children can put their own belongings in boxes, and children of
all ages will enjoy decorating the boxes containing their things.

• Stick to your routines. Have meals at the same times you normally do.

• Don’t pack things that your children treasure. Take special blankets, favorite books, and other prized items
in the car or on the plane with you.

• Help your children say goodbye to the important people in their lives. For their friends, a party is a fun
way to celebrate the friendship.

• For many families, moving day means a long car trip or a cross-country f light. Prevent backseat blues
and airline angst by adding travel fun and games to your plans. See the next page for ideas.

• Allow your child to bring an album with pictures of their old home and friends. This will allow them to
express their feelings and provide you with a chance to reassure your child that it is natural to feel loss and
initial discomfort with such a big change.



After T he Move: Getting Settled

• To make your new home seem more like home, hang your child’s or family portrait in a prominent
location or create a tabletop display of family photographs.

• Take pictures of the new home, neighborhood playmates, family members, and school. Start a new family
album to show there is fun and family togetherness available at the new home.

• Don’t spend too much time unpacking—at least not right away! In the f irst few days, take time to enjoy
your new home with your family. Take walks and check out local restaurants.

Above all, listen. Be there when your children get home after the f irst day at their new schools, even if it 
means having to leave work early. Ask often how things are going, and take time to listen.

Moving Your Pets

Cats and Dogs

Cats and dogs can either be shipped by air or taken along in the car. If you are f lying to your new destination, 
your cat or dog can ride in the baggage compartment. Your pet will need a health certif icate from your vet. 
Call the airline in advance to f ind out about special boxes they may have. If you are going to make a container 
for your pet, make sure that the container complies with airline regulations. It is a good idea to put a piece of 
clothing with your scent in the animal’s box so he/she feels more at home.

Think twice about taking your dog or cat with you on a long cross-country trip. Not only can animals get 
car sick, but being cooped up in a car all day can make them nervous and upset. They must be fed and have 
plenty to drink (make sure that you take along a water dish), they have to make “rest stops,” and they have to 
be on a leash to keep them from running off anytime the car door is opened.

Some motels and hotels don’t allow pets. Others have special facilit ies for handling travelers’ pets. Call in 
advance and check out the available literature on hotels along your route. National chains usually publish such 
information.

Smaller Animals
Hamsters, birds, mice, and such can be transported in the family car fairly easily. Make sure that the animals 
have enough food and water in their cages and are out of drafts or extreme temperatures. Cover cages with a 
cloth to keep the pets quiet and restful.

Fish
It is not practical to move f ish in their aquarium. A 
gallon of water weighs eight pounds. Plan on giving the 
f ish away and restock the aquarium when you arrive at 
your new home.
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Moving Your House Plants

You can take your plants with you when you move without harming them. Here are some 
tips to help:

• Call your local U.S. Department of Agriculture to check on regulations if moving from one state to
another. Many states have restrictions on certain kinds of plants to prevent importing bugs or pests that
can  destroy valuable cash crops in the state.

• A couple of weeks before you move, prune plants to facilitate packing. Consult a f lorist or a plant book
for instructions.

• A week before you move, put your plants in a black plastic bag. Prior to placing your plant in the bag,
place a bug/pest strip, conventional f lea collar, or bug powder in the bag. Close the bag and place it in a
cool area overnight. This will kill any pests on the plant or in the soil.

• The day before you move, put your plants in cardboard containers. Make sure that they are held in place
by dampened newspaper or packing paper. Use paper to cushion the leaves and place a f inal layer of wet
paper on top to keep them moist. Water the plants normally in summer, a little less in winter.

• On the day of your move, set the boxes aside and mark “DO NOT LOAD” so they won’t be taken on the
moving van.

• On the day you leave, close boxes, punch air holes in the top, and load them in your car.

• When on the road, be careful where you park your car. Look for a shaded area in the summer and a sunny
spot in the winter.

• Unpack the plants as soon as you can after arriving. Remove plants through the bottom of the box in order
to avoid breaking their stems. Do not expose the plants to much sunlight at f irst. Let them get accustomed
to more light gradually.

• If you must leave your plants behind, take cuttings. Put them in plastic bags with wet paper towels
around them.
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Air Conditioning/Heating 
Perfect Temp

Mickey Gautreaux
225-200-3415

Appraisers
Tucker & Associates

Rudy Tucker
225-755-2138

Home Furnishings
Holly Harrison Interiors

Joe Mulkey
225-266-2962

Home Inspectors 
Advantage Services

225-753-8114

Insurance Serv ices 
AllState Insurance

Jay Thomas
225-272-5296

Landscaping
Canova Design & Construction 

Brad Canova
225-268-5149

Pest Control
Advantage Pest Services

Jeff Richards
225-936-6509

Mortgage Lenders
Charlotte Guidroz

Union Home Mortgage
225-281-6101

General Maintenance & Repair 
Calvin's Maintenance

225-752-5014

Pool Care
Crystal Clear Pool Service

225-753-1766

Roof Repair and Replacement 
Frank Catanzaro

225-335-1380

Home Additions & Remodeling 
Combetta’s General Construction 

Randal Combetta
225-413-9520

Craftsman Plus
Eric Dauzat

225-939-7344

Service Providers
to Accommodate Your Needs
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Glossary of Terms
Abstract of Title
The summary of the public records relating to the ownership of a particular piece of land. It represents a 
short legal history of an individual piece of property from the time of the f irst recorded transfer to present.

Acceptance
Consent to an offer to enter into contract.

Adjustable Rate Mortgage (ARM)
A mortgage in which interest and payment rates vary periodically, based on a specif ic index, such as 30-year 
Treasury Bills or the Cost-of-Funds index.

Adjustments
Money credited or debited to either/both buyer and seller at closing, including real estate taxes, association 
fees, garbage fees, rents, etc.

Agency
A mutual-consent, legal relationship in which a seller or buyer engages a broker-agent in the sale or 
purchase of property.

Agent/REALTOR®
A licensed person who represents the seller (and/or buyer) and who provides market assessment, offers sales 
or buying strategy, recommends various services and sources important to the seller or buyer, is a member of 
the National Association of REALTORS (NAR), and subscribes to NAR’s strict Code of Ethics.

Amortization
A method by which monthly mortgage payments are equalized over the life of a loan, despite the fact that the 
proportion of principal to interest changes.

Annual Percentage Rate (APR)
The total f inance charge (interest, loan fees, points) expressed as a percentage of the mortgage amount.

Appraisal
A professional and unbiased written opinion of a property’s value that is based on recent, comparable sales; 
quality of construction and current condition; and style of architecture.

Appreciation
Increase in value to any cause.

Asking Price
The price at which a property has been placed on the market for sale.
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Assessed Value
The established value of a property for tax-assessment purposes, which may or may not ref lect market value.

Assumption of Mortgage
The taking of title to property by a grantee, wherein he or she assumes liability for payment of an existing 
note secured by a mortgage or deed of trust against the property, becoming a co-guarantor for the payment 
of a mortgage or deed for trust note.

Balloon Mortgage
A short-term mortgage, generally at a f ixed rate of interest, to be paid back in predetermined, equal monthly 
payments with a large f inal payment for the balance of the loan to be paid at the end of the term.

Broker
A person licensed to represent home buyers or sellers for a contracted fee. Brokers manage real estate off ices 
and employ licensed agents to sell properties.

Bridge Loan
A short-term mortgage made until a longer-term loan can be made; it’s sometimes used when a person 
needs money to build or purchase a home before the present one has been sold.

Building Codes
State and local laws that regulate the construction of new property and the rehabilitation of existing property.

Cap
A limit on the total amount an interest rate can be increased in a specif ied time and over the lifetime of an 
adjustable-rate mortgage.

Capital Gains
The taxable prof it derived from the sale of a capital asset. A gain is the difference between the sale price and 
the basis of the property, after making appropriate adjustments for closing costs, f ix-up expenses, capital 
improvements, allowable depreciation, etc.

Closing 
The f inal settlement at which time the title is transferred from seller to buyer, accounts are settled, new 
mortgages are signed, and all fees and expenses are dispersed or satisf ied.

Closing Costs
All fees, taxes, charges, commissions, surveys, lender fees, inspection fees, and other costs paid by the buyer 
and/or seller at the closing.

Commission
A previously agreed upon percentage of the home’s sale price paid to the listing and selling agent(s).

Comparables
Similar properties in type, size, price, and amenities that have sold recently, been adjusted, and are used for 
comparison in the appraisal report. 
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Condominium (Condo)
Real estate ownership in which a property owner has title to a specif ic unit but shared interest in 
common areas.

Contingency 
A condition that must be satisf ied before a contract is binding.

Contract 
An agreement to do or not to do a certain thing.

Contract for Deed
A contract ordinarily used in connection with the sale of a property in cases where the seller does not wish to 
convey title until all or a certain part of the purchase price is paid by the buyer.

Contract of Title
A summary or digest of the conveyances, transfers, and any other facts relied on as evidence of title together 
with any other elements or records that may affect the marketability of the title.

Conventional Mortgage
Most popular home f inancing form not insured by Federal Housing Administration (FHA) or guaranteed by 
Veteran’s Affairs (VA). Available from many lenders at varying rates, terms, and conditions.

Conversion Clause
Clause in an ARM permitting conversion from an adjustable loan to a f ixed-rate loan.

Counteroffer
An offer made by a buyer or seller to the other party, responding to the asking price or a subsequent 
adjustment to that price to complete a purchase of sale.

CRV
Certif icate of Reasonable Value. A document of appraisal issued by VA establishing their opinion of the 
maximum value.

Curb Appeal
A term used by REALTORS® that encompasses all that a buyer sees from the street that may induce the buyer 
to look more closely at the property.

Deed
A legal “instrument” that conveys the title to a property from seller to buyer.

Disclosure Laws
State and federal regulations that require sellers to disclose such conditions as whether a house is located in a 
f lood plain or if there are any known defects that would affect the value of the property.

Discount Points
Additional charges made by a lender at the time a loan is made. Points are measured as a percent of the 
loan, with each point equal to one percent. These additional interest charges are paid at the time a loan is 
closed to increase the rate of return to the lender so as to approximate the market level.
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Down Payment
The buyer and lender determine the down payment requirements during the pre-qualif ication process. The 
down payment is usually expressed as a percentage of the purchase price: e.g., 0%, 5%, 10%, 20%, 25%, 30%.

Earnest Money (Escrow Deposit)
Money paid by the buyer at the time an off icial offer to purchase is submitted to the seller, intended to 
demonstrate the good faith of the buyer to complete the purchase. Earnest money is applied against the 
purchase price when the sale is f inalized. Under certain conditions, the earnest money may be forfeited if the 
buyer fails to complete the purchase under the terms of the sales contract.

Easement
A right to use the land of another.

Encroachment
A condition that limits the interest in a title to property such as a mortgage, deed restrictions, easements, 
unpaid taxes, etc.

Equity
The difference between the sale price of a property and the mortgage balance owed on the property.

Equity Mortgage
A mortgage based on the borrower’s equity in their home rather than on their credit worthiness.

Escrow Account
A third-party account used to retain funds, including the property owner’s real estate taxes, the buyer’s 
earnest money, or hazard insurance premiums.

Exchange 
The trading of equity in a piece of property for equity in another property.

Fair Market Account
The highest price an informed buyer will pay, assuming there is no unusual pressure to complete the purchase. 

Fannie Mae
The Federal National Mortgage Association (FNMA) is a privately owned corporation created by congress to 
buy mortgage notes from local lenders and provide guidelines for most lenders to use to qualify borrowers.

Fee Appraisal
The act or process of estimating values of real estate or any interest therein for a fee.

FHA-Insured Mortgage 
A loan made by a local lending institution and insured by the Federal Housing Administration, whereas the 
buyer pays the premium.

Firm Commitment
A lender’s agreement to make a loan to a specif ic borrower on a specif ic property. An FHA or Private 
Mortgage Insurance (PMI) agreement to insure a loan on a specif ic property, with a designed purchaser.
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Fixed-Rate Mortgage
A mortgage with a set interest rate for the entire term of the mortgage.

FMHA Loan
A loan insured by the Federal Home Loan Mortgage Corporation (FHLMC), a federally controlled and operated 
corporation to support the secondary-mortgage market.  

Foreclosure
A legal procedure whereby mortgaged property is seized and sold as payment for a debt in the event of default.

Freddie Mac
The nickname for Federal Home Loan Mortgage Corporation (FHLMC), Freddie Mac is a federally controlled 
and operated corporation to support the secondary-mortgage market. It purchases and sells residential 
conventional home mortgages.

Graduated-Payment Mortgage
This mortgage offers low initial monthly payments that increase at a predetermined rate and then cap at a 
f inal level for the duration of the mortgage.

Home Inspection
A formal survey of a home’s structure, mechanical systems, and overall condition, generally performed by an 
inspector or contractor.

Home Warranty
A policy available to the buyer or seller as insurance against unanticipated home-repair costs.

Homeowner’s Policy
A hazard insurance policy covering, at the very least, the appraised value of a house and property.

Inspection Contingency
A written stipulation contained in an “offer to buy” that makes the sales contract predicated upon the 
f indings of a professional home inspector.

Installment Debts
Long-term debts that usually extend for more than one month.

Interest 
The predetermined charge or fee paid to a lender by the borrower for the use of monies loaned.

Investor
The holder of a mortgage or the permanent lender. Any person or institution that invests in mortgages.

Joint Tenancy
Joint ownership by two or more persons with right of survivorship; all joint tenants own equal interests and 
have equal rights in the property.
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Land Contract
A contract ordinarily used in connection with the sale of property in cases where the seller does not wish to

convey title until all or a certain part of the purchase price is paid by the buyer.

Lease Purchase Agreement 
The buyer makes a deposit for the future purchase of property with the right to lease the property in the interim.

Lien
A legal claim against a property that must be paid when the property is sold.

Listing
A contract through which a seller agrees to terms and fees with an agent who will sell the property to a buyer.

Loan Commitment
A written promise by a lender to make a loan under certain terms and conditions. These include interest 
rate, length of loan, lender fees, annual percentage rate, mortgage and hazard insurance, and other special 
requirements.

Loan-to-Value Ratio
The relationship between the amount of a home mortgage and the total value of the property.

Lock-In Rate
A commitment made by lenders on a mortgage loan to “lock in” an interest rate pending mortgage approval. 
Lock-in periods vary.

Market Price
The actual price at which a property is sold.

Market Value
The price that is established for a property by existing economic conditions, property location, size, etc.

Marketable Title
Merchantable title, free and clear of objectionable liens or encumbrances.

Mold
Mold is a superf icial and often woolly growth produced on damp or decaying organic matter or on living 
organisms. See www.epa.gov/iag/molds/moldguide.html for a guide that provides information and guidance 
for homeowners and renters on how to clean up residential mold problems.

Mortgage
A legal claim received by the lender on a property as security for the loan made to a buyer.

Mortgagee
The lender of money or the receiver of the mortgage document.
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Mortgage Broker
An independent, third-party, licensed broker who arranges loan transactions between lenders and borrowers 
by facilitating the application and approval process.

Mortgage Insurance Premium (MIP)
The consideration paid by a mortgagor for mortgage insurance either to the FHA or a PMI company. On an 
FHA loan, the payment is one half of one percent annually on the declined balance of the mortgage. It is a 
part of the regular monthly payment and is used by the FHA to meet operating expenses and provide loss 
reserves.

Mortgagor
The borrower of money or the giver of the mortgage document.

Multiple Listing Serv ice (MLS)
A system through which participating brokers agree to share commissions on a predetermined percentage 
split on the sale of properties listed on the system.

Origination Fee
This fee is a supplemental fee paid by buyers to lenders, usually stated as a percentage or as points.

Personal Property
Any property that is not real property: e.g., money, savings accounts, appliances, cars, boats, etc.

PIT I
Common real estate acronym meaning Principal, Interest, Taxes, Insurance.

Point
A single percent of the loan principal, often charged by the lender in addition to various fees and interest.

Prepayment
When a borrower pays off an entire mortgage before the scheduled payoff date.

Prepayment Penalty
A fee included in the mortgage agreement that is required of the borrower in the event the loan is paid of  
before the due date. Look for a clause that says, “There shall be no prepayment penalty.”

Prequalif ication
An informal estimate of the “f inancing potential” of a prospective borrower.

Principal
The amount of money borrowed against which interest and possibly fees will be charged. OR: One of the 
parties to a contract.

Private Mortgage Insurance (PMI)
Insurance issued to a lender by a private company to protect the lender against loss on a defaulted mortgage 
loan.  Its use is usually limited to loans with high loan-to-value ratios. The borrower pays the premiums.

Promissory Note
A written contract that contains a promise to pay a def inite amount of money at a specif ic t ime in the future.
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Pro-ration
Proportionate division of expenses based on days or time occupied or used by the seller and/or buyer.

Purchase Agreement
A written, legally binding contractual agreement between a buyer and a seller for the purchase of real estate.

Qualif ication
Ability of a borrower to satisfy a lender’s mortgage-approval requirements.

Radon
A colorless, odorless gas formed by the breakdown of uranium in sub-soils. It can enter a house through 
cracks in the foundation or in water and is considered to be a hazard. Your REALTOR® can supply a radon 
brochure.

Real Property
Any land and whatever by nature or artif icial annexation is a part of it.

Referral
The recommendation by one agent of a potential buyer and/or seller to another agent either locally or long-distance.

Ref inancing
The process of applying for a new mortgage to gain better terms or use of equity.

Relocation Specialists
A f irm or person specializing in advising buyers or sellers on relocating to different and/or new communities. 
There are designations for REALTORS that indicate additional educational training. Look for the Certif ied 
Relocation Professional (CRP) designation.

RESPA Statement
The Real Estate Settlement Procedures Act requires a precise listing of all closing costs for both sellers and buyers.

Return on Investment (ROI)
The prof it gained as the result of money spent on an improvement or addition to a home or property.

Settlement Disclosure Statement 
A statement or list providing a complete breakdown of costs involved in f inalizing a real estate transaction 
prepared by the lender’s agent prior to closing and reviewed at closing by the buyer and seller.

Survey
The process by which a parcel of land is measured and its area ascertained. Title companies study the survey 
to check for encroachments.

Title
A legal document that def ines the property, right of ownership, and possession.

Title Defect
An outstanding claim or encumbrance on property that affects marketability.

Title Insurance
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Title Search
A highly detailed search of the document history of a property title for the purpose of identifying any and all 
legal encumbrances to the property prior to title transfer to a new owner.

Variance
A special suspension of zoning laws to allow the use of property in a manner not in accord with existing laws.

VA Mortgage
The Department of Veterans Affairs has made guaranteed mortgages available through banks and other 
lending institutions to active military personnel, veterans, or spouses of veterans who died of service-related 
injuries.

Walk-T hrough Inspection
The f inal inspection by the buyers, usually in the company of the buyers’ real estate sales agent, to ensure 
that all conditions noted in the offer to purchase and all seller-related contingencies have been met. This 
inspection is most often completed immediately prior to the closing and after the seller has vacated the 
premises.

Zoning
Virtually all local communities have established specif ic restrictions for land use, new construction, and 
remodeling activity. These are available to you through a local regulatory department such as the Building 
Inspector’s Department or off ice or the Planning and Zoning Board.
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In order to make sure that we have not missed any important information about your home, please f ill out 
the following six pages before our appointment. We have found that if there are several pieces of information 
in our f iles, it allows us to respond to buyers’ questions while the interest level is at it’s highest.

Market ing

This is an important part of our marketing plan and it helps us to show potential buyers the quality and value 
that your home offers. Buyers appreciate this information as they make the decision to buy your home.

Your home CANNOT be put on the market  unt il  al l  of  the at tached forms are complete, 
and we have received the fol low ing*  f rom you:

▢ A survey of  your property.

▢ A termite-inspect ion let ter  or  prev ious wood-infestat ion report .

▢ Two sets  of  keys.

▢ I f  this  is  for  an investment property:  A prof it/loss  statement,  tenant and lease informat ion.

▢ I f  this  is  for  a condo or  townhome: A condominium document/copy of  current  budget.

I f  you do not  have these items available  or  know what they are or  where they are ,  please have available  the 
documents f rom when you purchased your home.

Gett ing To Know You

Your name:  ___________________________________________

Spouse/s ignif icant  other’s  name:  ___________________________________________

Children’s  names and ages:  ___________________________________________

___________________________________________

Mail ing address:   ___________________________________________

___________________________________________

Property  address:  ___________________________________________

(if  d if ferent than mail ing address)  ___________________________________________

Home #:  ___________________________  Work #:   ___________________________ 

Fax  #:   ___________________________  Mobile  #:   ___________________________ 

E-mail: ______________________________________________________________________  

Spouse:  Work #:  ___________________________  Fax  #:       ___________________________ 

Mobile  #:  ___________________________  Other   #:        ___________________________ 

E-mail: ______________________________________________________________________

Seller’s Homework



Gett ing To Know You (cont inued)

Your soc ial  secur it y  number:          ________________________________________

Spouse/SO soc ial  secur it y  number:         ________________________________________ 

   

Your birthday:  ___________________________     Spouse/SO:       ___________________________ 

Child’s  birthday:  ___________________________     Child’s  birthday:  ___________________________ 

Anniversary:  ___________________________       

  

My preferred methods of  contact  are (check all  that  apply):

▢ Regular mail           ▢ E-mail           ▢ Fax          ▢ Home phone          ▢ Work phone

Mortgage Information

Name:      ________________________________________________________________

Soc ial  secur it y  number:  ________________________________________

Property  address:  ________________________________________________________________

First  Mortgage

Mortgage company:  ________________________________________________________________

Address:   ________________________________________________________________

Phone number:   ________________________________________

Loan number:  ___________________________     Interest  rate:      ___________________________ 

Balance (approx imate):  ________________________________________

Type (check one):  ▢ Convent ional           ▢ VA          ▢ FHA          ▢ Don’t  know

Second Mortgage/Equit y  Line

Mortgage company:  ________________________________________________________________

Address:   ________________________________________________________________

Phone number:   ________________________________________

Loan number:  ___________________________     Interest  rate:      ___________________________ 

Balance (approx imate):  ________________________________________

Other Liens

Company: ________________________________________________________________________

Amount:             ___________________________      Contact:        ___________________________ 
          



P roperty P rotect ion Information

Insurance

Do you have insurance on the property?   Yes  ▢   No ▢  

I f  so,  what t ype?  (check one)     ▢ Homeowners          ▢ Landlord          ▢ Other

Carr ier:    _________________________________     Agent:    _________________________________  

Coverage amount:    ________________________      Annual  cost:    ___________________________

Home Secur ity

Do you have a home securit y  system?   Yes ▢   No ▢   

I f  so,  is  it  owned or  leased?   ▢ Owned          ▢ Leased 

I f  leased,  for  what  term?   ______________________ 

Prov ider:    _______________________________       Cost  per  month:    _________________________

Prov ider  phone number:     ______________________

Keypad locat ion(s):    ___________________________________________________________________

Secur it y  code(s):  D isarm:   __________________      Arm:   __________________

Password(s):   ________________________________ 

Annual Ut ilit y  Costs

Property  address:  ________________________________________________________________  

Owner(s):  ________________________________________________________________

MONTH  ELECTRIC  GAS WATER

January   _______________  _______________  _______________ 

February  _______________  _______________  _______________ 

March   _______________  _______________  _______________ 

Apr il    _______________  _______________  _______________ 

May  _______________  _______________  _______________ 

June  _______________  _______________  _______________ 

July   _______________  _______________  _______________ 

August    _______________  _______________  _______________ 

September   _______________  _______________  _______________ 

October   _______________  _______________  _______________ 

November  _______________  _______________  _______________ 

December  _______________  _______________  _______________ 

Average per month:  _______________  _______________  _______________ 

TOTAL AVERAGE COST:  __________________ 



About Your P roperty
Please help us and your buyer become more famil iar  w ith your home by answer ing the fol low ing 
quest ions.  Please include any other informat ion you think might be helpful  in market ing your home.

W hy did you buy this  home? W hat spec ial  qual it ies  or  features at t racted you to this  home and/or area? 

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

W hat d id you love about l iv ing here?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________  

W hat w il l  you miss?          

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

W hat would you have changed?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________  

W hich features should be advert ised and/or de-emphasized? 

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

W hat improvements d id you make to your home? 

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________



Home Improvements

Please prov ide informat ion about any improvements you made to the home: names of  contractors , 
dates carr ied out ,  and br ief  descr ipt ions—whether st ructural ,  decorat ive,  landscaping,  etc .

Descr ipt ion of  Improvement  Contractor  Date

___________________________________________  ________________________  _______________ 

___________________________________________  ________________________  _______________ 

___________________________________________  ________________________  _______________ 

___________________________________________  ________________________  _______________ 

___________________________________________  ________________________  _______________

___________________________________________  ________________________  _______________

W hat do you l ike best  about your home?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

W hat do you l ike least  about your home?

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

Quest ions to ask when I  meet  Janet  Anderson & Company:

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

Notes:  

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________

____________________________________________________________________________________  

____________________________________________________________________________________  



            
            



Purchase Contracts
and Other Important 
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LISTING AND MARKETING AGREEMENT  
 
 
 
 
Property located at (Municipal Number) _____________________________________________ City ___________________________ 
 
Zip _____________Lot _______________ Square/Parcel ________________Subdivision __________________________________  
 
or Legal Description ________________________________________________ Parish of _______________________________ , LA 
 
EMPLOYMENT 
The undersigned Seller(s) hereby engages undersigned Broker its successors and assigns for Seller’s exclusive  brokerage service and 
grants to Broker the sole and exclusive right to market and to sell, exchange or otherwise arrange to transfer the above described real 
property at the price as below outlined, or any other price that Seller agrees to accept. The manner in which the Property shall be 
marketed and advertised by Broker will be determined at the sole discretion of Broker. Said marketing shall include, but not be limited 
to, print advertising and internet advertising. Any costs incurred for said marketing shall be at the sole expense of Broker.  Seller agrees 
to pay Broker professional brokerage fees amounting to $_____________________ or ______ percent of the gross amount of any 
agreement to sell, exchange or other type of transfer. This brokerage fee is earned when Seller enters into any agreement to sell, 
exchange or otherwise transfer title to a buyer. Broker and Seller’s Designated Agent are authorized to cooperate with other brokers. 
Broker may pay a portion of the brokerage fee stated above to such other broker in any manner Broker may see fit. Settlement Agent is 
authorized to disburse said fee according to Broker’s instructions.  
 
This employment and authority shall begin on___________________, 20____, and shall continue until midnight 
___________________, 20____, except if at that time an agreement to purchase the property is in effect, this employment shall 
continue until that sale is closed, or the purchase agreement has expired, whichever occurs last. Seller agrees to refer all prospects to 
the Broker or Seller’s Designated Agent during the term of this listing. 
 
Seller further agrees to pay Broker the above-stipulated fees in the event of sale, exchange or any agreement to transfer the property 
within _______ days after the expiration or termination for any reason of this agreement, provided buyer has become interested in the 
property as a result of the efforts of the Broker during the term of this agreement, unless the property is listed exclusively with another 
Broker.  
 
Seller agrees to indemnify Broker or any Seller’s Designated Agent, its officers, directors, associates, agents, or employees against any 
claim, including the cost of litigation, if any incorrect information is furnished by the Seller concerning the property, including but not 
limited to the Property Disclosure Document. 
 
Seller acknowledges that except for the price the Seller(s) will take, confidential information includes only information designated in 
writing as being confidential or information the disclosure of which could materially harm the position of the Seller. Seller also 
acknowledges that material information about the physical condition of the property cannot be considered confidential. Seller further 
acknowledges that Seller’s Designated Agent may disclose confidential information to the Broker for the purpose of seeking advice or 
assistance. 
 
Broker is authorized to accept on behalf of Seller(s) all Deposit(s) related to the Property. Said Deposit(s) shall be held in a non-interest 
bearing escrow account in accordance with the rules of the Louisiana Real Estate Commission. Seller understands that the deposit 
cannot be disbursed without mutual written consent of the Buyer and Seller, or by judicial order or by ruling of the Louisiana Real Estate 
Commission. 
 
(Check one) 
A “For Sale” sign  may  may not be placed on property. 
A “Lock Box”  may  may not be placed on property. 
 
PROPERTY 
Price $ ___________________________________________The property to be sold includes all buildings, component parts, things 
permanently attached to the building(s) or other constructions, as well as the following parts of the building(s) or other constructions, 
regardless of how they are attached and regardless of whether substantial damage would occur to the item attached or the item it is 
attached to if it were removed: all plumbing, heating, cooling, electrical or other installations, hardware, doors, gutters, shutters, fences, 
gates, ceiling fans, sinks, faucets and knobs, toilets, bathtubs, cabinets and their hardware, switch plates, speakers, security system, 
sprinkler system, landscape lighting, landscaping, plants and shrubs, pot hangers, awnings, fountains, freestanding fireplace, gas logs, 
basketball goals, playground equipment, garage doors and openers, outdoor built-in cooking equipment, hot tub, stained glass 
windows, window treatments, including draperies, rods and blinds, exterior TV antennae/satellite dishes, built-in appliances and 
fixtures, air conditioning window units, electric and gas lighting fixtures (indoors and outdoors), carpets, window screens and bathroom 
mirrors, all of which are in place at the time this agreement is executed, unless otherwise stated herein. Nothing in this description shall 
be deemed to include furniture and artwork, which would not be considered part of the construction of the home. In the event of doubt 
or ambiguity as to whether or not an item is included in the sale, such doubt or ambiguity shall be resolved in favor of inclusion unless 
specifically excluded herein. The following items are specifically excluded:  
__________________________________________________________________________________________________   
___________________________________________________________________________________________________________  

INFORMATION ONLY
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Seller warrants to Broker and to Seller’s Designated Agent that: (1) Seller has merchantable title to the property; (2) Seller has authority 
and capacity to sell and that there are no other Sellers; (3) the property fronts on a public road or highway; (4) there are no known 
encroachments across the boundaries or into any servitude on the property; (5) all heating, air-conditioning, plumbing, water wells, 
sewer systems, electrical systems as well as built-in appliances are in normal working order, which means functioning for the purpose 
for which they are intended, commensurate with age or will be made so prior to sale; (6) to the best of Seller’s knowledge, the property 
has no hidden defect(s) including, but not limited to, termite or insect damage, slab or foundation cracking or sinking, structural 
weakness or damage, or lead based paint or lead-based paint hazard, mold or conditions that may lead to mold (i.e., water damage 
that has not been properly remedied). 
 
MINERAL RIGHTS (Check one) 

 If Seller owns any mineral rights they are to be conveyed without warranty. 
 Mineral rights owned by Seller, if any, are to be reserved by the Seller, but Seller waives the right to use the surface for any mineral 

activity. 
 Other__________________________________________________________________________________________________ 

 
MAINTAINING CONDITION 
Seller agrees to maintain premises, including the lawn and all landscaping, in present condition. Seller agrees to remove all  refuse and 
personal property from the premises before the date of possession. 
 
DISCLOSURE 
Seller understands the significance of making a complete and accurate disclosure of all adverse circumstances or conditions affecting 
the property, on the Property Disclosure Document which becomes part of this Listing and Marketing Agreement. If improvements were 
built prior to 1978, Seller shall complete Lead Based Paint and Lead Based Paint Hazard Disclosure. Seller or Seller’s agent will 
provide Buyer with HUD pamphlet “Protect Your Family From Lead in Your Home” and Seller will comply with all disclosure 
requirements of Federal law and regulations concerning lead-based paint and lead-based paint hazards. 

 Seller(s) elect to sell property with full waiver of warranty and redhibition rights at act of sale as per La. C.C. art. 2520 et seq. Buyer 
should be advised of and asked to initial the section of the Purchase Agreement entitled “Waiver of Warranty of Condition of the 
Property.” 
 
Check if applicable:  The person listing the Property with Broker is a person who has not used the Property as a residence (e.g., the 
administrator of the estate of the previous owner, etc.); therefore, Seller’s information regarding the Property is limited. 
 
AGENCY 
Broker designates and Seller accepts Listing Agent named below (Seller’s Designated Agent) as the only legal agent of Seller.  Broker 
reserves the right to name additional designated agents when in Broker’s discretion it is necessary. If additional designated agents are 
named, Seller will be informed in writing within a reasonable amount of time. Any additional agent so designated shall be included in the 
term Seller’s Designated Agent as used in this agreement. Seller acknowledges that Seller’s Designated Agent may from time to time 
have another sales associate who is not an agent of the Seller conduct an open house of Seller’s property or provide similar support in 
the marketing of Seller’s property. 
 
Seller authorizes Seller’s Designated Agent to disclose to any prospective buyer or agent whether or not there are any outstanding 
offers to purchase the property at any given time, but is not to disclose the Seller’s motivation or price or terms the Seller(s) will accept 
other than the price or terms listed or any other details of such offers without Seller’s approval. 
 
(Check one) 

 Should Designated Agent represent a Buyer who wishes to purchase the property of Seller, Seller does hereby consent to this dual 
representation by Designated Agent. 

 Seller does not consent to dual representation by Designated Agent. 
 
If an attorney is engaged by Broker to enforce Broker’s rights under this contract, Seller agrees to pay the reasonable fee o f such 
attorney, and the Seller agrees to pay all court costs, other costs and expenses that may be incurred by Broker. If Broker incurs any 
claim or suit by any person or personal injury or property damage as a result of the condition of above described premises or to Seller’s 
negligence, Seller(s) agree to indemnify Broker against all such liability, loss and expense. 
 
MULTIPLE LISTING SERVICE, INTERNET DATA EXCHANGE AND INTERNET DISPLAY 
It is understood that Broker is a member of the Greater Baton Rouge Association of REALTORS® Multiple Listing Service (“MLS”). 
Broker and Seller agree that the information contained in this agreement (the “Property Data”) will be filed in MLS and processed in 
accordance with the rules and regulations of MLS. The permission granted by Seller, by signing this agreement, to include the Property 
Data in MLS likewise means that the Property Data may be included in any media advertising, including Internet advertising, in which 
MLS data is included and will also be included in Internet Data Exchange on Virtual Office Websites (“VOWs”). Internet Data Exchange 
is an Internet based system whereby Brokers share information regarding their listings of properties for sale. Brokers who participate in 
the system are permitted to include on their websites listings of other Brokers who participate in the system. Therefore, active listings 
may be viewed by real estate professionals and the public at large. A VOW is the website or a feature of a website of an MLS 
participant through which the MLS participant is able to provide real estate brokerage services to consumers and where the consumer 
has the opportunity to search MLS data. If Seller does not want the Property Data included in Internet Data Exchange, on VOWs, or in 
other forms of publicly-accessible media, then Seller can opt out of displaying the property data on publicly-accessible websites or 
VOWs.  Alternatively, Seller may opt out of including the property address on publicly-accessible websites or VOWs while allowing 
other Property Data to be displayed. Seller may also require VOWs to disable functions that (i) allow third parties to write comments or 
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reviews about particulars listings  or displays a hyperlink to such comments or reviews in immediate conjunction with particular listings, 
or (ii) display an automatic estimate of the market value of the listing (or hyperlink to such estimate) in immediate conjunction with the 
listing.  

(Check if applicable) 
 Total Opt Out - Seller has chosen to opt out of displaying the listed property on the internet, including but not limited to publicly-

accessible websites and VOWs.   

I understand and acknowledge that, if I have selected to opt out of displaying the listed property on the internet, consumers 
who conduct searches for listings on the Internet will not see information about the listed property in response to their search.   

 
Seller’s Initials ____________   

 
  Address Opt Out - Seller has chosen to opt out of displaying the property address on the internet, including but not limited to 

publicly-accessible websites and VOWs.  (Attach Seller Opt-Out Form). 
 Comments Opt Out - Seller requests that functions on VOWs allowing comments or reviews of the property or displaying a 

hyperlink to such comments or reviews in immediate conjunction with the property listing be disabled. Seller acknowledges and agrees 
that Broker will convey Seller’’s election to MLS, but is not and cannot be held responsible for the content of any VOW other than a 
VOW maintained by or on behalf of Broker. 

  Market Value Opt Out - Seller requests that functions on VOWs displaying an automatic estimate of the market value of the listing 
(or hyperlink to such an estimate) in immediate conjunction with the listing be disabled. Seller acknowledges and agrees that Broker will 
convey Seller’s election to MLS, but is not and cannot be held responsible for the content of any VOW other than a VOW mainta ined by 
or on behalf of Broker. 

Broker is authorized to notify the MLS of the pending sale upon completion of a fully executed sales agreement on the listed property 
and to disseminate any sales information, including without limitation, price, special financing, and Seller concessions, upon the closing 
of the sales transaction. Nothing contained herein is intended, or shall it be construed as making the Greater Baton Rouge Association 
of REALTORS® Multiple Listing Service a party to this marketing agreement. 

 
HOME SERVICE PLAN (Check one) 

 Seller agrees to purchase a home service plan at a cost not to exceed $_________________________ and acknowledges that 
Broker may receive compensation from the home service company. HOME SERVICE PLAN MAY NOT WARRANT PRE-EXISTING 
DEFECTS AND DOES NOT SUPERSEDE OR REPLACE ANY OTHER INSPECTION CLAUSE OR RESPONSIBILITIES. 

 Seller does not agree to purchase a home service plan but acknowledges that Broker has explained the availability of such a home 
service plan and that Brokers and Designated Agents shall be held harmless from responsibility or liability due to the rejection of such 
plan. 
 
FAIR HOUSING 
The Fair Housing Act, Title VIII of the Civil Rights Act of 1968 (42 U.S.C. §3601 et seq.), prohibits housing discrimination by real estate 
firms and homeowners. It is illegal to discriminate against any person because of race, color, religion, sex, handicap, familial status, or 
national origin. A Buyer has the right to take legal action if Seller refuses to sell for discriminatory reasons. 
 
Other Provisions:  _______________________________________________________________________________________ 
 
I/We have read and understand the above. 
 
___________________________________________________________________________________________________________ 
Seller (Signature)     Date/Time     Seller (Print) 
 
___________________________________________________________________________________________________________ 
Seller (Signature)     Date/Time      Seller (Print) 
 
Address __________________________________________________City ______________________________ Zip _____________ 
 
Home Phone Number _______________________________ Work Phone Number _____________________________________  
 
E-Mail Address _______________________________________________________________________________________________ 
 
Accepted by: 

Broker ___________________________________________________________________  Date ______________  
 
  Designated Agent __________________________________________________________  Date _______________ 
 
Broker (Firm) __________________________________________________________________________________________  
 
Office Address ________________________________________________________________________ Phone _________________  
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PROPERTY DISCLOSURE EXEMPTION FORM 
 

In accordance with LSA-R.S. 9:3196-3200, a SELLER of residential real property must furnish BUYERS with a Property Disclosure 
Document.  A complete copy of these statutes can be found at www.legis.state.la.us.  The required Property Disclosure Document 
may be in the form promulgated by the Louisiana Real Estate Commission (“Commission”) or in another form that contains 
substantially the same information.  The Commission form can be found at www.lrec.state.la.us.  

 
WHO IS REQUIRED TO MAKE DISCLOSURE?  ALL SELLERS are required to make written disclosure of known defects 
regarding a property being transferred. A SELLER’S obligation to furnish a Property Disclosure Document applies to any 
transfer of any interest in residential real property, whether by sale, exchange, bond for deed, lease with option to purchase, etc.  
The following transfers are exempt from the requirement to provide a property disclosure document: 

 
1. Transfers ordered by a court, including but not limited to a transfer ordered by a court in the administration of an estate, a 

transfer pursuant to a writ of execution, a transfer by any foreclosure sale, a transfer by a trustee in bankruptcy, a transfer by 
eminent domain, and any transfer resulting from a decree of specific performance.  

2. Transfers to a mortgagee by a mortgagor or successor in interest who is in default.  
3. Transfers by a mortgagee who has acquired the residential real property at a sale conducted pursuant to a power of sale 

under a mortgage or a sale pursuant to decree of foreclosure, or who has acquired the residential property by a deed in lieu 
of foreclosure.  

4. Transfers by a fiduciary in the course of administration of a decedent's estate, guardianship, conservatorship, or trust.  
5. Transfers of newly constructed residential real property, which has never been occupied.  
6. Transfers from one or more co-owners solely to one or more of the remaining co-owners.  
7. Transfers pursuant to testate or intestate succession.  
8. Transfers of residential real property that will be converted by the BUYER into a use other than residential use.  
9. Transfers of residential real property to a spouse or relative in the line of consanguinity (blood line). 
10. Transfers between spouses resulting from a judgment of divorce or a judgment of separate maintenance or from a property 

settlement agreement incidental to such a judgment.  
11. Transfers or exchanges to or from any governmental entity.  
12. Transfers from an entity that has acquired title or assignment of a real estate contract to a piece of residential real property to 

assist the prior owner in relocating, as long as the entity makes available to the BUYER a copy of the property disclosure 
statement, any inspection reports if any furnished to the entity by the prior owner, or both.  

13. Transfers to an inter vivos trust.  
14. Acts that, without additional consideration and without changing ownership or ownership interest, confirm, correct, modify, or 

supplement a deed or conveyance previously recorded. 
 

  SELLER claims that he/she is exempt from filling out the Property Disclosure Document and warrants that 
SELLER has no knowledge of known defects to the property.  SELLER is claiming exemption number(s) 
_____________________________________________ above.  
 

SELLER (sign)                      (print)                    Date     Time    

SELLER (sign)                           (print)                 Date     Time    

BUYER (sign)       (print)       Date     Time    

BUYER (sign)       (print)       Date     Time    

OR 
  SELLER has reviewed this Exemption page.  SELLER does not claim any of the Exemptions listed on this 

page.  Accordingly, SELLER will complete the Property Disclosure Form. 
  
SELLER (sign)                      (print)       Date     Time    

SELLER (sign)                   (print)       Date     Time    

BUYER (sign)       (print)       Date     Time    

BUYER (sign)       (print)       Date     Time    
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PROPERTY DISCLOSURE DOCUMENT 
In accordance with LSA-R.S. 9:3196-3200, a SELLER of residential real property must furnish BUYERS with a 
Property Disclosure Document.  A complete copy of these statutes can be found at www.legis.state.la.us.  The 
required Property Disclosure Document may be in the form promulgated by the Louisiana Real Estate 
Commission (“Commission”) or in another form that contains substantially the same information.  The 
Commission form can be found at www.lrec.state.la.us.  

RIGHTS OF BUYER AND CONSEQUENCES FOR FAILURE TO DISCLOSE:  If the Property Disclosure 
Document is delivered after the BUYER makes an offer, the BUYER can terminate any resulting real estate 
contract or withdraw the offer for up to 72 hours after receipt of the Property Disclosure Document.  This 
termination or withdrawal will be without penalty to the BUYER and any deposit or earnest money must be 
promptly returned to the BUYER (despite any agreement to the contrary). 

DUTIES OF REAL ESTATE LICENSEES AND CONSEQUENCES FOR FAILURE TO FULFILL SUCH 
DUTIES:  Louisiana law requires real estate licensees to inform their clients of those clients’ duties and rights in 
connection with the Property Disclosure Document.  Failure to inform could subject the licensee to censure or 
suspension or revocation of their license, as well as fines.  The licensee is not liable for any error, inaccuracy, or 
omission in a Property Disclosure Document, unless the licensee has actual knowledge of the error, inaccuracy, 
or omission by the SELLER. 

KEY DEFINITIONS: 
Residential real property is real property consisting of one or not more than four residential dwelling units,
which are buildings or structures each of which are occupied or intended for occupancy as single-family
residences.

Known defect is a condition found within the property that was actually known by the SELLER and that
results in one or all of the following:

(a) It has a substantial adverse effect on the value of the property.
(b) It significantly impairs the health or safety of future occupants of the property.
(c) If not repaired, removed, or replaced, significantly shortens the expected normal life of the property.

OTHER IMPORTANT PROVISIONS OF THE LAW: 
A Property Disclosure Document shall NOT be considered a warranty by the SELLER.
A Property Disclosure Document is for disclosure purposes only; it is not intended to be part of any
contract between the SELLER and the BUYER.
The Property Disclosure Document may not be used as a substitute for any inspections or warranties
that the BUYERS or SELLER may obtain.
Nothing in this law precludes the rights or duties of a BUYER to inspect the physical condition of the
property.
The SELLER shall not be liable for any error, inaccuracy, or omission, of any information required to
be delivered to the BUYERS if the error, inaccuracy, or omission, was not a willful misrepresentation,
according to the best of the SELLER's information, knowledge and belief or was based on information
provided by a public body or another person with a professional license or special knowledge, who
provided a written or oral report or opinion that the SELLER reasonably believed to be correct and
which was transmitted by the SELLER to the BUYER.
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Answer all questions to the best of your knowledge, information or belief. 
Explain any “yes” answers fully at the end of each section. 

Y = Yes       NK = No Knowledge 

SECTION 1: LAND
(1) What is the length of ownership of the Property by the SELLER? ________________________________

(2) Lot size or acres ________________

(3) Are  there any servitudes/encroachments regarding the property, other than typical/customary utility
servitudes, that would affect the use of the property?        Y NK

(4) Are there any rights vested in others? Check all that apply and explain at the end of this section.

Timber rights    Y NK Common driveway  Y NK
Right of ingress or egress  Y NK Mineral rights Y NK
Right of way    Y NK Surface rights Y NK
Right of access    Y NK Air rights Y NK
Servitude of passage   Y NK Usufruct Y NK
Servitude of drainage   Y NK Other  

(5) Has any part of the property been determined to be or pending determination as a wetland by the United
States Army Corps of Engineers under §404 of the Clean Water Act?    Y NK

If yes, documentation is attached and becomes a part of this Property Disclosure Document. 

The Clean Water Act is a federal law that protects the wetlands of the United States. Section 404 of the Act 
contains permit requirements for altering or building on property that has been determined a wetland by the Army 
Corps of Engineers. The Corps may assess a fee to the SELLER or BUYER of a property for this determination. 
A property that has been determined a wetland may result in additional costs for a Section 404 permit.  

(6) Has any flooding, water intrusion, accumulation, or drainage problem been experienced with respect to the
land:

(a) during the time the SELLER owned the property? Y NK
If yes, indicate the nature and frequency of the defect at the end of this section.

(b) prior to the time the SELLER owned the property? Y NK
If yes, indicate the nature and frequency of the defect at the end of this section.

(7) What is/are the flood zone classification(s) of the property? ________ What is the source and date of this
information? Check all that apply.

Survey/Date _______ Flood Elevation Certificate/Date ________    Other/Date

Question Number Explanation of “Yes” answers  
_________________ 
_________________  
_________________  

Y = Yes       NK = No Knowledge 

SECTION 2: TERMITES, WOOD-DESTROYING INSECTS AND ORGANISMS 

(8) Has the property ever had termites or other wood-destroying insects or organisms? Y NK
(9) Was there any damage to the property? Y NK
(10) Was the damage repaired? Y NK
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(11) If the property is currently under a termite contract provide the following:

(a) Name of company

(b) Date contract expires

(c) List any structures not covered by contract

Question Number Explanation of “Yes” answers  
_________________ 
_________________  
_________________  
_________________  

SECTION 3: STRUCTURE(S)

(12) What is the approximate age of all structures on property?  Main structure ____    Other structures ____

(13) Have there been any additions or alterations made to the structures
during the time the SELLER owned the property? Y NK
If yes, were the necessary permits and inspections
obtained for all additions or alterations? Y NK

(14) What is the approximate age of the roof of each structure?   Main structure
Other structures 

(15) Are there any known defects regarding the following? Check all that apply and if yes, explain at the end of
this section.

Roof Y  NK Ceilings   Y  NK 
Interior walls  Y NK Exterior walls   Y NK 
Floor Y NK Foundation   Y NK 
Attic spaces Y NK Basement   Y NK 
Porches  Y NK Overhangs   Y NK 
Steps/Stairways  Y NK Railings   Y NK 
Pool Y NK Spa    Y NK 
Decks  Y NK Patios    Y NK 
Windows Y NK Other _______________________ 

(16) Has any structure on the property ever taken water by
flooding (rising water or otherwise)? Y NK
If yes, give the nature and frequency of the defect at the end of this section.

(17) Is there flood insurance on the property? Y NK
If yes, attach a copy of the policy declarations page.

(18) Does SELLER have a flood elevation certificate that will be shared with BUYER? Y NK
(19) Has there ever been any property damage, including, but not limited to, fire, windstorm, hail, lighting, or

other property damage, excluding flood damage referenced in Section 3?     Y NK
If yes, detail all property damages/defects and repair status at the end of this section

(20) Has there been any foundation repair? Y NK
(a) Is there a transferable warranty available? Y NK
(b) If yes, provide the name of warranty company

(21) Does the property contain exterior insulation and finish system (EIFS)
or other synthetic stucco? Y NK
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_________________ 
_________________  
_________________  
_________________  

SELLER must complete and provide the “Disclosure on Lead-Based Paint and Lead-Based Paint Hazard 
Addendum” that is included with this property disclosure if any structure was built before 1978.  

Y = Yes       NK = No Knowledge 

SECTION 4: PLUMBING, WATER, GAS, AND SEWERAGE 
(22) Are there any known defects with the plumbing system? Y NK
(23) Are there any known defects with the water piping? Y NK

(a) The water is supplied by:
Municipality     Private utility    -site system          

(b) How many private wells service the primary residence only?___________________
(c) If there are private wells, when was the water last tested?  Date _______ Results

(24) Is there gas service available to the property? Y NK
(a) If yes, what type?  Butane        
(b) If yes, are there any known defects with the gas service? Y NK
(c) If Butane or Propane, are tanks or Leased

(25) Are there any known defects with any water heater? Y NK
(26)     __________________

(a)  How many private sewer systems service the primary residence only? __________

Question Number Explanation of “Yes” answers  
_________________ 
_________________  
_________________  
_________________  

SELLER must attach a private water/sewage addendum if the property described herein is not served by a 
municipality waste treatment. 

SECTION 5: ELECTRICAL, HEATING AND COOLING, APPLIANCES 

(27) Are  there any known defects with the electrical system? Y NK
(28) Are  there any known defects with the heating or cooling systems? Y NK
(29) If a fireplace exists, is it working? Y NK
(30) Are there any known defects in any permanently installed or built-in appliances? Y NK
(31) What type of fire alarm system is installed?

 S Battery powered unit that includes a 10-year sealed lithium battery
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_________________ 
_________________  
_________________  
_________________  

Y = Yes       NK = No Knowledge 

SECTION 6: MISCELLANEOUS 
(32) Are  there any applicable building restrictions or restrictive covenants which may provide for restrictions as

to the use of the property or as to the type of constructions or materials to be used in the construction of any
of structure on the property           Y NK

(33) What is the zoning of the property? _________________
(a) Has it ever been zoned for commercial or industrial? Y NK
(b) Is the property located in an historic district? Y NK

(34) Are there of any conflict with current usage of the property
and any zoning, building, and/or safety restrictions? Y NK

(35) Are there  any current governmental liens or taxes owing on the property? Y NK
(36) Is membership in a homeowners’ association (HOA), condominium owners’

association (COA), or property owners’ association (POA) required as the result of
owning this property? Y NK
(a) Are any HOA, COA, or POA dues required? Y NK

If yes, what is the amount?     $_________ per _________
(b) Are there any current or pending special assessments? Y NK

If yes, what is the amount?     $_________ per _________

Any information contained in this property disclosure regarding homeowners’ associations (HOA), 
condominium owners’ associations (COA), or property owners’ associations (POA) is summary in 
nature. The covenants and association governing documents are a matter of public record and can be 
obtained from the conveyance records on file at the Clerk of Court in the parish where the property is 
located. 

NK
Y NK

Y NK

or  

Is there a homestead exemption in effect?

Is there any pending litigation regarding the property not previously
disclosed in this document?     

Does the property or any of its structures contain any of the following? Check all that apply and provide
additional details at the end of this section. 
Asbestos      Y NK Formaldehyde  Y NK
Radon gas    Y NK Chemical storage tanks Y NK
Contaminated soil    Y NK Contaminated water  Y NK
Hazardous waste    Y NK Toxic Mold  Y NK
Mold/Mildew    Y NK Pets  Y NK
Contaminated drywall/sheetrock   Y NK Contaminated flooring  Y NK
Other adverse materials or conditions  Y NK Electromagnetic fields Y NK

(41) Is there or has there ever been an illegal laboratory for the production or manufacturing of
methamphetamine in operation on the property?       Y NK
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(42) Is there a cavity created within a salt stock by dissolution with water underneath the property?
Y NK

(43) Is there a solution mining injection well within 2640 feet (1/2 mile) of the property? Y NK
(44) Are there any solar panels on the property Y NK

If yes, are they: 

(45) Was SELLER and/or previous owner a recipient of  any of the following NK
Road Home grant $___________ (amount received)
FEMA $___________ (amount received)
SBA $_____________  (amount received)
Other Federal disaster flood assistance $_____________________ (amount received)

If YES, complete (a) - (f) below. 
(a) Is the property subject to the Road Home Declaration of Covenants Running with

the Land or other requirements to obtain and maintain flood insurance on the property?  Y NK
(b) If YES, attach a copy of the Road Home Program Declaration of Covenants other

requirements to obtain and maintain flood insurance on the property.

(c) Has SELLER personally assumed any terms of the Road Home Program
Grant Agreement? Y NK

(d) Has the SELLER been a recipient of any elevation grants for this property? Y NK
(e) If YES, what is the amount received? __________________

(f) Was the previous owner of the property a recipient of any elevation
grants for this property? Y NK

(g) If YES, what was the amount received? __________________

Question Number Explanation of “Yes” answers  
_________________ 
_________________  
_________________  
_________________  

ACKNOWLEDGEMENTS 
All SELLERS are required to make written disclosure of known defects regarding a property being transferred. I/We attest 
that the above statements and explanations have been provided by me/us and are true and correct to the best of my/our 
knowledge. (If either party is represented by a real estate licensee, your signature below acknowledges that you have been 
informed of your duties and rights under LSA-R.S. 9:3196-3200 and have read and understand the informational statement.) 

Seller(s) acknowledge(s) that the information contained herein is current as of this date. 

SELLER (sign)  (print)  Date   Time 

SELLER (sign)  (print)  Date   Time 

Buyer(s) signing below acknowledge(s) receipt of this property disclosure. 

BUYER (sign)  (print)  Date   Time 

BUYER (sign)  (print)  Date   Time 
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Customer Information Form 
What Customers Need to Know When Working With Real Estate Brokers or Licensees 

This document describes the various types of agency relationships that can exist in real 
estate transactions.   

AGENCY means a relationship in which a real estate broker or licensee represents a client 
by the client’s consent, whether expressed or implied, in an immovable property transac-
tion.  An agency relationship is formed when a real estate licensee works for you in your 
best interest and represents you.  Agency relationships can be formed with buyers/sellers 
and lessors/lessees. 
 
DESIGNATED AGENCY means the agency relationship that shall be presumed to exist 
when a licensee engaged in any real estate transaction, except as otherwise provided in LA 
R.S. 9:3891, is working with a client, unless there is a written agreement providing for a 
different relationship. 
 

The law presumes that the real estate licensee you work with is your designated agent, 
unless you have a written agreement otherwise. 
No other licensees in the office work for you, unless disclosed and approved by you. 
You should confine your discussions of buying/selling to your designated agent or 
agents only. 

 
DUAL AGENCY means an agency relationship in which a licensee is working with both 
buyer and seller or both landlord and tenant in the same transaction.  Such a relationship 
shall not constitute dual agency if the licensee is the seller of property that he/she owns or 
if the property is owned by a real estate business of which the licensee is the sole proprie-
tor and agent.  A dual agency relationship shall not be construed to exist in a circumstance 
in which the licensee is working with both landlord and tenant as to a lease that does not 
exceed a term of three years and the licensee is the landlord.  Dual agency is allowed only 
when informed consent is presumed to have been given by any client who signed the dual 
agency disclosure form prescribed by the Louisiana Real Estate Commission.  Specific du-
ties owed to both buyer/seller and lessor/lessee are: 
 

To treat all clients honestly. 
To provide factual information about the property. 
To disclose all latent material defects in the property that are known to them. 
To help the buyer compare financing options. 
To provide information about comparable properties that have sold, so that both clients 
may make educated buying/selling decisions. 
To disclose financial qualifications to the buyer/lessee to the seller/lessor. 
To explain real estate terms. 
To help buyers/lessees arrange for property inspections 
To explain closing costs and procedures. 

 
CONFIDENTIAL INFORMATION means information obtained by a licensee from a client 
during the term of a brokerage agreement that was made confidential by the written re-
quest or written instruction of the client or is information the disclosure of which could ma-
terially harm the position of the client, unless at any time any of the following occur: 
 

The client permits the disclosure by word or conduct. 
The disclosure is required by law or would reveal serious defect. 
The information became public from a source other than the licensee. 

 
By signing below you acknowledge that you have read and understand this form and that 
you are authorized to sign this form in the capacity in which you have signed. 

AgencyForm Rev. 10/10 

Buyer/Lessee: Seller/Lessor:  

___________________________________________ ____________________________________________  

By: ________________________ By: ________________________  

Title: ________________________ Title: ________________________  

Date: ________________________ Date: ________________________  

Licensee: ________________________ Licensee: ________________________  

Date: ________________________ Date: ________________________  
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DISCLOSURE AND CONSENT TO DUAL AGENT
DESIGNATED AGENCY

This document serves three purposes:

 It discloses that a real estate licensee may potentially act as a disclosed dual agent
who represents more than one party to the transaction.

 It explains the concept of disclosed dual agency.
 It seeks your consent to allow the real estate agent to act as a disclosed dual agent.

A LICENSEE MAY LEGALLY ACT AS A DUAL AGENT ONLY WITH YOUR CONSENT.  BY CHOOSING TO SIGN
THIS DOCUMENT, YOUR CONSENT TO DUAL AGENCY REPRESENTATION IS PRESUMED.  BEFORE SIGNING
THIS DOCUMENT, PLEASE READ THE FOLLOWING:

The undersigned designated agent(s) 
(Insert name(s) of licensee(s) undertaking dual representation)

and any subsequent designated agent(s) may undertake a dual representation represent both the buyer (or lessee)
and the seller (or lessor) for the sale or lease of property described as                                                                       .
                                                                                                       (List address of property, if known)

The undersigned buyer (or lessee) and seller (or lessor) acknowledge that they were informed of the possibility of this
type of representation.  The licensee(s) will undertake this representation only with the written consent of ALL clients
in the transaction.

Any agreement between the clients as to a final contract price and other terms is a result of negotiations between the
clients acting in their own best interests and on their own behalf.  The undersigned buyer (or lessee) and seller (or
lessor) acknowledge that the licensee(s) has explained the implications of dual representation, including the risks
involved.   The undersigned buyer (or lessee) and seller (or lessor) acknowledge that they have been advised to seek
independent advice from their advisors or attorneys before signing any documents in this transaction.

WHAT A LICENSEE CAN DO FOR CLIENTS WHEN ACTING AS A DUAL AGENT

 Treat all clients honestly.
 Provide information about the property to the buyer (or lessee).
 Disclose all latent material defects in the property that are known to the licensee(s).
 Disclose financial qualifications of the buyer (or lessee) to the seller (or lessor).
 Explain real estate terms.
 Help the buyer (or lessee) to arrange for property inspections.
 Explain closing costs and procedures.
 Help the buyer compare financing alternatives.
 Provide information about comparable properties that have sold so that both clients may make educated

decisions on what price to accept or offer.

WHAT A LICENSEE CANNOT DISCLOSE TO CLIENTS WHEN ACTING AS A DUAL AGENT

 Confidential information that the licensee may know about the clients, without that client’s permission.
 The price the seller (or lessor) will take other than the listing price without permission of the seller (or lessor).
 The price the buyer (or lessee) is willing to pay without permission of the buyer (or lessee).

You are not required to sign this document unless you want to allow the licensee(s) to proceed as a dual agent(s),
representing BOTH the buyer (or lessee) and the seller (or lessor) in this transaction.  If you do not want the licensee(s)
to proceed as a dual agent(s) and do not want to sign this document, please inform the licensee(s).

By signing below, you acknowledge that you have read and understand this form and voluntarily consent to the
licensee(s) acting as a dual agent(s), representing BOTH the buyer (or lessee) and the seller (or lessor) should that
become necessary.

      Buyer or Lessee           Seller or Lessor

               Date                   Date

      Buyer or Lessee            Seller or Lessor

                Date     Date

             Licensee  Licensee

                Date     Date
DDA 1/98
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Disclosure of Information on Lead-Based Paint and/or Lead-Based Paint Hazards

Lead Warning Statement

Every purchaser of any interest in residential real property on which a residential dwelling 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.

Seller’s Disclosure

(a) Presence of lead-based paint and/or lead-based paint hazards (check (i) or (ii) below):

(i) ______ Known lead-based paint and/or lead-based paint hazards are present in the housing
(explain).

_______________________________________________________________________________________

(ii) _____ 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 (i) or (ii) below):

(i) ______ Seller has provided the purchaser with all available records and reports pertaining to lead-
based paint and/or lead-based paint hazards in the housing (list documents below). 

_______________________________________________________________________________________

(ii) _____ Seller has no reports or records pertaining to lead-based paint and/or lead-based paint
hazards in the housing.

Purchaser’s Acknowledgment (initial)

(c) ________ Purchaser has received copies of all information listed above.

(d) ________ Purchaser has received the pamphlet Protect Your Family from Lead in Your Home.

(e) Purchaser has (check (i) or (ii) below):

(i) _____ received a 10-day opportunity (or mutually agreed upon period) to conduct a risk assess-
ment or inspection for the presence of lead-based paint and/or lead-based paint hazards; or

(ii) _____ 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 (initial)

(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 they have provided is true and accurate.

__________________________________________________ __________________________________________________
Seller Date Seller Date

__________________________________________________ __________________________________________________
Purchaser Date Purchaser Date

__________________________________________________ __________________________________________________
Agent Date Agent Date
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ADDENDUM to PROPERTY DISCLOSURE DOCUMENT FOR RESIDENTIAL REAL ESTATE 

 
DISCLOSURE OF INFORMATION ON RESIDENTIAL SEWERAGE TREATMENT SYSTEMS 

 
Property Description (Address)          ____________________ 

City, State, Zip    ____________________ 
 

SELLER OF RESIDENTIAL REAL ESTATE: Complete this disclosure document if city, town, or municipality waste 
treatment does not serve the property described herein.  
 
Improperly treated or partially treated residential sewage poses significant risks to human health and to the 
environment. Untreated or poorly treated water contains parasites, bacteria, and viruses that cause serious 
disease. D.H.H Title 51, Subsection 707 states: “Individual sewerage systems shall be kept in service and in 
serviceable condition sufficient to insure compliance with this code and in order to avoid creating or contributing 
to a nuisance or public health hazard.” 
 
HEALTH HAZARDS AND DISEASES 
Gastroenteritis – severe inflammation of the intestines that may cause severe vomiting and diarrhea leading 
to dehydration. 
Severe infection – result of contact with untreated water where there are cuts or abrasions on the skin. 
Hepatitis – serious infection of the liver that can lead to long term illness. 
 
A residential sewerage treatment system that is not properly operated or maintained may also result in the 
pooling of improperly treated water at the surface. Health risks also exist from mosquito infestations 
that may cause West Nile Virus, Encephalitis, and other diseases. Improperly operating systems 
may be subject to fines and penalties under Louisiana law. 
 

1. Sewerage treatment is supplied by:  Private Utility       Onsite System       None        Not Known 

2. If there is an onsite system, it is:   Septic Tank  Advanced Treatment System   Oxidation Pond 

  Other  Not Known 
a. Is there more than one system on the property, e.g. guest house, outbuildings, barns, etc.? 

  Yes  No  Not Known 
b. If yes, answer all questions for each system on a separate sheet of paper and attach to this addendum. 
 

3. What is the approximate age of the system? _______________   Not Known 

a. The original permit was issued by _____________ on ________ (date).   Not Known 
(A non-permitted system of any type is illegal, regardless of age or type.) 

b. The system was last inspected by _____________ on ________ (date).   Not Known 

c. An inspection report is attached.                        Yes       No 

d. Has the health department inspected the system?                      Yes         No        Not Known 
e. If yes, on what date was the inspection?  ________ (date) 
 
4. The system was last pumped out when?   ________ (date) 
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Property Description (Address)          ____________________ 

City, State, Zip    ____________________ 
 
 

5. Is the system an Advanced Treatment System?                      Yes         No        Not Known 

a. If yes, name the manufacturer.  _________________________________      Not Known 
(The name of the manufacturer may be located on the data plate on the tank, compressor, or control box.)             

b. If yes, do you have an ongoing maintenance agreement with a licensed maintenance provider? 

 Yes        No       Not Known   (D.H.H. Title 51, Appendix A, Section A:6, 12 requires that perpetual 
maintenance be provided on Individual Mechanical Sewerage Treatment Plants.) 
 

6. What type of discharge is used?  Surface Drainage         Drain-Field         Spray Irrigation 

 Artificial Drain-Field      Drip Disposal     Over Land Surface Flow    Below Ground Pipe to Ditch or 

Stream       Not Known  (D.H.H. Title 51, Subsection 717 prohibits the discharge of the effluent from septic 
tanks into street gutters, surface ditches or streams.) 
 

7. If the discharge is from over land flow or from a pipe, where does it drain? ____________     Not Known 
 

8. What type of tank is used?     Metal      Concrete      Fiberglass       Other     Not Known 
 

9. Does the system have a compressor/aerator?                      Yes        No     Not Known 
a. If yes, where is it located? _______________________     

b. If yes, is it in working order?                        Yes        No      Not Known 
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