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Hi, I?m  Gayle Quill, your t rusted  real est ate 

part ner.

Whet her you?re b uying  your very f irst  hom e, 

up g rad ing  t o f it  your g row ing  fam ily, or 

d ownsizing  t o enjoy a sim p ler lifest yle, I?m  

here t o guid e you every st ep  of  t he way. 

I und erst and  t hat  every st age of  life com es 

w it h uniq ue need s, and  m y goal is t o help  you 

f ind  t he p erfec t  hom e t hat  f it s yours. Let?s 

m ake t h is journey sm oot h, exc it ing , and  

st ress-f ree. 

Trust  m e t o help  you t urn your d ream s into an 

ad d ress you?ll love.
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It 's not  t he b rokerage t hat  helps you t o f ind  your        
ideal hom e, it 's t he agent .

Keller William s has consc iously c reated  a com pany 
cult ure t hat  at t ract s, t rains, and  nurt ures t he best              
real est ate agent s in t he world  so t hey w ill be ab le              
t o bet t er serve you.

Our com pany cult ure has been st ud ied  in dept h by 
St anford  Universit y and  t hey found  t hat :
"Keller William s is...a com pany w it h a unique      
econom ic and  cult ural m odel, em brac ing   
organizat ional concept s such as p rof it  sharing ,           
shared  dec ision m aking, open books, and  extensive 
em p loyee t raining ."

Training  Magazine recognized  Keller William s as t he 
w or ld  lead er  in  t rain ing  f o r  t h i rd  c onsec ut ive year.

Keller William s is p roud  to be a c lient  focused  
organizat ion t hat  fosters integr it y and  t eam work, 
rewards innovat ion and  works t o c reate w in-w in 
out com es.

We are t hr illed  t hat  you are consider ing  Keller           
William s as your choice t o help  you buy w hat  m ay          
be your b iggest , and  m ost  im port ant  asset , your               
new hom e.



WHY BUY WITH
KELLER WILLIAMS?

W E HELP YOU REACH YOUR GOALS

Kelle r  W il l iam s Realt y m od e l w as d esig ned
t o rew ard  ag ent s f o r  w o rk ing  t og et her  w it h
t he id ea t hat  w e are all m o re suc c essf u l i f
w e st r ive t ow ard  a c om m on  g oal, rat her

t han  ind iv id ual in t e rest s. I?m  c on f id en t  t hat
every Ke lle r  W il l iam s p ro f essional w il l  ser ve

you  in  t he b est  w ay p ossib le.

TEAMWORK:

Found ed  on  t he p r inc ip les o f  t r ust  and
honest y, Ke lle r  W il l iam s Realt y em p hasizes

t he im p o r t anc e o f  in t eg r it y and  p u t t ing
t he c l ien t ?s need s f irst . My suc c ess is
u lt im at e ly d et erm ined  b y t he leg ac y I

leave w it h  eac h  c lien t  I have t he
op p o r t un it y t o  ser ve.

RELIABILITY:

I?m  p roud  t o  w o rk w it h  t he larg est  real
est at e c om p any in  t he w o r ld  b y ag ent

c ount . W hen  serv ic e is c onsist en t ly
sup er io r, w o rd  sp read s f ast .

TRACK RECORD:

Lead ing - ed g e t ec h  t oo ls and  t ra in ing
g ive us t he ad vant ag e in  ef f ec t ive ly

f ind ing  t he p er f ec t  hom e f o r  you .

TECHNOLOGY:

Kelle r  W il l iam s Realt y sup p o r t s every ag ent  in  st aying  ahead  o f  real est at e ind ust r y t rend s
t h roug h  it s c om p rehensive, c u t t ing - ed g e t ra in ing  c u r r ic u lum  and  researc h  resou rc es.

KNOWLEDGE:

The largest  ind ep end ent  real est at e 
f ranc h ise

A net w ork of  over 191,0 0 0  real est at e 
c onsult ant s w it h  a p ro jec t ed  g row t h  
of  30 0 ,0 0 0

1,10 0  of f ic es in  t he Un it ed  St at es and  
Canad a (50 )m ajor m arket s

Exc ellenc e in  c ut t ing -ed ge real 
est at e t rain ing , real est at e c oac h ing  
and  real est at e ed uc at ion

Nam ed  ?Most  Innovat ive Real Est at e 
Com p any? by Inm an New s





BUYER
OUR W INNING STRATEGY

Lifest y le Analysis
Find ing  you r  id eal hom e is a 
p roc ess o f  m at c h ing  you r  l i f est y le 
and  f inanc ial ob jec t ives w it h  t he 
r ig h t  ne ig hb o rhood .

As a Realt o r® w it h  exp er ienc e 
se ll ing  in  t h is m arket , I have t he 
exp er t ise t o  m at c h  you  w it h  t he 
hom e t hat  f i t s you r  l i f est y le.

W het her  you  w ant  a p iec e o f  t he 
c it y, o r  a q u iet  ne ig hb o rhood  w it h  
t he b est  sc hoo ls f o r  you r  c h ild ren ,

I have t he area insig h t  and  
know led g e you  need .

Search Analysis
Beyond  t he MLS and  p review ing  
hom es on line, f ind ing  you r  id eal 
hom e is also ab ou t  leverag ing  
re lat ionsh ip s. As you r  Realt o r®, I 
u t i l ize m y ext ensive net w o rk and  
ac c ess t o  o f f - MLS (p oc ket )  l ist ing s 
on  you r  b ehalf . To st ream line t he 
p roc ess, I p review  hom es on  you r  
b ehalf , in  ad d it ion  t o  t ou r ing  
hom es and  ne ig hb o rhood s w it h  
you . I w il l  a lw ays keep  you  w e ll 
in f o rm ed  o f  new  hom es t hat  c om e 
on  t he m arket .

Negot iat e
Neg ot iat ing  t e rm s f o r  t he  
p u rc hase o f  w hat  m ay b e you r  
larg est  p ersonal asset  req u ires a 
p ro f essional w ho has you r  b est  
in t erest s in  m ind . Af t e r  l ist en ing  t o  
you r  need s, I w il l  v ig o rously 
neg ot iat e t he p r ic e, c on t ing enc ies 
suc h  as insp ec t ions, ap p raisals  
and  f inanc ing , as w e ll as t he b est  
t im e t o  c lose esc row .

Make a Winning Offer
The Bay Area housing  m arket  is 
u lt rac om p et it ive w h ic h  is w hy you  need  
a seasoned  p ro f essional t o  g ive you  a 
c om p et it ive ad vant ag e and  he lp  you  t o  
w in  t he b id  on  you r  id eal hom e. We w il l  
c aref u lly c onsid er  if  t he hom e is 
ac c u rat e ly p r ic ed  f o r  t he size, loc at ion , 
and  ne ig hb o rhood  c om p arat ive sales. As 
you r  c onsu lt an t , I w il l  ad vise you  on  how  
t o  b est  p osit ion  you r  o f f e r  f o r  q u ic k 
ac c ep t anc e, t he am ount  o f  you r  d ow n  
p aym ent  and  w het her  you  b e shou ld  b e 
f u l ly p re- ap p roved  p r io r  t o  b id d ing .

Coordinat e
Cong rat u lat ions! You r  o f f e r  w as 
ac c ep t ed  and  now  t he rac e b eg ins. The 
c losing  o f  you r  hom e is u rg ent  and  t im e 
sensit ive w it h  m any st ep s t o  c om p let ion .

A un iq ue f eat u re o f  Ke lle r  W il l iam s is 
t hat  ou r  c u lt u re p rom ot es t eam w ork . 
Everyone at  t he KW  of f ic e has a vest ed  
in t erest  in  he lp ing  you  c lose t he 
p u rc hase o f  you r  hom e as sm oot h ly and  
ef f ic ien t ly as p ossib le. As you r  ag ent  and  
p ro jec t  m anag er, m y t eam  and  I w il l  b e 
t here w it h  you  t h roug h  t he end  o f  t he 
c losing  p roc ess. We w il l  c oo rd inat e t he 
insp ec t ions, esc row , and  t it le searc h , 
he lp ing  you  p rep are f o r  t he c losing  o f  
you r  new  hom e.



PRE-QUALIFICATION VS.
PRE-APPROVAL

THERE IS A DIFFERENCE

Pre-Qualif icat ion or  Pre-Approval:
Know ing  how m uch you q ualif y f or is an im p ort ant  f irst  st ep  b efore st ar t ing  your

hom e search. Und erst and ing  t he p r ice range you and  your agent  should  focus on,
your d ow n paym ent  op t ions, as well as m ont h ly m ort gage paym ent s ahead  of  t im e,

w ill help  you t o f ind  and  c lose on your id eal hom e q uickly.

Pre-Qualif icat ion
p rovid es you w it h a general est im at e of  how m uch you can exp ec t  t o b orrow. It ?s easy

and  can b e d one over t he p hone or online. You p rovid e t he m ort gage com pany or
bank w it h inform at ion such as your incom e, d eb t , and  em p loym ent  inform at ion. In

ret urn you w ill b e g iven a loan est im at e.

Pre-Approval
Will g ive you t he exac t  am ount  you q ualif y f or and  p rovid es ot her ad vant ages for

m aking  of fers in  a com p et it ive m arket .

Wit h a p re-ap p roval, t he lend er t akes an ext ensive look at  your f inanc ial p ic t ure,
inc lud ing  t wo years of  your W-2s and  t ax ret urns, a c red it  check, d eb t / incom e rat io

and  how m uch you have for a d ow n paym ent .

Being  a p re-ap p roved  b uyer let s t he seller know t hat  you are in  a p osit ion t o b uy now,
w hich can g ive you a d ist inc t  ad vant age w hen t here are m ult ip le of fers on a hom e.

Not  all loan packages are t he sam e. Going  t hrough t he p re-ap p roval p rocess is a w in-
w in sit uat ion t hat  help s t he lend er c reat e a loan package t hat  f it s your need s.
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Pre-Approval:
You  w il l  b e asked  t o  p rovid e p ersonal in f o rm at ion  suc h
as you r  Soc ial Sec u r it y num b er, in c om e, asset s, d eb t s,
c red it  in f o rm at ion  and  t he sp ec if ic s on  t he t yp e o f
p rop er t y you  w ish  t o  p u rc hase.

1

Full Applicat ion:
Dur ing  t he ap p lic at ion  p roc ess t he lend er  w il l  up d at e
any in f o rm at ion  and  d oc um ent at ion  t hat  has alread y
b een  sub m it t ed .

2

Processing:
Your  m or t g ag e p ac kag e w il l  b e review ed  and
c om p let ed  b y t he p roc esso r.

3

Loan Submission:
Onc e t he p roc esso r  has c om p let ed  t he loan  p ac kag e, it
is sub m it t ed  t o  t he und erw r it e r  f o r  ap p roval.

4

Loan Approval:
All p ar t ies are not if ied  o f  t he ap p roval and  loan
d oc um ent s are c om p let ed  and  sent  t o  b o t h  t he t it le
and  esc row  c om p an ies.

5

Tit le:
The t it le c om p any ensu res t hat  t he p rop er t y t i t le is
c lear  and  leg it im at e. Onc e t h is p roc ess is c om p let e,
t it le insu ranc e is issued  f o r  t he p rop er t y.

6

Funding:
Onc e you  have sig ned  t he loan  d oc um ent at ion , you r  
lend er  review s t he loan  p ac kag e, and  up on  ap p roval, 
f und s are w ire- t ransf er red  t o  t he t it le c om p any.

7

Recordat ion:
W hen  t he t it le c om p any rec e ives t he f und s, t hey are
re leased  t o  t he se lle r, less t axes and  f ees and  you  are
rec o rd ed  as t he ow ner  o f  you r  new  hom e.

8



WRITING AN
OFFER
W HAT IT TAKES TO W IN

Here are som e g eneral g u id e lines f o r  w r it ing  a 
st rong  o f f e r :

1.Review  t he re levant  sales and  m arket  c ond it ions 
p r io r  t o  m ak ing  an  o f f e r. Fac t o rs t o  c onsid er  inc lud e 
t he c ond it ion  o f  t he hom e, leng t h  o f  t im e on  t he 
m arket , c om p et it ion  and  u rg enc y o f  t he se lle r.

2 .Give you rse lf  room  t o  c om p et e. Id eally, you  w il l  
w ant  t o  f ind  hom es t hat  are b e low  you r  m axim um  so 
you  have room  t o  neg ot iat e on  p r ic e, t he need  
shou ld  ar ise.

3.W h ile it  is im p o r t an t  t o  o f f e r  a p r ic e t hat  is 
at t rac t ive t o  t he se lle r, t hey w il l  o f t en  c onsid er   
o t her  e lem ent s b ef o re ac c ep t anc e. How  m uc h  
m oney you  p u t  d ow n  on  t he p rop er t y, and  any 
c ont ing enc ies o r  f inanc ing  t e rm s are just  a f ew  
f ac t o rs t hat  m ay m ake t he d if f e renc e.

4.Af t e r  you r  o f f e r  has b een  w r it t en , you r  ag ent  w il l  
m eet  w it h  t he se lle r?s ag ent  t o  neg ot iat e on  you r  
b ehalf . The se lle r  m ay ac c ep t , re jec t  o r  c ount er  t he 
o f f e r  w it h  c hang es.

5.You  w il l  b e not if ied  im m ed iat e ly o f  t he ou t c om e. 
Shou ld  t he se lle r  c ount er, you r  ag ent  w il l  w o rk w it h  
you  t o  review  eac h  sp ec if ic  req uest  and  m ove t he 
c ont rac t  f o rw ard  t o  c losu re.



KNOW WHAT YOU
ARE BUYING
YOUR OPPORTUNITY TO FIND OUT EXACTLY W HAT YOU?RE BUYING

In sp ec t ions are an  im p o r t an t  p ar t  o f  t he b uying  p roc ess and  allow  you  t o  f u l ly und erst and     
any issues o r  c halleng es w it h  t he p rop er t y b ef o re c losing  t he t ransac t ion .

If  t he se lle r  has not  p rovid ed  an  insp ec t ion  ahead  o f  t im e, you  m ay d ec id e t o  w r it e you r        
o f f e r  w it h  an  insp ec t ion  c ont ing enc y. Th is is one o f  t he m ore c om m on  c ont ing enc ies t hat  
b uyers use.

A c ont ing enc y m eans t hat  you  w il l  on ly g o t h roug h  w it h  t he p u rc hase if  c er t a in  c ond it ions     
are m et . Hom e insp ec t ions shou ld  b e on ly d one b y a c er t if ied  hom e insp ec t o r, and  t hey are 
usually p aid  f o r  b y t he b uyer.

Of t en , a se lle r  w il l  have insp ec t ions c om p let ed  p r io r  t o  p lac ing  t he ir  hom e on  t he m arket  t o  
rem ove t he ?c ont ing enc y? f rom  t he b uyers b id . Ult im at e ly, i t  is t he b uyer?s resp onsib il i t y t o  
assess t he c ond it ion  o f  t he p rop er t y.

Pest  Inspect ions
Pest  insp ec t ions are also d one b y a l ic ensed  insp ec t o r  w ho w il l  look f o r  w ood - d est roying  
o rg an ism s, inc lud ing  t e rm it es and  f ung i (?d r y ro t ?) . Pest  rep o r t s c lassif y c ond it ions as    
Sec t ion  1 o r  Sec t ion  2  it em s.

As w it h  t he hom e insp ec t ion , t he b uyer  p ays f o r  t he p est  in sp ec t ion , how ever  t he insp ec t o r      
is resp onsib le t o  d e liver  an  unb iased  rep o r t , reg ard less o f  w het her  t hey f avo r  t he b uyer  o r      
t he se lle r.

Sect ion 1
Cond it ions d em onst rat ing  ac t ive in f ec t ions o r  c ond it ions d am ag ing  t he p rop er t y. Ac t ive 
t e rm it es, b eet les, o r  w ood  ro t  are exam p les o f  Sec t ion  1 it em s.

Sect ion 2
Cond it ions not  c u r ren t ly c ausing  d am ag e b u t  l ike ly t oo , if  le f t  unat t end ed . A t yp ic al Sec t ion      
2  it em  is a p lum b ing  leak w here m o ist u re has not  yet  c aused  f ung us d ec ay.

If  d am ag e is f ound  in  t he p rop er t y, suc h  as a c rac k in  t he f ound at ion  o r  a roo f  t hat  need s t o     
b e rep lac ed , you  m ay b e ab le t o  neg ot iat e w it h  t he se lle r  on  rem ed iat ion  op t ions.



THE ESCROW PROCESS
YOUR OPPORTUNITY TO FIND OUT EXACTLY W HAT YOU?RE BUYING

IN A REAL ESTATE TRANSACTION, ESCROW  IS AN INDEPENDENT THIRD PARTY
THAT HOLDS IMPORTANT DOCUMENTS AND FUNDS. W HEN OPENING ESCROW,
THE BUYER AND SELLER DETERMINE THE TERMS AND CONDITIONS FOR THE
TRANSFER OF OW NERSHIP OF THE PROPERTY VIA THE PURCHASE CONTRACT.
ESCROW  ENSURES THAT ALL MUTUALLY AGREED UPON TERMS AND
CONDITIONS ARE MET PRIOR TO THE TRANSFER OF OW NERSHIP AND
DISTRIBUTION OF FUNDS.

ESCROW  PROTECTS BOTH YOU AND THE SELLER BY MANAGING
THE FOLLOW ING TASKS:

- Ho ld ing  b uyer?s g ood - f ait h  d ep osit  ( t yp ic ally 3% o f  t he p u rc hase p r ic e) .

- Disc losing  esc row  and  t it le f ees t o  t he b uyer?s lend er.

- Calc u lat ing  p ro rat ed  t axes and  HOA f ees.

- Provid ing  a t it le rep o r t  and  t it le insu ranc e.

- Ensu r ing  t hat  st at e and  loc al t ransac t ion  law s and  ru les are f o l low ed .

- Ob t ain ing  all nec essary and  not ar ized  sig nat u res f rom  all p ar t ies.

- Ensu r ing  t he p ap erw ork is leg al and  b ind ing .

- Rec o rd ing  t he t ransf er  d oc um ent s and  insu r ing  t he ir  ac c u rac y.

- Rec e iv ing  t he d ow n  p aym ent  f rom  t he b uyer.

- Rec e iv ing  f und s f rom  t he b uyer?s lend er.

- Paying  l iens, overd ue t ax, and  HOA d ues.

- Dist r ib u t ing  p roc eed s t o  t he se lle r.



WHO PAYS WHAT?
BUYER AND SELLER FEES

Many fees are negot iab le; however, t here are som e fees
t hat  you and  t he seller are req uired  t o pay.

Buyer t yp ically pays:

- Insp ec t ions

- The ir  share o f  esc row  f ees  
f rom  t he t it le c om p any

- Loan  f ees req u ired  b y you r  
lend er

- Tit le insu ranc e p rem ium

- Fire and  hazard  insu ranc e 
p rem ium

Seller t yp ically pays:

- Real Est at e c om m issions

- Any jud g m ent s o r  t ax l iens

- Any unp aid  hom eow ner?s d ues

- Transf er  t axes

- Delinq uent  p rop er t y t axes

- The ir  share o f  esc row  f ees 
f rom  t he t it le c om p any



CLOSING COSTS
W HAT YOU NEED TO KNOW

Closing  c ost s are f ees p aid  b y t he b uyer  and  t he se lle r  at  
t he c lose o f  you r  hom e. Du r ing  t he esc row  p roc ess you  w il l  
have rec e ived  a Good  Fait h  Est im at e w h ic h  inc lud es you r  
c losing  c ost s and  set t lem ent  c harg es.

Typ ic ally, c losing  c ost s are 1-2% o f  t he p u rc hase p r ic e o f  
you r  hom e. A f ew  d ays p r io r  t o  c losing , you r  lend er  w il l  g ive 
you  a d et ailed  b reakd ow n  in  t he C losing  Disc losu re 
St at em ent .

W HAT?S INCLUDED?

Closing  c ost s inc lud e loan  o r ig inat ion  f ees, d isc ount  p o in t s, 
ap p raisal f ees, t i t le searc hes, t i t le insu ranc e, su r veys, t axes, 
d eed - rec o rd ing  f ees, in it ia l d ep osit  f o r  you r  esc row  
ac c ount , hom e ow ners insu ranc e and  c red it  rep o r t  c harg es.

In  ad d it ion , t here are non rec u r r ing  c ost s and  p rep aid  c ost s. 
Non rec u r r ing  c ost s are one- t im e f ees assoc iat ed  w it h  
b uying  a p rop er t y o r  g et t ing  a loan . Prep aid  c ost s are t hose 
t hat  rec u r  over  t im e, suc h  as p rop er t y t axes and  
hom eow ner?s insu ranc e.



MARK YOUR CALENDARS! Prop er t y  Taxes: Due Dat es

FEBRUARY 1st  -  2nd  Installm ent  Due

MARCH 1st  -  Assessm ent  Date

APRIL 10 t h  -  2nd  Installm ent  Delinquent  at  5pm

JULY 1st  -  Beginning of  Fiscal Year

NOVEMBER 1st  -  1st  Installm ent  Due

DECEMBER 10 t h  -  1st  Installm ent  Delinquent  at  5pm
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HOW  IS REAL PROPERTY ASSESSED?
Real p ropert y is assessed  upon change of  ownership and , in certain 
c ircum stances, t he const ruct ion of  im provem ent s. The new assessed  value    
is equivalent  to t he purchase p rice and  is sub ject  to being increased  by as 
m uch as 2% each year.

HOW  ARE PROPERTY TAXES BILLED?
Propert y t axes are b illed  annually and  paid  in t wo equal installm ent s. You can 
also have your t axes im pounded m ont hly. An im pound account  is m anaged by 
your m ortgage com pany. As t he hom eowner you pay for p ropert y t axes and  
insurance along w it h your m ortgage paym ent . When your p ropert y t axes are 
due, t he m ortgage com pany sends t he m oney to t he tax collector or 
insurance com pany.

W HEN ARE PROPERTY TAXES DUE?
The f iscal year runs f rom  July 1 t hru June 30.
The f irst  installm ent  is due Novem ber 1 and  it  is late Decem ber 10. The second  
installm ent  is due February 1 and  it?s late April 10. You can rem em ber t hese 
dates w it h t his m nem onic device: No Darn Fooling Around  = Novem ber it?s 
due, Decem ber it?s late. February it?s due, April it?s late.

W HEN DO I START PAYING MY PROPERTY TAXES?
Af ter change of  ownership, a supp lem ental t ax b ill m ay be issued  to collect
taxes ow ing for t he current  t ax year based  on t he d if ference bet ween t he
previous and  t he new assessed  values of  t he real p ropert y. The seller is
responsib le for t he paym ent  of  t axes due p rior to c lose of  escrow, and  t he
buyer is responsib le for t he paym ent  of  t axes due af ter c lose of  escrow,
inc lud ing any supp lem ental t ax b ill.

HOW  IS THE BASE PROPERTY TAX RATE SET?
Under Proposit ion 13, passed  by California voters in 1976, t he base p ropert y
tax rate is set  at  1% of t he full cash (or assessed) value of  real p ropert y.

W HAT ARE MELLO- ROOS?
Real p ropert y can be sub ject  to cont inuing tax levies under t he Mello-Roos
Act . Such levies are used  to f inance certain designated  pub lic services and
cap ital fac ilit ies. Am ong t he services and  fac ilit ies t yp ically f inanced  t hrough
?Mello-Roos d ist r ic t s? are police and  f ire p rotect ion services, am bulance and
param ed ic services, parks, elem entary and  secondary schools, lib raries,
m useum s, and  cult ural fac ilit ies.



COMMON FORMS OF
OWNERSHIP
How  you  ho ld  t i t le has im p o r t an t  t ax and  inher it anc e im p lic at ions. If  you  are unsu re w h ic h  is 
t he b est  f o r  you , p lease c onsu lt  you r  At t o rney, CPA o r  Financ ial Planner. The c om p ar ison  c har t  
b e low  is p rovid ed  f o r  in f o rm at ion  on ly.

It  shou ld  not  b e used  t o  d et erm ine how  you  ho ld  t i t le. We st rong ly rec om m end  t hat  you  seek 
p ro f essional c ounse l t o  d et erm ine t he leg al and  t ax c onseq uenc es o f  how  t it le is vest ed .

Community
Property

Joint
Tenancy

Tenancy
I n Common

Tenancy
I n Partnership

Tit le
Holding Trust

Community Property
Right  of Survivorship

Part ies Only husband and        
wife

Any number of persons 
(can be husband and 
wife)

Any number of persons 
(can be husband and 
wife)

Only partners (any number) Individuals, groups of 
persons, partnership or 
corporations, a living trust

Only husband and     
wife

Division Ownership and 
managerial interests are 
equal (except control of 
business is solely with 
managing spouse) 

Ownership interest   
must be equal

Ownership can be 
divided into any number 
of interests equal or 
unequal

Ownership interest is in 
relation to interest in 
partnership

Ownership is a personal 
property interest and      
can be divided into any 
number of interests

Ownership and 
managerial interests  
are equal

Tit le Title is in the 
?community.? Each 
interest is separate but 
management is unified

Sale or encumbrance   
by joint tenant servers 
joint tenancy

Each co-owner has a 
separate legal title to 
his/her undivided 
interest

Title is in the ?partnership? Legal and equitable title is 
held by the trustee

Title is in the 
?community,? 
management is unified

Possession Both co-owners have 
equal management and 
control

Equal right of  
possession

Equal right of  
possession

Equal right of possession but 
only for partnership purposes

Right of possession as 
specified in the trust 
provisions

Both co-owners have 
equal management    
and control

Conveyance Requires written consent 
of other spouse or actual 
conveyance by deed. 
Separate interest is 
devisable by will

Conveyance by one 
co-owner without the 
others breaks the joint 
tenancy

Each co-owner?s  
interest may be 
conveyed separately by 
its owner 

Purchaser acquires interest 
that partnership owned

Designated parties with   
the trust agreement 
authorize the trustee to 
convey property. Also a 
beneficiary?s interest in the 
trust may be transferred

Right of survivorship 
may be terminated 
pursuant to the same 
procedures by which a 
joint tenancy may be 
severed

Purchaser?s 
Status

Purchaser can only 
acquire whole title                  
of community;                     
cannot acquire a           
part of it

Purchaser will become a 
tenant in common with 
other co-owners in the 
property as to the 
purchaser?s interest. 
Other owners may 
remain joint tenants

Purchaser will become   
a tenant in common  
with other co-owners    
in the property

Purchaser acquires interest 
that partnership owned

A purchaser may obtain a 
beneficial interest by 
assignment or may obtain 
legal and equitable title 
from the trust

Purchaser can only 
acquire whole title of 
community; cannot 
acquire a part of it

Death On co-owner?s death     
1/2 belongs to survivor   
in severalty. 1/2 goes     
by will to descendant?s 
devisee or by succession 
to survivor

On co-owner?s death 
his/her interest ends   
and cannot be disposed 
of by will. Survivor    
owns the property by 
survivorship

On co-owner?s death 
his/her interest      
passes by will to   
devisee or heirs. No 
survivorship right

On partner?s death his/          
her partnership interest 
passes to the surviving 
partner pending liquidation   
of the partnership. Share of 
deceased partner then goes 
to his/her estate

Successor beneficiaries 
may be named in the trust 
agreement, eliminating the 
need for probate

Upon the death of a 
spouse, his/her interest 
passes to the surviving 
spouse, without 
administration, subject 
to the same procedures 
as property held in joint 
tenancy

Successor?s 
Status

I f passing by will,  
tenancy in common 
between devisee and 
surviving results

Last survivor owns 
property

Devisee or heirs  
become tenants in 
common

Heirs or devisee have rights   
in partnership interest but  
not specific property

Defined by the trust 
agreement, generally the 
successor becomes the 
beneficiary and the trust 
continues

Surviving spouse     
owns property

Creditor?s 
Rights

Property of community is 
liable for debts of either 
spouse which are made 
before or after marriage. 
Whole property may be 
sold on execution sale to 
satisfy creditor

Co-owner?s interest   
may be sold on 
execution sale to satisfy 
creditor. Joint tenancy   
is broken, creditor 
becomes a tenant in 
common

Co-owner?s interest   
may be sold on 
execution sale to satisfy 
his/her creditor.   
Creditor becomes a 
tenant in common

Partner?s interest cannot be 
seized or sold separately by 
his/her personal creditor but 
his/her share of profits may 
be obtained by a personal 
creditor. Whole property may 
be sold on execution sale to 
satisfy partnership creditor

Creditor may seek an    
order for execution sale of 
the beneficial interest or 
ma seek an order that the 
trust estate be liquidated 
and the proceeds 
distributed

Property of community 
is liable for debts           
of either which are 
made before or after 
marriage; whole 
property may be sold  
on execution sale to 
satisfy creditor

Presumpt ion Strong presumption     
that property acquired   
by husband and wife is 
community

Must be expressly  
stated

Favored in doubtful 
cases except husband 
and wife cases

Arise only by virtue of 
partnership status in  
property                               
placed in partnership

A trust is expressly    
created by an executed 
trust agreement

Must be expressly 
stated

Char t  c ou r t esy o f  Fid e lit y Nat ional Tit le Insu ranc e Com p any



FREQUENTLY
ASKED QUESTIONS
ANSW ERED

HOW  W ILL YOU TELL ME ABOUT THE NEW EST 
HOMES AVAILABLE?

The Mult ip le List ing  Service Websit e p rovides up - to-date 
inform at ion for nearly every hom e on t he m arket .

I const ant ly check t he New on Market  list  and  w ill send  you t he 
latest  list ings via em ail at  a f requency t hat?s m ost  help ful for you, 
daily or in real t im e.

W ILL YOU INFORM ME OF HOMES FROM ALL BAY 
AREA REAL ESTATE COMPANIES OR ONLY KELLER 
W ILLIAMS REALTY?

I w ill keep you inform ed  of  all hom es t hat  com e availab le, inc lud ing 
of f -m arket  deals, t o help  you f ind  your ideal hom e.

CAN YOU HELP ME FIND NEW  CONSTRUCTION 
HOMES?

Yes, I have access t o all t he new const ruct ion opport unit ies in t he 
c it y and  can get  you t he inform at ion you need  to m ake a dec ision.  
I w ill accom pany you on your f irst  visit  w it h t he builder. By using   
m y services w it h a new const ruct ion hom e purchase, you w ill 
receive t he services I of fer, as well as t hose p rovided  by t he  
builder, at  no add it ional cost . 



FREQUENTLY
ASKED QUESTIONS
ANSW ERED

HOW  DOES FOR SALE BY OW NER (FSBO)  WORK?

Hom eow ners t rying  t o sell t heir hom e w it hout  agent  
rep resent at ion are usually doing so in t he hopes of  saving  t he 
com m ission. If  you see a FSBO and  want  t he advant ages of  m y 
services, let  m e cont act  t he ow ner for you and  m ake an 
appoint m ent . Of ten, t he hom eow ner w ill work w it h an agent , even 
t hough t heir hom e is not  list ed  since t he agent  is int roduc ing a 
potent ial buyer t o t heir p ropert y. While you m ay get  a deal buying 
d irect ly f rom  t he seller, if  t hey are not  a licensed  agent , it  m ay be a 
challeng ing experience.

CAN W E GO BACK THROUGH OUR PROPERTY 
AGAIN ONCE AN OFFER IS MADE BUT BEFORE 
POSSESSION?

You should  com p lete all of  your inspect ions and  walk- t hroughs 
before rem oving any cont ingenc ies. If  you need  to see t he  
p ropert y again for any reason, we can m ake a spec ial request  t o 
t he seller for access. They of t en allow it , but  t hey are not  required  
t o do so. Just  p r ior t o c losing , we w ill schedule a f inal walk- t hrough 
and  inspect ion of  your new hom e.

W HAT HAPPENS AFTER CLOSE OF ESCROW ?

You can celeb rate and  shif t  your focus t o m oving into your new 
hom e. You w ill want  t o schedule your m ove, pack it em s and  not if y 
businesses of  your add ress change. I can p rovide you w it h a 
m oving checklist  t o help  you rem em ber all t he det ails.





THANK YOU
LET?S GET STARTED

Again, t hank you for t he op p ort unit y t o p resent  m y p roven w inning  b uying
st rat egy t o help  you f ind  and  p urchase your p rop er t y. I am  exc it ed  and  honored  t o

b e help ing  you on your journey t o hom e ow nership .

Gay le  Qu ill

LIC # 12345678
Real Est at e Agent

210-126-8080

Gayle@GQ.com

Gayle.GQ.com

4937 Telegraph Ave. Suite A Oakland, CA 94609
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