What a Vendor Should Know

How We Arrive at a Value for Your Property

As professional real estate advisors we remain impartial when placing a value on your property. We consider the value of the land on its own and the replacement cost of the buildings (if any) taking into consideration the finishes, the age and condition. We also look at the market demand for your property and consider what similar properties have sold recently.

Listing Agreement Terminology

Chattels 

This is a list of appliances and furniture that is included in the sale. It is normal to include all major appliances plus any ‘built in’ air-conditioning, but in some cases furniture is also included.


Expiration Date

By law, sole or exclusive listings must have an expiration date. 3 – 6 months is normal but 9 – 12 is not uncommon.

Open/Sole/Exclusive Listing 

Our listing agreement explains the difference of each one of these types. In an open listing, you may give the listing to as many agencies as you like. Keep in mind, with multiple companies, coordination of appointments can be difficult. Also, the same questions and requests for information get asked over and over. In the case of a sole or an exclusive, your point of contact is a single agent who is responsible for coordinating all appointments, collecting and providing all information to co-broking agents and coordinating all offers ensuring that each is backed by approval in principle. There tends to be a little more control of the process. In each case the commission remains the same at 5%.

Our Approach to Marketing

At Moura & Associates, we pride ourselves as a company that works as a team.       Teamwork is the cornerstone to our approach. You will always have a contact to speak to and answer any questions and concerns you may have if your listing agent is unavailable or off the island. The process will not stop. You should receive the business cards of all our agents in your listing package. If not, then do not hesitate to ask for them. We began selling your home long before we received a listing on it. Our approach to marketing ourselves and the company is through professional quality personal and company brochures and post cards which are distributed through direct mail and newspaper inserts. In addition, a considerable amount of our resources are spent on high quality, full page colour ads in top local magazines and the yellow pages as well as the development of our interactive website which receives thousands of visitors a month. This high level constant exposure allows us to create a large database of potential buyers, some of them looking for a property just like yours. We also co-broke our listings to the other real estate companies to ensure your property is known to all potential buyers.  So do not be surprised if we find a buyer for your property quickly.
The Process

Once a Listing Agreement has been signed, we will begin to show your property. Please read the report(s) provided in the listing package to help you help us sell your property. Appointments will be arranged with a predetermined amount of notice or on specific days and times as agreed in advance. We will bring only potential purchasers that are known to us as being in a position to purchase your property or have been pre-approved. All pre- approved offers will come to us in writing before presenting it to you. Pre-approval does not mean they will get financing, simply they have been approved to an amount that qualifies their offer. We are required to bring all offers submitted. You can accept, counter-offer or simply reject the offer submitted. It is in your best interest to deal with offers as quickly as possible. Experience has shown that prolonged negotiations or offers left unanswered for a long period of time are less likely to be successful. Potential buyers start to focus on the negatives of the property and find reasons not to buy. Consult with your agent constantly through this process.

An Accepted Offer

Once an offer is accepted by all parties then a Sales & Purchase Agreement (S&P) should be signed as quickly as possible. You should arrange for your own legal representation, preferable before the contract stage. Any advice your lawyer gives as it relates to the S&P is to your account as is the case with the purchaser. It is important to know that an offer letter is not a legally binding; only a signed and stamped S&P is. In addition to the agreed upon price, the following conditions are commonly included in an S&P:


(a) Subject to Financing 

Although someone is pre-approved to an amount equal to or higher than the agreed purchase price, a lower appraisal could cause the bank not to approve the application. The general rule is that the Bank will lend based on the lower value of the appraisal or purchase price. Time allowed for this condition is usually about 2 weeks.


(b) Boundary Staking 

In the case of a house or lot it is common that the vendor have the property staked at his/her own expense prior to completion. It is a good idea to have this done before or as soon as the property comes on the market to avoid any potential problems when a sale is pending.

(c) Subject to a Structural Survey


It is becoming more and more common for a Structural Survey to be requested as a condition, at the purchaser’s expense, especially if the structure involved is older. The survey can include not only the structure but also mechanical systems such as air-conditioning and generators, electrical and plumbing.


(d) Legal Fees and Stamp Duty Cost


While it is standard practice for the cost of Conveying the property from the vendor to the purchaser and the stamp duty to be equally split, it sometimes happens, that in the course of negotiation, one or the other party may agree to pay either or all costs.

There are other potential conditions; these are just some of the more common ones.

Closing

If all conditions have been successfully met then there is a closing period of usually 30 days. This is because Planning requires 28 days in order to complete a planning search to confirm that no illegal development has taken place. The length of the closing period can be negotiated to less time in the case of a vacant lot or more commonly a longer period in the case of a vendor/purchaser needs more time than the standard 30 days. It is the vendor’s responsibility to maintain the property in a similar condition until closing.

Disbursement of Funds

At closing, the purchaser’s attorneys are responsible for the transfer of title and the disbursement of funds for things such as legal fees, stamp duty, outstanding mortgages, etc.  The sum you will receive will be net of all costs, mortgages/loans on the property and commission.

If you are uncertain of any details in this process do not be afraid to ask. That is what we are here for. The more knowledgeable you are in the sales process, the better.

Cell: 505-7053

Email: Kathy@mouraandassociates.com

