AGENT TRAINING
ZOOM MEETING
https://sanjac.zoom.us/j/5974192401
Tuesday, May 18th 2021
7:00pm – 7:45pm

AGENDA
7:00pm – Agent Sharing (listing/closing updates, personal news, etc. Please share 1 comment under 30 seconds)
7:08pm – What to look for in the Title Commitment and Closing Disclosure (Leslie Hairston, American Title)
7:30pm – TREC Forms & Addenda Update (TREC 20-15 Par.4 & Page 9, MUD, Appraisal)
7:40pm - Educate your buyers in this crazy, competitive market
7:45pm – Comments / Questions

7:00pm

Agent Sharing

Please prepare a story, idea, news or article about real estate that you feel would benefit the rest of us. If you have a
new listing, buyer or closing that recently happened or will happen in the next 30 days let us know.

New Listings

New Buyers

Closings

Personal News (Birthday, Baby, Graduation, Travel, etc)
Keep it to 30 seconds

7:08pm

Title Commitment, Survey & Closing Disclosure

Leslie Hairston
DEER PARK / PASADENA
7730 Spencer Hwy, Suite 200
PASADENA, TX 77505
Office:281-479-1913
Leslie@atcdp.com

www.AmericanTitleHouston.com

If We
Have
Time

7:30pm

TREC 20-14 Paragraph 4 (Leases)
Is there an existing tenant occupying the
property that has a valid lease? Will they
be out before the closing or are they
staying? Requires TREC 50-1 Addendum
Regarding Residential Leases

Does the seller have a lease on anything
that is attached to the home such as
Solar Panels, Security System, Water
Softener, Satellite Dish, etc. Requires
TREC 52-0 Addendum Regarding Fixture
Leases
Does the seller have an existing lease in place on oil & gas, minerals, water, wind or other natural resources? This is
usually found in rural areas where utility companies will have a lease to be able to use a person’s land to put their
windmills or oil rigs, etc. If such a lease is in place, that lease must be provided to the buyer either upfront (C1) or
within X days (C2).

ANY LEASE ON THE PROPERTY MUST BE DISCLOSED

7:32pm

Who puts in the date to execute the contract?
Normally the AGENT that has the contract last (after
both parties have signed) is supposed to enter the
execution date and then send a copy back to the
other agent and the title company. However, do not
assume that the other agent did this. Always check
to be sure the copy you have has been signed by
both parties and EXECUTED. If it has been signed by
both parties but the other agent forgot to put the
date in, then YOU are responsible for doing it. All of
the timelines in the contract are dependent upon
this date. It’s a BIG DEAL

7:34

7:36

Box 1
If your client selects this choice, she … waives her right to terminate if the appraisal doesn’t satisfy the
lender’s underwriting requirements. The form says if the lender reduces the amount of the loan, the buyer
covers the difference between the loan and the sales price.
Your client may be interested in selecting this box if she … has the cash to make up any difference between
the loan offer and the sales price, and
She really wants the property.
She’s competing against multiple offers and wants to show the seller she’s serious.
Make sure your client … understands the financial consequences.
Example 1: The sale price of the property is $200,000, your client is making a $40,000 downpayment, and
seeking $160,000 in financing. The appraisal comes in at $170,000, so now the lender will only loan
$130,000.
Box 2
If your client selects this choice, she … is waiving her right to terminate depending on the amount she
selects for the space in (2)(ii), if the appraisal doesn’t satisfy the lender’s underwriting requirements. The
form says if the lender reduces the amount of loan because of the appraisal, and the appraisal is equal to or
more than the amount written in (2)(ii), the buyer covers the difference between the loan and the sale
price.
Your client may be interested in selecting this box if she … has some cash to make up the difference
between the loan offer and the sales price, but only to a certain amount, and
•She really wants the property.
•She’s competing against multiple offers and wants to show the seller she’s serious.
Make sure your client … understands and carefully chooses the amount for the space in (2)(ii).
Example 2: The sale price of the property is $200,000, your client is making a $40,000 downpayment, and
seeking $160,000 in financing. The appraisal comes in at $170,000, so now the lender will only loan
$130,000.
Box 3
If your client selects this choice, she … has an additional right to terminate the contract due to the
appraisal in certain circumstances.
Your client may be interested in selecting this box if she …
Wants an option to terminate if the property doesn’t
appraise for a certain amount
Is concerned a lower appraisal might still meet the lender’s underwriting requirements—if, for example,
she is providing a higher downpayment—preventing her from terminating under Paragraph 2(B) of the
Third Party Financing Addendum.
Make sure your client … carefully considers the appraisal amount she is comfortable with and selects a
time period that gives the lender enough time to obtain an appraisal.
Example 4: The sale price of the property is $200,000, your client is making a $60,000 downpayment, and
seeking $140,000 in financing. The appraisal comes in at $180,000, but the lender will still loan $140,000.

7:38

What are YOU required to disclose?
Is it different depending on which agent you are? In some cases, yes
MUST DISCLOSE
Murder on Property
Death Caused By Property
Known Defects
Flooding
Previous Insurance Claims
Foundation Issues
Liens or Judgements
Leases on the Property
Environmental Issues on Property

NOT REQUIRED TO DISCLOSE
Suicide in Home
Death by Natural Causes
Sex Offenders in Area (web link)
School Ratings (web link)
Crime Rate (web link)

You are allowed to disclose these
I didn’t know is not a good excuse
just not required to
ASK these questions when you list a home
Look over the Seller’s Disclosure for Obvious Mistakes

CANNOT DISCLOSE
If Someone has AIDS in the Home
Protected Classes (Race/Religion/etc)
Why They Are Moving
Divorce
Medical Conditions
Remember your Fiduciary Duty

7:40

Educating your BUYER clients in this crazy market we are in

1) Before you show them any home be sure explain the buying process with them from looking for homes, to offering on a home,
what happens in between, what to expect at closing, closing costs, etc
2) Set them up in HAR with their own PORTAL based on the criteria they gave you (their MUST HAVES). Let them know that Zillow is
not where we will be looking for homes
3) When they find a home or homes they like, go ahead and download the 360 printout that includes the MLS info, Tax info, history
archives, and flood map. Also, download all of the disclosures provided by the listing agent and then run some comps for that
home. Send a separate email to your buyer for each home they are interested in and tell them to review ALL OF IT. If they are still
interested in the house see if they can do a drive-by BEFORE you schedule a showing. By doing these steps, you will limit your
showings to homes the buyer has vetted and seems to be very serious about. We don’t want to waste our time or theirs seeing
homes we could have eliminated earlier just be doing the steps listed above.
4) Schedule a showing ASAP (first 2 days of the listing) to avoid being left out. Read the AGENT REMARKS before you show it and
before you submit an offer (they may have changed). Look for Multiple Offer remarks or stipulations about what the contract
must have.
5) Before submitting an offer discuss with your client what it’s going to take to WIN the bidding war based on the activity in the
neighborhood and price range. More Earnest Money, Shorter Option Periods, No Home Warranties, Appraisal Waivers, Quicker
Closing Dates, etc are all ways to make your offer look better. Be sure that your buyer has spoken to and cleared it with the
lender if they are going to offer MORE than the appraisal price because it could push their debt-to-income ratio and/or cash
reserves below the underwriting requirements. Just because they are willing to pay more doesn’t mean the lender will allow it.
6) A well written contract that has no errors, includes all of the addenda and also follows the instructions that the listing agent
gave, will automatically be receive preferential treatment. Show the other agent that YOU are a professional and will help make
their job easier.

7:44pm

Questions / Comments

