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Hawkins-Poe is a solid leader in the real estate services industry and
continues to attract and retain the most successful real estate brokers
countrywide.With over 48 years of professional experience and insight,
we delight in the knowledge of innovative leadership, marketing and time-
tested techniques to create a solid foundation for many years to come.

History

Hawkins-Poe was introduced in the post-war era in the small city of
Fircrest, WA.The founder, Jack Hawkins, insisted upon integrity and lived by
a simple rule: “Folks will make good decisions if | give them good information.”
His motto and work ethic has proudly continued on for three generations,
through many trying times in the industry, resulting in one of the most
successful and stable firms.

Today, Frank and Teresa Hawkins own Hawkins-Poe after purchasing the
business and its landholdings in 1984. After 1993, the organization joined
business with Coldwell Banker as a franchisee and the relationship was
very successful for both companies. Hawkins-Poe grew to become the
[9th largest volume franchisee in the worldwide network of Coldwell
Banker offices.



In 2005, the couple opted to sell the residential real estate business side of
the company (which by then had grown to more than 375 agents and 7
branch offices) and, in turn, they retained the trade name of Hawkins-Poe.

Avoiding the real estate bubble explosion of 2007-201 |, Frank and Teresa
were allowed the freedom to explore what a real estate business would
look like when the industry recovered. That four-year period of time was
spent visualizing and building a new business model--a model we believe
will be the future of the real estate industry.

While the balance of the real estate industry is shrinking under the
weight of enormous bureaucracy and increasing overhead, Hawkins-Poe
is expanding by utilizing cutting-edge technology, marketing systems, and
informational tools all designed to provide success to our clients.

Why Choose Hawkins-Poe

Because of our unique outlook on the way we treat our Brokers and the
flexibility they are afforded, we have found that our team is the most loyal
and caring in the industry. They are very willing to work with clients and
outside agents to make the experience enjoyable and comfortable for all
involved.

Feel free to contact our owner directly and he will personally review the
written opinions of our service. Frank is committed to contributing his own
expertise on the market to assist you in making good decisions.You can
email him directly at: frankhawkins@hawkinspoe.com

“Thank you, in advance, for allowing Hawkins-Poe and our amazing Brokers
to share with you our professional marketing and negotiating skills.The quality
information we provide will allow you to make quality decisions.We are suc-
cessful only when you are.” - Charles ‘Frank’ Hawkins, President

Hawkins-PoE
1215 Regents Blvd
Suite 1A
Fircrest, WA 98466
253.274.8981

hawkinspoe.com



I've been working with people my entire working career. People relations
is what | thrive off. Real Estate brings people into my path that are
wanting one goal and that is a home. That's why real estate it's perfect
for me. | love the road to making memories. Whether selling or
purchasing a home | have the knowledge to get you from where you are
to where you are going. | have a no nonsense approach to goals... Get it
right the first time and again.

Let my integrity, care and hard work get us to the finish line. | am
committed to the challenge of your happiness which means I'm always
working. | work tirelessly so that you don't have to. My motto is all in all

of the time. | have social media, NWMLS, and other forms of advertising
to get the word out so the home you're selling is seen by eager buyers
and the home you're buying is seen by you first. Let me partner with you
so you can make Your Home Your Canvas.

Rookie of the Year - 2017 & New Class of 2017
]
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REALTOR

253.302.1830
www.Servingthesound.com
Anne@servingthesound.com
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Core Values

To ensure that | am serving you the best way I can, I will instill
these following values indefinitely

1. All in all the time: | work tirelessly to find you the home that represents
your dreams.

2. | am passionate about your happiness. | strive to make the process of
selling a home and buying a home as stress free and joyful as possible.
| promise to find the best home at the best price and sell your home for

highest price in the shortest possible time.

3. I am committed to follow you along your Home journey and unlock the

doors for a new beginning!

"Serving Puget Sound
Communities one Home at a time"
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FIND ME ONLINE
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Hawkins-PoE

Real Estate is an ever changing industry. The internet is a way to keep up with
the latest market. Follow me along on Facebook, My website and through the
new apps HomeSpotter & HomeSnap.

frne N\illfins ServingTheSound.com Hawkins-Poe
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Ask me about these amazing apps to aid in your Real Estate journey. Directly
linked to the MLS which makes them the most accurate search engine.
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What an incredible experience! At first, we were very nervous putting our home up
for sale. After our first meeting with Anne, we quickly got over our nerves and
became very excited to put our home on the market. Almost too excited with a
couple holidays on the horizon. Rest assured, Anne provided us with experience
and professionalism. This included timing, pricing, and correct market positioning.
Within a week of our home going on the market, Anne hosted two open houses and
our house sold at full asking price! Even after the sale; Anne provided great follow
up to ensure Meghann and | were doing well. This may or may not have included
some celebratory red wines.

Thank you for all your hard work!

-The Norris family

It was such a pleasure to work with Anne Watkins when selling my home. She was
knowledgeable, professional, and ALWAYS accessible! Anne went above and
beyond! When listing my home she made me feel prepared. She shared her
knowledge and insight helping me to make the necessary repairs to my home, and
offered suggestions that made my home much more appealing. | am happy to say
she sold my home above asking price. Selling a home can be stressful, but Anne
made it seamless.

Anne also helped me to purchase my new home. She was able to show me houses
on very short notice and was willing to work around my schedule. When we found
"the house" she successfully negotiated the asking price, and we were able to close
quickly. If you are looking for a hardworking, compassionate, and knowledgeable
realtor, choose Anne!

-Buyer & Seller Client



The
LAW of
REAL ESTATE
AGENCY

This pamphlet describes your legal rights in dealing with a real estate broker
or salesperson. Please read it carefully before signing any documents.

The following is only a brief summary of the attached law.
SECTION 1. Definitions. Defines the specific terms used in the law.

SECTION 2. Relationships between Licensees and the Public. States that a
licensee who works with a buyer or tenant represents that buyer or tenant — unless
the licensee is the listing agent, a seller’s subagent, a dual agent, the seller personally
or the parties agree otherwise. Also states that in a transaction involving two
different licensees affiliated with the same broker, the broker is a dual agent and
each licensee solely represents his or her client — unless the parties agree in writing
that both licensees are dual agents.

SECTION 3. Duties of a Licensee Generally. Prescribes the duties that are owed

by all licensees, regardless of who the licensee represents. Requires disclosure of the
licensee’s agency relationship in a specific transaction.

SECTTON 4. Duties of a Seller’s Agent. Prescribes the additional duties of a licensee
representing the seller or landlord only:

SECTTION 5. Duties of a Buyer’s Agent. Prescribes the additional duties of a lic-

ensee representing the buyer or tenant only.

SECTION 6. Duties of a Dual Agent. Prescribes the additional duties of a
licensee representing both parties in the same transaction, and requires the written
consent of both parties to the licensee acting as a dual agent.

SECTION 7. Duration of Agency Relationship. Describes when an agency
relationship begins and ends. Provides that the duties of accounting and confiden-
tality continue after the termination of an agency relationship.

SECTION 8. Compensation. Allows brokers to share compensation with coop-
erating brokers. States that payment of compensation does not necessarily
establish an agency relationship. Allows brokers to receive compensation from more
than one party in a transaction with the parties’ consent.

SECTION 9. Vicarious Liability. Eliminates the common law liability of a party
for the conduct of the party’s agent or subagent, unless the agent or subagent is
insolvent. Also limits the liability of a broker for the conduct of a subagent
associated with a different broker.

SECTION 10. Imputed Knowledge and Notice. Eliminates the common law
rule that notice to or knowledge of an agent constitutes notice to or knowledge of
the principal.
SECTION 11. Interpretation. This law replaces the fiduciary duties owed by an
agent to a principal under the common law, to the extent that it conflicts with the
common law.




DEFINITIONS.

Unless the coneext clearly requires otherwise, the
defimitions in ths section apply throughout the
chapter.

(1) "Agency relavonship” means the agency
relationship created under this chapter or by
written agreement betweena licersee and a buyer
and/or seller rehting to the performance of real
estare brokerage serces by the hoensee.
(2) "Agent" means alicemsee who has entered into
anagency reladorship witha buyer orseller.
(3) "Bisiness opportumty” means and includes a
bismes, business oppartunity, and goodwill of an
existing bisiness, or any one orcombination thereof.
(4) "Buyer” mears anacumlor prospective purchaser
in a real estate transaction, or an actual or
prospective terant in a real estate rendal or lease
tramsaction, as applicable.
(5) "Buyer’s agent" means a licensee who has
entered into an agency reltonship with only the
buyer ina real estar transaction, and meludes sub-
agents engaged by a buyer's agent
(6) "Confidensial information” means mformation
fromor conoerming a principal ofa hcensee that
() Was azquired by the licersee during the oourse
ofanagency mlasorehip with the principal;
(b) The principal mxomably experts o be kept
confidental;

(c) 'The principal has not disclesed or anthorized
10 be disclosed o third parties;

(d) Would, if disclesed, operate to the detniment
of the principal; and

(e) The principal pesorally would not be obl-
gated o disclose to the other pary.

(7) '"Dual agent” mears alioensze who has entered
into an agency reladonship with both the buyer and
seller in the same tramwacton.

(8) "Licersee” means a rwal estate broker, asocate
real estat broker, or real estate salesperson, & those
terme are defined in chapter 1885 RCW.

(9) "Materal fact" means information that
substanually adversely affects the value of the
property or a party’s ability to perform its
obligatiors in areal estate transaction, or operates
o materally mpair or defear the purpose of the
warsaction. ‘The frtor suspiion datthe properey,
orary neighbormg properyy, is or was the site ofa
murder, swclde or other death, rape or other sex
crime, assult or other viclent come, robbery or
burglary, dllegal drug activity, gang-relared artviey
politicalor religiows activiry or other act, occurrence,
orse notadwersely afferting the physical condition
ofortitk to the propery is nota rmaterial fact.

(10) "Principal” means a buyer or a seller who has
entered ino an agency relatiorship witha licensee.
(11) 'Real estate brokerage services" mears the

rendering of servioes for which areal st Leense
is required under clapter 1885 RCW.

(12) '"Realestars ramartion” or "ramwarton’ mears
an arti@l or prospective transaction involvng a
purchase, sale, option, or exchange of any interestin
real property or a business op pomumity, or a ke ar
rental of real pmperty. For purposes of this chapter,
a prospective transactbon dos not existunsl a wrie
ten offer has been signed by at keast one of the

parties.
(13) "Seller" mears an actal or pospectivesellerin

areal state tmEwacton, or anarusl or prospective
landlord ina real estate mntal or kaxe ramwarton,

as applicable.
(14) "Seller’s agent" mears a licersee who hax
entered into an agency relatiomship with only the




seller in a real estate transaction, and includes
subagents engaged by asellert agent.

(15) " Subggent” means a heensze whois engaged o
acton behalf of a principal by the principalt agent
where the principal ha authorized the agent in
writing to appointsubagents.
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RELATIONSHIFS EET WEEIN LICENSEES
AND THE FUELIC.

(1) A leensee who performe mal estar brokerage
services for a buyer is a buyert agentunles the:

(a) Licensee has entered into a written agency
agreement with the seller, in which case the
licersee is aseller’s agens

(b) Licensee has entered into a subagency
agreement with the seller’s agent, in which ase
the licersee is asellert agens

(c) Licensee has entered into a written agency
agreement with both partiss, m which cze the
licersee is a dual agent;
(d)Licensee is the seller or one of the sellers; or
(e) Partiss agree otherwse in witing after the
lioersee bas complied with section 3(1)(f) of this
act
(2) Ina tramartion in which different licensees af-
filiated with the same broker represent different
parties, the bmoker is a dual agent, and mst obain
the written consent of both parties & required
under section 6 of this act Insuwchacae, each lie-
emseeshall sokly representthe party withwhom the
licensee has an agency relationship, unless all
parties agree I writing that both leersees are dual
agents.

(3) A licenses may work with a paryy in separare
trarsactions pursuant to different relationships,
including, but notlimited to, represznting apartyin
ore trarsartion and atthe same tme not represent
ing that party inadifferent tramsar doninwolving thar
paryy, if the lrersee complies with ths chapter in
establishing the relariorships for each transaction.
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DUTIES OF & LICENSEE GENERALLY.

(1)Regardless of whether the licensze is an agent, a
licensze owes o all parties © whom the heenses
renders mal estae brokerage servioes the folbwing
duties, which may not be waived:
() To exercise rezsonable slall and care;
(b)To deal honesdy and m good faidh;
(c) 'To present all wrtten offers, writen notes
and other written commmuumcations o and fmm
either party in a tmely marmer, regardless of
whether the property is subject to an edstng
contract for sak or the iyer is already a party to
an exdsting contract to purchae;
(d)Todscbse all existing material facts known by
the licensee and not apparent or readily
ascertainable to a party; provided that this
subsectionshall notbe construed to implyany duy
0 irvestigate mauers thar the licensee has not
agreed to investigare;
(e) T azoount ina dmely marmer for all money
and property recsived from or on behalf of either
party;

(® To provide a pamphlet on the law of real estate
agency in the formpmseribedin section 13 of this
acttoall parties o whom the lioensee rendersreal
estate brokerage servioes, before the pany signs




an agency agreement with the Lcenses, sigrs an
offer in a real estate tramsarton handled by the
lioensze, comsents o dal agency, or walves any
nights, under section 2(1)(), 4(1Xe), S(1Xe), or
6(2Xe)or (f) of th act, whicheer ooours earlest,
and
() To disclose in writing o all parties © whom
the lirersee renders malestare brokemge services,
before the party signs anoffer n areal estate trans-
action handled by the licensee, whether the
licensee represents the buyer, the seller, both
parties, or neither pary. ‘The dsclsure shall be
setforth inasepamte paragraph entitled "Agency
Discbsure" in the agmement between the buyer
and szller or inaseparate watng entided "Agency
Discosure."
(2)Unless otherwise agreed, a lirenses owes no dury
to conduct an independent inspection of the
property or o oonductanindependen: mvestigarion
of either paryr's irancial condition, and owes no dury
0 mdependendy verfy the acuracy or complete-
nes of anystatemen: made by aither party or by any
source reascnably believed by the licensee to be
reliahle.
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DUTIES OF &4 SELLER'S AGENT.
(1) Unless addiional dusies are agreed to in writing
signed by asellers agent, the duties of asellersagent
are limited to those set forth inszction 3 of this ace
and the following, which may not be wamved awoept
as expresshy set forth in () of this subsection:
(@) 'To be byal to the seller by wling no action
that &= adverse or dewimenal to the seller’s
Interest in a transacworn;

(b)'To timely drclose to the sellerany conflicts of
interest;

() To advise the seller to seck exper advios on
matters relatng to the transction that are beyond
the agentt apendse;

(d Not to disclose any confidensial informasion
fmm ar about the seller, exzept under subpoena
orcourtorder, evenafter termiresoned the agency
relaribmship; and

(€) Unless otherwise agreed o in witing after the
sellert agent has complied with secdon 3(1)(f) of
this art, to make a good faith and continuous
effortto finda buyer for the properyy; exoept thar
a seller's agent is not obligated w seek addivoral
offers to purchase the propeny while the property

is subject to an existing contract for sle.

(2) (@ The showing of propertis not owned by
the seller o prospective buyers or the listing of
competing properties for sle by a sellers agen:
does notinand of iself breach the duty of loyaley
0 the seller or creare a condlict of intemst

(1) The reprsenaton of mere than one seller by
different hicensees afflliared with the sme broker
incompeting transmctiors moking the mme byer
does notinand of itself breach the duty of loyaky
o the sellers or create a conflict of interest.

T

DUTIES OF AEUYER'S AGENT.

(1) Unless addiional dusies are agreed to in writing
signed by abuyert agens, the duses of abuyert agene
are limited to those set forth insection 3 of this ace
and the following, which may not be wamved ewept
as expresshy set forth in () of this subsection:

(a) To be loyal to the buyer by taking no ation
thatis adverse or detrimental o the buyer's iner-

estn a transaction;

(b)'To timely disclese to the buyer any condliess of
interest;




(c) To advise the buyer 1o seck expert advice cn
raters relaing o the wramsarton datae beyond
the agent’s expertise;

(d Not o diclose any confidendal informarion
from or about the buyer, exzeptunder subpoena
or oourtorder, evenafter terrmnanonof the agency
relationship; and
() Unless otherwise agreed toin writing after the
buyer's agent has complied with section 31 of
this act, to mmake a good faith and continuous ef-
fort o inda property for the buyer; exceptitata
buyer's agent £ notobligared to:
(1) seek additional properties o purchae while
the buyer is a party to an edsting contmECt to
purchase; ar
(1) show propertdes & to which there is no
WIItten gTeament O fay coImpersaton 1o the
buyer's agent

(2) (@) The showing of property m which a buyer 5
interested w0 other prospective buyers bya buyers
agent does rotinand of itself breach the dryof
loyalty to the buyer or create aconflictof meeret

(t) The representaion of more then one buyer by
different Licensees affiliated with the same bmker
in competing transactiors involving the same
property does notinand of #se i breach the dusy of
loyalty to the biyers or creae a condlict of inerest

—GED

DUTIES OF 4 DUAL AGENT.

(1) Notwitlstanding any other provision of this
chapter, alersee may act asa dal agentonly with
the wrtten consent of both partes to the
trarsaction after the dual agent kas cormplied with
section 3(1Xf) of this act, which consent must
include a statement of the terms of compensaron

(2) Unless additional duties are agreed toin writng
signed by a dual agent, the duties of acmlagentare
hirrited o those set forth I section 3 of this ace and
the following, which may not be waived expept as
expressly set forth in () and (f) of this subsection:
(@'To take noaction that & adverse or detrimenual
o either party’s inerest in a tr@mwaction;
(1)'To timely disclose to both parties any conflics
of Interest;
(c) Toadvise both parties 1o seck expertadvice cn
metters relnng to the transcton thatare beyond
the chal agent's expertise;
(d Not o disclese any confidenwal information
fromorabouteither party, exceptunder subpoera
or oourtorder, even after termiratonof the agency
mlaromship;
(€) Unless otherwise agreed toin writing after the
dmlagentha commplied withsection 3(1)(f) of this
act, o mmake a good faith and contmuos effore o
find a buyer for the propery; except that a chal
agent 5 notobligated w seek addivomal offers 1o
purchase the property while the property is
subject to an exkting contract for sale; and
() Unless otherwise agmed to in writing after the
dial agenthas cormplied with section 31 of this
act, o make a good faith and contnuows effore o
find a property for the buyer; exoept thar a chal
agent is not obligated to:
(1) Seek additional properties o purchae while
the buyer & a party to an existing oontract o
purchase; or
(i) show propertiss & to which there £ no writen
agresTment to pay corpereanon o the chal agens.
(3)a) The showing of propertis notowned by the
seller o prospective buyers or the Bsting of cormpet-
ing propertes for sle by a dual agent does notin
and of iself constitute action that is adverse or
detrimental © the seller or creat a conflict of

mterest.




() The represenaton of more than one seller by
different lioersees affiliated with the same broker in

competing trarsactiors involving the @mme buyer
does rot in and of iself comstiture acton thar is
adverse or detnimental to the sellers or creaw a
conflict of inerest.

(4@ The showing of property m whicha buyer is
interested o other prospective buyers or the pre-
senmtion of addivoral offers 1o purchae property
whik the property is subject to a transction by a
dual agent doss not in and of itself corstitue action
that is adverse or detrimental to the buyer or
create a confhict of meerest.

() The representarion of more than ane buyer by
different licersees affiiated with the same broker in
competing trAmactons mvolving the same propery
does mot in and of iself comstirure action thar is
adverse or detrimental o the buyer or create a
confliot of inerest.
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DURATION OF AGEN CY RELATIONSHIF.

(1) The agency relaionships set forth in this
chapter commenoe at the tme thar the lioensee
undertakes to provide real estate brokerage services
0 a principal and contime unedl the earliest of the
follbwing:
(2) Completion of performance by the licensze;
(b) Extpiration of the term agreed upon by the
parties;
() Termination of the relatonship by rmmal
agreement of the parties; or
(d) Termmaticon of the relaomship by notio from
cither party o the other. However, such a termm-

nation does not affect the contrarmal rights of
either party.
(2) Escept = otherwise agreed o in wntng, a
licersee owes no further duty after terminarion of
the agency relatonship, other than the duties of:
() Acoounting for all moneys and property
reoeived duning the relariorship; and
(b)Notdisclosing confidential mformation

G

COMFENSATION.

(1) In any real estatr transaction, the broker'
compensationmay be paid by theseller, the buyer, a
third party, or by sharing the cormpensation between
bmokers.

(2) An agreement to pay or payment of coMpersa
ton does not establish an agency reladonship
betwesn the party who paid the compensation and
the licensee.

(3) Aseller may agree thar a seller's agent may share
with another broker the compensation paid by the
seller.

(4) Abuyermay agree tharabuyer'sagentmay share
with another broker the compensation paid by the
bagyer.

(5) A broker may be compensated by more tan cne
party for real estate brokerage services in a real
estate tranmction, if those parties consentin writing
at or before the time of signing an offer in the

tIEATEACHON.

(6) A buyer’s agent or dual agent may reosive
compensation based on the purchae price withour
breaching any duty o the buyer.




(7 Nothing contained in this chapter negats the
requirement that an agreement authorizing or
ermpbying a licenser o 521l or purchae mal estare
for compensation or a comrmission be inwnting and

signed by the seller or buyer.

I

VICARIOUS LIABILITY.

(1) A principal is not liable for an act, erro, or
omission by an agent or subagent of the principal
arsing our of an agency reladorship:
(2) Unless the principal participated in or
authorizad the act, error, or omisson; or
(b) Extoept to the extent that
() ‘The principal benefited from the act, error,
oromision; and
(1) the court determines tharitis highly prob-
able that the claimant would be wmable to
enforce a judgment against the agent
orsubagent.
(2) A licensee is not liable for an act, error, or
omission of a subagentunder ths chapter, unles the
lioensee participared in or anthorized the act, error
or omision ‘This subsertion does not lirmt the

liability of a real estare broker for an act, error, or
omission by an ssodate real sstaw boker or real
estare salesperson lioensed to thar broker.

IMPUTED KN OWLED GE AND NOTICE.

(1) Unless otherwise agreed o in writing, a
principal does not have Imowledge or notice ofany
facts Imown by anagent or subagent of the principal
that are notacually Imown by the principal.

(2) Unless otherwise agreed to in writing, a licersee
does not have Imowledge or notios ofany facts Imown
by a subagent that are not acamlly Imovn by the
licensee. ‘This subsecton does not limit the
Imowledge mmputed o a real estate broker of any
facts Imown by anasociae real estare broker or mal
estae salsperson licersed o such broker.

—— G

INTERFRETATION.

‘This chapter supersedes only the duties of the
parties under the cormmeon law, including fiducary
duties of an agent © a principal, to the exwent
inoonsstent with the chapter. The common law
continues o apply 1o the partiesin allother respects.
‘Thi chapter dos notaffect the duties of a licersee
whik engagmyg in the authonized or wnanthorized
prcte of Bw as detemmined by the courss of this
stte. Ths chaptershall be construed broadly.




The Buying Process

1. Pre approved with a qualified lender: We have referrals of people
that we work with on a regular basis that we trust but we encourage you
to do your own research to find one that fits with your needs.

2. House hunt to find the perfect home for YOU: We will begin
looking at homes and we want to make sure you are a ready buyer with
your pre approval letter in hand ready to write an offer to make certain
we are competitive and appeal to the sellers.

3. Writing the offer: The purchase and sale agreement can be a
lengthy document be sure to ask to see a copy before hand so you can
review in case you have questions. Each offer may differ dependent
upon the situation and we will attach appropriate addenda to the
Purchase agreement to make sure you are protected through out the
agreement.

4. Mutual Acceptance: Once our offer is accepted you will be
introduced to the rest of my team that will help keep us on task with our
timelines for inspections and appraisals that will be necessary to get the
final approval on your loan.

5. Closing: Please keep in mind signing, closing and possession are 3
different dates in WA state. First we will “sign” the closing documents,
within 24 hours we will “close” and title will transfer and then by 9pm
that night you will get keys and “possession”. This is another part of the
transaction that is very important and we refer to our closing team but
we encourage you to do your own research when selecting a closing
team. All of these dates and timeframes vary in each transaction.

Hawkins-PoE



Buyer Ready / Ready Buyer

What would happen to the real estate market if demand we to
outgrow supply? What would happen to your buying power if
interest rates were to increase above today's historic low?

Being ready as a home purchaser will minimize the negative impacts of
both these probabilities, assuring you are given the highest
consideration by the property seller and the highest probability of
success.

We recognize we are successful only when
our clients and customers are.

Be READY; maximize / insure your home buying success.

Be properly represented: Agency disclosure and exclusive buyer agency
Be Pre-Approved: Pre Approval not Pre-Qualified

Be market savvy: Understand current market conditions and trends

Be aware of the process: Review in advance the forms and procedures
you'll use

Be aware of your responsibilities: Representations, inspections,
warrantees and financing

Hawkins-PoE



Closing Costs

Buyer Closing Costs:
When a buyer applies for a loan, lenders are required to provide them with a good-faith
estimate of their closing costs. The fees vary according to several factors, including the
type of loan they apply for and the terms of the purchase agreement. Likewise, some of
the closing costs, especially those associated with the load applications, are actually
paid in advance. Some typical buyer closing costs include:
The down payment
Loan fees ( points, application fee, credit report)
Prepaid interest
Inspection fees
Appraisal
Mortgage insurance (typically 1 years premium plus an escrow of 2 months
Hazard insurance (typically 1 years premium plus an escrow of 2 months
Escrow services
Title insurance
Recording Fees on the notes

Seller Closing Costs
If the seller has not yet paid for the house in full, the seller's most important closing cost
is satisfying the remaining balance of their loan. Before the date of closing, the escrow
officer will contact the seller's lender to verify the amount needed to close out the loan.
Then, along with any other fees, the original loan will be paid for at the closing before the
seller receives any proceeds from the sale. Other seller closing costs can include:
Broker's commission
Excise / Transfer taxes
Documentary Stamps on the deed
Title insurance
Escrow Services
Property taxes (prorated)

Hawkins-PoE



Closing Costs
(continued)

Negotiating Closing Costs

In addition to the sales price, buyers and sellers frequently include
closing costs in their negotiations. For example, if a buyer is
particularly nervous about the condition of the plumbing, the buyer
may request the seller agree to pay for the house inspection.

Likewise, a buyer may want to save on up-front expenditures, and so
agree to pay the seller’s full asking price in return for the seller paying
all the allowable closing costs. There's no right or wrong way to
negotiate closing costs; just be sure all the terms are written down on
the purchase agreement.

Proration
At the time of closing, certain costs are often prorated (or distributed)
between huyer and seller. The most common proration is for property

taxes. Property taxes are typically paid at a different time of year than
the closing of the sale, for the year they were assessed.
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PREFERRED LENDER

CALIBER
HOME LOANS

Brent Moody

6625 Wagner Way, Suite 203

Gig Harbor, WA 98335
253.381.4067
brent.moody@caliberhomeloans.com

*Hiring a lender is an independent choice by the consumer. This is a referral based on a
business relationship. We advise all clients to interview more than one lender.



THANK YO
o\ hne \%Zﬂéimv

There is nothing more gratifying than to see what happens on
someone's face when I've provided them with my professional real
estate service.

My late husband was in the Army and paid the ultimate sacrifice for our
great country. | have 2 children currently serving in the Unite states
Navy. | respect and love our military with my whole heart.

Purchasing a home is the American dream. | am here to provide the joy
and happiness one has when they attain that dream. So whether this is
your first home buying experience or 10th I'm here to take care of you.

If you're selling a home | will be at your service every step of the way to
make it peaceful, easy and a smooth transition. | will do everything in my
power to meet your home needs. I'm excited for you journey and | am
looking forward to doing this together as partners. | will work tirelessly in
our partnership to fulfill all your real estate needs. | want to thank you
ahead of time for choosing me to serve you.

Blessings,
Anne Watkins
REALTOR
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