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DISCLAIMER OF LIABILITY

This publication is provided for general informational
purposes only and is not intended to serve as legal,

financial, or tax advice.

Readers are encouraged to consult with appropriately
licensed professionals before making any real estate
purchase or sale decisions. The author and publisher
disclaim any liability for loss or damage resulting from
the use or reliance on the information contained in this

publication.

Note: The content of this book reflects the personal
views and experience of the author and does not
represent the policies, positions, or official stance of
Epique Realty.
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federal, state, and local Fair Housing laws. We do not
discriminate based on race, color, religion, sex, gender,
gender identity, sexual orientation, national origin,

familial status, or disability.

All examples used in this publication are for
illustrative purposes only and do not imply preference
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their own due diligence and ensuring their actions

comply with current laws and regulations.
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INTRODUCTION

Buying or selling a home in California is a major
financial decision, and success depends on
understanding how the process truly works. Real
estate involves property types, legal considerations,
negotiations, timelines, and professional
responsibilities that can easily overwhelm those who

are unprepared.

This book provides clear, practical knowledge for both
homebuyers and sellers. Buyers will gain a solid
understanding of the home-buying process, from
evaluating properties to navigating each stage of the
transaction with confidence. Sellers will learn how to
plan effectively, prepare their property, and make
informed decisions that reduce risks, shorten the

selling timeline, and protect their financial interests.

Whether you are purchasing your first home or
preparing to sell, informed decisions lead to better
outcomes. This guide is designed to provide the
essential understanding you need to move forward

with clarity, confidence, and control.






CHAPTER 1

A Step-by-Step Guide for California Homebuyers

“Real estate” refers to tangible, immovable property
permanently attached to land, such as houses and
buildings. This is fundamentally different from
“personal property,” which includes movable assets
such as vehicles, jewelry, and watches. Each type of
real estate carries distinct legal characteristics that
directly affect ownership rights and transaction

processes.

This chapter introduces readers to the most common
types of real estate in the market, explains the legal
characteristics of each, and clarifies key terminology
frequently used in purchase agreements. This
foundational knowledge helps buyers understand the
true nature of real estate and protect their interests
effectively throughout the transaction and over the

long term.



TYPES OF REAL ESTATE
Land

Land is a form of real estate consisting of the earth’s

surface, defined by its size, boundaries, and location.
Single-Family Home

A single-family home is built on its own lot and does
not share walls with neighboring properties. The
homeowner owns both the structure and the land,
giving them the right to repair, renovate, or modify the

house and yard.
Condominium (Condo)

A condominium is a form of ownership in which the
buyer owns the interior living space of the unit.
Common areas—such as hallways, elevators,
swimming pools, fitness centers, and landscaped
grounds—are jointly owned and managed by the

homeowners association (HOA).
Townhome (Townhouse)

A townhome is an attached residence, typically two or
more stories, that shares one or more walls with

adjacent units but has its own private entrance.
Depending on the development, a townhome may be

owned in one of the following ways:
10



- Ownership of both the structure and the land
beneath it

- Ownership of the structure only, without

ownership of the land (less common)

Homeowners are required to pay HOA dues. The
HOA is responsible for maintaining exterior
components, such as roofs and common areas, while
homeowners are responsible for maintenance and

repairs inside their units.
Planned Unit Development (PUD)

A Planned Unit Development (PUD) is a residential
community developed under a unified plan that
governs infrastructure, amenities, and usage
regulations, commonly outlined in the CC&Rs. A PUD
may include single-family homes, townhomes, and, in
some cases, condominiums. What distinguishes a PUD
is the presence of shared amenities, which often
include parks, swimming pools, playgrounds, walking
paths, community centers, and occasionally small
shopping areas, schools, or offices. Homeowners are
required to pay HOA (Homeowners Association) dues

to maintain these common facilities.

Mobile Home

11



In the California real estate market, two types of homes
are often confused: mobile homes and manufactured
homes. Both are factory-built houses, but they differ in
construction period, building standards, taxation, land

ownership, and market value.

A mobile home is a home built before 1976, when the
federal government introduced the HUD (Housing
and Urban Development) construction code. Because
these homes were built under older standards, most
mobile homes today are found only in long-established
mobile home parks. In most cases, the homeowner
owns only the structure itself, not the land beneath it.
The land is owned or managed by the mobile home

park, and residents must pay a monthly lot rent.

For tax purposes, mobile homes are typically not
subject to property taxes in the same way as traditional
real estate. Instead, owners usually pay an annual
registration fee through the state’s Housing and
Community Development (HCD) department or the
DMV, similar to vehicle registration. While mobile
homes are theoretically movable, relocating them in
practice is difficult and costly, so it is rarely done.
Because of their age, construction standards, and

limited financing options, mobile homes generally

12



have the lowest market value among factory-built

homes.

A manufactured home is a home built after June 15,
1976, in accordance with the federal HUD construction
code. This is the most common type of factory-built
home today and is widely found in mobile home parks.
Many people still refer to these homes as “mobile
homes,” but legally and structurally, manufactured
homes are newer and built to higher safety and

construction standards.

Manufactured homes can be used in two different land
situations. The most common scenario is when they are
located within a mobile home park. In this case, the
homeowner does not own the land and must pay
monthly rent for the space, similar to a traditional
mobile home arrangement. Typically, these homes are
not subject to standard property tax butinstead require

an annual registration fee, much like mobile homes.

However, if a manufactured home is placed on land
owned by the homeowner and installed on a
permanent foundation, and it is legally recorded as
real property, it becomes subject to property tax like a
conventional house. This distinction is often

misunderstood by many buyers and homeowners.

13



Regarding mobility, manufactured homes can be
moved. However, once they are installed on a
permanent foundation or have remained in one
location for many years, relocation becomes extremely
expensive and impractical. Moving costs can reach
tens of thousands of dollars, so most owners choose

not to relocate them.
Conclusion - Key Differences

First, regarding construction periods and standards:
mobile homes built before 1976 were built to older
construction standards, whereas manufactured homes
built after 1976 are built to the federal HUD code and
generally meet higher safety and construction

requirements.

Second, regarding land ownership: mobile homes and
most manufactured homes are typically located in
mobile home parks, where homeowners do not own
the land and must pay monthly rent for their space.
However, manufactured homes may also be placed on

privately owned land in certain cases.

Third, regarding taxation: mobile homes and
manufactured homes located in parks are usually not
subject to traditional property tax and instead require
an annual registration fee. Manufactured homes

placed on private land and legally converted to real
14



property are subject to property tax like conventional

homes.

Finally, regarding value and mobility: both mobile
homes and manufactured homes are technically
movable, but relocation is rarely practical due to high
costs. Because of their older construction and limited
financing options, mobile homes generally have lower
market values, whereas newer manufactured homes
tend to have higher values and are easier to resell,

especially when placed on privately owned land.
THE HOME BUYING PROCESS

Buying a home is a major decision, as it often becomes
a family’s long-term residence. A well-maintained
home in a convenient location not only enhances daily

living but also offers greater resale value.

The home-buying process involves multiple important
steps, from financial preparation and property
selection to price negotiation, legal procedures, and
ownership transfer. By clearly understanding each
stage, buyers can avoid costly mistakes and save time

and money.

Below are key points to consider during the home-

buying process:

1. Review Your Credit Score

15



Buyers should begin by reviewing their credit report.
Any incorrect information should be disputed
promptly. A strong credit score can help secure a lower

mortgage interest rate.
2. Contact a Bank or Lender

Before searching for a home, buyers should obtain a
mortgage pre-approval to clearly understand their

purchasing capacity.
3. Choose a Real Estate Agent

An experienced real estate agent assists with market

price analysis, offer negotiations, and protecting the
buyer’s legal interests throughout the transaction.
4. Find the Right Home

Location is the most important factor when choosing a
home. While a house can be renovated or repaired, its
location cannot be changed. Buyers should focus on

safe, convenient, and well-established neighborhoods.
5. Inspect the Property

Sellers typically provide a professional inspection
report outlining the home’s condition and estimated
repair costs. When necessary, buyers should hire an

independent inspector for additional verification.

6. Make an Offer
16



Home prices are influenced by comparable sales and
three primary factors: location, condition, and market
conditions. Buyers should review a Comparative
Market Analysis (CMA) to submit a reasonable offer.

When sellers receive multiple offers, they often favor
those with:

- All-cash payment (no bank financing required)
- Higher down payments (e.g., 30%—-40%)
- Shorter contingency periods
- Shorter closing timelines
7. Open Escrow

Once the seller accepts the offer, the buyer opens
escrow with an escrow company. This neutral third
party holds deposit funds and oversees the transaction

in accordance with legal requirements.

Buyers must remove contingencies —such as appraisal,
inspection, and loan approval —within the agreed

timeframe.
8. Determine the Form of Ownership

Title vesting is especially important when purchasing
jointly with others. Buyers should seek legal advice to

select the appropriate form of ownership.

17



9. Timeline for Completion

The home-buying process typically takes about 30
days. After the offer is accepted, the lender conducts a
property review and appraisal. If the purchase price
exceeds the appraised value, the lender may deny the

loan or require a higher down payment.
10. Close and Take Possession

Once escrow closes, ownership is recorded with the
local county, and the buyer receives the keys. A final
walkthrough should be completed shortly before
possession to confirm the property remains in the same

condition as when it was listed.
Conclusion

Understanding the fundamentals of real estate and the
home-buying process is the first step toward making
informed decisions. By learning about property types,
legal characteristics, and each stage of the transaction,
buyers can move forward with greater confidence. This
foundational knowledge helps reduce risks, avoid
costly mistakes, and protect your interests from the

initial search through closing and beyond.
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CHAPTER 2

A Practical Guide to Preparing and Selling Your Home

Selling a home is a complex process that involves legal
requirements and specialized real estate knowledge.
Whether you are selling to relocate or for personal
reasons, careful preparation from the beginning helps
the transaction move smoothly, close more quickly,

and achieve a stronger sale price.

Many people assume that selling a home simply means
listing it and waiting for a buyer. In reality, sellers must
understand how to price the property correctly,
evaluate its condition, choose the most effective selling
method, negotiate terms, and complete all required
legal procedures in compliance with applicable

regulations.

Before listing a property, sellers should understand

several key concepts that can affect timing, pricing,

20



taxes, and overall selling strategy. Knowing these
issues in advance helps sellers avoid surprises and

make informed decisions throughout the transaction.
WHEN IS THE BEST TIME TO SELL?

The best time to sell depends on market conditions,
buyer demand, and personal circumstances. In many
areas, spring and early summer attract more buyers,
leading to faster sales and higher prices. However,
limited inventory or strong demand may also create
tavorable conditions at other times of the year. Sellers
should balance market timing with their own financial

and relocation needs.
PRICING - THE MOST IMPORTANT STEP

The sale price is the deciding factor in whether a home
sells. If the price is too high, the home will be difficult
to sell and may remain on the market for an extended

period.

You can research home prices in the area online, but
the best way is still to have a real estate agent prepare
a Comparative Market Analysis (CMA). The CMA will
be based on comparable homes sold in the past 3-6
months to determine a sale price appropriate for the

current market.

21



SHOULD YOU SELL THE HOME “AS-1S"?

Selling a home "as-is" means the seller will not make
any repairs before closing. While this approach can
save time and upfront costs, it may attract fewer buyers
or resultin alower sale price. It's important to note that
even in an "as-is" sale, sellers are still legally required

to honestly disclose all known defects.
Repairs and Home Preparation

Most buyers prefer homes they can move into
immediately. Homeowners typically need to invest
only a moderate amount to clean up, perform light
painting, and improve curb appeal, which can help the

home sell faster and for a higher price.

At the same time, homeowners may choose to have an
inspection company evaluate the entire home and
repair major defects. If the seller does not intend to
make repairs, this should be clearly disclosed to help
buyers understand the home’s condition and potential

repair costs.
Cleaning and Staging

First impressions matter. A clean, bright, and well-
organized home creates a welcoming atmosphere and
leaves a positive impression on potential buyers. To

achieve this, homeowners should:

22



e Remove unnecessary or cluttered items
o Keep living spaces open, bright, and airy

o Minimize personal photos and overly private

decorations

For higher-value properties, hiring a professional
home staging service is worth considering. Studies
consistently show that staged homes sell faster and

often command higher prices.
Bridge Loan

A bridge loan is a short-term financing option that
allows homeowners to buy a new home before selling
their current one. It can help cover a down payment or
closing costs in the interim. Bridge loans can be useful,
but they often have higher interest rates and stricter

qualification requirements.
Understanding a 1031 Exchange

A 1031 exchange allows sellers of investment or rental
property to defer capital gains tax by reinvesting the
proceeds into another qualifying property. This option
does not apply to primary residences and must follow
strict IRS rules and timelines. Professional tax and legal

advice is strongly recommended.

Understanding Capital Gains

23



Capital gains tax is based on the profit from selling a
property. Many homeowners selling a primary
residence may qualify for tax exclusions if they meet
ownership and occupancy requirements. Investment
properties are taxed differently. Understanding
potential tax liability helps sellers plan more

accurately.
CHOOSING A SELLING METHOD
Selling Through a Real Estate Agent

This is the most common and safest selling option. A

real estate agent can assist with:

o Pricing the home accurately

Listing the property on the MLS
e Scheduling and managing showings
o Negotiating with buyers

o Handling required legal and transactional

procedures

While commission fees apply, working with a
professional agent helps homeowners save time,
reduce risks, and increase the likelihood of achieving a
better sale price through market expertise and an

established buyer network.

Selling Directly (FSBO - For Sale By Owner)
24



Some homeowners choose to sell their property
themselves to save on commission fees, especially
when a buyer has already been identified. However,
this approach requires the seller to manage every
aspect of the transaction—from marketing and

showings to negotiations and legal paperwork.

Without sufficient experience, sellers may face legal
risks, delays, or ultimately accept a lower sale price

than expected.
NEGOTIATING THE SALE PRICE

When a buyer submits an offer, the seller should
review not only the price but also the terms and
conditions, known as contingencies. = While
contingencies are in effect, the transaction is not fully

secure.
Common contingencies include:

e Inspection Contingency: Allows the buyer to
request repairs, price adjustments, or cancel

the contract

e Appraisal Contingency: Protects the buyer if
the appraised value is lower than the purchase

price

e Loan Contingency: Allows the buyer to

withdraw if financing is not approved
25



In many cases, an offer with fewer contingencies and a
shorter closing period may be more favorable than a

higher-priced offer with greater uncertainty.
COMPLETING THE TRANSACTION

Once both parties agree on final terms, the transaction
is opened with an escrow company. The seller must
provide the required documents and sign within the

agreed timeframe.

After all conditions are satisfied and funds are
disbursed, the escrow company records the transfer of
ownership with the county. At that point, the sale is
officially completed.

Conclusion

Selling a home is a multi-step process that requires
careful planning and informed decisions. By
understanding each stage of the transaction, preparing
the property properly, and selecting the appropriate
level of professional support, sellers can reduce risk,
shorten the selling timeline, and maximize the value of

their home.

26



GLOSSARY

Appraisal
An independent evaluation of a property’s market
value, usually ordered by the lender to confirm the

home’s worth before approving a loan.

Appraisal Contingency
A contract condition allowing the buyer to cancel or
renegotiate if the appraised value is lower than the

agreed purchase price.

Buyer

A person or entity purchasing real estate.
Buyer’s Market

A buyer’s market occurs when the supply of homes
for sale exceeds the number of buyers. In this type of

market, buyers have more leverage because:

- There are more homes to choose from

Prices are easier to negotiate

Sellers are more willing to make concessions
- Homes tend to stay on the market longer
In a buyer’s market, buyers can often make lower

offers and request additional favorable terms.

27



Capital Gain

The profit you earn when selling an asset for more
than its original purchase price. This profit may be
subject to capital gains tax, unless it qualifies for an
exemption or reduction under the law, such as when
the sale of a primary residence meets the

requirements for a tax exclusion.
Cash Offer

An offer in which the buyer does not require
mortgage financing, often considered stronger by

sellers.

CC&R stands for Covenants, Conditions, and
Restrictions.

It is a set of rules that governs how real property may
be used within a neighborhood, development, or
community that has a Homeowners Association
(HOA). CC&Rs typically specify:

o Covenants: Agreements among homeowners

regarding how the property will be used

o Conditions: Requirements that must be
followed

e Restrictions: Actions or uses that are NOT
permitted

28



Closing

The final stage of a real estate transaction is when
ownership is officially transferred, and funds are
distributed.

Closing Costs
Fees and expenses paid at closing, which may include
lender fees, escrow fees, title fees, and recording

charges.

Closing Date
The agreed-upon date is when escrow is completed,

and the transaction is finalized.

Comparative Market Analysis - CMA
A report prepared by a real estate professional
comparing recently sold homes to help determine a

fair market price.

Contingency
A condition that must be met before a real estate
contract becomes binding. Common contingencies

include inspection, appraisal, and loan approval.

Counteroffer
A response to an offer in which one or more terms —
such as price, contingencies, or closing date—are

changed. A counteroffer replaces the original offer.

29



Credit Score
A numerical rating that reflects a borrower’s credit
history and helps lenders determine loan eligibility

and interest rates.

Down Payment
The portion of the purchase price paid upfront by the

buyer, separate from the loan amount.

Earnest Money Deposit - EMD
A good-faith deposit submitted by the buyer to show
serious intent to purchase. The funds are held in

escrow and applied toward the purchase at closing.

Escrow
A neutral process in which a third party holds funds

and documents until all contract terms are satisfied.

Escrow Company
An independent company that manages the escrow
process, holds deposits, and coordinates the closing

according to legal requirements.

Final Walk-Through / Walk-Through
A final inspection conducted shortly before closing to
confirm that the property is in the agreed-upon

condition and that any repairs have been completed.

Home Inspection

A professional evaluation of a property’s physical

30



condition, including structure, systems, and visible
defects.

Home Inspection Contingency
A contract condition allowing the buyer to cancel or

renegotiate based on inspection findings.

Homeowners Association - HOA
An organization responsible for managing and
maintaining common areas in a community.

Homeowners are required to pay HOA dues.

Listing (Seller)
A property offered for sale, typically marketed
through the Multiple Listing Service (MLS).

Loan Contingency
A contract condition allowing the buyer to cancel if

final loan approval is not obtained.

Manufactured Home

A factory-built home constructed to federal HUD
standards (after 1976). It may be treated as personal
property or real property, depending on land

ownership and installation.

Mobile Home
A factory-built home originally designed to be

movable. Most are now permanently installed.
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Homes built after 1976 generally meet manufactured

home standards.

Modular Home

A home built in factory sections and assembled on a
permanent foundation. It is legally treated the same
as a traditional home, with ownership of both house

and land.

Multiple Listing Service - MLS
A database used by real estate professionals to market

and share property listings.

Offer
A written proposal submitted by the buyer outlining

the purchase price and contract terms.

Personal Property
Movable items not permanently attached to land,

such as vehicles, furniture, or jewelry.

Planned Unit Development - PUD
A residential community developed under a unified

plan with shared amenities and governed by CC&Rs
and an HOA.

Pre-Approval
A lender’s written estimate of how much a buyer may

borrow, based on a financial review.
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Real Estate
Land and anything permanently attached to it,

including buildings and natural resources.

Real Property
Property legally classified as real estate, including

land and permanently attached structures.

Seller

A person or entity offering real estate for sale.
Seller’s Market

A seller’s market occurs when there are more buyers
than homes available for sale. In this situation, sellers

have the advantage because:

- Homes sell more quickly

Sellers often receive multiple offers

- Sale prices are frequently higher than the

listing price

sellers are less likely to make concessions

In a seller’s market, buyers often need to offer higher
prices, waive contingencies, or compete with other

offers to secure a home.
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Staging
Preparing a home for sale by cleaning, organizing,

and furnishing it to improve buyer appeal.

Title

Legal ownership of real estate.

Title Company
A company that researches ownership records, issues
title insurance, and helps ensure the legal transfer of

ownership is clear of liens or disputes.

Title Insurance
Insurance that protects buyers and lenders against
losses caused by title defects, liens, or ownership

claims.

Title Vesting
The way legal ownership is held, especially important

when purchasing with others.

Townhome / Townhouse
An attached residential property that shares walls

with adjacent units and is often governed by an HOA.

Transaction
The entire process of buying or selling real estate,
from an accepted offer through closing and transfer of

ownership.
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TUYEN BO MIEN TRU TRACH NHIEM

An phdm nay duoc bién soan v6i muc dich cung cap
thong tin tdng quat trong linh vuc bat dong san va
khong thay thé cho tu van phap ly, tai chinh hoac thué
khoa.

Trudce khi dua ra quyét dinh mua ban bat dong san,
ddc gia nén tham khao y kién cta cac chuyén gia ¢
gidy phép hanh nghé pht hop. Tac gia va nha xuat ban
khong chiu trach nhiém d6i voi bat ky ton that hay
thiét hai nao phat sinh tit viéc sit dung thong tin trong
tai liéu nay.
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TUYEN BO VE LUAT NHA O CONG BANG

Téac gia va nha xuat ban tuan theo cac quy dinh vé Luat
Nha O Cong Bing ctia lién bang, tiéu bang va dia
phueong. Chung t6i khong phan biét chung tdc, mau
da, ton gido, gidi tinh, ban dang gidi, khuynh hudng
tinh duc, nguén gdc qudc gia, tinh trang gia dinh hay
khuyeét tat.

Cac vi du trong sach chi nhidm minh hoa kién thirc bat
dong san va khong ham y uu tién hay loai trir bat ky
ca nhan, cong dong hodc khu dan cu nao. Pdc gia cé
trach nhiém ty nghién cttu va dua ra quyét dinh phu
hop véi quy dinh phap luat hién hanh.
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REAL ESTATE LICENSE DISCLOSURE

Vanessa Vo va Thai Pham la chuyén vién bat dong san
6 gidy phép hanh nghé hop 1€ tai tiéu bang California.
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bang van ban hop 1é véi van phong méi gidi clia tac
gia.
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GIOI THIEU

Mua hay ban nha la mét trong nhiing quyét dinh tai
chinh 16n nhat trong doi nguoi. Qua trinh mua ban nha
lién quan tryec ti€p dén gia can nha, dong thoi kéo theo
nhiéu van dé quan trong khac nhuw vay tién ngan hang,
gidy to phap ly, thu€ ma va quyén so htru. Néu khong
chuan bi kj hoac khong hiéu rdé cach mua ban nha tai
California, ngwdi mua hay nguoi ban rat dé dua ra
quyét dinh sai, dan dén rac rdi vé tién bac va phép ly
Ve sau.

Quyén sich nay nay duoc bién soan nhdm chia sé
nhitng kién thitc can ban va thiét thyc vé toan bo qua
trinh mua ban nha tai California, gitip ban tranh nhitng
sai sot dang ti€c, dong thoi bao vé quyén lgi cia minh.
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CHUONG 1
Nhirng Diéu Cian Biét Khi Mua Nha

“Bat dong san” (real estate) 1a nha, dat va nhiing gi gan
lién véi manh dat dé, nhu can nha hay cac cong trinh
xay dung khong thé doi di chd khéac. Diéu nay khac véi
tai san ca nhan (personal property) — nhitng tai san c6
thé di chuyén dwgc nhu xe ¢d, nit trang, dong ho...

Mbi loai bat dong san c6 hinh thitc ding tén, cach mua
ban va quy dinh phdp ly khac nhau cling nhw anh
huong truc ti€p dén quyén loi cia ngwoi mua va nguoi
ban. Vi vay, hiéu rd6 minh dang mua hay béan loai nha
nao la diéu rat quan trong.

Chuong 1 sé gidi thiéu nhitng loai nha dat pho bién
trén thi treong, giai thich r6 ddc diém phap ly cta ting
loai va lam r6 nhitng thuat ngt thwong gap trong hop
dong mua ban nha. Pay la kién thirc nén tang giup
nguwoi mua hiéu bat dong san dé bao vé quyén loi ctia
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minh trong su6t qua trinh giao dich ciing nhu vé lau
dai.

CAC LOAI NHA PAT PHO BIEN

Dat trong (Land)

Dat trong la phan dat chwa xay dung, dugc xac dinh
bang dién tich, ranh gidi va vi tri. Khi mua dat, nguoi
mua can luu y dén muc dich st dung, va cac quy dinh
xay dung cua dia phuwong vi khong phai manh dat nao
cling co6 thé xay nha ngay.

Nha riéng (Single Family Home)

Nha riéng la loai nha xay trén mot 16 dat riéng biét,
khong chung twong véi nha bén canh. Cht nha sé hitu
ca cdn nha 1an &4t va cd toan quyén stza chita, tan trang,
hodc thay d&i san virdn theo nhu cau, mién 1a tuan theo
quy dinh cta thanh phé.

Pay la loai nha dwgc nhiéu nguoi wa chudng vi tinh
riéng tu cao va it bi rang budc.

Chung cu (Condo)

Condo (condominium) la hinh thtc sé hitu trong dé
nguoi mua chi sé hitu phan bén trong can phong cta
minh. Cac khu vuc chung nhu hanh lang, thang may,
ho boi, phong gym, san vueon... thudc sé httu chung va
do Homeowners Association (HOA) diéu hanh.

Chu nha condo phai dong tién HOA hang thang dé€bao
tri cdc khu viee chung va phan bén ngoai ctia toa nha.

Nha lién ké (Townhouse / Townhome)
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Townhouse 1a loai nha lién ké, thwong c6 hai hoac
nhiéu tang, chung tuwong véi nha bén canh nhung c6
16i vao riéng.

Tuy theo tirng du an, townhouse ¢6 thé duoc so hiru
theo hai hinh thirc:

- SO hitu ca can nha va phan dét bén dudi
- Chi s6 hitu can nha, khéng sd htru dat (truong
hop nay it gap hon)

Chua nha townhouse phai dong tién HOA. Ban quan trj
HOA thuong chiu trach nhiém bao tri phan bén ngoai
nhu mai nha, teong ngoai va cac khu viec chung, trong
khi cht1 nha chiu trdch nhiém stta chita bén trong can
nha.

Khu PUD (Planned Unit Development)

PUD (Planned Unit Development) la khu nha dwoc xay
dung theo mot quy hoach chung, c6 day du duong sa,
tién ich va ndi quy st dung riéng (goi la CC&R). Trong
mot khu PUD c6 thé bao gom nha riéng, nha lién ke,
va doi khi ca condo, nhung diém chung la moi can nha
déu ndm trong cing mot khu sinh hoat chung.

Cac khu PUD thuong c6 tién ich chung nhw cong vién,
ho boi, san choi, 16i di bg, khu sinh hoat cong dong;
mot s6 khu con ¢6 khu mua s§m nhé, treong hoc hoac
van phong. Chu nha trong khu PUD phai déng tién
HOA hang thang dé bao tri va duy tri cac tién ich
chung nay.
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Khi mua nha trong khu PUD, nguoi mua can xem ky
ndi quy HOA (CC&R) d€ biét ro minh dugc phép lam
g1, khong dugc lam gi, va cdc chi phi lién quan tredc
khi quyét dinh.
Mobile Home (nha mobile)
Mobile home la cach goi quen miéng ctia nguoi Viét
cho loai nha lam s&n trong nha may. Trudc ndm 1976,
cac can nha nay duoc xay cat d€ c6 thé di chuyén, nén
goi la mobile home.
Tt sau nam 1976, cac nha mobile mdi déu phai lam
theo tiéu chuan HUD va dung tén phap ly la
manufactured home, nhung trong doi song hiang ngay,
nhiéu nguodi van quen goi 1a nha mobile.
Phan 16n mobile home:

- Nam trong mobile home park

- Chu nha khong sé hitu dat

- Phai tra tién thué dat hang thang
Manufactured Home (nha manufactured / nha
mobile ki€u méi)
Manufactured home 14 loai nha duoc lam sin trong
nha may, sau d6 ché t6i chd dit nha va lap theo tiéu
chudn lién bang cia HUD (4p dung ttt nam 1976 tro
di).
Manufactured home c6 thé roi vao hai treong hop:

1. Chi sé hitu cin nha, khong sé hiru dat:
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Nha dat trong mobile home park, chu nha thué
dat hang thang (space rent). Treong hop nay,
can nha thuong dugc xem la tai san c4 nhan,
khong phai nha dat theo phap ly.
2. S6hitu ca cin nha va dat:
Néu manufactured home duwoc dat cd dinh
dung quy dinh va cht nha s& hiru dat, thi vé
mat phap ly, gan giéng nha riéng.
Modular Home (nha modular)

Modular home la loai nha dugc lam theo titng phan
(module) trong nha may, sau d6 ché téi khu dat va lap
rap trén nén mong c6 dinh.

Sau khi lap xong, nha modular:

- DPuoc xem nhu nha riéng binh thwong

- Chu nha so hitu ca nha va dat

- Khong thé di doi di noi khac
Vé phép ly va gia tri, nha modular gan nhu khong
khac gi nha xay tai cho, chi khac & cach xay cat.
Tom lai:

- Mobile / Manufactured: thwong khong c6 dat,
tra tién thué dat hang thang

- Manufactured + c6 dat: co thé xem nhu nha
dat

- Modular: nha dat binh thuong, khong doi di
duoc
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QUA TRINH MUA NHA

Nguoi Viét minh c6 cau “An cw lac nghiép” dé€ ndi 1én
tam quan trong cta viéc c6 mot chd & 6n dinh. Mua
nha la quyét dinh 16n vi day thuong la noi gia dinh
sinh s6ng lau dai. Ngoai ra, mot cdn nha & vi tri thuan
tién khong chi giup cudc sdng thoai mai hon ma sau
nay ciing dé bén lai.

Qua trinh mua nha gdbm nhiéu budc quan trong, twr
chuén bi tai chinh, chon nha phu hop, tra gia, cho dén
hoan tat gidy to va sang tén. Khi hiéu ro titng budc,
nguoi mua sé tranh dugc nhitng sai [am khong dang
co, dong thoi tiét kiém thoi gian va tién bac.

Dudi day la nhitng diém quan trong nguoi mua can
leu y:

1. Xem lai diém credit

Trudc hét, nguoi mua nén kiém tra ho so credit ctia
minh. Néu thay thong tin nao khong ding, can khiéu
nai d€ chinh lai sém. Diém credit cang cao thi cang dé
vay ngan hang véi 1ai suat thap hon.

2. Lién lac ngan hang d€ 14y giay pre-approval

Trudc khi bat dau tim nha, ngudi mua nén xin giay
pre-approval tit ngan hang dé€ biét rd minh c6 thé mua
trong khoang gia bao nhiéu. Biéu nay giup viéc tim
nha va tra gia thuc t€ hon.

3. Chon realtor c6 kinh nghiém

Mot realtor c6 kinh nghiém sé gitp ngwoi mua:
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- Phan tich gia nha trén thi treong
- Tuw van cach tra gia hop ly
- Thwong luong vdi nguoi ban
- Bao vé quyén loi cho nguroi mua trong sudt
qua trinh giao dich
4. Tim can nha phu hop

Vi tri la yéu t& quan trong nhat khi mua nha. Nha c6
thé stra dwoc, nhung vi tri thi khong thay d6i dwoc. Vi
vay, nén uu tién nhitng khu virc an toan, thuan tién di
lai va phu hop véi nhu cau sinh hoat cua gia dinh.

5. Ki€m soét tinh trang can nha

Thong thuong, nguoi ban sé cung cap bdo cao tinh
trang can nha do cong ty chuyén mon thyec hién, trong
d6 ghi 16 nhitng chd hu hong va chi phi stra chita wéc
tinh. Tuy nhién, néu can thiét, ngudi mua van nén thué
cong ty doc lap dé xem xét lai cho yén tam.

6. Tra gia (Offer)

Gia nha thuwong dwa trén gia ban ctia nhitng can tuong
ty trong khu vuc va chiu anh hudng boi ba yéu to
chinh:

- Vitrican nha
- Tinh trang can nha
- Thi truong nha ctra ltc do

Truwdc khi tra gid, nguoi mua nén xem bang so sanh
gia (CMA) dé dwua ra offer hop ly.
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Khi nguoi ban nhan dwgc nhiéu offer cung luc, ho
thuong uwu tién:

- Offer tién mat (khong can vay ngan hang)

- Offer c6 tién down cao (vi du 30% — 40%)

- Thoi gian diéu kién (contingency) ngan

- Ngay dong escrow sém
7. M0 escrow
Sau khi nguoi ban chap nhan offer, nguoi mua sé moé
escrow tai mot escrow company. Day la mot cong ty
trung lap c6 nhiém vu git tién coc va lo cac thu tuc gidy
to cho giao dich cho nguoi ban va nguoi mua.
Trong thoi gian escrow, nguwoi mua can go cac diéu
kién nhu: Appraisal (Thdm dinh gia nha), Inspection
(Kiém soat tinh trang trang can nha), Loan (Vay ng¢
nha) theo dung thoi han da ghi trong hop dong.
8. Chon cach ding tén nha
Céch ding tén nha (vesting) rat quan trong, nhat la khi
mua chung véi vo/chong hodc nguoi khac. Nguroi mua
nén hoi chuyén vién phdp ly d€ chon cach ding tén
phtt hop véi hoan canh gia dinh.
9. Thoi gian hoan tat
Thong thuong, qua trinh mua nha mat khoang 30
ngay. Sau khi offer dugc chdp nhan, ngan hang sé lam
appraisal. Néu gia mua cao hon gia tham dinh, ngan
hang c¢ theé:
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- Khong cho vay du
- Hodc yéu cau nguoi mua bd thém tién down
10. BDong escrow va nhan chia khoa

Khi moi tht tuc hoan tdt, escrow sé sang tén nha tai
quan hat, va ngroi mua s€ nhan chia khoa. Treedc ngay
nhan nha, nguwoi mua nén xem lai can nha lan cudi
(walk-through) d€ chdc chan tinh trang nha van nhuw
Itc da thoa thuan.

Tom lai, hiéu rdé nhiing kién thitc can ban vé nha dat
va quy trinh mua nha la budc khéi dau rat quan trong.
Khi nam rd tirng budc va cac van dé phap ly lién quan,
nguoi mua sé tu tin hon, tranh rai ro, va bao vé quyén
loi ctia minh trong sudt qua trinh mua nha.
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CHUONG 2

Nhitng Diéu Can Biét Khi Ban Nha

Ban nha khong don gian chi la rao gia roi cho nguoi
mua. Day la mot qua trinh gom nhiéu budg, lién quan
dén gia ca, giay to, thuong luong va trach nhiém phap
ly. Néu chuan bi ky va hiéu rd cach thire, nguoi ban c6
thé ban nhanh hon, it rac r&i hon va ban duoc gia cao
hon.

Trudc khi ban nha, cht nha can nim rd mot sd khai
niém quan trong c6 thé anh hudng nhw thoi di€ém ban,
gid ban, thu€ va ké hoach tong quat. Hiéu rd nhiing
van dé nay tir dau s€ gitup tranh bat ngo ngoai y mudén
va dua ra quyét dinh sang suét trong qua trinh giao
dich.

KHI NAO LA THOI PIEM TOT NHAT DE BAN
NHA?

Thoi diém ban nha t6t nhat phu thudc vao tinh hinh thi
treong, nhu cau tai dia phwong va hoan canh ca nhan.
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O nhiéu khu vuc, mua xudn va ddu mua he thueong thu
hut nhiéu ngwoi mua hon, gitp nha ban nhanh va cé
gia cao hon.

Nguoi ban nén can nhac ca xu hudng thi treong 1an
nhu cau tai chinh hodc k& hoach doi chd & ctia minh
truwde khi quyét dinh rao ban.

DINH GIA NHA - BUOC QUAN TRONG NHAT

Gia béan 1a yéu td quyét dinh can nha c6 ban duwgc hay
khong. Néu ra gia qua cao, nha sé nam trén thi truong
lau va dé bi mat gid.

Nguoi ban c6 thé tham khao gia nha trén Internet,
nhung cach chinh xac nhat van l1a nho realtor lam bang
so sanh giad (CMA). CMA duwa trén nhitng can nha
twong tu da ban gan day (thuong trong vong 3-6
thang) d€ duwa ra mtc gia phtu hop vdi thi truong hién
tai.

CO NEN BAN NHA THEO DANG “AS-IS” HAY
KHONG?

Ban nha "as-is" nghia 1a nguoi ban khong thiec hién bat
ky stra chita nao trudc khi giao nha. Cach nay tuy tiét
kiém thoi gian va chi phi, nhung c6 thé thu hut it nguoi
mua hon hodc gia ban thdp hon. Luu y rang nguoi ban
van phai cong khai trung thuwc moi khuyét diém da biét
vé can nha theo quy dinh phép luét.
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CHUAN BI CAN NHA TRUOC KHI BAN

An twong ban dau rat quan trong. Mot can nha sach sé,
gon gang sé tao cam gidc dé chiu va khién ngudi mua
cO thién cam hon.
Nguoi ban nén:

- Don dep bét d6 dac khong can thiét

- Gilt khong gian thodng, sang
- Han ché trung hinh anh ca nhan qua riéng tu

Véi nhitng can nha gia tri cao, thué dich vu staging
(trang tri nha) la diéu nén can nhac. Thuec t& cho thay
nhiéu can nha duoc staging ban nhanh hon va dwoc
gia cao hon.

Trude khi ban nha, cht nha can ndm rd mot s6 khai
niém quan trong cé thé anh huong nhu thoi diém bén,
gia ban, thu€ va k& hoach tong quat. Hiéu ro6 nhing
van dé nay tir dau sé gitup tranh bat ngo ngoai y mudén
va dua ra quyét dinh sang suét trong qua trinh giao
dich.

Khoan vay tam thoi (Bridge Loan)

Bridge loan 1a khoan vay ngan han cho phép cht nha
mua can nha mai truede khi ban can nha hién tai. Khoan
vay nay thuong dwoc dung dé€ tam thoi trang trai tién
dat coc hodc chi phi hoan tat giao dich. Bridge loan c6
thé hitu ich trong mot so truong hop, nhung thuong di
kem véi 1ai suat cao hon va diéu kién vay khit khe hon,
nén can dwoc can nhic can than.

Hinh thirc hoan d6i 1031 (1031 Exchange)
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1031 exchange cho phép nguoi ban bat dong san dau
hoan déng thué'loi titc von bang cach tai dau tu s6 tien
ban duoc vao mot bat dong san du diéu kién khac.
Hinh thitc nay khong ap dung cho nha & chinh va phai
tuan theo cac quy dinh va thoi han cua S Thué Hoa
Ky (IRS). Nguoi ban nén tham khao y kién chuyén gia
thué va phap ly trwede khi dp dung.
Hiéu vé thué lgi titc (Capital Gains)
Thué loi titc duoc tinh dwa trén khoan tién 10i khi ban
nha vdi gia cao hon gia mua ban dau. Nhiéu cha nha
ban nha & chinh cé thé du diéu kién duoc mién trir mot
phan hoac toan bo thué néu dap tng cac yéu cau vé
thoi gian so hiru va cu tri. Bat dong san dau tv duoc
tinh theo cach tinh thu€ khéc. Viéc hiéu ro nghia vu
thué gitp ngwoi ban 1ap ké hoach vé gia ban, thoi diém
béan va so tién thic nhan chinh xac hon.
CHON CACH BAN NHA
C6 hai cach ban nha pho bién:
Ban qua realtor
Day la cach an toan va pho bién nhat. Realtor sé gitip:

- Dinh gi4d dung

- Dang nhalén MLS

- Sap x&p cho ngudi mua coi nha

- Thwong leong véi ngudi mua

- HO tro gidy to theo tht tuc phap ly
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Du phai tra tién hoa hong, nhung nguoi ban tiét kiém
thoi gian, giam rui ro va thuong ban dwoc gia cao hon
nho kinh nghiém va mang lwdi khach hang cua realtor.
Tw ban nha (FSBO - For Sale By Owner)
Mot s6 nguoi ty ban nha dé tiét kiém tién hoa hong,
nhat 1 trong hop da cd s&n ngwdi mua. Tuy nhién, cach
nay doi hoi ngwoi ban phai tir lam moi viéc nhwe quang
cao, tiép khach, tra 10i cau hoi, thwong lvong va lo gidy
to.
Néu khong c6 kinh nghiém, ngudi ban dé gap rac roi
phap ly hoac ban nha thap hon gia thi treong.
THUONG LUONG GIA VA PIEU KIEN
Khi nhan dwoc offer, nguoi ban khong chi nhin vao gia
ma con can xem ky cac diéu kién (contingency) kem
theo. Chang han nhu:

— Inspection: Kiém soat tinh trang can nha

— Appraisal: Ngan hang tham dinh gia

- Loan Approval: Ngan hang tai xac nhan cho

vay sau khi appraisal.

Nhiéu khi mdt offer gia thap hon nhung it diéu kién va
tht tuc mua nhanh c6 loi thé hon mot offer cao nhung
bi rang budc bdi cac diéu kién kem theo khi mua nha.

MO ESCROW VA HOAN TAT GIAO DICH

Sau khi hai bén dong y cac diéu khoan, ho so sé duoc
chuyén sang cong ty escrow. Trong thoi gian lam thu
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tuc ban nha, nguoi ban can cung cap day du giay to
can thiét va ky gidy to ding han.

Khi moi viéc hoan tat, cong ty escrow sé sang tén nha
tai quan hat, va giao dich chinh thiec két thuc.

Tém lai, ban nha 1a mét qua trinh can chuan bi ky
lwong. Khi hiéu 16 ting budc, dinh giad dung, chuan bi
nha tt va cé su hd tro phit hop, ngudi ban khong chi
ban nhanh hon ma con ban dwoc gia cao va it rai ro
hon.

Két luan

Mua hay ban nha la mét quyét dinh quan trong, khong
nhting lién quan dén tién bac ma con anh hudng lau
dai dén cudc song va su 6n dinh cta gia dinh. Khi hiéu
rd quy trinh, ndm dwoc nhitng diém quan trong va
chuan bi kj ngay tir dau, nguoi mua hay nguoi ban sé
tranh dwoc nhiéu truc trac.

Quyén sach nay duoc bién soan vdi mong mudn gitp
doc gia hi€u r6 vé qua trinh mua ban nha. Nhitng chia
sé trong sach khong nham thay thé& 16i khuyén phap ly
hay tai chinh, ma déng vai tro nhu mdgt kim chi nam
giup ban tu tin hon khi budc vao mot giao dich bat
dong san.

Mai hoan canh mua ban nha déu khéc nhau. Vi vay,
truede khi dwa ra quyét dinh cudi cung, ban nén tham
khao véi realtor, ngan hang va cac chuyén gia dé bao
vé quyén loi cua minh.
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Hy vong cudn sach nho nay sé la nguoi ban dong hanh
htru ich, giap ban thém vitng tin trong qua trinh mua
ban nha. Kinh chtc quy doc gia thanh cong va xay
dung mdt cudc song tot dep tai California.
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BANG THUAT NGU (GLOSSARY)

Appraisal (Thdm dinh gia)

Viéc dinh gia doc lap gia tri thi treong ctia bat dong
san, thuwong do ngan hang yéu cau dé xac nhan gia tri
can nha trudc khi cho vay.

Appraisal Contingency (Diéu kién thAm dinh gia)
biéu khoan trong hgp déng cho phép nguodi mua huy
bd hoac thuwong lwgng lai néu gia tham dinh thap hon
gia mua da thoa thuan.

Buyer (Nguwoi mua)
Ca nhan hoac to chttc mua bat dong san.
Buyer’s Market (Thi treong c6 1¢9i cho ngwoi mua)
La thi treong ma ngudn nha ban ra nhiéu hon s6
nguoi mua. Trong tinh huéng nay, nguwoi mua cé loi
thé hon vi:

e Nhiéu lwa chon

o+ Dé thuong luong gia

+ Ngudi ban sdn sang nhwong bd

o Nha c6 thé ndm trén thi treong lau hon
Trong buyer’s market, nguwdi mua thuong dé tra gid
thap hon va yéu cau thém diéu kién c6 1oi cho minh.

Cash Offer (D€ nghi tra tién mat)
bé nghi mua nha khong can vay ngan hang, thuong
dwoc nguoi ban danh gia cao vi it rai ro.
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Capital gain

Phan 1oi ttrc ban kiém dwoc khi ban mot tai san voi gia
cao hon gia mua ban dau. Khoan loi titc nay c6 thé phai
dong capital gains tax (thué loi nhudn dau tw), trie khi
dwoc mién hoic giam thué theo luat, nhu treong hop
ban nha & chinh (primary residence) du diéu kién mién
thué.

CC&R 1a viét tit cia Covenants, Conditions, and
Restrictions (Giao wdc, Piéu kién va Han ché).

bay la bo quy tic chi phdi viéc st dung bat dong san
trong mot khu phd, du éan, hoac cong dong co
Homeowners Association (HOA). CC&R quy dinh:

o Covenants (Giao wdc): Cam két gitta cac chu nha
vé cach st dung tai san
« Conditions (Diéu kién): Cac ydu cau bat buodc
phai tuan thu
« Restrictions (Han ché): Nhiing gt KHONG duoc
phép lam
Closing (Hoan t4t giao dich mua ban nha)
Giai doan cudi cta giao dich bat dong san khi quyén
sO htu dugc chuyén giao va tién duoc gidi ngan.

Closing Costs (Chi phi nguwoi mua va nguoi ban
phai tra)

Céc khoan phi phai tra khi hoan tat giao dich, c6 thé
bao gom phi ngan hang, escrow, title, va phi ghi nhan
ho so.
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Closing Date (Ngay hoan tat giao dich mua ban)
Ngay giao dich dwoc hoan tat chinh thurc.

Comparative Market Analysis hay CMA (Ban so sanh
gia thi treong)

Ban phan tich do chuyén vién dia &c lap, so sanh cac
can nha da ban gan day dé xac dinh gia hop ly.
Contingency (Diéu kién rang budc)

biéu kién phai dugc dap ting thi hop dong mua ban
moi ¢ hiéu luc hoan toan. Pho bién gom kiém soat
tinh trang nha, tham dinh gia tri nha, va gidy tai chap
thuan cho vay ctia ngan hang sau khi kiém soat tinh
trang va gid tri can nha.

Counteroffer (Tt chdi gia mua)

Counteroffer la sy tir chdi gia mua ctia nguroi ban nha,
hodc, trong dé co sy thay doi diéu khoan nhu gia,
thoi gian, hoac diéu kién.

Di€m tin dung - Credit Score (Ngwoi mua)

Chi s6 phan anh lich st tin dung ctia nguoi vay, anh
hudng dén kha nang vay va lai suét.

Down Payment (Tién dit coc ban dau)

Khoan tién nguoi mua tra trude, khong bao gom
khoan vay ngan hang.

Earnest Money Depoasit hay EMD (Tién dat coc)
Khoan tién dat coc cua nguoi mua, sau khi chta nha
chdp nhan ban. SO tién nay sé dugc gitt trong escrow
va trit vao gia mua khi hoan tat giao dich.
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Escrow (Ky quy trung gian)

Escrow la tién ky quy do Cong ty Chu quyén (Escrow
Company) nam giit cho dén khi cac gidy to cho dén khi
cac diéu khoan hop déng hoan tat.

Escrow Company (Cong ty escrow)

Escrow company la bén trung lap ding gitta nguoi
mua va nguoi ban trong qua trinh mua ban nha.
Cong ty nay gitr tién coc va cac khoan tién lién quan,
thu thap gidy to, cling nhu theo doi cac mdce thoi gian
trong hop dong, phdi hgp véi ngan hang, realtor va
cac bén lién quan, va thuc hién viéc dong escrow khi
moi diéu kién mua ban da duoc hoan tat.

Final Walk-Through / Walk-Through (Xem nha lan
cudi)

Lan kiém soat cudi cung truede khi hoan tat giao dich
dé€ bao dam tinh trang can nha khong thay doi va cac
stta chtra da dwoc thuce hién.

Home Inspection (Ki€m soat tinh trang nha)

Viéc kiém soat chuyén mon tinh trang can nha, bao
gom két cdu, hé thong va cac hu hong cé thé thay
duoc.

Home Inspection Contingency (Diéu kién kiém soat
tinh trang nha)

biéu khoan cho phép nguroi mua huy hodc thuong
lwgng lai néu phat hién van dé trong qua trinh kiém
soat.
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Homeowners Association hay HOA (Hiép hoi chu
nha)

T6 chtrc quan ly va bao tri cdc khu vuc sinh hoat
chung. Chu nha phai dong chi phi HOA hang thang.

Listing (Rao ban)
Bat dong san duwoc dua ra thi treong, thuwong duoc
dang trén hé thong MLS.

Loan Contingency (Diéu kién vay ngin hang)
biéu khoan cho phép nguoi mua hiy hop dong néu
khong duoc ngan hang chap thuan khoan vay cudi
cung.

Manufactured Home (Nha tién ché)

Nha duoc san xuat trong nha may theo tiéu chuan
HUD (sau nam 1976). Co6 thé duoc xem la dong san
hodc bat dong san tly viéc sé hitu dat va cdch gan cd
dinh.

Mobile Home (Nha di dong)

Nha san xuat sin, ban dau thiét k& d€ di chuyén.
Ngay nay da s0 duoc dat ¢6 dinh. Cac nha xay sau
1976 thwong thudéc nhom manufactured home.
Modular Home (Nha lap ghép)

Nha duoc san xuét theo timg module va 1ap rap trén
nén mong cd dinh. Vé phap ly, duoc xem nhu nha
truyén thong, chu nha sé hitu ca nha va dat.
Multiple Listing Service hay MLS (Hé thdng MLS)
Hé thong di liéu danh riéng cho cac chuyén vién dia
Oc dé chia sé va quang béa nha rao ban.
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Offer (Gia mua)
Van ban chinh thitc do ngwoi mua dua ra, néu 1o gia
va cac diéu khoan mua nha.

Personal Property (Dong san)

Tai san c6 thé di doi, khong gan lién véi dat, nhu xe
c9, d6 dac, nit trang.

Planned Unit Development mhay PUD (Khu phat
trién hoach dinh)

Khu dan cu xay dung theo quy hoach chung, c6 tién
ich chung va chiu su quan ly cia HOA va CC&Rs.

Pre-Approval ( Gidy chdp thuin vay no)
Van ban ngan hang xac nhan so b kha nang vay cta
nguwoi mua dua trén ho so tai chinh.

Real Estate (B4t dong san)

DAt dai va moi thit gan lién vinh vién véi dat, bao
gom nha ctra va tai nguyén thién nhién.

Real Property (Bat dong san theo phap 1y)

Real property la cach goi vé mit phép ly, dung dé€ xac
dinh quyén sd httu nha dat theo luat. Khi mot can nha
dwoc ding tén hop phap, sang tén tai quan hat va
dwoc phap luat cong nhan, thi can nha d6 duoc xem
la real property. Thuat ngtt nay thuong xuat hién
trong giay to, hop dong va ho so phap ly.Tai san
dwoc phap luat cong nhan la bat dong san, bao gom
dat va cong trinh gan lién.

Seller (Nguoi ban)
C4 nhan hoac mot to chiic rao ban bat dong san.
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Seller’'s Market (Thi treong co loi cho ngwoi ban)

La thi treong ma s6 nguwoi mua nhiéu hon s6 nha rao
ban. Khi d6, nguoi ban co loi thé vi:

e Nha ban nhanh

« Dé nhan nhiéu offer cling ltc

e Gid thuong cao hon gia rao

+ It phai nhuong bd
Trong seller’s market, ngreoi mua thwong phai tra gia
cao hon, bo nhiéu diéu kién, hodc canh tranh véi cac
offer khac.

Staging (Trang tri nha)
Chuan bi va sap xép can nha d€ tao an tuong t6t, giup
ban nhanh va dugc gia hon.

Title (Chu quyén)
Quyeén so httu hop phap doi véi mot bat dong san.

Title Company (Cong ty chii quyén)

Title company la cong ty chuyén lo vé chut quyén nha.
Cong ty nay ki€ém tra lich st s& hitu cua can nha, bao
dam can nha khong ¢ tranh chap hay no nan chwa
giai quyét, phat hanh bao hiém chu quyén (title
insurance), va hd tro viéc sang tén nha hop phap cho
nguoi mua.

Title Insurance (Bao hiém chu quyén)

Bao hiém bao vé nguoi mua va ngan hang trudce cac
rui ro lién quan dén tranh chap cha quyén hodc
quyeén loi phap ly.
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Title Vesting (Hinh thitc ditng tén)
Céch thirc ding tén sd hiru bat dong san, déac biét
quan trong khi mua chung.

Townhome / Townhouse (Nha lién keé)

Nha ¢ lién ké, chung twong véi nha bén canh va
thuong thudc khu co HOA.

Transaction (Giao dich)

Toan by qué trinh mua hodc ban bat dong san, tir lac
chap nhan offer dén khi hoan tat chuyén quyén so
htru.
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Buying or selling a home in California is a major financial decision, and success depends on
understanding how the process truly works. Real estate involves property types, legal
considerations, negotiations, timelines, and professional responsibilities that can easily
overwhelm those who are unprepared.

This book provides clear, practical knowledge for both homebuyers and sellers. Buyers will gain
a solid understanding of the home-buying process, from evaluating properties to navigating
each stage of the transaction with confidence. Sellers will learn how to plan effectively, prepare
their property, and make informed decisions that reduce risks, shorten the selling timeline,
and protect their financial interests.

Whether you are purchasing your first home or preparing to sell, informed decisions lead to
better outcomes. This guide is designed to give you the essential understanding needed to
move forward with clarity, confidence, and control.

Mua hay ban nha la mot trong nhlmg quyet dinh tai chinh l6n nhat trong doi ngu(n Qua trinh
mua ban nha lién quan truyc tlep dén gia can nha, dong thdl kéo theo nhicu van deé quan trong
khac nhu vay ngan hang, glay to phap ly, thué ma va quyen s& hiiu. Néu khong chuan bi k¥ hoic
khong hiéu ro cach mua ban nha tai California, ngudi mua hay ngudi ban rat dé dua ra quyét

dinh sai, dan den rac roi vé tién bac va phap 1y vé sau.

Quyén sach nay nay duge bién soan nhamchia sé nhiing kién thic cin ban va thict thuyc ve toan
b0 qua trinh mua ban nha tai California, gitp ban tu tin dua ra quyet dinh sang suot, tranh
nhting sai sot dang tiéc va bao vé quyen lgi ciua minh.
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Realtor ® Realtor ®
DRE # 01512812 DRE # 02365807
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